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on State Dealer Leaders— 


at the 1957 convention of the Washington State Auto Dealers Assn. were 
s new officers. Seated, from left, are Robert B. Dunn (Pontiac), Seattle, first vice- 


;» Rex Garrison (Buick), Vancouver, president; 
and Warren Simmons (Chevrolet), Olympia, secretary-treasurer. 


president, 


+ James Elam (Ford), Yakima, executive committee member; 
third vice-president, and Fred K. Eells, 


Kirkland, 


Don Seaberg (Buick), Pasco, 


Jaimer Halls 
Seattie, WSADA manager. 


present for the photograph was the second vice-president, Don Miller (Chevrolet), 
thee. (Story on Page 3.) 





elective Used-Car Market 
rbs Pre-Holiday Surge 


By Robert M. Lienert 
Associate Editor 
HE used-car market is exhibit- 
ing signs of marked selectivity 
May, according to reports 


| 


a 


the field. 
| Buyers have been more picky 
usual. Dealers say that “hot” 
couldn’t move faster, while 
tmits out of favor are nailed to 
the lot. 
In general, business has not been 
we sO good as had been antici- 
pe d in these weeks leading up to 
orial Day — the span usually 
@onsidered. the peak period for 
wed-car retailing. 
> 
T THE seeiieante level, a spurt 
jast week gave the market a 
after an extended period of 
. Again, in the arenas, 
were highly selective, with 
bidding for the “right” 
driving average prices to 
levels. 
. Dealers surveyed by Automo- 


New-car registrations for three 
months, plus two states for April: 
1956 Pos. 


71 
Misc. 17,175 
Total All Makes 
i 1,436,393 
_ Further details on Page 66. 


from newer, higher-priced units. 
Moving at a good clip are clean 
cars in the middle-price ranges, 
and most popular are the extra- 
clean, older pieces. 
While rough units have always 
been tough to unload, they are a 
(Continued on Page 4, Col, 5) 


Ohio Lot Upheld 
On New-Car Sale 


Ban Unconstitutional, 
Appeals Court Rules 


By Sanford Markey 
Staff Correspondent 
LEVELAND.—In a far-reaching 
decision, the Cleveland Court 
of Appeals ruled, 2 to 1, that Regu- 
lation 9 of the Ohio Dealers’ Licens- 
ing Code is unconstitutional, paving 
the way for used-car dealers to 
sell new units with factory guar- 
antees and for establishment of 
supermarkets with rights to sell 
all cars. 
The ruling, growing out of an 
ann oe both the state and Sey- 


majo’ 

“Unlawful prohibition upon the 
rights of a person to follow a law- 
ful industrial pursuit .. . creates a 
monopoly by the way of a special 
privilege in favor of the persons 
enfranchised by the manufacturers 
of motor vehicles . it is not gen- 
eral in its nature and, as such, is 
not uniform and impartial in its 
operation and it is an unlawful 
delegation of legislative power in 
favor of private concerns and 
manufacturers of motor vehicles 
who are empowered to select a fa- 
vored few for enfranchisement.” 

a 7 


rs case began in 1953 when 

Memphis Auto, a used-car 

operation; was found gute: “ three 
(Continued on Page 4, 
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Dealers Gain in Drive 
For Local Rate on Ads 
l‘ollowing End of Co-op 


Automotive News Staff Report 

INCE aut» factories assumed 

responsibi ity for the former 
factory-dealer cooperative advertis- 
ing funds, aut? dealers have made 
marked progr: ss in their long fight 
to get the low »r local rate on new- 
car advertisin; in newspapers. 

Nearly all dealer associations, 
contacted in a cross-country 
check by Aw omotive News, said 
they are pre: sing this issue. 

Frederick M Sutter, president of 
NADA, asserte |: 

“We in NADA will not be satisfied 
until this dis: rimination is elimi- 
nated. There is absolutely no justifi- 
cation for it nc w.” 

> . > 

= dealer ;pokesmen expressed 

dissatisfac.ion with the slow- 
ness of newspapers to grant local 
rates after the factories took over 
the co-op funds. 

However, a spokesman for a 
media association pointed out 
that 30 of the 1,500 newspapers 


represented by the group are now | 


offering local rates on dealer- 
new-car advertising. 

“While that may seem like a 

small percentage,” he said, “it is 

tremendous when you think that 


only a year ago there were fewer | 


than five out of 1,500 offering the 
lower rate.” 
> > > 
HECKS with dealers, associa- 
tions, media and factory men 


also indicate these points with | 
respect to the auto advertising| 


change: 

1, By and large, the factory ad-| 
vertising dollars are being placed | 
in about the same media as the| 
co-op dollars, although it appears 
likely that there will be changes as 
factories and agencies complete 
market studies. 

2. Some feel that the importance 
of the dealer voice in placement 
of market-supporting advertising 
has diminished, yet factory 
sources say the dealer voice is still 

coming in “loud and clear” and 
that every effort will be made to 


give dealers who are moving cars 
the kind of advertising support 
they want. 

In this regard, Branham Co., 
newspaper representative, points 
out in a memo to its newspapers: 

“You may have read recently in 
the trade papers that your local 
dealers will no longer have a voice 
in the placement of factory paid 
advertising. 

“Nothing could be further from 
the truth. We can assure you the 
dealer is still very important to 
the factory in advertising plan- 
ning, and, more important, to us. 

“Therefore, we urge you to keep 


All Companies Go Up ~~ 


By Martin L. Whitmyer 
Staff Writer 
cenaseD output schedules by 
all auto corporations pushed car 
assemblies to a four-week high of 
| 127,279 units last week—up 1.1 per- 
cent over the previous week and a 
20.2 percent boost over the corre- 


| Inside 
Auto News 


Sutter hits barriers to 
| security clauses, Page 3. 

Drive widened against cut- 
rate shops, Page 37. 

S-P unveils economy car, 

Page 2. 

Thirty years a dealer, no 

razzle-dazzle, Page 64. 

How shops can turn stains 

into profit, Page 37. 





in clese touch with your dealers 
and keep them sold on our medium, 
and, particularly, our newspaper.” 
3. In most cases where the dealers 
have been granted local rates, the 
volume of their own advertising has 
increased. Many predict that indi- 
vidual dealer advertising may be- 
come a potent factor if local rates 
become general. 
* * * 
_ dealers thought elimina- 
tion of the co-op fund would 
make a clear-cut case for granting 
(Continued on Page 82, Col, 1) 


Highest Output in Month 


sponding week a year ago. It also 
marked the first time since the 
week ended Jan. 12 that all com- 
panies scheduled gains over the 
previous week. 

Last week’s output was 103.1 
percent of Automotive News’ 
three-year index, compared with 
the 101.5 percent compiled on the 
previous week’s 125,924 assemblies. 
In the week ended May 19 a year 
ago, 105,869 cars were built. 

Despite the upsurge, it is consid- 
ered unlikely that the industry will 
build more than 527,000 cars in May, 
which would be 4.2 percent below 
the 549,239 units rolled from the 
lines in April. That would, how- 
ever, be a 11.5 percent improvement 
over the 471,673 cars built during 
May of last year. 

> . 

te output is estimated at 
98,100 units in May—a 6.1 per- 
cent drop from April’s 104,528 as- 
semblies, but 2.5 percent above May 
a year ago, when the makers rolled 

95,708 trucks from the —_ 
23,656 


The makers turned out 
trucks last week for a slight in- 
(Continued on Page 85, Col. 3) 


New-Car Production Scoreboard 


What's Happening This Year— 


642,000 578,826 


570,900 


an. April 


*May figure is » »rojection based on daily rate. 


471,675 430,375 | 448.875 
i} 402,575 
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Fear Auto Price Hike 
If Steel Cost Rises 


By John K, Teahen Jr. 
Staff Writer 

UTO dealers and auto buyers 

shuddered last week as they 
read reports of an expected steel 

price increase July 1. “Is it going 
to be 1956 all over again?” they 
asked. 

They had good reason to 
wonder. Steel prices rose an aver- 
age of $8.50 a ton last August. 
Six weeks later, with the advent 
of the new-model season, auto- 
mobile prices zoomed skyward, 
leveling off at about 7 percent 
above 1956 figures. 

This year, informed sources are 
talking about a $5 to $6 steel hike 
because of higher labor costs. Steel- 
workers will receive a wage boost 
of nine cents an hour on July 1, 
plus about three cents in fringe 
benefits. 

There also will be an increase— 
estimated at two or three cents— 
in the cost-of-living allowance. 

= > * 

HE auto industry finds itself 

in the same situation with an 

annual improvement factor of seven 
or eight cents an hour to be stuffed 
into pay envelopes June 1. The cost- 
of-living hike also applies to auto 
workers. 

The experts agree that U.S. 
Steel holds all the trumps on the 
price hike. U.S. Steel set the 
$8.50-a-ton pattern last year, and 
its rivals followed suit—although 
many complained that the in- 
crease was not enough. 

Last year’s automobile price hikes 
involved more than the steel boost, 


Oklahoman Asks 
U.S. Curb on 
Interest Charges 


OKLAHOMA CITY. — The defeat 
of a bill to regulate interest charges 
on installment sales has brought a 
plea for Federal regulation. The 
local bill was rejected in the House 
last week. 


After its defeat, Rep. Robert O. 
Cunningham wired Senator A. S. 
Mike Monroney, Oklahoma Demo- 
crat, urging Federal legislation. He 
also cited a bill, previously killed, 
which would have outlawed blank 
contracts and required itemization 
of charges. 


The wire said in part, “These two 
bills were killed after a barrage of 
propaganda had been issued and 
bandied about by lobbyists of the 
small-loan companies—mostly chain 
operators under ICC rules, the state 
retail merchants association and a 
few used-car dealers who have been 
enjoying the no-law and no-control 
program we now have in Okla- 
homa.” 


Contest in Canada 
7 
Mapped by Willys 

WINDSOR, Ont. — Three-day ex- 
pense-paid holidays in Toledo and 
a new forward control Jeep FC-150 
are being offered by Willys of 
Canada, Ltd., as prizes in a sales 
promotion campaign during June, 
July and August. 

Known as the Canadian Rally, 
the event will be open to Willys 
distributors and dealers and also to 
consumers, said J. J. Canning, gen- 
eral manager of Willys of Canada. 

The FC-150 will be presented to 
the individual who best explains 
why the vehicle is ideal for his 
type of business, Forty-nine other 
consumer prizes will be awarded. 

The distributors, their wholesale 
managers and dealers will be com- 
prune for the trip to Toledo Sept. 

21, 


Plane Rental Service 


Is Planned by Hertz 


CHICAGO.—Hertz Corp, is enter- 
ing the plane rental business. 
Walter L, Jacobs, president, said 
a subsidiary —-Hertz Rent-A-Plane 
System, Inc.—is being set up and 
will issue licenses to selected 
dealers of Cessna Aircraft Co. 





of course. Increases in labor and 
other materials costs were men- 
tioned when the 1957 schedules were 
announced. 
* a * 

Ate major factor was the 

tooling cost—estimated at more 
than $1 billion—for the 1957 model 
year which saw 10 makers bring 
out completely new cars. 

Tooling costs will not be as 
high for the 1958 models, But 
price critics point out that in 
1957, some of the facelifts went 
up more than the all-new makes. 
The opposition of dealers and 
buyers to the 1957 price hikes is 

better understood when the 7 per- 
cent average boost is broken down 
into dollars. 

For example, the lower-priced 
cars went up from $61 to $194 on 
models comparable to those offered 
in 1956. In the luxury field, prices 
of some volume models rose $400 
to $600. 


> + * 


BRvvER opposition to the 1957 | 
prices—and certainly to any | 


| similar performance on 1958 models 


is gauged best at the dealer level. 
In an Avutomotve News survey 
early this month, dealers were 
asked, “What major changes would 
you like to see on the 1958 models?” 
Some mentioned styling 
nuances and more gas economy, 
but a considerable number from 
several sections of the country 
answered simply: “Lower prices.” 


NADA officials and dealer asso- | 
|ciations also have joined in the 
| clamor. One of the most recent was | 
|the Missouri association, which 


adopted a resolution at its conven- 


tion urging auto makers and organ- | 
ized labor to help hold the line. 


‘. dealers told of increasing 


price resistance to new models, 
mentioned the effect of high prices 
on financing practices and warned 
of the increasing sales of low-priced 
foreign cars. 

The resolution concluded that 
higher prices springing from in- 
creased labor costs may bring about 
a four-day work week—because of 


layoffs—more quickly than either | 


manufacturers-or unions anticipate. 


Business 
Barometer 


Auto Production — 150,935 cars, 
trucks, in week vs. 126,619 year 
before. 

Department Store Sales — Up 7 
percent from year before. 

Electric Power Output — 11,286 
million kilowatt hours, up 4.4 percent 
from year before. 

Freight Loadings — 718,924 cars 
in week, a decline of 51,634 from 
year before. 

Gasoline Stocks — 198,332,000 
barrels, a decline of 1,890,000 barrels 
in week. 

New-Car Registrations — 1 459,- 
612 in 1957 to date vs. 1,436,393 
year ago. 

New-Truck Registrations—203,- 
707 in 1957 to date vs. 219,768 year 
ago. 
Oil Stocks — 262,870,000 barrels, 
an increase of 3,185,000 barrels in 
week. 

Soft Coal Output—9,615,000 tons 
estimated in week vs. 9,826,000 tons 
year before. 

Steel Output — 87.9 percent of 
rated capacity vs. 86.7 percent week 
earlier. 

Used-Car Prices—$910 average, 
May to date, vs. $927 in April. 

Wholesale Prices—117.2 percent 
of 1947-49 index vs. 117.1 week 


earlier. 
s ¢* s&s 


Common Stocks 


May May 
15 8 
6% 6% 
75% 75% 
56% 57 
434%, 43% 
7% 7% 


Average 37.90 37.85 


1957 
low 
5% 
64% 
544 
38 
6% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 
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Rambler Pauses During Economy Run— 


oe aT ary 





Several Rambler dealers and representatives were on hand to meet the Rambler 
Custom four-door sedan as it passed through San Antonio on the last leg of its 
economy run from Winnipeg, Man., to Monterrey, Mexico. Posing with the test car 
as it paused in front of the famed Alamo are, from left, Al Bush, sales manager, 
Jack Mitchell Nash; Ben Mitchell, partner in Mitchell Nash, and Walter Windsor, 


sales manager, Chessher Motors. 


Canada to Mexico for $17.43... 


Record Run 


for Rambler 





MONTERREY, Mexico. — Despite| mountains, congested cities and on 
foul weather and heavy headwinds, | open highways,” Viland and Chak- 
a six-cylinder Rambler last week|makian said, “which is similar to 
established a border-to-border| what the average driver might en- 
economy record of 33.93 miles per| counter on a vacation trip.” 


gallon for the 1,946-mile trip from 
Winnipeg, Man., to Monterrey. 
The Rambler Custom four-door 
sedan equipped with overdrive 
consumed only 57.34 gallons of 
regular grade gasoline for a fuel 
cost of $17.43, or less than nine- 
tenths of a cent per mile traveled. 
Results of the five-day trip were 


The weather, however, was not 
average, Near-freezing tempera- 
tures and flash floods which 
destroyed roads in Iowa and 
Texas hampered the test car, At 
Waco, Tex., where floods took 
three lives, the highway was 
blocked by cars flooded over their 
bumpers. 


announced by Steve McGrath, an| The car passed through such 


official of NASCAR, which sanc-| heavily populated cities as Sioux | 


tioned the run. McGrath rode in| City, Ia.; Topeka, Kans.; Oklahoma 


the test car with drivers Les Viland | City, Dallas, Austin, Tex., and San| 
who are| Antonio, 


and Carl Chakmakian, 
AMC engineers. 


| 
The Rambler maintained an 


average speed of 42.2 miles per 
hour and covered the distance in 
an elapsed time of 46.1 hours, At 
no time did fuel consumption drop 
below 31.8 miles per gallon during 
a single day’s run. 


“The route took us through 


NIADA to Expand 





Its Staff; Jones 
Slated for Post 


WASHINGTON. — Directors have 
decided to expand the staff of the 
National Independent Automobile 
Dealers Assn. 

The steering committee was au- 
thorized to retain an executive 
vice-president, Val T, Jones, former 
publisher of Auto Week, is expected 
to fill this post. Auto Week has 
been sold to Automotive Market 
Report. 

The NIADA board also selected 
four regional field directors. Miles 
Elliott, who has been NIADA’s na- 
tional field director, will be in 
charge of the new Southern region. 
New field men are: Morton Sircus, 
New England and New York; 
Leonard M. Hauser, Middle At- 
lantic, and Johnny W. Felsen, North 
Central. 

The Board announced that the 
1957 NIADA convention will be 
held in Washington, D. C., Nov. 
24-26. 


Mercury Offers 
New Nylon Tire 


DEARBORN. — A four-point ‘im- 


provement in safety is claimed for 


the new “Firestone 500” nylon 
white-sidewall tires which are be- 


ing offered as optional equipment 
on all Mercury models, according 


to George S. Coats, Mercury gen- 
eral marketing manager. 
The four advantages, Coats said, 


are extra safety from moisture dam- 
age, extra safety from road shocks, 
greater strength for safer highway 
driving and the ability to withstand 
road temperatures up to 40 degrees 


hotter. 


The suggested list price of the 
nylon tires installed as a factory 


option is $64. 


The Winnipeg-to-Monterrey trip 
was the second independent econ- 
omy run staged by American Mo- 


tors to emphasize the economy of | 
| said. 


its Rambler. 

Last year a Rambler station 
wagon averaged 32.09 miles per gal- 
lon on a run from Los Angeles to 
New York City, completing the trip 
|\for a gasoline cost of less than 
nine-tenths of a cent per mile. 


Deputy Gov, Manuel Flores, of 
Nuevo Leon, and Mayor Jose 
Luis Lozano, of Monterrey, 
greeted the AMC caravan as it 
entered the city, with thousands 
of persons lining the streets. 


Flores and Lozano were pre- 
sented with desk sets on behalf of 









the governments of Winnipeg and 
Manitoba, as well as a set of Ca- 
nadian, United States and Mexican 
flags as a symbol of the unity of 
the three nations. 

The Rambler economy run was 
held in cooperation with Pure Oil 
Co. 


\ 


mid-July of last year. 





Chrysler Corp. Builds 500,000th Car— 


A white and gold Plymouth Belvedere became the 500,000th new car assembled 
in Chrysler Corp plants since Jan. 1, 1957. Tagging the half-millionth car in Plym 
outh's Detroit assembly plant are John P. Mansfield, left, president, Plymouth, 
William C. Newberg, Chrysler Corp. automotive group vice-president. The similor 
production milestone of building the company's 500,000th car was not reached vatil 


Economy Car 


Previewed by S-P 


’ $2.5 Million Loss 
Listed for Quarter 


By Ed Brown 

Staff Correspondent 
NEW YORK.—The car which hag 
been carefully groomed to give 
Studebaker-Packard an austere but 
economical ride back to profitable 
operations was previewed here last 


-| week. 


Named the Champion Scotsman, 
it will deliver for $1,776 at South 
Bend in the two-door version and 
will be publicly introduced some 
time in June, according to Har. 
old E. Churchill, S-P president. 

The new economy line, along with 
a Packard Hawk sports-type car 
and several Mercedes-Benz models, 
was shown to 270 dealers and the 
press the day after S-P’s annual 
shareholder’s meeting. It was re. 
vealed at the meeting that S-P lost 


| $2,498,357 on sales of $58,517,005 in 
the first quarter of this year, despite 


a modest operating profit in March, 

A year ago, first-quarter sales 
were $107,012,182, but the loss wasa 
whopping $14,311,173. 

When the new economy line wag 
first announced a month ago, intro- 
duction was set “before fall.” The 
June debut, then representsa 
speedup in S-P plans. 

Said Roy T. Hurley, president 
of Curtiss-Wright, which has an 
advisory-management agreement 
with S-P: “We are well ahead of 
the schedule we originally 
planned, but at no point has 
Studebaker-Packard been 
stretched or damaged by the new 
program.” 

He added that tooling for the new 
models had been accomplished with- 
out spending the $20 million orig- 
inally scheduled for the change- 
over. 

Dealer reaction to the Scotsman 
was enthusiastic, said Sydney A. 
Skillman, general sales manager of 
S-P. 

“In addition to the comfortable 
backlog of orders we now have, 
more orders were received right 
here on the floor from dealers,” he 


“When you walked into that 
room full of cars,” Churchill told 
the dealers, “you walked into a 
new era of Studebaker-Packard 
progress—an era of profit for you 
and for us.” 

The new Scotsman weighs about 
100 pounds less than the regular 
Champion and is powered by the 
Champion six-cylinder, 101-horse- 
power engine. Gasoline consumption 
is pegged at about 29 miles per gal- 
lon, thanks to a more miserly rear- 
end gear ratio. Only three colors 
are offered: Green, blue and gray. 

In addition to the two-door, the 
car will be offered as a four-door at 
$1,826 and as a two-door station 
wagon at $1,995. Prices include 
heater, defroster and directional 
signals. 

The Scotsman, Churchill said, is 
aimed at the first-owner-used-car 

(Continued on Page 4, Col. 1) 
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Dealers tell me 


ITH the highly competitive 

new-car market holding down 
profit margins, many dealers are 
jooking for a source of profits from 
the 60 million owners rather than 
the six million new-car sales, It is 
always in order to direct our at- 


tention to the maintenance end of | covered area, It helps greatly to 


| handle the flow of traffic. Customers 


the business. 

Owners spend four times as 
much annually keeping their cars 
running as they do in purchasing 
new cars, Our future greatest 
potential is in the aftermarket. 
With the new permanent contract 
we are justified in making the 
necessary investment to take care 
of shop, parts and accessory volume. 
To start, however, it is not neces- 
sary to make one single additional 
investment to develop in this field. 
Oftentimes, the rearrangement of 
our present facilities so that all 
shop stalls are used for work in- 
stead of—as is so many times now 
— used to store things or for 
waiting customer cars, is all that 
ig necessary. 

We can plan also to keep our 
present equipment fully employed 





Idaho Association 
Elects Officers 
At District Level 


BOISE, Id.—The Idaho Automo-| 
|}are sales minded. They don’t like 


bile Dealers Assn. has elected the 
following district vice-presidents 
and directors: 

District 1—G. J. Kramer, vice- 
president, Coeur d’Alene; Vernon 
Anderson, Sandpoint; Louis Gales, 
Wallace, and Clare Walker, Kellogg. 


District 2—Norman Whittet, vice- | 


president, Grangeville; Frank Gaf- 
fney, Orofino; Carl Torpey, Moscow, 
and Marvin Webb, Lewiston. 

District 3—Leo J. Mason, vice- 
president, Caldwell; Keith Gentry, 
Weiser; Fred Lillge, 
Owen Sproat, Meridian. 

District 4—W ilson Churchman, 
vice-president, Jerome; 
pold| Hailey; Kenneth L. McNew, 
Buhl, and Enos Schiffler, Twin 
Falls. 

District 5—L. B. Myers, vice- 


president, Pocatello; Rulon Brown- | 


ing, St. Anthony; Fisher Ellsworth, 
Idaho Falls, and Robert Flandro, 
Pocatello. 


Rawls Heads Ticket 
RALEIGH, N. C.—Guy W. Rawls, 
Rawls Motor Co. (DeSoto- 


By John 0. Munn 
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By Martin Trepp 
Staff Correspondent 
TACOMA, Wash. — The Federal 
Government should remove “road- 
blocks” in the form of antitrust law 
interpretations that now hold anti- 
bootlegging and territorial security 
clauses in factory-dealer contracts 
to be in violation of such laws. 
This opinion was expressed. by 
Frederick M. Sutter, NADA presi- 
dent, in an address before the 


Washington State Automobile 
Dealers Assn. About 300 dealers, 
their wives and guests attended 
the meetings. 

They heard some pointed remarks 
from both dealer and factory lead- 
ers on such important points as 
bootlegging, cross-selling, unethical 
advertising and sales practices and 
diminishing profits. 

Other headline speakers were R. 
C. Somerville, Chrysler Corp dealer 


before planning service department 


expansion. 
+ * * 


More Blacktop Needed 

7. pressing need for most 
dealers is more blacktop space. 

Blacktop removes pressure on the 








|; changes and independent garages, 





Boise, and | 


Fred Leo- | 


do not need to be kept waiting for 
writing orders or for taking de- 
livery of their repaired cars, 

It is time to increase backshop 
investment only after you obtain 
the business and you literally are 
forced to make the expansion, 

We have been so busy selling 
new cars that many of us have 
neglected the opportunities in serv- 
ice, Perhaps our attitude is wrong. 
We have been selling cars and then, 
through our lack of interest, have 
permitted a great many outside 
sources, such as tire and oil 


to reap maintenance profits on cars 
we put into our territory. 

Let’s take a lesson from the 
Kodak people. They make and sell 
cameras as a promoter of the film 
business, It is the supply business, 








rather than camera sales, that| North Dakota's Officers, Directors— 


bring in the greater annual profits. 
* = = 


Salesmen First of All 


as salesmen that naturally they 


to take off their coats and really 
lead in the service department that 
is fraught with so many profit 
opportunities. 

There are many things we can 
do to make the service department | 
more profitable, such as reducing | 
expense items for which there are 
no justification. 

One of these is loaning cars to 
customers when their car is being 
repaired. This is altogether un- 

necessary, as has been proved 
many times in areas where such 
a custom never developed or, once 
developed, has been eliminated by 
concerted action of the dealers. 

Why should an owner expect a 
loaner when his car is being re- 
paired, any more than he would) 

expect a plumber to replace tem-| 
porarily his bathroom fixtures when | 
they are out of order, or an elec- 
trician to furnish temporary light- | 
ing when his wiring is being 
repaired ? 

Some dealers have reduced this| 


|problem by making it difficult for 


a customer to ask for the loan of 


|a car, They offer him the wife's 
|car, for instance. Other dealers, who 


Plymouth), has been elected to the| conduct a rental business, offer a| 
City Council. He received the most} rental] car at a discount. 

votes of any of the 14 candidates 
for the Council. 
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Sign Helps 
[peas of many communities 
have put up signs that read 
something like this: 

“To treat all customers fairly and 
to avoid raising service costs, we 
have discontinued loaning of cars 
while customers’ cars are being re- 
paired.” 

Loaning cars raises costs and is 
unfair to your customers who do 
not ask or expect such accommoda- 
tions. It is expensive to you when 
you consider the gasoline tanks 
that come back empty, cars that 
are wrecked or damaged; even 
your dealer plates cost you money. 

You certainly are not getting a 
return on your investment in the 
loaned car, Your insurance costs 
money, too: 

Briefly, the elimination of loaning 
cars is ome way to reduce expense. 
To do so will help change your 
attitude in regard to the profit pos- 
sibilities of the aftermarket part 
of your business. Cutting down such 
expenses will encourage you to go 
all out to regain your share of this 
profitable market. 

I urge you to give the thought 
careful consideration. 


New officers of the Automobile Dealers Assn. of North Dakota are, seated, from 


left, George Dixon, Fargo general 


manager; Gilbert Saxowsky, Dickinson, vice- 


president; Paul Ingwalson, Crosby, president; and William Davis, Bismarck, NADA 

7 | director. Standing: Directors Hen Nygard, Grafton; George Fitzpatrick, Stanley; 
O MANY dealers entered the field s g Bee wa , ee 
a Fred R. Frederickson, Devils Lake; Herb Berrell, Fargo; R. M. Stoudt, Jamestown; and 
Charles Whittey, Bismarck. New directors not shown are Bruce Theel, Rolla, and 


Pay Lorenz, Bowman. 


South Dakota 


HURON, S. D.—A service clinic 
led by a Chevrolet field man and 
a Standard Oil representative high- 
lighted the convention of the South 
Dakota Automobile Dealers Assn. 


The annual meeting was attended | 


by 241 dealers. 

Herman Augustine, who is with 
Chevrolet in Fargo, N. D., di- 
rected his remarks toward the 
selection of the right man as 
service manager. One of the 
prime requisites, Augustine said, 





Committee Chiefs 
Are Appointed by 


Pa. Dealer Assn. 


HARRISBURG, Pa.—Members of 
the standing committees of the 
Pennsylvania Automotive Assn. 
have been announced by Robert N. 
Romesburg, Romesburg Motors 
(Dodge-Plymouth), Uniontown, 
president. 

Heading PAA’s important safety 
committee are the following: 

Forest E. Bowles, Forest Buick 
Co., York, chairman, and J, F. 
Bauman, Bauman Pontiac, Inc., 
Wilkinsburg, and M. B. Janes, John 
F. Daily, Ine. Philadelphia, co- 
chairmen. 

Other committee chairmen in- 
clude: Frank H. Clemson, Clemson 
Motor Co. (Chrysler-Plymouth), 
State College, bylaws; J. G. Hay- 
den, Guy Hayden Pontiac, Inc., 
Philadelphia, convention; B. Wayne 
Beglin, Beglin Motor Sales, Inc., 
(Ford), Rochester, employer-em- 
ploye relations; Oscar M, Mohn, 
Mohn Bros., Lancaster, house; Paul 
Ruch, City Auto Sales (Dodge), 
Clearfield, industry relations. 

Cc. A. Blake, Blake Cadillac- 
Oldsmobile, Harrisburg, legislative; 
C. A. Dailey, Dailey’s Chevrolet, 
Inc., Erie, western membership; J. 
A. Moore, Moore Ford Co., Scran- 
ton, eastern membership; John B. 
White, John B, White, Inc, (Ford), 
Philadelphia, sales finance, and E. 
A. Sahli, Sahli Motor, Inc, (Chev- 
rolet), Beaver Falls, truck—retail 
and legislative. 





Service Clinic Features 


Convention 


is the ability to keep the customer 
satisfied. 

J. Musser Miller, Standard Oil Co. 
of Indiana, spoke of the advances 
in oils and gasolines and explained 
why they were needed, As compres- 
sion ratio rises, he said, engines 
must have better gasolines and 
oils. 


Discussing the horsepower race, 
he asserted that it takes 75 to 100 
horsepower just to run all the ac- 
cessories on the car of today. 

Edward Payton, Cleveland, a 
management consultant, told the 
dealers to study population trends 
in charting future sales. 

“Young people are leaving the 
territory,” he said. “Consequently, 
dealers must sell to older persons, 
and they must sell what the older 
folks want. 

“These people lean toward 
smaller cars,” he said. “A lot of 
Ford and Chevrolet dealers are 
getting Buicks and Oldsmobiles 
in trade.” He said some Buick 
dealers in Minneapolis are meet- 

(Continued on Page 4, Col. 3) 











Sutter Urges U.S. to Remove Legal Blocks .. . 


Security Barriers Hit 





relations official; Walker A. Wil- 
liams, vice-chairman of Ford’s 
Dealer Policy Board, and Elson G. 
Sims, Vincennes (Ind.) Ford dealer. 

Factory-dealer cooperation was 
stressed by the speakers, and all 
pointed to the improvement in re- 
lations in the last year. 

The closest thing to actual criti- 
cism of factory policies was Sutter’s 
declaration that the manufacturers 
share the blame for evil practices 
within the dealership fold because, 
since they appoint dealers, they 
have the obligation to remove those 
whose practices undermine all eth- 
ical operators. 

Sutter said that since his elec- 
tion as NADA president, he has 
heard scores of dealers say that 
they have been “living in a dif- 
ferent. world” in recent months. 

He added his praise for factory 
executives and urged dealers to take 
their problems directly to such offi- 
cials when they cannot obtain sat- 
isfaction at the zone level. 

Sutter said the big problem fac- 
ing dealers is public misunderstand- 
ing and distrust, brought on by the 
shady practices of a few “razzle- 
dazzle” operators. 

“At every opportunity we must 
tell people about these shady meth- 
ods,” he declared. “We must expose 
trickery wherever it may be prac- 
ticed. It is a duty, and when per- 
formed it will pay dividends.” 

Somerville termed the relation- 
ship between a car factory and its 
dealers a “dynamic partnership” in- 
volving clear-cut responsibilities on 
both sides, the chief of which is to 
serve the American public. 

He warned, “Unless we do a lot 
more thinking about how to cul- 


| tivate customers and somewhat 
| less about how to attract the bar- 


gain hunters—unless we work to- 
gether to overcome the storms 
and stress of our business—the 
industry can look for not only an 
increasingly bad public reputation 
but also political pressures call- 
ing for fundamental change in the 
industry.” 

He continued, “The automobile 
dealer is here today because he is 
rendering a valuable service to the 
American people. He will remain a 
part of the pattern of business in 
this country only as long as he con- 
tinues to render that service.” 

With factory-dealer cooperation, 
Somerville declared, “We can come 

(Continued on Page 81, Col 1) 


Dutton New Chief 
In New Orleans 


NEW ORLEANS.—Tom Dutton 
(Lincoln-Mercury), has been elected 
president of the Authorized New 
Car and Truck Dealers Assn, of 
Greater New Orleans. Bernie Dumas 
(Buick), was elected vice-president 
and James Bryan (Chevrolet), secre- 
tary-treasurer. 

Elected to the board of directors 
were: George Bohn jr. (Ford), 
former president; Donald Stephens 
(Buick), Wiley L. Mosey jr. (Olds- 
mobile), and J. A. Paretti (Pontiac). 





On the House... . 





Wembhoff 


and now rests at 45.9 percent) . . 


“It’s high time the high-dealing American realized 
he is a Barnum rube and not a Dutch wizard,” 
writes Fred Runyon, columnist of the Pasadena 
(Calif.) Independent. “For every slick trick in the 
American’s bag, there is a fellow Yank around the 
corner with two in his own sack. The fair deal is 
a good deal, and the woods are still stocked with 
both new and used-car dealers of sterling principle 
and unimpeachable reputation. So do business with 
the men who do credit to your community and leave 
the wise guys to the wise guys.” ... 


For GM’s 50th year starting next October, we 
wonder if the corporation’s goal will be 50 percent 
of industry sales (it’s been as high as 52.5 percent in a quarter 


. Used-car inventory of Chicago- 


area Ford dealers showed slight decrease in April, with trend 
toward lower-priced units. . . . Chicago dealers meet this Thursday 


in annual election. . .. 


Detroit’s Taylor boys havea nice setup for fleet deals. Dawson 
has just purchased Homer Chevrolet, while brother Hanley operates 
several Dodge-Plymouth deals and brother Marr owns a Ford 
agency... . Some auto officials maintain that actual labor-cost savings 
are well below the annual improvement raise given workers under 


UAW contract. 


—Prte Wemuorr, Editor, 
Automotive News 
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$2.5 Million Loss in Quarter bis 


Economy Car Previewed by S-P 


(Contirued from Page 2) 


buyer. There are many first-car 
buyers and used-car buyers, 
Churchill said, who would prefer a 
new car but are restrained because 
of price. 

S-P also hopes to capture some of 
the buyers who might turn to for- 
eign cars for reasons of economy. 


Hurley said that plans which 
led to the development of the 
Scotsman did not include any pro- 
gram to compete in the auto busi- 
ness in the traditional fashion. 


The Scotsman, he said, would fill 
a neglected but “exclusive” seg- 
ment of the auto market. Mercedes- 
Benz models, which will be handled 
in the U. S. henceforth by S-P deal- 
ers, will fit into another segment of 
the market that is not covered ade- 
quately, he said. 

S-P is not interested in going 
after volume at the risk of quality 
or performance of its dealers, 
Churchill said. 

He said S-P is now building about 
3,000 Scotsmans a month now and 
can push volume up to 15,000 
monthly. 

“We'll build as many as we can 
sell,” he said. 

The combined lines of Stude- 
baker, Packard and Mercedes cars 
and trucks, he said, include 53 
models at prices ranging from 
$1,776 to more than $13,000. 
Adequately trained and staffed 
service departments will be pre- 
requisites of the new program for 
Mercedes-Benz and Studebaker- 
Packard, he said, along with easy 
accessibility of parts and accesso- 
ries. 

As soon as these matters can be 
properly attended to, Churchill said, 
a full franchise program will be 
implemented across the country. 

The new Packard Hawk, sched- 
uled as part of the 1958 Packard 
line, will be publicly shown this fall. 
It has the general lines of the) 
Studebaker Hawk, but the hood and 
radiator air intake resemble the 
Mercedes sports models. Officials 
declined to discuss a possible price 
for the car. 

Hurley said that he and Churchill 
drew up the first sketches of the 
Packard Hawk after dealers indi- 





cated their desire for such a vehi- 
cle. He explained that earlier this 
year several executives of S-P and 
Curtiss-Wright toured 700 dealer- 
ships to get a cross-section of dealer} 
opinion on various matters. | 

Carl Geise, president of Daim- | 
ler-Benz of North America, said | 
his firm expects to sell Mercedes 
mainly to loyal Packard owners 
who are looking for a distinctive 
auto that does not change style 
rapidly. 

Hurley said that Mercedes pro- 
duction capacity had been carefully 
studied in Germany to insure that 
a@ substantial sales increase could) 
take place in the U. S. without caus- 
ing a shortage of cars. 

He indicated that both S-P and 
M-B executives expect to increase 


registrations of Mercedes in the} © 


U. 8S. by wide margins over the past. 


It has been reported that the Ger- 


man factory expects to export 6,000 


Mercedes cars to the U. S. this year! || 


and more than 10,000 next year. 


The shareholders’ meeting, S-P’s| | 


first since it entered the manage- 
ment agreement with Curtiss- 


Wright, started off with Churchill) | 


Sealed Power Hit. 
By FTC Order 


WASHINGTON, — The Federal 
Trade Commission has issued a 
consent order prohibiting price dis- 
crimination by Sealed Power Corp., 
Muskegon, Mich. 

An FTC complaint issued last Oc- 
tober had charged the company 
with giving favored prices by 
means of customer classification, 
quantity purchase discounts and by 
recognition of group buyers. 

The complaint charged that each 
of these practices resulted in some 
customers receiving lower prices 
than other customers actually com- 
peting with them, which was said 
to violate the Robinson-Patman 
amendment to the Clayton Act. 

The agreement is for settlement 
purposes only, and does not con- 
stitute an admission by the com- 
‘pany that it has violated the law. 


revealing the firm’s first-quarter 
loss. 

After this sombre news, he told 
the shareholders: 

“Your corporation will achieve 
profitable operating rates by the 
end of 1957.” 

Working capital at the end of 
March was $54 million he said. 

S-P, he added, has been con- 
centrating on a program of re- 
ducing manufacturing costs. Part 
of the first-quarter losses, he said, 
were attributable to starting-up 
costs and preparations for mer- 
chandising new vehicles. 

“Everybody in the organization | 
has been cooperating to whack) 
down costs wherever possible,” he| 
said. 

As an example, he said, officers 





and directors of S-P received $1,- 
125,000 compensation in 1955, while 
this year the total will be $350,000. 
In response to a stockholder’s ques- 
tion, Churchill said his own salary | 
had been reduced from slightly} 
more than $64,000 last year to $60,000 
this year. 
He said costs had also been cut 
by getting new sources of supply 
and he mentioned the opening of a 
plant in South Bend which will en- 
able S-P to stamp its own station- 
wagon bodies for the first time. 
The shareholders’ meeting was 
considerably enlivened when Sol 
A. Dann, a Detroit attorney who | 
has consistently nagged S-P man- 
agement for two years, took the 
floor. 
Dann called on shareholders to 
write their congressmen demanding 
an investigation as to “just how! 


| 


by the company’s stock-option con-} 


gives the latter an option to pur-| 
chase five million S-P shares at $5 
each. 

Dann attempted to circulate peti- 
tions calling for a Congressional in-| 
vestigation, but was ruled out of 
order by Churchill. 

He passed them around anyway, | 
being followed by two S-P attorneys 
who attempted to get them back 
from the shareholders, Several re-| 
fused to give up the petitions. 

Dann also offered four resolutions) 


| 


into competition with our independ- 
ent franchised dealers,” Churchill 
said. 

In discussing profit possibilities 
for S-P the day after the meeting, 
C-W President Hurley said that 
“nearly every spare penny” of S-P 
money is being funneled back into 
the business. 

He agreed with Churchill that S-P 
should show a small profit in 1957, 
and he said that both S-P and C-W 
look forward to a good 1958. 

Hurley declined to comment on 
when and if C-W would pick up 
its option. He did say that it had 
not picked up the option so far 
for several reasons. | 

Had it done so, Hurley said, finan-| 
cial analysts would have claimed | 
that C-W had used the stock pur-| 
chase to obtain a tax writeoff (S-P 
has a tax-loss carry-forward of 
about $135 million) and would have 


| predicted that C-W would dump S-P 


within two years. 

Hurley said C-W would rather 
wait until S-P is a healthy, profit- 
able firm before deciding whether 
to exercise its option, thereby elim- 
inating any criticism. 


Service Cliate 
South-Dakota 


Whistler's Mother?— 


This is Dick Lewis (Pontiac-Cadillac) as 
he appeared in an advertisement an- 
nouncing his firm's sixth anniversary in 
Olympia, Wash. “You'll whistle, Mother,” 
said the ad, “when you look out the 
window and see the big Pontiac vehicle 
parked in front. Listen to ‘Old Mom'! 
Trade for a proud Pontiac for less than 
some little ‘whipper-snapper’ car."' Lewis 
says this is “one advertising avenue wide 
open to us dealers." 


Features 
Convention 


(Continued from Page 3) 


ing this trend by handling small 
foreign cars as well. 


W. H. Gove, EMC Recording Co.., | 
be a swap during a business deal, | 
first give.” 


The things a salesman must give, | 
he said, are consideration, atten- | 


Ohio Lot Upheld 
On New-Car Sale 
By Appeals Court 


(Continued from Page 1) 





tion, reassurance and experience. 
Recent legislation affecting deal- 
ers was discussed by John B. 


they have been cheated and robbed” | St. Paul, told the dealers there must | Schultz, Sioux Falls attorney; Reps. 


Dexter Gunderson, of Irene, and 


tract with Curtiss-Wright. The plan| and “you can’t swap unless you| Louis Harding, of Pierre, and Sen- 
ator F. B. Roberts, an implement | 


dealer in Belle Fourche. 


It was agreed that the top chief 
| achievement of this year’s legisla- 


| tive program was passage of condi- | 
| tional sales contract legislation 


| which legalizes a time price versus 
| a cash price. 

The bill also requires a listing 
of all elements of the sales price 
| in the contract, sets maximum 


interest rates and provides for 


on behalf of a “stockholder protec-| counts, one of which included the | refunds of prior payments. 


tive committee” which he heads, but) sale of a new Ford and a new Olds-| 


all were soundly defeated. 
Dann was nominated from the 


| 


floor for a directorship and polled 


slightly more than 118,000 votes. | count of alleged unlicensed sales- | time 
man. The state appealed the de- 


Each of the 13 reelected directors | 
received more than 4,900,000 votes | 
each. 

Churchill also turned down a New! 
York shareholder’s proposal that) 
| shareholders be given a 20 percent 
| discount on the purchase of new 
cars, although he said such a dis-| 
count is given to officers and em- 
ployes of both S-P and Curtiss-| 
Wright. 

“We will not and cannot enter) 








Chaplains Cite Chevrolet— 


A citation to Chevrolet for sponsoring 
the television series, “Crossroads,” is 
made to William G. Power, right, Chevro- 
let national advertising manager, by the 
Military Chaplains Assn. at its annual 
convention in Chicago. Making the pres- 
entation is Adm. Arleigh Burke, chief 
of naval operations. The series is dedi- 
cated to clergymen of all faiths, portray- 
ing the unusual and oft times hazardous 


mobile without a factory permit. 
The lower court ruled against 
the state on this charge and on the 


cision on these two points while 
Terrell appealed on his lost accusa- 
tion—failure to deliver the title. 

In the Appeals Court, all three | 
points were knocked out by two 
judges while a third, Lee Skeel | 
wrote a dissenting opinion, 

The state is expected to appeal 
to the Ohio Supreme Court. 

> © > 


]SED-CAR dealers, and particu-| 


larly the Cleveland Independ- 


ent Auto Dealers Assn., has been | 


violently opposed to Rule 9, by 
which the Bureau sought to define 
a used car. 

The rule defines a used car as 


a car that has been in the hands | 


of a general purchaser, said Ter- 
rell, but does not define a general 
purchaser. 

In finding for Memphis, the 
court, according to Terrell, opened 
the door to automobile super mar- 
kets where dealers could sell new 
and used cars of all makes, The 
ruling could also permit franchised 
dealers to sell cars of all makes. 

Memphis Auto is located at 27114 
Lorain Ave., North Olmsted. 





Kaiser Industries 


Earns $6 Million 


TOLEDO. — Kaiser Industries 
Corp. last week reported unaudited 
consolidated net earnings of $6,009,- 
000 for the three months ended 
March 31. 

Comparable earnings for the first 
quarter of 1956 are not available 
since Henry J. Kaiser Co. did not 
become a wholly owned subsidiary 
of Kaiser Industries until mid- 
March of 1956. 

Willys Motors, Inc., a wholly 
owned subsidiary of Kaiser Indus- 
tries in the 1957 period, was owned 
by Kaiser Motors Corp. and Henry 
J. Kaiser Co. for part of the com- 


experiences encountered in their work.| parable 1956 period. 


The association changed the proc- 
ess by which directors are nomin- 
| ated. In the past, they have been 
| chosen by directors in office at the 


In the future, nominees will be 
| picked by a committee composed of 
| one director and four nondirectors. 
The directors will select the nomi- 
nating committee. 

For the first time in several 
years, the annual meeting was 
held in May rather than in Sep- 
tember. Because of this, officers 
and directors will continue in 
| Office until next spring. 

Officers are H. A. Billion (Olds- 


|mobile), Sioux Falls, president, and 
Irwin J. Dybdahl (Buick), Brook- 
ings, vice-president. J, J. Verschoor, 
who has Chevrolet dealerships in 
Mitchell, Chamberlain and Huron, 
is the state’s NADA director. 





tg, 


Used-Car Buyers 


More Selective 


Pre-Holiday Surge 
Is Held in Check 


(Continued from Page 1) 


virtual impossibility now, dealer 
Say. 

“You can’t have too little money 
in a rough car,” said a leading Chi. 
cago dealer, 

+ + + 
— used-car action was rm. 
ported from the Southwest and 
Far West, with softest spots ap. 
pearing in the Southeast and in 
New England. Other areas report 
“normal” sales. 

Several dealers expressed con- 
cern over inventory develop- 
| ments, with some reporting 
| Stocks “50 percent over what they 
| should be.” 
| The most pressing used-car 
problem was summed up bya 
Western dealer who said, “If it’s g 
| solid car that we could price right, 
|we can’t buy it. If it’s a clunk or 
| too expensive, we can’t sell it.” 

At the wholesale level, most 
popular car this year is the 1950 
model, if price performance is used 
as an index. The price of '50s last 
week averaged 4.7 percent higher 
than it did in the first week of 1957. 

Price declines of other models 
since the first of the year are as 
follows: 52s, down 0.3 percent; '54s, 


down 1.3 percent; ‘55s, down 36 
|percent; ‘57s, down 6.9 percent; 
|’53s, down 7.0 percent; ‘51s, down 


8.4 percent, and ’56s, down 11.2 per- 
cent, 
* = > 

UCTION operators reporting to 
+% Avtomotive News last week said 
prices were steady to stronger with 
bidding “very active.” 

Prices on Automotive News 
index were up an average $5 for 
the biggest gain since the week 
of Feb. 4. The new overall aver- 
age was $910, compared with 
$905 in the preceding week and 
| $851 in the year-ago week. 





|similar complaint: “Clean and 
| sharp merchandise difficult to find.” 


While auction activity was a 
|fever pitch in most arenas last 
| week—with consignments and sales 
ratios higher than usual—one op- 
erator attributed it to the fact that 
sales have been slow. 

* > et 


OMPETITION for sharp cars 
has become so keen, said an- 
|other, that most of these units are 
| traded in the yard before the auc- 
|tioneer gets a chance to make his 
| call on them. 
| Last week’s price adjustments 
| on Automotive News’ wholesale 
| index were as follows: "57s, up 

$24 to $2,261; "56s, up $9 to $1,- 
| 593; ’55s, up $4 to $1,215; ’54s, up 
| $2 to $853; "53s, up $1 to $560; 
52s, up $2 to $359; "Sls, up $7 
| to $240, and ’50s, down $3 to $202. 
| Without exception, every model 
|has sold at a lower average price 
at some given point earlier this 
year. 











Guide Automotive Service Show— 


Boston will be host city to the 1957 National Automotive Service Show for four | 
days starting May 23. In order to accommodate requests for display space, arrange 


ments have been made to erect an annex adjoining and directly connected to the 


Commonwealth Armory, where the show w: 


ing, from left, A. S. Hunt, vice-president; A. H. Levy, treasurer; and S. F. Stowers, se© © 
retary. Seated: W. G. Bryant, member of the executive committee; L. W. Kelly, ia , 


ill be held. Officers of the show are, stant 


charge of housing; P. R. YaVine, board chairman; and M. W. Persson, president. 





Operators everywhere voiced a f 








LEADERSHIP 
IS EARNED 


““It pays to have a sound, permanent 
financing connection— 
like having an old friend who 
understands your problem.” 


Through the years Associates has been a leader in automobile 
financing—the first to offer non-recourse paper... the single- 
time contract . . . and simplified rate charts. But being first is not 
enough for Associates. Associates today recognizes a new era in 
finance company-dealer relations. It has geared its branches to 
provide their dealers with the close, flexible service and assistance 
necessary to help them sell more cars—more profitably in today’s 
fast-moving automobile market. With a new approach in sales 
training slide films, comprehensive used car merchandising and 
management books, closer dealer-finance company relationship, 
combined with simpler paper work and modern one-stop finance 
and insurance services, Associates continues to earn leadership. 


ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP.— ASSOCIATES DISCOUNT (CANADA) LTD.— EMMCO INSURANCE CO. 
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Organizing ing Showdown... 
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Illinois Dealerships 
Main Union Target 


By Joseph M, Callahan 
Staff Writer 

LLINOIS has been selected as the 
principal battleground in the 
drives of the Teamsters and 
Machinists to organize auto dealer- 
ships, and the dealers in two Illinois 
owns — Galesburg 
and Jerseyville — are 
fighting the unions 
every step of the 

way. 

While the principal 
dealer-union struggles have oc- 
curred in these cities, there also 
have been recent skirmishes at 
dealerships in Springfield, Peoria 
and Jacksonville, all in Illinois. 

Undoubtedly one of the principal 
reasons behind the union concentra- 
tion on these dealers is the fact 
that Illinois probably has the most 
pro-union labor laws in the Mid- 
west. 

This tradition of pro-labor 
legislation was continued | ajM@ 
week when the House Labor and 
Industry Committee of the State 
Legislature refused to report out 
Bill 702 which would have made 

organizational picketing illegal. 
+ ae dealers are hopeful that 

“right-to-work” bill, now before 

> Senate committee, will get more 
favorable action. 
* 


= 
NLRB Hearing Opens 


LA week in Galesburg, hearings 
to decide whether the National 
Labor Relations Board will permit 
the 11 Galesburg dealers to combine 
for the purpose of conducting a 
representation election among their 
employes were opened. 

After two days of hearings, 
Raymond A. Jacobson, the NLRB 
reviewing officer from Chicago, 
said that he would forward the 
testimony to the NLRB in Wash- 
ington and that both sides will 
have 21 days after May 14 to 
file briefs their cases. 
Last week marked the first anni- 
versary of the start of picketing 
against the 11 Galesburg dealers. 
At the hearings, the dealers sub- 
mitted to cross-examination and 
reported their sales volume, number 
of employes and other data in an 
effort to prove that they have had 
sufficient sales to meet the NLRB 
jurisdictional standards. 


> . * 

Previous Defeat 

ACOBSON said that the case was 

quite unusual in that seldom do 

employers try to persuade the 
NLRB to hold an election. The 
Galesburg dealers previously were 
defeated in an attempt to have the 
picketing halted by a court in- 
junction. 

Jack Denny, counsel for the 


Truck Sales, 
Production Set 
Ford Records 


DEARBORN. — Sales of Ford 
trucks have made 1957 the best in- 
troductory period in division his- 
tory and have pushed production to 
new peaks, according to R. S. Mc- 
Namara, general manager. He said 
demand for pickups has increased 
50 percent. 

In April, Ford built 38,371 trucks, 
breaking the previous monthly rec- 
ord of 36,855 set in October, 1953. 
Also in April, the division achieved 
new production highs of 8,677 
trucks for a five-day week and 1,854 
for a single day. 

McNamara said fleet owners are 
showing a decided swing toward 
Ford’s tilt-cab trucks. He said one 
fleet owner has ordered 300 Ford 
tilt cabs for its delivery service. 

McNamara also announced that 
demand for the Ranchero has made 
it necessary to double the original 


unions, contended that the dealers 
did not have sufficient volume to 
qualify for NLRB action since the 
dealers’ petition was filed before 
the association was formally es- 
tablished. 

In Jerseyville, hearings have 
opened in the Jersey County Circuit 
Court to determine if the Teamsters 
and Machinists have been guilty of 
violating an injunction against non- 
peaceful picketing. 

Clyde Hutton, president of Hutton 
Motor Co, (Pontiac), brought this 
suit, charging that the unions vio- 
lated an injunction by interfering 
with the delivery of new cars, by 
threatening some employes with 
violence and by taking economic 
reprisals against customers, 

After two days of hearings, Judge 
Samuel Smith said the case would 
be concluded by hearings on May 
31 and June 1. 

A similar suit also has been 

(Continued on Page 83, Col, 1) 
* * . 


Pact in California 
Ends Strike Threat 


OAKLAND, Calif.—A new one- 
year contract was negotiated last 
week by the Eastbay Motor Car 
Dealers Assn. and Local 1095 of the 
Automobile Salesmen’s Union here, 
ending a two-week-old strike threat. 

The principal change in the con- 
tract is the addition of a health 
and welfare plan for the approxi- 
mately 450 salesmen employed by 
the 52 dealers in Oakland, Berkeley, 
Albany, San Leandro and Alameda. 
The plan will cost about $12 a 
month. The dealers abandoned a 
derhand for Friday night openings. 

The dealerships remained open on 
an extension of the old contract, 
which expired May 1, while the 
Federal Conciliation Service ar- 
ranged further meetings, Strike 
authority had been given to the 
negotiators by the salesmen. 

A Local 1095 spokesman said 
negotiations will soon open for the 
first contract for about 75 salesmen 
employed by members of the Rich- 
mond Motor Car Dealers Assn, The 
union recently won an election 
among the Richmond salesmen, 







DEQUINDRE ROAD 


Ford's New Proving Ground— 


DE WE y _ ROAD 


BASELINE DURABILITY ROADS ..) | 


This diagram of facilities of the new Michigan Proving Ground of Ford Motor Co.'s 


engineering staff shows the five-mile long 


high-speed track and adjacent test areas 


including hills and grades ranging from 7 to 60 percent. The 3,880 acres raise to 
8,080 the number of test acres available to the company, Ford said. 
Ys. * * *# 





Shareholder Tour Slated .. . 


Ford Opens Test Area 


DEARBORN.—Completion of the 
new Michigan Proving Ground near 
Romeo, Mich., gives Ford Motor 
Co. what it calls the most extensive 
over-the-road testing facilities in 
the automotive industry. 

With the new area, Ford said it 
has a total of 8,080 acres for road 
testing of cars, trucks and other 
vehicles. 

The Romeo test area, a 3,880-acre 
site, will open this week with a 
three-day program including the 
annual shareholders’ meeting. 
Shareholders will gather there 
Thursday (May 23) for the meet- 
ing, dedication ceremonies, lun- 
cheon and a tour of the facility. 

More than 2,000 members of the 
Detroit Section, Society of Automo- 
tive Engineers will be guests at 
the proving ground Friday, and an 
open house for company employes 
and the public will conclude the 
dedication program Saturday. 

The Romeo facilities include a. 
five-mile oval track which, accord- 
ing to Ford, can accommodate 
speeds up to 180 miles an hour. 

There also is a 2%-mile 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and a 


May 15 
(Sold 185 cars out of 308 entered.) 
BUICK — ‘57 Century conv., $2,800*° 
(ps); hardtop, $2,450°. oa 
Hardtop, $1,830°, $1,500°; $1,- 
610°, $1,265°; Century sedan, a? 850° 
(ps); RM conv., $2,135° (ps). "SS 
Century Hardtop, $1,900° (ps), $1,- 
400°, $1,330°; Super Hardtop, $1,450° 
2-dr., $1,400°, $1,340° (ps); Special 
sedan, $1,265°; 2-dr., $1,125°; RM 
, $1,470°, °54 Super sedan, $1,- 
$1,075*. °53 Super Hardtop, 
. "52 Super Hardtop, $405*; Spe- 
cial sedan, $375, $330°. '51 RM sedan, 
$175. °50 RM Hardtop, $150°. °49 
RM Hardtop, $295*; Super sedan, 
$140. 
CADILLAC—'55 coupe de Ville, $2,- 
635° (ps). °51 (62) Sedan, $350*. 
CHEVROLET — ‘57 Corvette, $2,875; 
Two-ten (6) 2-dr., $1,700*, "56 Bel 
Air (8) Hardtop, $1,700*, $1,650° 
(ps), $1,595°, $1,515*° (ps); sedan, 
$1,610*, $1,525°; conv., $1, 790°; Two- 
ten (8) sedan, $1, 355°: (6) 2-dr., $1,- 
220, $1,180°, ‘$1,035. 5S Bel Air (8) 
Hardtop, $1,315*, $1,190, $1,150°; 
sedan, $1,050*, $975; One-fifty station 
, $1,190; Two-ten (8) 2-dr., 
$1,150*; station wagon, $1,480*; Two- 
ten (6) 2-dr., $1,000*, $915*. '54 Bel 
Air conv., $850°; 2-dr., $775*; One- 
fifty station wagon, $805; Two-ten 2- 
dr., $760°, $700*. '53 Bel Air 2-dr., 
$620, $435; Two-ten 2-dr., $485*; 
sedan, $450; oe ai 2-dr., $225. 


$1,400° teal Hardtop, $1, 270° (ps). 
’51 Custom sedan, $130. 
DODGE—’55 Royal Lancer conv, 
490°; Hardtop, $1,180*; Custom “Royal 
sedan, $1,350* (ps); Coronet sedan, 
. °53 Coronet sedan, .$470, 
; Meadowbrook sedan, 


$310°, 
FORD—'57 Thunderbird, $3,150* (ps); 
ere Squire, . $2,475° (ps); Ran- 
. 710°; Fairlane (8) Hardtop, 
$2,055" *56 Fairlane (8) conv., $1,- 


$1, sai 


725, $1,730° (ps), stor 


(ps); Country sedan, 

$1,525, $1,410; 

$1,215, $1,190°; Crest 

275. ‘55 Thunderbird, $2,080°* ; 

lane (8) club sedan, "$1,550°, ° 

Victoria, $1,375, $1,350, $1, 155; conv., 

$1320°, Ranch wagon (6), $1,165; 

Custom (8) sedan, $1,040° $940; 2- 

dr., $1,165*; Main (6) 2-dr., $710°. 

’54 Custom (8) 2-dr., $880°, $825°; 
$525; Crest (8) Hardtop, 

$835°, $815*; 


Main (6) 2-dr., $710; 
$560. "52 Country Squire, $450; Cus- 
tom (8) sedan, $280. 

MERCURY—’'56 Monterey sedan, $1,- 
600° (ps); Custom 2-dr., $1,600°. '55 
Montclair conv., $1,410*; Hardtop, 
$1,460° (ps), $1,450°; sedan, $1,430°; 
Monterey sedan, $1,400; Custom 
sedan, $1,140°; $1,055. °53 Hardtop, 
$850*; $690. "52 Monterey Hardtop, 


$355. 
NASH—’54 Rambler sedan, $680. 
OLDSMOBILE—'56 (88) sedan, $2,180° 
(ps); 2-dr., $1,650°; (98) Holiday, 
$2,100° (ps). "55 (88) sedan, $1,- 
765° (ps), $1,635°, $1,385°; Hard- 
top, $1,580; 2-dr., $1,330°, $1,190°. 
*54 (98) Holiday, $1,300°, $1,175° 
(ps); (88) Super 2-dr., $1,215*, $1,- 
105*; (88) Holiday, $1,240° (ps), $1,- 
280° (ps); 2-dr., $950, $785. '53 (88) 
Hardtop, $875*; conmv., $835°; 2-dr., 
. 


PACKARD—' 54 Clipper 2-dr., $500°. 

PLYMOUTH—’'56 Savoy (8) 2-dr., $1,- 
225°. °55 Belvedere (8) conv., $1, '325°, 
$1, 210; Plaza (6) station wagon, $1,- 
065; 2-ar., $810, $795; Savoy 2-dr., 
$825, $785, $530 (taxi). "54 Savoy 2- 
dr., $565; Plaza 2-dr., $540. '53 Cran- 
brook sedan, $300. 

PONTIAC — ’'57 Super station a 


(6) sedan, 


; (6) 
2 at $470°. 


’51 Chevrolet panel, 


*Indicates automatic seinguanien or overdrive and (ps), power steering. 


Other Auctions are on Pages 70, 71, 72, 73 and 74 





straightaway for braking and ac- 
celeration tests; hill climbs with 
grades up to 60 percent and dura- 
bility roads simulating many dif- 
ferent types of surfaces, 

The growth of Ford testing facili- 
ties, accomplished for the most part 
in recent years, started in 1936 when 
the company built its first test track 
around the Ford airport in Dear- 
born, Ford said. 


After closing of the airport in 
1947, all 360 acres of landing field 
and adjacent hangar space were 
made available for performance 
test work. 

Within this area Ford test engi- 
neers designed additional facilities. 
They built water and mud pits, a 
sand trap, a skid pad, and cobble- 
stone, Belgian block and body-twist 
strips. 

In 1953, Ford said it laid out a 
4,600 -foot paved straightaway 
with turnaround loops at each 
end. Next to be designed was a 
“silent road” with sound-refiector 
wall to magnify squeaks, a track 

access layout to control the area’s 
increasing traffic movement, and 
a special “ride and handling road” 
section. 

The latter is said to include a 
maze of steering and suspension- 
testing turns, plus a hazard stretch 
of ruts, pot holes, trolley track and 
railroad crossings. 


Besides outside facilities, the 
Dearborn Test Area has three cold 
rooms and a wind tunnel, Ford said. 


In the cold rooms, Ford said, 
temperatures can be dropped to as 
low as 60 degrees below zero for 
checking starters, batteries, heaters, 
defrosters and engine oils. In the 
wind tunnel, an 80-mile-an-hour 
gale can be simulated, Ford said, 
with a temperature range of from 
20 degrees below zero to 170 de- 
grees above. 

In 1946, the first out-of-state test 
station was established at Phoenix, 
Ariz., utilizing public roads for high 


temperatures and low humidity re-| j 


search. Two years later, a similar 
base was opened at Jennerstown, 
a, for hill-climbing tests, said 
ord. 


In 1955, Ford said it acquired 
3,840 acres of property in north- 
western Arizona for its Arizona 
Proving Ground. This large fa- 
cility, which absorbed the Phoenix 
‘station, is said to provide year- 
round desert testing under uni- 
form road conditions and with 
maximum security protection. 

A year ago, a new test station 
was opened at Colorado Springs, 
Colo., for high altitude research on 
Pike’s Peak grades, Ford said. 


Syracuse Dealers 
Elect Arnstine 


SYRACUSE, N. Y.—Edgar J. 
Arnstine has been elected president 
of the Syracuse Auto Dealers Assn. 

Other officers are John M, Hen- 
son, vice-president; Harvey M. 
Stewart, treasurer, and Lester A. 
Llewellyn, secretary. Stuart C. 
Ballard was reelected executive 
vice-president. 


Salesman’s Slayer 
Gets 4 Years in 


Pittsburgh Case 


PITTSBURGH. — Raymond Lay. 
son, who fatally wounded a sales. 
man for Billy Conn’s Big Three 
Motors, Inc., in an argument over 
auto payments, has been sentenced 
to four to eight years for second. 
degree murder. 

Maximum sentence for the offenge 
is 10 to 20 years. Lawson pleaded 
guilty to murder generally, and the 
court heard testimony to determine 
the degree. The State conceded that 
the dealership had misrepresented 
Lawson’s payments. 

The slaying occurred last Dec. 11 
when Lawson drew a gun during an 
argument with Alan Lamfrom, Big 
Three president. Jack Allison, 50, a 
salesman, was shot in the head 
when he attempted to disarm Law- 
son. He said he was carrying a 
because he had been threatened on 
an earlier visit. 

During the trial, Leonard Black, 
Big Three treasurer, was asked 
about the connection between Billy 
Conn, former light-heavyweight 
boxing champion, and the firm. 

Black described Conn as an “em. 
ploye” and said the fighter was paid 
for the use of his name. Black 
added: “He was more or less a 
greeter. He was simply there to 
greet people because he is well 
known.” 

In another action involving the 
company, Black, Lamfrom and 
Hymie Schwartz waived to court on 
five counts of shady practices. The 
three men were freed on $2,000 bond 
each. 

They are charged with false pre- 
tense, larcency by trick, fraudu- 
lent conversion, conspiracy to de- 
fraud and violation of the Motor 
Vehicle Sales Financing Act. 


General Tire Ups 
McKinney, Stamy 


DETROIT.— Two major promo- 
tions in General Tire & Rubber Co.’s 
Detroit automotive sales division 
have been announced. 

Cc. J. McKinney has been promoted 
to the position of manager of auto- 





©, J, MeKinney D, R, Stamy 


motive sales promotion and David 
R. Stamy has been promoted to 
district manager. 

McKinney, formerly Detroit dis- 
trict manager, has been associated 
with General Tire since 1946. He 
has been engaged in automotive 
sales engineering since 1920. Stamy, 
formerly sales representative for 
General in Detroit, has been with 
the company for four years. 





Blaney Honored— 


Frank W. Blaney, right, formerly vice 
president, Rhode Island Automobile 
Dealers Assn., and chairman of the com 
mittee on ethics, receives an engraved 
scroll from John M. Dunne, associatioe 
president, on behalf of the members. 
Blaney has relinquished his Buick fran 
chise, Providence Buick, Providence, and 
plans to move to Arizona. 
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Ta Chevrolet Dealer 


. the first team! 


He sponsors the world-famous Soap Box Derby! 


Attracting world-wide entrants and hundreds of thousands of spectators yearly, the 
Soap Box Derby is unquestionably the greatest public relations program of its kind 
in American business. This kind of cooperation and joint activity on the part of 
Chevrolet dealers and Chevrolet makes and keeps Chevrolet dealers the frst team in 
the automobile industry—traditionally first in car and truck sales, first in community 
service and first in new business opportunities. . . . Chevrolet Division of General 


Motors, Detroit 2, Michigan. 


Chevrolet Dealers and Chevrolet 
THE FIRST TEAM IN THE AUTOMOBILE INDUSTRY 
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Webster Appeals Pro-Packard Decision . . . 


AUTOMOTIVE NEWS, MAY 20, 











Threat to Small Dealers Seen 


WASHINGTON. — The pro- 
factory decision in the Webster- 
Packard case was sharply de- 


overhead dealers in the same 
make of car, 
“The majority decision is an open 


of established competing dealers 
may well be affected by whether 
they were successful and desirable 


nounced last week in a rehearing|invitation, with a grant of complete | sales representatives. Certainly it 
petition filed by the former dealer’s|immunity under the Sherman Act, | would be affected if it were a fact 


attorneys. 

The petition asked all the nine 
judges of the Circuit Court of 
Appeals for the District of 
Columbia to reconsider as a 
single bench the reversal of Web- 
ster’s $570,000 judgment against 
Packard. 

By a 2-to-1 vote, three members 
of the appellate court overruled a 
District Court finding that Packard 
violated the antitrust laws by set- 
ting up an exclusive dealership in 
Baltimore and thereby bringing 
about Webster Motor Car Co.’s| 
termination. 

Richard C. Webster and William 
J. Hughes jr., attorneys for the 
former dealer, said the arguments | 
presented in the rehearing petition 
“probably will be stressed at the 
Supreme Court level if the petition 
proves unsuccessful.” 

The petition declared that the 
opinion of the Circuit Court 
majority in the Apr. 18 decision 
threatens the existence of smaller 
dealers competing with high- 


Ex-L-M Dealer 
Sues Ford, CIT 
For $2 Million | 


DETROIT.—Mark Leach, a for- 
mer Lincoln-Mercury dealer in 
suburban Birmingham, Mich., has) 
filed damage suits totalling $2,354,-| 
000 against Ford Motor Co., Uni- 
versal CIT Credit Corp. and 11 
Detroit-area L-M dealers. 

He charges a conspiracy in the 
allocation of new cars during the 
four years ended in 1952. Two anti- 
trust suits were filed in Federal 
Court, and four suits, alleging vio- 
lation of State laws, were filed in 
Circuit Court. 

The suits charge that the alleged 
conspiracy was in retaliation for| 
Leach’s refusal to handle his finan-| 
cing through Universal CIT. He 
says cars that should have gone to 
him were shipped to the 11 other 
dealers. 

Leach contends that his firm lost| 
$784,000 because of the cut in his| 
allocation. He is seeking triple 
damages under Federal antitrust 
provisions, hig attorney said. 

The dealership—Mark Leach, Inc.) 
—operated until January, 1955. 
Leach now is a manufacturer. 





to every high-overhead dealer who 
is tired of competing with smaller, 
lower-overhead and frequently 
more efficient dealers to do as Zell 
did and force the manufacturer to 
boycott the competing dealers by 
threatening to quit if he refuses,” 
the petition stated. 

Zell Motor Car Co, was the Balti- 
more dealer with whom Webster 
alleges Packard agreed in 1952 to 
set up an exclusive dealership. 
Webster declined a one-year offer 
of contract renewal upon learning 
that it was to be the final renewal. 


The Webster petition agrees with | 


Circuit Judge David L. Bazelon, 
who dissented in the Circuit Court 
review, that the agreement with 
Zell prompted Webster's elimina- 
tion, rather than Packard’s 
acknowledged right to hire and 
fire its dealers. 

The majority judges, Chief 


| Judge Henry W. Edgerton and 


E. Barrett Prettyman, ruled that 


| exclusive dealerships are per se 
| lawful when they are not part of 


@ monopoly scheme and when 


| effective competition exists in the 
| market. 


To the majority's view, the Web- 
ster petition replied: 


“The setting up up of an exclu-| 


sive dealership when opening up a 
new territory is patently different 
from a situation where establish- 
ment of an exclusive dealership in- 


volves the elimination of, or refusal | 


to deal thereafter with, one or 
more other dealers who have large 
capital investments in their enter- 
prises. 

“A court’s reaction to elimination 





Foreign-Car 
Registrations 


All states for three months: 


1957 1956 
Pos. Pos. 


1—14,645 10,987—1 
2— 2,716 MG ARS 
3— 2,168 Metropolitan 901—2 
4— 2,009 English Ford ° 
5— 1952 Renault ° 
° Jaguar 651—3 
. Austin-Healey 566—4 
10,489 All Others 3,838 
Total All Makes 


34,069 17,491 
*Not in top five. 


Volkswagen 








Ford Leads Detroit Sales; 
Chrysler Spurts, GM Falls 


DETROIT. — How this year’s 
white-hot competition in new-car 
sales has shaken the traditional 
market pattern is well illustrated in 
registration figures for the indus- 
trys “home” market of Wayne 
County. 

Chrysler Corp. in April nearly 
doubled its year-ago penetration, 

by jumping to 26.38 percent of the 
market, compared with 14.78 in 
April, 1956, according to figures 
compiled by the Detroit Auto 
Dealers Assn. 


General Motors, which appeared 
to have an insurmountable lead a 
year ago with exactly 50 percent of 
the Detroit market, has been 
chopped to 33.82 percent and lan- 
guishes in second place. 

Ford Motor Co., April leader this 
year with 36.85 percent, scored 31.09 
percent a year ago. 

American Motors saw its Detroit 
market share slip from 1.97 percent 
to 1.27 percent, while Studebaker- 
Packard dropped from 1.88 percent 
to 0.31 percent. 


Imported makes were up from|_ 


0.25 percent to 1.33 percent. 
New-car sales totalled 13,487 in 

April, compared with 11,512 in the 

corresponding 1956 month. 


By makes, April penetrations were| Automotive Super Market— 

Marin Auto Circle has been opened in Mill. Valley, Calif., by seven competitive 
new-car dealers. Located on a heavily-travelled highway, the lot is passed by more 
than 30,000 ‘San Francisco commuters daily. Dealers share the display space around 


(1956 penetration in parentheses): 
Ford, 28.89 percent (23.36 per- 
cent) ; Chevrolet, 17.72 (26.11); Plym- 


-outh, 14.038 (7.56); Mercury, 7.24 


(6.51); Dodge, 7.15 (3.49); Buick, 5.21 
(8.63); Oldsmobile, 4.97 (7.15); Pon- 
tiac, 3.17 (4.08); Cadillac, 2.75 (4.03); 
DeSoto, 2.74 (2.05); Chrysler, 1.59 
(1.55); Rambler, 1.15 (not computed 
separately in 1956); Imperial, 0.87 
(0.13); Lincoln, 0.72 (1.22); Stude- 
baker, 0.27 (0.95); Nash, 0.07 (1.26); 
Hudson, 0.05 (0.71); Packard, 0.04 
(0.93), and Willys, 0.04 (0.03), 


Ste as, 


that the manufacturer’s output had 
become so small and the number 
of dealers so large that it was not 
possible for more than one to 
prosper. 

“Or there may be a situation 
like that in the present case, 
where it is undisputed that there 
were plenty of cars to enable all 
the dealers to make money, and 
they were doing so, and the 
manufacturer had no complaint 
against any of them, and the 
competing multiple-dealership 
| setup was acceptable to the manu- 
facturer and of great benefit to 
the public, and an exclusive 
dealership was secretly granted 
and the other dealers destroyed 
at the request of the largest 
| dealer who wanted an opportunity 
to enhance his profits through 
non-competitive fixing of prices 
to the injury of the public.” 

The petition expressed agreement 
| with the positions of District Judge 
|Alexander Holtzoff and the dis- 
| senting Circuit Judge that the case 
was properly presented to a jury, 
which awarded Webster $170,000 
damages. Judge Holt tripled this 
amount. 

Webster’s attorneys also chal- 
\lenged the Circuit majority’s re- 
lliance on two earlier decisions— 
U.S, vs. DuPont and Schwing vs. 
Hudson. 

“The majority's interpretation,” 
| the petition said, “improperly makes 
DuPont applicable in the area of 
|conspiracies and attempts to mon- 
opolize, in the face of the fact that 
ithis area was expressly excluded 
\by the Supreme Court from its 
|decision in that case.” 

A distinction exists between the 
facts in the Webster case and the 
facts in the Schwing case, a Bal- 
timore dealer who has sued Hud- 
son Motor Co., the petition said. 

“Schwing does not involve the 
establishment of an exclusive terri- 
torial dealership,” the Webster peti- 
tion stated. 

Schwing has sued Hudson on the 
ground that it lost business when 
the factory channeled cars for the 
Baltimore market to a preferred 
tiealership,” Bankert Hudson, Inc. 

Schwing’s suit, dismissed by 
both District and Circuit courts, 
has been appealed to the Supreme 
Court. Chief Justice Earl Warren 
has given Schwing’s attorneys un- 
til June 24 for presentation of a 
review petition. 

The Webster suit originally 
named Zell as co-defendant with 
Packard, but proceeded only against 
the factory when Zell could not be 
served with a summons. 

The Webster rehearing petition 
said the full nine-judge complement 
of the Circuit Court should rehear 
| the case “in banc” (as a whole) be- 
| cause the questions presented are 
“of the greatest importance in the 
field of antitrust law.” 

Packard had requested an “in 
banc” hearing when it appealed the 
District Court judgment. 














the building and each has a closing office-on the second floor. 





















Glamour on Parade— 


Chrysler dealers in Minneapolis and St. 
around the theme of glamour. The ingredients of the successful promotion are s 
above: The nationally known designer, Mr. Mort, model Jean Throlson, wearing 
of his dresses, and a glamour car by Chrysler. Posters emphasizing the prome 
were displayed in the dress departments and windows of a leading Twin Cif 
specialty shop as well as in the showrooms of the nine Chrysler dealers in the « 













Paul planned a special sales event 
























Factories Given Deadline 
On Mich. Retail Sales 


LANSING. — Michigan dealers 
have been promised that the Michi- 
gan Legislature will take action 
next January on the matter of re- 
tail sales by factories if an amicable 
arrangement is not worked between 
the Big Three manufacturers and 
the dealers by that time. 

This assurance was given last 
week to Gilbert Haley, executive 
vice-president of the Michigan 
Automobile Dealers Assn., by State 
Senator Edward Hutchinson, chair- 
man of the Senate Business Com- 
mittee, and Rep. Adrian deBoom, 
chairman of the House Rules and 
Resolutions Committee. 

Both of these committees con- 
ducted hearings last week on 
similar resolutions—Senate Reso- 
lution 44 and House Resolution 
34—-which would have created 
special legislative committees to 
investigate retail sales by the fac- 
tories. 

Haley said that these resolutions 
were not killed by the committees, 
but action on them was suspended 
until the opening of the 1958 ses- 
sion. 

Earlier the House State Affairs 
Committee tabled House Bill 594 
which would have prohibited retail 
auto sales by factories. 

Attending the two hearings last 
week were Haley, John Denman, 
GM lobbyist; Herman Luhrs, Ford 
Motor Co. lobbyist, and Hiram P. 
Todd, Chrysler Corp. lobbyist. 

Senator Hutchinson and Rep. 
deBoom said they would write to 
the three auto manufacturers, 
recommending that they get to- 
gether with the Michigan dealers 
to “work out the problem of fac- 
tory retailing among yourselves.” 

In addition, the MADA was urged 
to keep track of all factory retail 
sales for the full year of 1957 and to 
present this information to the Leg- 
islature next January if they 
deemed it advisable. 

Haley said that several more sen- 
ators and representatives have indi- 
cated to him that they will support 
the dealers in this matter in the 
next session. 

“However,” he added, “the fac- 
tory representatives have indicated 
a desire to me to work this out, and 
I think they are sincere. 

“If this isn’t worked out, we will 
introduce a strong bill at the be- 
ginning of the next session, rather 
than late in the session, giving us 
a better chance to secure passage. 
I don’t think we’d be interested 
in a measure that would merely 
call for an investigation.” 

The Senate resolution said, in 
part, “That there is hereby ap- 


‘| pointed a special committee to be 


composed of five members to be 
appointed by the Speaker of the 
House to function. during the in- 
terim between the 1957 and 1958 
Regular sessions of the Legislature 
to study the various problems in- 
herent in the practice of motor 
vehicle manufacturers establishing 
or maintaining retail outlets of mo- 








tor vehicles or selling factory dire 
when they have authorized de 
in the same county to sell said n 
tor vehicles and to report its fiz 
ings and recommendations as to t 
practices of the manufacturer) 
such practices in relation to t 
public, such practices in relation 
its dealers, such practices in 
tion to competition, such practice 
in relation to unfair trade practice 
if any; adequacy of the p 
statutes and possible amendme 
thereto to the 1958 Regular Se 
of the Legislature.” 


Detroit Outlet to Stay, 


Buick Tells Dealers | 
FLINT.—Buick has flatly turned 

down the request of Detroit Buick 

dealers that the Buick Retail 

in Detroit be abolished because it 

was “too competitive.” 

At a meeting in Detroit with the 
local Buick dealers, the top factory. 
officials said that the store was 
economical point for them and 
they intended to operate it indefi- 
nitely. 

In addition, the Buick officials” 
declared that the factory outlet 
was making a larger grees 
car — $341 — than the average 
dealer was. | 

All top Buick officials attended 
the meeting, including Edward T. 
Ragsdale, general manager; Alfred 
Belfie, general sales manager; the 
Detroit zone manager, and several 
others. | 

One dealer said the only thi 
accomplished by the dealer ac 
was to develop strained feeli 
between the dealers and the f 
tory. 

Another dealer complained 
the Detroit factory outlet was 
ing its advertising at Detroit un 
members at the same time that 
unions are seeking to organize 
troit dealership employes. 


Access to Capital 
Held Imperative 


NEW YORK.—In “The Dynam 
of Capitalism,” published by Hi 
per & Brothers, economist Julius 
Wendzel outlines changes in 
tudes anc policies he believe 
necessary if the American 
nomic system is to deliver the to’ 
product and standard of living 
which it is capable. 

Tracing the linkage betwee 
owners of capital and the en 
prisers who provide new busin 
ideas, Wendzel maintains that mem 
of business imagination must ha 
access to adequate capital at 
times. He attributes the unus 
growth power and productivity 
capitalism to its freedoms, 
leadership of dynamic enterpri 
and .a financial mechanism whi 
when ‘working smoothly, gives 
terprisers access to far more capk 
tal than they could personally own. 
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OFFERS A COMPLETE LINE °° 


OF THE WORLD'S HIGHEST STANDARD OF 
RS QUALITY TEST EQUIPMENT 


Ses 
‘y. 
s, 


* ty oer ob a gee 

phi ‘ment who repair engines; build-engines and design engines put their money on SUN for Quality, Accuracy 
reer. 

uy . 


_ and Dependability “When You‘fay SUN electrical and electronic testing equipment, SUN’S specially trained factory 
; eptesentatives demonstrate the equipment and train your men to quickly and easily make money with it. 


eo he LAN i SUN Equipment Is A Real Profit-Maker 
Cares, ‘Now: with SUN’S new scope you can quickly and dramatically show a car owner an electronic picture of the 
’ inside of his engine at work. You can point out the trouble spots so graphically and instantaneously that he wil , 
ofdér the work done without any sales resistance. Here is'a real source of new income—income that is easy to get. 
_ The addition of the new SUN Oscilloscope to the regular line of SUN meter type test-equipment will give you all 
the needed instrumentation to localize, pinpoint and then prove to your custgmers that the trouble 
is properly corrected. Even today’s complex and finely adjusted engine components are teduced toys” 
simple,’ easy to understand readings on SUN’S accurate and dependable meters. and scopes. ae 
ets SUN equipment is accurate and dependable. It does the job quickly—and right the first time. It can 
ene’ re ~ make you high profits. SUN will teach you and your men how to use their-equipment and thgse is a promotional package ** 
bm 2? available to tell your-customers about ‘your new service. 
SUN’S acctirate and dependable equipment ‘is aleo-contributing to the success of the astronautical missile 
project and to other missile and rocket programs. ae 
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AUTOMOTIVE WASHINGTON 


FRB Cagey on Credit, 
But No Curbs Are Seen 


By William Ullman 


Washington Correspondent 


HE six-volume study of consumer credit published re- 

cently by the Federal Reserve Board fails to answer one 

all-important question: Does FRB see any need for standby 
authority to impose peacetime credit curbs? 


The Board is expected to reply to this question sometim 
O————_—_—— 


this summer. The best guess 
now is that it will decide 


against so-called “selective” 
controls on consumer credit, 

In two recent addresses, board 
member A, L, Mills jr. has ex- 
plained why he is wary of getting 
standby authority short of a na- 
tional emergency. His viewpoint 
may well represent the opinion of 
a majority of board members. 

“The economically successful op- 
eration of peacetime controls over 
consumer credit under a standby 
authority,” Mills said, “would de- 

man infallible 
judgment on the 
part of those 
charged with the 
responsibility for 
appraising the 
need and choosing 
the time for their 
imposition.” 

If FRB sud- 
denly slapped on 
controls after 

Wiliam Uliman business had 
embarked on a planned program 
of production and sales, he 

there might be serious 

© effects on manufactur- 
ing schedules, inventories and 
wholesale and retail sales, 

Also, Mills said, enforcement of 
consumer credit control poses tough 
administrative problems in peace- 
time. He wondered if people would 
be willing to stomach the discipline 
of controls except for patriotic 
reasons during wartime. 

> ” > 


Favors General Controls 


admitted that consumer 

credit could occasionally get out 

of hand, generating an “almost ex- 

plosive market influence.” Major 

flunctuations in the volume of 

credit outstanding must be re- 
strained, he admitted. 

But Mills suggested that it is not 
consumer credit alone, but the 
entire scheme of credit, that re- 
quires scrutiny. All the good and 
bad things anybody can say about 
consumer credit can also be said 
about other credit, he said. 

In the closest thing to a policy 
declaration any FRB member has 
ventured lately, Mills said: 

“General credit controls may 
offer as appropriate a means for 
restraining any excess in the use 
of consumer credit as do selective 
controls.” 

Mills meant that FRB can put 
the reins on consumer debt by re- 
stricting the total credit available 
to commercial banks. 

These restraints—upping the re- 


Macton’‘s 
Paravane Turntable 
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in 5 minutes 


No Tools Required 


Get FREE Catalog 


MACTON MACHINERY CO. 
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discount rate and increasing re- 
Serve requirements of member 
banks— have been used to keep 
money tight this year, He thinks 
such general credit curbs are “more 
consistent with the principles of a 
free market than are selective con- 
trols.” 


« > > 


Banks Feel Pinch First 


E ADMITTED that the results 
of general credit restraints are 


not visible as quickly as the effects 
of selective curbs on consumer 
credit, But he insisted that there 
is plenty of evidence to prove they 
are effective over a period of time. 

The first businesses to feel the 
pinch of tight money policies are, 
of course, commercial banks. But 
Mills pointed out that commercial 
banks now are the most important 
single factor in the extension of 
consumer credit. 

Directly and indirectly, they 
account for more than half the 
total volume of funds that even- 

tually are lodged in consumer 
credit paper. 

In 1956, he explained, FRB’s tight 
money policies brought about a 
slowdown in the growth of hold- 
ings of consumer installment paper 
by commercial banks. At the same 

time, he added, credit was extended 
in other directions to help enlarge 
the country’s productive capacity. 
> a = 


Executives Eye Taxes 


Cre hundred of the nation’s top 
corporation executives meeting 
down in Virginia the other day saw 
little hope for either corporate tax 
relief or a lower Federal budget. 
The executives, all chairmen or 


DISTRIBUTOR CAP 


presidents of major firms, are 
members of the Department of 
Commerce Business Advisory 
Council, a select group which has 
been termed “the seedbed for the 
Cabinet.” 

The corporation bosses did see 
income tax cuts in the cards for in- 
dividual taxpayers. If such cuts fail 
to materialize this year, they 
agreed, they will be the first order 
of business when Congress recon- 
venes in January. 

As long-time observers of the 
antics of Congress, they were skep- 
tical about the lasting effects of 
any budget cuts, Some thought the 
Senate might lop $3 billion from the 
Administration’s request, but would 
paste the money back on in addi- 
tional appropriations next session, 

Most of the executives thought 
the business outlook for the next 
few months seemed “spotty.” In 
general, they said, sales in 1957 
will be up a little and profits down 
a little. 

While the stock market looked 
pretty firm to most, they were 
worried about the failure of autos, 
housing and other industries to 

But nobody was talking recession. 
Inflation, said most, is still the 


biggest threat to a sound economy 
and a majority of the council aq. 
mitted that FRB is doing an jp. 
telligent job of holding things jg 
check. Gradual: improvement in the 
economy, they agreed, will continue 
well into 1960. 


* * * 


High Praise for Callahan 


7s senators who have conducted 

the long auto probe in Con. 
gress have heaped warm praise on 
an article by Joseph M. Callahan, 
staff writer, in the Apr. 29 Aun 
MOTIVE News. 

Senator A, S. Mike Monroney, 
Oklahoma Democrat, ordered the 
article printed in the Congres. 
sional Record of May 8. It com. 
pared factory concessions in alj 
five dealer contracts. 

In an address, Monroney added 
that “the manufacturers’ conceg. 
sions are merely the top of the ice. 
berg.” He said dealers have told 
him that a “new day of factory. 
dealer relations has been ushered 
in by voluntary reforms in the 
factorys’ day-to-day working atti- 
tudes toward their dealers.” 

“This,” he declared, “is more im. 
portant than any contractual 
change.” 
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Bringing the Outdoors In— 
Capitalizing on Florida's famed sunshine, Volusia County Motors (Dodge-Plymouth), 
Beach, Fia., built this semi-ovtdoor showroom, graced here by the presence 
of three NASCAR beauty queens. The new-car display, which faces the city's busiest 
thoroughfare, attracts a great deal of attention from tourists and residents alike, ac- 
cording to Dean Martin, owner. 











New Roads ‘on Schedule’ 


U. S. Chief Hails New Program’s Progress; 
Michigan to Ease Truck-Load Curbs 


DETROIT.—State highway de- 
partments and the Bureau of Public 
Roads are “enthusiastically” moving 
forward on development of the 
Interstate Highway System, accord- 
ing to Bertram D. Tallamy, Federal 
highway administrator. 

Tallamy reported to the Economic 
Club of Detroit that the interstate 
system program is “right on sched- 
ule,” with 426 projects valued at 
$1.4 billion already placed under 
construction contract. 

“The record to date,” he said, “is 
something in which the states and 
the Bureau of Public Roads can 
take some pride.” 

Tallamy was introduced by 
Michigan’s highway commis- 
sioner-elect, John C, Mackie, who 
announced plans to relax the 
state’s loading restrictions on 
trucks next spring. 

Mackie said seasonal restrictions 
on truck loads, a longtime state 


policy, would be ended on all roads 
except those still incapable of 
handling larger-weight cargos. 

“Michigan’s business and industry 
can profit—and the motoring public 
will not suffer—if this outmoded 
policy is brought up to date,” 
Mackie said. 


The newly-elected commissioner, 


Tire Output, Shipments 
Show Rise for Month 


NEW YORK, — Manufacturers 
shipped 8,006,340 passenger-car tires 
in March, an increase of 6.2 percent 
over February’s 7,538,015 tires, ac- 
cording to the Rubber Manufactur- 
ers Assn. March production rose 7.2 
percent to 8,629,310. 

March shipments of truck and bus 
tires totalled 1,107,356, up 10.6 per- 
cent from February’s 1,000,879. Pro- 
duction was 1,136,347 units, an in- 
crease of 1.3 percent over February. 


DELCO-REMY ORIGINAL EQUIPMENT 
SERVICE PARTS RESTORE LIKE-NEW 
PERFORMANCE TO DELCO-REMY 
EXTERNAL ADJUSTMENT DISTRIBUTORS 


Like-new performance can be easily restored in Delco-Remy external adjustment 
distributors when Delco-Remy original equipment service parts are used. 
Naturally so, for these parts are identical in every quality detail to the parts 
that went into the distributor when it was manufactured. 


DELCO-REMY PARTS WORK BETTER BECAUSE 


a 


: 


DISTRIBUTOR CAPS are designed and built with specific characteristics 


™ including: functional overall shape; precision fit; scientifically shaped, 
voltage-saving internal ribbing; highly dielectric, shock-resistant quality 


materials. 


= 


ROTORS are designed and built to combine maximum strength with 
minimum weight; with superior balance to insure smooth rotation at high 


speeds; with voltage-saving contours for trouble-free, easy mounting and 
for radio noise suppression (resistor models). 


3 


CONTACT SETS are one-piece assemblies, precisely adjusted and aligned; 
easier to install and readily adjustable while the engine is running! 


Always replace with Delco-Remy original equipment service parts when you 
service Delco-Remy equipped cars and trucks. They are available from your car 


or truck dealer or the United Motors System. 


DELCO-REMY - 
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IAY—STARTING WITH 


INDIANA 


of “unscrupulous people” to cash in 
on the huge expenditures author- 
ized for the new interstate system 
and for upkeep of primary, sec- 
ondary and urban roads. 

“Unscrupulous characters,must 
be rooted out of the highway pro- 
gram,” Tallamy said. 

He touched on the magnitude of 
the 13-year program, saying that 
“thousands upon thousands of 
parcels of land will be needed, and 
contracts will be available for 
hundreds of new construction 
companies.” 

Tallamy forecast that the sys- 
tem ultimately will be 
beyond its present 41,000-mile 
ceiling, but said it was too early 

in the program to say by how 

much. 

Pointing out that the Federal-Aid 
Highway Act took effect only last 
June, Tallamy said the program has 
encountered, but is overcoming, a 
number of roadblocks. These, he 
added, include a shortage of en- 
gineers, construction-material scar- 
cities and mounting costs. 

The Federal administrator said, 
however, that favorable develop- 
ments include the advancements 
made in use of labor-saving elec- 
tronic computers, the resourceful- 
ness shown on use of new materials 
by various state highway depart- 
ments and the turnabout in bypass 
policy by many “Main Street busi- 
nessmen.” 

Tallamy, 55, served as superin- 
tendent of the New York state de- 
partment of public works and 
headed the New York State Thru- 
way Authority prior to taking office 
as Federal highway administrator 
Feb. 5. 

—Maywnarp M. Gorpon. 


Improve Safety 
Or Face Control, 
Industry Warned 


SPRINGFIELD, Ill.—Uniess the 
auto industry takes steps to meet 
the problem of mounting traffic 
deaths, the U. S. may step in and 
set up minimum safety require- 
ments, Dr. Fletcher D. Woodward 
warned last week, 

The Charlottesville (Va.) physi- 
cian, chairman of the American 
Medical Assn.’s committee on medi- 
cal aspects of crash injuries and 
deaths, spoke at a dinner of the 
Illinois Medical Society. 

“It is a pity that speed and accel- 
eration are so emphasized in adver- 
tising new cars,” Woodward said. 

He stressed the importance of 
curtailing drinking drivers, who 
cause one-fourth of fatal crashes. 
He also urged a compulsory chemi- 
cal test to determine drunkenness 
in suspected individuals and a man- 
datory jail sentence upon convic- 
tion. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 


Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 














RAMBLER BORDER 1 BORDER ECONOMY Ry 
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THE GREEN FLAG DROPS as Rambler crosses 
the starting line in Winnipeg, Canada on the 
initial leg of its 1945 mile journey across 
United States to Monterrey, Mexico. The entire 
Run was under the official supervision of NASCAR 
whose representative certified the Rambler as a 77 
stock model, rode in the car . . . carefully ak 
all gasoline consumed and sealed the gas cap after ney 
refueling 
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BORDER TO BORDER AND COAST # 
COAST, Rambler holds the official NASC 
economy records . . . 33.93 miles per gallon ors . = 
Winnipeg to Monterrey — 32.09 miles a gallon, = See 
Los Angeles to New York. These runs covered Aes > ORE RS. 
all types of terrain and traffic conditions. ge 
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| RAMBLER 


| Sets New Economy Record | 
| ...Border To Border! 


TRAVELS FROM WINNIPEG, CANADA TO MONTERREY, 
MEXICO FOR ONLY A PENNY A MILE FOR GAS=TO ADD 
TO LAURELS GAINED IN FAMOUS COAST TO COAST RUN! 
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Economy is a sales asset that is growing in importance 
with every passing day. Rising gasoline prices and 
higher living costs make today’s car prospects take a 
long look at economy before buying. 


No wonder American Motors dealers are in an 
enviable position. For they and they alone sell 
Rambler . . . the unchallenged Economy King of all 
six-passenger American cars. 


Now Rambler adds new proof that this is the car 
that costs less to run. From border to border. . . 
1945 miles from Winnipeg to Monterrey, the Rambler 
6 with overdrive averaged a fabulous 33.93 miles per 
gallon . . . only a penny a mile for gas. Already the 
coast to coast record holder at 32.09 miles a gallon, 
Rambler’s sensational mew economy feat furnishes 
hot sales ammunition for American Motors dealers. 


Little wonder that Rambler sales are soaring. . . 





up a healthy 22 per cent in the face of an overall 
industry sales decline. 


Rambler—the car that costs less to buy and drive 
and is tops in resale—offers an outstanding growth 
and profit opportunity for American Motors dealers. 


Wouldn’t you like to sell Rambler, too? 


OUTSTANDING ECONOMY IS ONE OF MANY 
REASONS WHY 1 OUT OF 5 LOW-PRICED CAR 
PROSPECTS CONSIDER BUYING RAMBLER 


Auto Show visitors who indicated they would 
buy a 1957 car in the low price field were asked which 
car they were considering. These prospects had just 
seen and compared all the new cars at the Show. 
One out of every five said they are considering buying 
Rambler. Rambler’s big car room and comfort com- 
bined with European car economy and handling ease 
are among the reasons given. 
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learn Why American Motors Means More For Americans ... And For American Motors Dealers, Too! Ae 
















Grow And Prosper With 


RAMBLER! 


DIRECTOR OF DEALER DEVELOPMENT 
AMERICAN MOTORS CORPORATION 
DETROIT 32, MICHIGAN 
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Gentlemen: Please give me full details on the opportunity offered by the | 
new American Motors franchise. | understand that | am under no obligation 
! 
! 
| 
! 
! 
! 
! 
! 
| 
! 
! 
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and that my confidence will be respected. 


NAME ‘ # ennai 





ADDRESS s 








FILL IN THIS COUPON NOW! 
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Study Points to Opportunity 
To Influence Market 


We HAVE a tendency to look at a market from a broad 

view and call it a “buyers” market or a “sellers’’ mar- 
ket. On such a basis, the present auto market qualifies as a 
buyers market. 


There can be little doubt that the buyers are calling 
the tune. 


At the same time, each seller does have the power to in- 
fluence the market his way, if he will take the initiative. 


One maker recently released figures on a study it made of 
2,133 buyers in the low-priced field. It was indicated by the 
buyers that in 80 percent of the cases they were not con- 
tacted in any manner by a dealer before setting forth to buy. 


This points up an opportunity for all dealers to influence 
the market in some degree toward the seller’s side by setting 
out to look for the buyer before he becomes a price shopper. 


This seems like a big job. Apparently most dealers have 
concluded that it is easier to adopt a “big-store” policy of 
drawing the buyer to the store rather than organizing to 
seek out the buyers. 


A study of the top men in any field indicates that the 
amount by which they excel is small. 


By the same token, a little extra effort expended by the 
dealer in organizing the sales side of the business to reach 
out for car prospects before they become shoppers, will pay 
big dividends. 

Then they may have an open mind on ‘product, quality, the 
reputation of the dealer. Get to them before they get their 
minds fixed on price. 
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Coming 
Events 


Dealer Conventions 


May 19-2iI—North Carolina Automobile 
Dealers Assn., Asheville, 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, 

June 7-9 — Automobile Trade Assn. of 
ae. Commander Hotel, Ocean 


ity. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 18-19—Georgia Automobile Dealers 
Assn., General glethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 68 — Maine Automobile Dealers 

en, Inc., Samoset Hotel, Rockland, 
e 


Sept. 8-10—New York State Automobile 


Dealers, Inc., The Concord, Kiamesha 
Lake, N. Y, 
Sept. 8-10—Automotive Trade Assn. of 


Virginia, Hotel Roanoke, Roanoke. 
Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 
Sept. 9 — New Hampshire Automobile 
oo Assn., Lake Tarleton Club, Pike, 


Sept. 15-16—Kentucky Automobile Dealers 
a. Sheraton Seelbach Hotel, Louis- 
ville. 


Sept. 15-17—Colorado Automobile Dealers 


Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — Minnesota Automobile 
Dealers Assn., Nicollet Hotel, Minne- 
apolis. , 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 


Sept. 19-2I—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
om. Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

= 20-2i—Oklahoma Auto Dealers Assn., 
ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 
* * * 
Auto Shows 


Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Dec. 14-21 — Miam: Automobile Show, 
Dinner Key Auditorium, Miami. 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditcrium, Minneapolis. 

Jan. 4-12 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 8-12 — St. Paul Automobile Show, 
Auditorium, St, Paul. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

* * « 


General 


Moy 23-26—National Automotive Service 

Show (national regional designated), 
Commonwealth Armory, Boston. 

June 16-2i—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Independent Garage Owners 
of America, National Convention, 
Toledo. 

Oct. 14-16—Truck Body and Equipment 
Assn, !0th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Nov. 2-4—13th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 

Dec. 8-li—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


30 Years Ago... 


now we're too late." 


Letterbox 


‘Free Ad . 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Ben Stepman Speaks 


I want to thank you for the “free” 
ad on the front page of the May 6 
issue of Automotive News. There are 
two items that I would like to bring 
to your attention: 

1. I have been a franchised new- 
car dealer for the last 12 years, but 
at the present time I am “nonfran- 
chised,” having just completed a 
tour of duty for Packard. I intend 
to get back in the new-car busi- 
ness, but only with the right fran- 
chise. 

2. Referring to “Mr. Edsel’s” 


In other words, as far as an ED- 
SEL franchise is concerned, I in- 
tend to stay “nonfranchised.” 

Your newspaper must have a ter- 
rific amount of readers, as I cer- 
tainly have had a busy day on the 
phone.—Ben Srerpman, Ben Step- 
man Motor Co., St. Louis. 

- . * 


Credit Aids W elcome 


Having just read John Munn’s 
fourth installment concerning the 
credit operation of a service depart- 
ment, I am very much interested 
in obtaining the three previous 
articles. I would greatly appreciate 
your forwarding the three copies of 


The Big Stories 


March automobile tire production set a monthly record for the 
industry with a total output of 4,707,672 casings, according to the 
Rubber Assn. of America. 


“The automobile industry owes a great debt to Ford as the pioneer 


in bringing the automobile within the reach of those of limited 
means,” said Alfred P. Sloan jr., president, General Motors Corp. 
General Motors’ retail sales in April established a record, exceeding 
those of March by 33,831, according to GM officials. Sales by dealers 
totalled 180,106 cars, compared with 136,643 in April, 1926, and with 


97,242 in April, 1925. 


Reo Motor Car Co.’s car production is running between 225 and 
250 a day, approximately four times as great as in May, 1926. 





—From the files of Automotive News. 


Automotive Cartoon 


Of the Week 


"By golly, the advertisement said we'd better hurry — 
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Automotive News or the separate 
articles) whichever is more prac 
tical. ‘ 
Your coverage of this phase of a 
dealers operation is very informa- 
tive, and I wish to congratulate 
you on your handling of it.—Joun 
McGratH, manager-finance division, 
Walter Buick Co., Milwaukee. 
o > = 


Clipped by ‘Jack’ Man 

I got clipped the other day by 4 
fellow repairing floor jacks. I 
thought I would drop you a line 
and maybe we could help keep 
other dealers from getting gypped 

A man using the name of R. L 
Bryer came into my garage Apr. 18 
and wanted to repair our jacks. I 
let him work on one. He said it 
needed a rebuilt cylinder which he 
had for $22.75 installed and guar- 
anteed. He said if I had any trouble 
write his son at Evansville, Ind. 

My jack was worse after he 
worked on it so I wrote to the 
address on his letterhead which 
was R. L. Bryer’s, Hydraulic Jack 
Service, Highway 41, South, Evans 
ville, Indiana, The letter came back 
marked “Unknown.” He haé a late 
model Ford %-ton pickup truck 
with license plate from Georgia oF 
Mississippi.— Date C. Frrrz, Frits 
Buick Sales, Winamac, Indiana. 

om * 7 


Today’s Cars Defended 


I'm getting pretty darn sick and 
tired of these characters that have 
nothing better to do than write 
and complain about today’s Ameri- 
can cars. Just who are these poof 
misguided souls trying to fool? 

Nobody’s forcing anything o= 
anyone—much less the Big Three 
“Too much power, too much chrome, 
ridiculous fins, too long, etc.”—-the 
list is long and common. If these 

characters would look at facts in 
the face, maybe they’d shut up and 
quit complaining. 

The American public has never 
enjoyed such a wide and varied 

range of automobiles to choose 
from. And never, never kid your- 
self—it’s the American public 
that dictates what today’s cars 
are like, not designers, Proof? 

“Today's cars have too much 
(Continued on Page 58, Col, 3) 
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will save money and increase the efficiency of any parts dept. 


Parts Bins... 


they utilize every inch of available 
storage space and save floor space as 
well. Instant adjustability (positive 
locking spacer rods) .. require no bolts 
or nuts..save you time. Dual label 
holders mean no squatting to see part 
numbers. Perfect for your parts de- 
partment. Strongest and most flexible, 
bulky, heavy and long parts bin units 
on the market. Will fit most any pres- 
ent bin or shelving installation. 


@} Cut your dollar investment and increase your profits by maintaining 
EASY balance of inventory. @ Cut “hide-and-seek” routine. €) Cut 
inventory and have every part in proper place. €} Cut time in prepar- 
ing orders and finding parts to make sales. @ Cut possibility of over- 
stocking and obsolescence. @ Cut time in getting bins —Borroughs 
delivery service from warehouse distributors gives you quick action. 
@ Write to Dept. (B) for more ways to cut costs and make more profits 
in your parts department. 


no bin offers more features 
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i i ie a sliding shelves 


.. adjustable without bolting . . they slide in and out 
instantly on 142” centers. 


adjustable dividers 


..$nap into position any place you want them.. 
labels travel with dividers. 


they’re stronger 
.. shelves are 18 gauge—frame has separate base 
and top bolted to uprights and back to give great- 


est rigidity. 


they’re your color 


.. electrostatic baked-on enamel in green, gray, 
buff, white, cascade, or tile. 


These Borroughs 
warehouse distributors 
are at your service... 
and we mean 

Service with a 


capital “s” 


LOUIS A. ALEXANDER CO. 
264 WN. Beacon St., Watertown 72, Mass. 
Watertown 4-4140—4-7204 
AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland. Ave., Detroit 27, Mich. 
Webster 3-6445 


20 East North St., Buffalo 3, N. Y. 
ELmwood 7047 


1220 Richmond, Cincinnati 3, Ohio 
MAin 1-5975 


8905 Lake Ave., Cleveland 2, Ohio 
OLympic 1-6620 
54 West 30th, Indianapolis 8, Ind. 
TAlbot 7503 


204 Builders Bidg., Louisville, Ky. 
WAbash 2783 
BINS & EQUIPMENT CO., INC. 
1918 Buford Highway, N.E., Atlanta 9, Ga. 
TRinity 2-3576 
1723 Harkisheimer Ave., Jacksonville, Fla. 
2-5850 


BORROUGHS MFG. CORP. 
121 Varick St., New York 13, N. Y. 
Algonquin 5-1477 
W. W. CANNON Co. 
9739 Denton Dr., Dallas 20, Tex. 
Fleetwood 7-2846 


1901 Winter St., Houston, Tex. 
PReston 7688 
EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore 12, Md. 
VAlley 3-8258 
WILLIAM A. GORE CO. 
1834 Adeline St., Oakland 7, Calif. 
TWinoaks 3-7233 
408 8th Ave. N., Seattle, Wash. 


GREEN-PENNY CO. 
421 E. Washingion Bivd., Los Angeles 15, Calif. 
PRospect 9196 
FELIX F. LOEB., INC. 
8810 S. Vincennes Ave., Chicago 20, | 
HUdson 3-5353 
MILLS-MORRIS CO. 
171-187 S. Dudley St., Memphis, Tenn. 
BRoadway 6-335] 
MODERN BIN EQUIPMENT CO. 
734 N. Fourth St., Minneapolis 1, Minn. 
Federal 6-0395 
SIGGINS CO. 
704 Broadway, Kansas City 5, Mo. 
HArrison 1-7670 
1236 S. 13th St., Omaha, Nebr. 
906 Hubbell Bidg., Des Moines, Ia. 


SIGGINS EQUIPMENT CO. 


901 S. Boyle Ave., St. Louis 10, Mo. 
JEfferson 8822-8823 


SPARKMAN-BARKER CO. 


505 Santa Fe Dr., Denver 4, Colo. 
KEystone 4-1328 


WICKWARE-STACKBIN, LTD. 
Box 220, Billings Bridge, Ont., Canada 
(Ottawa) CEntral 4-8188 
THE BROWER CO. 
114 Virginia St., Seattle 1, Wash. 
MUtual 0464 


1616 W.W. Glisan, Portland, Ore. 
CApital 8-8774 


TACOMA ASBESTOS CO. 
25th and Holgate, Tacoma, Wash. 
MAin 1175 


MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


| 
3026 NORTH BURDICK alii KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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In Parts and Accessory Distribution 





NSPA Seeks to Intervene 


In ‘Genuine’ Parts Case 

WASHINGTON.—National Stand- 
ard Parts Assn., through its legal 
counsel, Harold T. Halfpenny, has 
made application for leave to inter- 
vene and appear in proceeding be- 
fore the Federal Trade Commission 
in connection with the decision of 
Feb. 24, 1957, of the hearing exam- 
iner regarding the charge of false 
and misleading use of the word 
“genuine” by General Motors. 

The hearing examiner in his ini- 
tial decision concluded that: 
“counsel in support of the com- 
plaint has failed to establish the 

contained in the com- 
plaint by the preponderance of 
reliable probative and substantial 
evidence.” 


In taking exception to this deci- 
sion, Halfpenny asserted that the 
respondent has falsely defamed and 
disparaged the products of its com- 


| petitors since the respondent used 
the word “genuine” allegedly to 
protect the public against counter- 
feit, gyps or spurious parts .. . im- 
plying that all parts not labeled 
“genuine” by the respondent are 
“gyps” and will not fit right, func- 
tion as well or last as long, and 
therefore are inferior to parts 
labeled “genuine” by the respond- 
ent, although the respondent stipu- 
lated: 


“There are manufacturers of au- 
tomotive replacement parts who do 
not sell to respondent who manu- 
facture, sell and distribute automo- 
tive replacement parts for use in the 
repair of Chevrolet automobiles that 
are equivalent in material respects 
and should function just as effi- 
ciently, fit just as well and last just 
as long as will the ‘Genuine Chevro- 
let Parts’ sold by respondent...” 

In filing the brief for NSPA, Half- 
penny stated: 

“The respondent’s use of the 


word ‘genuine’ as defaming and 
disparaging is also borne out by 
examination of its comparative 
advertisements. The advertise- 
ments are such as to deceive and 
frighten the prospective purchaser 
into believing that if the parts are 
not sold under the respondent’s 
label of ‘genuine’ he (the prospec- 
tive purchaser) will be purchasing 
and using parts which will not fit 
right, function as well or last as 
long, all of which are contrary to 
the facts as stipulated.” 

The complaint continued: 

“The examiner apparently did not 
examine the compliance report of 
the Cease and Desist Order against 
General Motors in Docket 3152, 
F.T.C. v. General Motors, accepted 
by this commission on Oct. 12, 1942, 
which in part states that General 
Motors had embodied the following 
provision in its car-dealer contracts: 

“Dealer agrees that he will not 


sell, offer for sale, or use in the 

repair of Chevrolet motor vehicles 

and chassis as ‘genuine’ new 

Chevrolet repair parts as defined 

herein.” 

The complaint concludes: 

“The misuse of the word ‘genuine’ 
has effectively eliminated freedom 
of choice by the Chevrolet dealers, 
misled car owners and effectively 
barred manufacturers or sellers of 
repair parts equivalent in all ma- 
terial respects to so-called ‘genuine’ 
Chevrolet parts. The great unrest 
among automobile dealers, parts 
manufacturers, and parts whole- 
salers and retailers, as well as the 
tremendous public interest, resulted 
in the introduction of twenty-two 
bills dealing with the automotive 
industry during this past session of 
Congress.” 

o ~ * 


Texas Conference 


AUSTIN, Tex.—The 1957 con- 
vention and booth conference of 
the Automotive Wholesalers of 
Texas will be held Oct. 17-18 in 
San Antonio. Headquarters will 
be in the Hilton Hotel. Associa- 
tion says that lack of space will 
limit booths to the first 90 manu- 





REGAL § new “prestice’ KITS 


EDWARD and JAMES 
GREENWALD, of 
GREENWALD-PLYMOUTH 


Selb 


MORE PLYMOUTHS 


. 


MOTOR PRODUCTS INC. 


6325 GRAND RIVER *DETROIT 8, MICHIGAN 








if 0 u T i il AUTOMOTIVE NEWS, not so long ago, car- 





ried the success story of Greenwald-Plymouth Inc. of Akron, Ohio, with the 
application of REGAL’S new kits to add to the beauty of the Plaza and 
. and to the style of all Chrysler cars, with the 


Belvedere Plymouths . . 


ter, for the blue-printed 


potential of your agency 
and use them NOW! 





your turnover, and cashing in on the net 


Imperial Spare Wheel Cover. It is typical of 
what hundreds of dealers throughout the 
country are doing today. For verse and chap- 


plan of adding to 


REGAL’S 
DE-LUXE 2-TONE 
CONVERSION KITS 


... use these kits — are 2825 
PTT-611: f 
Plaza ae i 2990 


Upper and Lower Mouldings 


PTT-612: for 
_ Belvedere Tudor 


PTT-613: for 
Belvedere Fordor 
lower Moulding Only 


° 
IMPERIAL TYPE 


SPARE WHEEL COVER 


For Plymouth, 
Dodge, DeSoto, 
Chrysler 


Prices subject to dealer discount 


1324 
1324 


26°? 


facturers who respond to the in. 
vitation. * * 


NYU Plans Conference 
On Equipment Sales 


NEW YORK.—A six-day confer. 
ence for sales managers from the 
automotive and equipment indu 
will be held June 2-7 at the Wash. 
ington Square Center, New York 
University. 

Co-sponsored by MEWA, the 
institute of sales management is 
being conducted by NYU’s Office 
of Special Services to Business 
and Industry. 

Those giving addresses include 
J. L. McGovern, sales manager of 
Raybestos-Manhattan; John Bury, 
sales manager of Purolator Prod. 
ucts, and Hamilton Cocharan, of the 
Saturday Evening Post. 

* * * 


Battery Makers See 
Bigger °57 Market 


CHICAGO.—Battery industry wil] 
build nearly 35 million automotive. 
type batteries in 1957, up about two 
million from 1956, according to B. B. 
Steiner, president of the Assn. of 
American Battery Manufacturers, 

His estimate of battery produc- 
tion was broken down in this man- 
ner: Domestic replacement, 26,960,- 
000; original equipment (car, truck 
and bus), 7,143,000; export replace. 


TygaeEII 
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ment, 400,000, and other batteries © 


(original-equipment tractor, off- 
highway, Government, etc., 480,000. 


NSPA Witnesses Testify 
Before House Group 


CHICAGO.—Two more represent- 
atives of the National Standard 
Parts Assn. appeared before the 
Special House Small Business Com- 
mittee at hearings here. The 
probers are investigating alleged 
coercive practices by major oil 
companies in the tire-battery- 
accessory field. 


The witnesses were Henry 
Trauscht, Evanston Auto Co, 
Evanston, Ill., and Victor L. Toft, 
Sidles Co., Omaha. It was Trauscht’s 
fourth appearance before a con- 
gressional committee. 


Trauscht noted that wholesalers 


Theda a PE RS 


ae 


ow 


carry adequate inventories of most §J 
of the merchandise required by § 
service station operators and de- § 


clared: 
“Service, price and quality are 


the important factors in selling | 


merchandise in our business. In 
all three, we are equal to and gen- 
erally excel our competition. 
Therefore, on the basis of a free 
and untrammeled market, we 
would unquestionably capture the 
greater share of the business.” 


Toft presented exhibits prepared 


from his company’s records show- 


ing TBA purchases by leased gaso- 
line stations in various localities 


from 1952 to 1956. Sales declined 
and Toft charged that this was due 7 


to the coercive practices of major 


oil companies requiring stations to 7 
purchase TBA items solely from i 


them. 


Reporting on salesmen’s replies to 
questionnaires, Toft said, “Sales- 
men no longer call on many of the 
major oil stations in their area be- 
cause they have been told it would 
be useless, inasmuch as the stations 
are required to buy from a stipu- 
lated oil-company distributor, oF 
from any other distributor that has 
been set up in the area by the major 
oil company involved.” 


Oakite Products Reassigns 
Field Representatives 


NEW YORK. — Oakite Products, 
Inc., maker of industrial cleaning 
materials and equipment, has an- 
nounced the following changes in 
- technical field service organiza 

on: 

E. Lacy has been transferred 
from Detroit to Houston; R. W. 
Krajicek, from Billings, Mont., to 
Lake Charles, La.; B. B. Herron, 
from Odessa to Beaumont, Tex, 
and Horace V. Wells from San An- 
tonio to Corpus Christie, Tex. 


New representatives include Rob- 
ert H. Bourbonnais, Lansing; J. C 


Ruttle, Detroit; Harry H. Thomas, © 
Cedar Rapids, Ia.; William G. Caf- © 


fee, Birmingham, Ala.; Andrew C. 


Johnston, Washington, and Theo L. ( 


Matula, San Antonio. 







In the first quarter of this year New Yorkers— 


in city and suburbs—bought more than 


100,000 
ALS 


: more new cars than were sold in any 











_ Biggest salesman 

is . in your biggest market i 
: other market in the country oe eee 
e ° Are you using it as much 
po and as often as you 

< should? 











First in new car advertising in your first market 
Represented in Detroit by Sawyer Ferguson Walker 
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*200,000,000.00 


SPENT BY INSURANCE COMPANIES 
For Auto Glass Replacements! 


SELL MORE because they do the replacement properly the first 
time . . . building policyholder satisfaction. 

SELL MORE because they carefully examine for signs of possible 
“re-breakage” . . . saving insurance this unnecessary expense. 


SELL MORE because they replace with SHAT*R*PROOF, the 
finest automobile safety glass. 


SELL MORE by using the complete SHAT*R*PROOF written 
“PLEDGE OF GUARANTEED INSTALLATION SERVICE” Sales Kit 
containing; 
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to find out how you can sell more to the vast insurance market 

with the Pledge of Guaranteed Installation Service.” 
Write to: SHATTERPROOF GLASS CORPORATION, 4815 Cabot Avenue, Detroit 
10, Michigen, for the name of your nearby SHAT*R*PROOF Distributor, 
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Mr. Dealer... boost your S. AS 


(Uncover the trouble spots and take a firm hand) 












If exciting body jobs are getting away . . . be- 
cause your finishing isn’t up to par, or you simply 
aren't fast enough . . . take action — plan a modern 
appearance-service program around DeVilbiss’ 
complete line of spray-painting equipment. If you 
want top-quality finishes, production-line speeds, 
at rock-bottom costs, DeVilbiss can really stimulate 
your *Service Absorption. Call your DeVilbiss rep- 
resentative right away. 


~y The DeVilbiss Company 
‘ Toledo 1, Ohio 


ee ee 



















How They're Pushing Sales .. . 


Dealer Ad Ideas 


Used-Car Values nounce that its “bases are loaded” 


with all models of its 1957 line, 
Ottawa Automotive Trades) "Listed were a 210 station w 


Assn, has published advertise- 
ments informing the public of esti-| 5,150 two-door sedan, a 150 busi. 
mated used-car values. vertible. wi 

The association « stressed that! Cony said there were more than 
these estimates are “intended only | 4) cars to choose from in all 
as a helpful guide and service to| .oiors with payments as low 
car owners and prospective pur- $42.66 per month ” 
chasers.” All estimates are for : * * @ 
“clean” sedan models with heater. . 

The ads also emphasized that |S" Se a ae ™ 
buyers should be careful to check wv a cay wnen yea 
all details, make sure the order is stop to take stock of the results 
complete and the warranty is of your purchase of a new car,” 


4 . said an ad sponsored by Wick 

understood i,k a Motors (Lincoln-Mercury), Youngs. 
9.9 town, O. 

Pay ’n’ Save Club “Your choice of the right car 


ESTERN Pennsylvania! and the right dealer, as sure as 
National Bank featured Horvitz! the sunrise, will determine your 
Motors (Dodge-Plymouth), Pitts-| eonclusion.” 
burgh, in an advertisement explain-| The advertisement warned against 
ing the bank’s “Pay ‘n’ Save Club.”|the “fast deal” for a “false price” 
Horvitz employes are participating| from a “promoting dealer.” From 
in the program. the right dealer, the ad said, the 
The savings club permits an em-| purchaser gains “fine service” and 
ploye to choose a savings goal/ finds his local dealer “was inter- 
from $500 to $5,000 which he wants | ested in his satisfaction.” 
to achieve in five years or less. ce. © 
a, —t lends eo the mee | Schools and X-Rays 
and places it in a savings accoun 
in his name, and the worker makes|(C\"S.. teins used to asciet @ vert 
monthly payments to the bank, The ety of community activities 
savings goal is insured and is paid At Big Spring, Tex., Tidwell 


in full to the worker’s heirs if he 
evrolet b Iped romote 
dies before completing the pay- cation. ‘ae cual of Toxat 


— eee Public Education Week, the 
Ball showroom was turned over to 
Vatey's on the ‘ fourth graders of Washington 
eS Cadillac-Pontiac Corp.,| School. Loud speakers piped 
Rochester, N. Y., extended a questions and answers to side- 

formal welcome to the Rochester | walk observers during classes. 
Pre iceemopar ed on the dav of the | At Winter, Tex, Waddell Chev- 
Slud’s first acne at y of rolet Co. turned its showroom over 
“Let’s get chat ‘comment Red to the local chest X-ray program. 
” ; «a7. X-ray operators set up in a corner 

Wings,” said the ad. “In the |°) 1. showroom 

meantime, anyone can know how |% “Be § , 
a champion feels when they test 
drive the 1957 Pontiac and get British Sales Up 








Valley's top allowance deal.” 139 Pet. in U. Ss. 
- > > 
| NEW YORK. — Sales of British 
Modern Mythology ass ta Gs 6 6 te ones 


TLAS MOTORS, INC., (Dodge-| Februaty were 139 percent ahead of 
Plymouth), Cincinnati, reached | the first two months of 1956, ac- 
into Greek mythology to picture the | cording to the British Automobile 
| world-supporting figure whose name | Manufacturers Assn. 
| the company bears. | ‘The association predicted a record 
“Atlas will break their back to|year for its U. S. sales and said 
do business with you,” the ad de-| 6,396 units were registered in Jan- 








clared. uary and February. Small sedans 
* * * | climbed 156 percent above 1956, and 
Tags Clinch Sales | sports cars gained 118 percent. Last 


|year, the British industry sold 32,- 

AYLOR MOTOR CO., (Dodge-/ 395 cars in this country, 29 percent 

Plymouth), King William, V2.,! more than in 1955. 
ties a unquie tag to every car sol 
— a tag which is said to have} . 
clinched countless sales and adver- | Barnard Picks Three 
oe man Ge Son OVS? & Barnard Motors (Cadillac) in Port- 

The tag entitles purchasers of land, Ore. has named C, W. Fox 
a new Dodge to be eligible for a | 25 general manager, A. T. Hodge as 
drawing on a new car of the sales manager, and Claire J. Per- 
next year’s model, This year’s | kins as assistant sales manager in 
drawing attracted people from | charge of used cars. 
miles around to Taylor’s show- 
room, where 1957 models got | 
maximum exposure. | 

The winner, a former Virgina) ~ 
resident who had moved to Daytona | 
Beach, Fia., returned to drive away | © 
a new station wagon in exchange 
for his 1956 car, The promotion is| 
being carried into the 1957 model 
year, according to Gloria Taylor, 
president of the dealership, who 
said “we've been able to count on 
this to close a good many sales, and 
our market penetration indicates 
that prospects consider it a real 
bonus.” 

- ” * 


A Pontiac Challenge 


ERRIMAN - GRAHAM - Pontiac, 

Buffalo, has thrown a challenge 
to the low priced three with a news- 
paper ad which said that for $125 
more a buyer could step up to a 
Pontiac hardtop. 

The hard-sell ad said: “Berri- 
man-Graham-Pontiac doesn’t say 
no, Our new volume program 








' forces us to accept deals as they : ' 


come, Bring us the deals others 

bev turned — a anend Building Hollywood Style— 
oppers were invi o bring in . 

their best deals on any of the low-| _*®y Reid, Hollywood beauty soon to be 

priced three hardtops. The ad said seen in Universal-International s The 

that for $125 more they could Man Who Rocked the Boat,” tries her 


hard hand at rocking the crane during con- 
eae. 7 a a. struction of Les White's new Mercury sales 
Miller Bases Loaded headquarters in Garden Grove, Calif. 


Watching Miss Reid take to the air are, 

N ADVERTISEMENT with 8) from left, Frank Kidd, general manogef 

baseball theme has been used by| of the White organization; Mayor H. Louis 
Miller Chevrolet, Pittsburgh, to an-| Lake of Garden Grove, and Les White. 


Harvey Barnard, president of | 
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Permanent ‘Safety-Check’ Pays 


By W. M. McCarty 
Staff Correspondent 

EVANSTON, Ill—Impressed with 
the May Safety-Check, many cities, 
dealers and service stations wonder 
what would result if “safety-checks” 
were conducted in their community 
on a year-around basis. 

An example is Evanston, the 
only city in Hlinois and one of 
the few communities in the coun- 
try to have a compulsory auto 
inspection program. Strongest evi- 
dence of the program’s success is 
the fact that in 1956 not one acci- 
dent in Evanston was blamed on 
a defective automobile. 

This was not the only year Evans- 
ton has been below the national 
average of accidents due to defec- 
tive autos. Over a period of time, 
the city has averaged about 5 per- 
cent accidents due to faulty cars, 
while the national average has been 
near 15 percent. 

The city’s inspection program also 
has been a boon to local garages, 
service stations and, in many cases, 
dealers. While most local garages 
and dealers say they can’t be sure 
how much repair work or replace- 
ment car sales can be traced di- 
rectly to the Safety Lane, they agree 
that an appreciable amount comes 
in through the program. 

In 1956, over 21,000 automobiles 
failed to pass the safety lane inspec- 

> 
























Inspector Fred Fragassi affixes inspection 
sticker to windshield of car which has 
passed safety-check in Evanston, Iil.- 
Suburb north of Chicago has year-cround 
program; last year could blame not a 
single accident on a defective vehicle. 


= - ” 

tion on their first time through. 
This meant, of course, that 21,000 
cars in this community were taken 
in, mostly locally, for some adjust- 
ment. Efficient operators naturally 
suggested other service, if needed, 
or lined up the motorist as a poten- 
tial customer. 

One garage operator, located 
near the Municipal Testing Lane, 
said that the lane definitely helps 
him sell service. He finds most 
people will bring their cars in be- 
cause they have 10 days, under 
the law, to make the adjustments 
(except in the case of brakes). 
Dealers, too, can appreciate the 

local safety inspection because, 
through it, so-called “junk-heaps” 
are virtually eliminated and, in 
many cases, this sends the motorist 
out shopping for a new car. 

Some used-car dealers use the 
lane as a measure of performance 
for their cars, guaranteeing that 
certain models will pass the lane’s 
test as a condition of the sale. 

Shortcomings in certain new 
models, too, are often caught at the 
safety lane and reported to the 
dealer, who notifies the manufac- 
turer. Recently, for example, it was 
noted that the back license light in 
& certain car failed to pass the test: 
When this occurred repeatedly in 
cars of that make, the difficulty 
was traced and referred to a dealer. 

In another instance, the lane dis- 
covered that the left rear brake in 
& particular car make would not 
pass the test. In still another case, 
&@ new car with only 37 miles on it 
failed to pass the test, and disclo- 
sure by the lane assisted the manu- 
facturer in making a correction. 

H. L. Dricker, who has been as- 
signed to the Safety Lane for 12 of 

25 years he has been a police 
officer, said most people realize the 

he is conducted for their benefit. 

‘It’s a safety measure, but it’s 

© a check on their repair work,” 
Dricker said. 

For this reason, the lane is not 
Popular with some garages and 


service stations who feel the check 
is too “particular” when it dis- 
closes shoddy repair work or “re- 
pair rackets.” 

“The lane seems to make most 
people more conscious of their 
car’s safety condition,” Dricker said. 
“Those who it doesn’t wouldn’t 
check their cars anyhow, so it does 
some good for them.” 


Evanston. has been testing cars 
since 1929, and the lane was or- 
ganized in 1935. In 1956, a total of 
62,241 cars were inspected. Of these, 
approximately 40,000 passed. How- 
ever, the lane averages about 60,000 
cars, including those returned after 
being rejected, per year, with about 
40 percent rejected their first time 
through. Legality of the lane was 
once tested and upheld in the 
courts. 

When a car passes the test, an 
“inspection sticker,” stamped with 
the month of the next inspection 
due, is affixed to the windshield. 

If a car fails the test, the motor- 
ist is advised of the needed correc- 


tion, given his card and instructed 
to return within 10 days. If brakes 
are rejected, a red diamond-shaped 
sticker is affixed to the windshield 
and the motorist may drive the car 
only to his home or a service sta- 
tion. If brakes are out all together, 
the car must be hauled to a service 
station by a tow truck, No correc- 
tions of any kind are allowed on 
the lane. 


The lane consists of Weaver Co. 
testing equipment, which is checked 
daily. Tests are made of glass, all 
lights and turn signals, horn, wind- 
shield wipers, tires, front-end and 
wheel alignment and brakes. The 
lane operates at no charge to the 
motorist. Funds for operation and 
maintenance of the lane come from 
the police budget, not from the 
license fee. 


The most common cause for re- 
jection is lights, particularly tail 
lights. There are instances, how- 
ever, where the car submitted has 
serious faults. Dricker recalls one 


annually, at no cost to owners. 
- * * 


the horn. They had to haul that one 
| away. 

Municipal equipment must pass 
the safety-check and taxicabs are 





—_— 


Evanston's Year-Around Safety Lane— 

Panel truck gets front end and wheel alignment checked in Safety Lane in Evanston, 
| ll., where inspections are required every six months. Also inspected are lights, glass, 
horn, wipers, tires and brakes. Approximately 60,000 vehicles pass through lane 





ee 


| strict rule which forbids anyone on 


the lane recommending a garage or 
service station. There also is a rule 


|required to pass the lane once a/| which prohibits the display of any 


truck on which nothing worked but| month. The Evanston lane has a/ advertising in or near the lane. 





The story of the upside-down car 


SAY, BOSS, WE’VE GOT A CUSTOMER 
PARKED UPSIDE DOWN IN THE 
SERVICE DEPARTMENT. 

/ 


UPSIDE-DOWN 


PARKING! NOW I'VE 
HEARD EVERYTHING! 


IT OIL-PLATES YOUR ENGINE® .. CONQUERS FRICTION 


AND CORROSION. WE 


USE ALL-SEASON SUPER 


IN EVERY CAR WE SELL AND SERVICE. 


= 2-4 


| PARK UPSIDE DOWN TO KEEP OIL 
UP IN MY ENGINE... 


YOU CAN PARK RIGHT-SIDE 
CUT FRICTION WHEN | START. UP WITH CONOCO ALL-SEASON 
\ 


SUPER MOTOR OIL. IT STAYS 
UP IN YOUR ENGINE... 


ISN'T THAT BETTER? 
\ 


I'LL SAY! NO MORE 


UPSIDE-DOWN WORRIES 


JUST WHAT | NEED. 


= 


TaN 


sell exclusive Oil-Plating fro 


W hat’s more, 


Oil-Plating. By means of particles of dirt 


magnetic action, ; 
i film of lubricant onto the entire 


engine. It never drains d 


night! Result? Faster, 
free starts ..- automatic warm-up - - - 


up to 80% less friction wear! 
Oil-Cleansing . 


covery .-- conquers 
tralizing combustion 4' 


CONOCO all-season Super Motor Oi 


a unique 
it actually “plates” a 
own, even over- 
safer, friction- 


. a second great dis- 
corrosion by neu- 
cids instantly! 


Simplifies inventory, 
service all cars. 
tomer confidence 
trade-in with Conoco 
Contact your Conoco 0 
Continental Oil 


m break-in to trade-in! 


this additive “scoops up” 
and dust ..- holds 
them in harmless oil suspensions ae 


drain-time. 


too—2 grades 
Build profits and cus- 
from break-in to 
all-season Super. 
ffice or write 
Co., Houston, Texas. 


GUARANTEED AGAINST 
LUBRICATION FAILURE 


© 1957, Continental Oil Company 
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(and that goes double when selling cars!) 


Every feature of your '57 cars is there to help you SELL. 

Treat just one feature too lightly — and it may be precisely the one that delivers that sale 
to your competitor. 

For example, AIRFOAM seat cushioning is so widely accepted — is such a “natural’’— that at 
times it’s taken for granted. 

And those can be precisely the times when smart competitors are making the most of it! 
Right now, they may be telling how A1irFoAM cushions and quiets the ride—how AIRFOAM 
keeps drivers relaxed and passengers coolly comfortable — how AirFOAM ends sags and 
snags—how ArrFoaM keeps new looks longer, and owners happier, right up to trade-in time. 


AND YOU CAN BET THAT THE SMARTEST AUTO SALESMEN INSIST ON ArrRFOAM 

IN THEIR DEMONSTRATORS! 

And never forget that Airroam is also the greatest selling NAME in cushioning. It helps 

you sell against the rest in the field—it helps you sell against the all-out price-lines or 

deal-lines—it provides the extra sell that softens up tough customers. 

So be sure you use EVERYTHING, EVERY time — and clinch extra sales with AiRFOAM! 
Goodyear, Engineered Products Dept., Akron 16, Ohio. 


In addition to helping you sell cars now, AIRFOAM 


Trade-in will increase your profits come trade-in time. How? 


By retaining its shape and protecting upholstery so 
Bonus cars come back to you in more salable condition. 
What better way to assure more resales—AT BETTER 


For You! PRICES—than by selling AiRFOAM now? 


THE WORLDS FINEST, MOST MODERN CUSHIONING 


Atrfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Automobile Perfumery 

A Fascinating Field 

| pte of us are aware of the wide- 
spread use of industrial odor- 

ants or the care, effort and expense 

taken by manufacturers of diverse 

products to keep unpleasant odors 

to an absolute minimum. 

Yet, one of the major sources of 
requests directed to the perfume 
chemist today reportedly lies in the 
area of industrial masking and re- 
odorizing. Our attention was di- 
rected to this fascinating olfactory 


news by Ruth Kitchen, Dodge &| 


Olcott, Inc. — who recently sent 


THE PETERSEN READER ... four of a series 





along copies of the D & O News 
containing a two-part article en- 
titled “The Fragrant Life—Auto- 
mobiles and Aromatics.” 

Industrial perfuming is said to 
present a challenge to the chemist 
“because there are few prece- 
dents to follow in masking the 
odor of a brake fluid, plastic seat 
cover, water-proofing spray or 
carburetor cleaner.” 

The article reports growing ac- 
ceptance of the marketing advan- 
tages gained through added sales 
appeal of a neutral or pleasantly 
scented product in comparison with 
one that is equal in performance 





but handicapped by being malodor- 
ous. 


Aromatics allegedly have begun 
to play an important role in such 
items as: Gasoline, oil, brake fluids, 
grease, paint, touchup aerosols, wax, 
cleaner, polish, rust preventive, car 
deodorizers, carburetor cleaners, 
friction proofing agent, seat covers 
and floor mats. 

* * * 

aye extent and variety of auto- 

motive perfumery ingredients 
consumed annually may be realized 
when it is pointed out that most of 
these products are either masked to 
a non-offensive odor or actually per- 
fumed with an appropriate fra- 
grance. 

Lubricating oils and oil additives 
are called “major olfactory offend- 
ers”—since they often emit odors 
of the sulphur, rotten egg or garlic 
type. Most popular masking scents 
for these applications are said to be 
pine, spice, mint, cherry and grape. 
For masking odors in grease prod- 
ucts, on the other hand, a spicy 
fragrance often is most satisfac- 
tory. 

D & O chemists also have done 
some work on masking and per- 
fuming both premium and regu- 
lar gasolines. In recent years, the 





GM Quality Control 
Instrument Announced 

DETROIT—A new quality 
control instrument for measuring 
as little as one ten-thousandth of 
an inch of paint film, electro- 
plating or metal overlay has been 
developed by General Motors 
Corps.’s research staff. 

The new device, called the 
Laminagage, is said to be a non- 
destructive tester that can be 
used for a high rate of produc- 
tion testing. Already in service in 
two GM divisions, Allison and 
AC Spark Plug, it is portable and 
can be plugged into any 110-volt 
outlet in a plant. No special 
training is needed to operate it, 
GM said. 





company has received some re- 
quests for an industrial odorant 
to be used in oils embodied in 
brake fluids. 

As an example of “the increasing 
importance given to olfactory ac- 
ceptibility of all products,” the D & 
O article referred to a combination 
fuel additive and carburetor cleaner 
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. The Petersen Automotive Group’s 


4-million readers are recognized 
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*THE PETERSEN AUTOMOTIVE GROUP (Motor Trend, 
Motor Life, Hot Rod) has an ABC circulation of 1,112,278, 
and a combined readership of over 4,000,000 — unquestionably 
the “World’s Largest Automotive Consumer Readership!” 


authorities on things automotive. 
Friends and neighbors follow their 
lead. Reach them with your sales 
message. Sell them, and you'll also sell 
the additional millions who are 
directly influenced by P. A. G. readers! 


PETERSEN PUBLISHING COMPANY ¢ 5959 Hollywood Bivd.,Los Angeles 28, Calif. e HOlilywood 2-3261 
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marketed by one of the large oj 
companies. 

The combination of active ingre. 
dients in this otherwise exemp] 
product added up to a “somewhat 
offensive odor.” At the request of 
distributors and salesmen, the map. 
ufacturer agreed to add an odorant, 

* * * 
_ the slight added cost, 
distributors allegedly were gp 


pleased that the product manufac. 7 
turer decided to do similar reodoriz. 7 
ing jobs on several other items, in. 7 


cluding a metal parts conditioner, 


Another interesting perfumery ap. § 


plication involved an acetone-baseq 


product for water-proofing cars 7 


Since the product was sprayed on, 
the odor-masking compound formy. 
lation had to avoid clogging nozzles, 
as well as meeting the usual re. 


quirements such as type of odor, | 
cost and compatibility with compo. § 


nents of the product. 

Industrial odorants also have to 
be effective when used in ex. 
tremely small quantities. Typical 
amounts used are perfumery pro- 
portions as small as one-fiftieth to 
one-tenth of one percent of the 
product. 


Most of the country’s approxi. 7 
mately 24,000-ton annual consump. | 
tion of auto wax and polish is odor. 7 
masked or perfumed. Such products | 


usually are either bland or faintly 
scented. D & O says the usual re- 
quest is for a pleasant scent that is 
not too sweet or too feminine 
Again, minimum cost is essential 
in a competitive field. 

Solvents used in the new types of 
aerosol (spray) packaging for car 
waxes brought special odor prob- 
lems. Here, deodorants and per- 
fumes must meet rigid requirements 
of aerosol packaging, as well as 
those of the product itself. 


* * * 


REQUESTS for a “good, 
fragrance” for car wash prod- 
ucts also are frequent. However, 
these items do not present a diffi- 
cult perfuming problem, as many 
are detergent-based. 

According to the D & O aarticle, 
one of the most difficult areas of 
all industrial perfuming work cen- 
ters around the many products 
made of plastic. In automobile man- 
ufacture, the growing use of plas- 
tics is attended by a number of un- 
usual perfuming problems. 

One deodorizing request in- 
volved a material used in the 
preparation of seat cushionings 
and floor pads for automobile in- 
stallation. The company wanted 
a “pleasant, mild odor” that would 
enhance the sales appeal of the 
upholstery base itself. Similar re- 
quests have been made for per- 
fuming materials used in foam 
rubber. 

In perfuming plastic seat covers, 


a variety of fragrances are in vogue. | 


Some are floral, while several (de- 
veloped for cleaning simulated 
leather materials) have been given 
a “leather-type” odor. 

The problem of masking the un- 
pleasant solvent odor of paint has 
received considerable attention, both 
from industrial perfumers and paint 
manufacturers. 


of the most offensive paint 

odors encountered in automo- 
bile work is that emitted by primer 
coats used on the car trunk. Often 
described as “fishy,” the malodor 
allegedly has been severe enough to 
cause several manufacturers to con- 
sult the perfume chemist. 

Another good potential for the 
future lies in the use of aerosol 
touchup paints. These products were 
reported to be among the newest of 
perfuming problems under consid- 
— in the D & O laboratories. 

-static sprays, chrome pro- 
tectors, ignition coatings, tire 
cleaners and car deodorants also 
were listed among recent develop- 
ments that require the services of 
the industrial perfumer. 

A growing demand is seen for car 
deodorants and fresheners. Air-con- 
ditioned cars raise special problems, 
since the conditioning units typi- 
cally recirculate portions of the air 
in the car, Preferred fragrances for 
car fresheners are said to be light 
florals, pine, cedar and spicy scents. 

Enterprising used-car dealers 
have created a steady demand for 
chemically created scents that simu- 
late the characteristic new-car odor. 
This perfume is sprayed on the fioor 
mat, seat back, or any place where 
it will be absorbed—and thus modify 
the complex odor of an old car, 
“giving it that fresh, newly milled 
scent” of the industry’s latest model. 
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BIGGEST BUSINESS BUILDER BME s 


the DU M ONT 
EnginScope 


FIND EM, FIX EM and FORGET ’EM... And you Find ’em 
and Fix ’em FAST with the DU MONT EnginScope. It takes 
only a few seconds to slip on the two SignalClips to hook 
up the Enginscope — with NO dismantling or disconnect- 
ing. The Enginscope gives a complete analysis in a few 
seconds. The exclusive SuperScan display presents the 
complete ignition system in full detail, showing up both 
the immediate trouble and its basic cause. 

Make the repairs, make a quick EnginScope recheck (it 
takes only a few seconds) and you know that the new 
parts are good parts. Result: Satisfied customers—steady 
customers. 

Comebacks? FORGET ’EM! They're a thing of the past 
when you engine check with the EnginScope. 

Besides holding and satisfying the customers you 
already have, the EnginScope attracts new customers, 
increasing parts sales and profits. In short, the 
EnginScope becomes your BIGGEST BUSINESS-BUILDER YET. 

The EnginScope itself is your best advertisement and 
your satisfied customers are your best salesmen. Come 
On! Get on the EnginScope bandwagon. Watch your profits 
climb. Fill out this coupon for more information — or 
better yet, let us arrange a NO OBLIGATION demonstration 
in your shop. *Trade Mork 
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ENGINSCOPE SALES 
ALLEN B. DU MONT LABORATORIES, INC. 
DEPT. A-5 CLIFTON, N. J. 


(C Arrange a NO OBLIGATION demonstration of the EnginScope 
(-) Send more detailed information on the EnginScope 
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Torture Bandits 
Rob, Beat Dealer 


Twice in Month 


BURGETTSTOWN, Pa.—Vincent 
Yukevich (Pontiac), 50, and his 
wife last week were tortured for 
four hours by three thugs who fled 
with $350 in cash and nearly $11,000 
in other valuables. 


It was the second time in less 
than a month that he had been 
robbed and beaten, The first time, 
two men got $35,000 in cash and 
$6,000 in securities. 

All but $400 of the loot in the first 
robbery has been recovered and two 
men are in jail awaiting trial. 

The trio broke into Yukevich’s 
home, on the second floor over the 
dealership, about 10 p.m, at night 
and remained until 2 am, trying 
to force the couple to tell where 
more money was hidden. 

The bandit leader wanted to kill 
Yukevich, police said, but was dis- 
suaded by his two companions. 

“If I had a million dollars, I 
would have given it to them,” Yuke- 
vich told officers after the ordeal. 
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Heil Frigid-Van— 


The Frigid-Van is a one-piece plastic 
refrigerated truck body produced by Heil 
Co., Milwaukee. The company is a major 
producer of reinforced plastic bodies in 
the refrigerated truck field: 


It’s so easy, any mechanic can handle automatic 


transmission adjustments with these Snap-on sets. 
The tools make this work as simple as a brake 


adjustment job. 


And the returns are big! All over the country, 
sets like these have paid for themselves in short 
order. You can adjust practically any automatic 
transmission; many jobs take only a half hour 


or less. And a properly 


mission means big savings and greater satisfac- 
tion for the car or truck owner. 

These valuable income boosters can be yours 
on easy payments. Ask your Snap-on man for 


full details or write us. 


Automatic Transmission Tool Set 2028-ATS 


This set handles band 


on Hydramatic, Dynaflow, Powerglide, 
matic, Mercomatic, Flightomatic, Powerflite, and 
Turbodrive transmissions. It’s quick and profit- 
able because an estimated 70-75 percent of all 
adjustments can be done externally, without re- 
moving transmission. Photographs and easy-to- 
understand instructions in Snap-on instruction 
book make the job extra simple. 


AUTOMATIC TRANSMISSION SET AND 
OIL PRESSURE SET COMBINATION 
$2.73 per week 


$13.60 down, 





adjusted automatic trans- 


and linkage adjustments 
Fordo- 


Case Histories from Nation's Salesmen .. . 


Practical Problems of Selling 


— story is told by a saleman 
who wishes to remain anony- 
mous. It is passed along by L, H. 
Houck, Automotive News staff cor- 
respondent: 

Sometimes when we're trying to 
close a deal we need to analyze 
our competition. Sometimes it’s 
the wife. sometimes it’s the money. 
Most often it is another car, and 
consequently another dealer— 
this can boil down to matching 
wits. 

This prospect liked the new car 
on the floor and we worked on 
the deal until we were $100 apart. 
He said he had been looking at a 
station wagon of another make. 
This one on our floor was a hard 
top. 

He said he liked our car but 
still couldn’t make up his mind 
whether he wanted the station 
wagon or our hard top and, as 
I said, we were $100 apart. 

I asked him if he had driven 


— le ‘5 ; y Oil Pressure Gauge Set AT-67-B 





SNAP-ON TOOLS 
CORPORATION 


8082-E 28th Avenve °¢ 





the station wagon. He said he had 
not, but had driven a car of that 
make and the dealer said the 
wagon would ride and drive the 
same. Well, I knew that no sta- 
tion wagon, even ours, would 
drive and ride the same as a 
sedan, I didn’t say anything be- 
cause I thought I might be able 
to get his wife on my side. 

It was after four in the after- 
noon. I suggested he show our car 
to his wife and see if she liked it, 
by driving it home and bringing 
it back after dinner. He was re- 
luctant but agreed. Of course he 
wasn’t a stranger to me and was 
qualified. 

He brought it back about 
seven but was non-commital 
about his wife’s reaction. I got 
the idea that she wanted a sta- 
tion wagon, too. Ordinarily I 
could have switched to a station 
wagon and tried for a sale, but 
we not only didn’t have one in 








This set checks pressure of oil at critical points within 


transmission . . 


. reveals inside troubles which can’t 


be corrected by band and linkage adjustments . 
eliminates needless work. Also, this gauge is necessary 
for setting linkage on certain transmissions. 

On transmission overhaul, gauge localizes trouble 
area;spots oil leaks, pressure leaks, faulty servo pistons, 
clogged screens. Use it on Dynaflow, Flightomatic, 
Fordomatic, Hydramatic, Mercomatic, Powerflite, Pow- 
erglide, Studebaker, Turbodrive and Ultramatic trans- 


missions. 


*Snap-on is the trademark of Snap-on Tools Corporation. 





Kenosha, Wisconsin 


stock but ours was huncireds 
higher. 

He said that he had promised 
the other dealer that he would see 
him again and give him a definite 
answer. I asked him to do two 
things—to let me know either in 
person or by telephone of his de. 
cision as I was going to hold the 
car until I heard from him. Above 
everything else, I told him, take 
a ride in the station wagon. . 

I knew this customer wag 
greatly concerned about car 
noises and rumble—that he liked 
a quiet car and a soft ride. 

I was banking on him being 
displeased with the length of the 
wagon and the fact that it rode a 
little harder. He never had had 
one and, in fact, had no real use 
for one as far as hauling was 
concerned. He agreed to call me 
by nine. 

The hour came. No telephone 
call. I decided to wait another 
15 minutes. Ten after, the phone 
rang. He gave me the ominous 
news that the dealer had beat 
my deal by $100, which made us 
$200 apart. 

But he kept on talking: “... 
but I like your car $200 more than 
the station wagon and so I'll be 
over for it tomorrow morning.” 


Goodrich Chief 
Sees Synthetic 


Rubber Increase 


NEW YORK, — In less than 10 
years natural rubber will supply less 
than half the world’s total rubber 
needs, according to William S. Rich- 
ardson, president of B. F. Goodrich 
Co. 

Addressing the New York Society 
of Security Analysts recently, he 
said that total world consumption 
of rubber would probably increase 
5 percent each year for the next 
10 years. 

He declared, “There is not enough 
natural rubber in sight in the rubber 
growing areas of the world to take 
care of the increasing demand.” 

“Under the most optimistic as 
sumption, natural rubber production 
cannot increase more than 2% per- 
cent annually through 1965. The 
balance will have to be supplied 
by man-made rubber.” 

He noted that synthetic rubber 
represented 37.6 percent of the 
world’s rubber consumption last 
year and 60 percent of the U. & 
rubber consumption. 


Salute to the Past 


Detroit Groups to Display 
60 Antique Cars 


DETROIT.—The world’s automo 
tive capital will salute the cars of 
the past May 22 when more than # 
antique autos will be displayed in 
the Art Center district under the 
sponsorship of the Engineering Se 


ciety of Detroit and the Detroit® 


chapter of the Veteran Motor Club 
of America. 


There will be a parade in th® 


morning and a judging in the after 
noon at which prizes will b 
awarded. 

Speakers at luncheon, dinner and 
evening programs will include 
Charles A. Chayne, General Motors 
engineering vice-president; Floyd 
Clymer, an authority on antique 


cars, and Serge Daniloff, Detroit) 


sports-car dealer. 





Main Street’s 40th 


EAST GREENWICH, R. I. —- 
(UTPS)—Main Street Garage, Inc, 
(Buick) is observing its 40th anni- 
versary, Established by Julius L 
Abrams, firm president, and his 
brother, Morris, vice-president, in 
1917, Main Street Garage was the 
town’s first automobile garage 
obtained its Buick franchise in 1922. 
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News to Note... 


Auto World in Brief 





STRATFORD, Conn.—A new 
laboratory has been constructed by 
Raybestos-Manhattan, Inc., at its 
plant here for the development and 
testing of the line of Ray-Bond ad- 
hesives, coatings and sealers made 
by its adhesives department. 

Laboratory equipment includes 
tensile machines for shear and peel 
tests, ovens for testing up to 600 
degrees, pilot mixers, salt spray 
testing cabinets and humidity test- 
ing area. The latter permits testing 
the drying time and other proper- 
ties of adhesives under a great 
variety of climatic combinations. 

cd * * 


Wolverine Tube Builds 


DETROIT. — Wolverine Tube 
division of Calumet & Hecla, Inc., 
has started construction of an ad- 


teurs, 14 years old or older, Leonard 
said the only requirement for entry 
is an official blank, obtainable at 
Leonard community stations, Sub- 
ject matter must include scenes of 
Michigan natural beauty, land- 
marks, historical sites and other 
outdoor seenes of general interest. 
There are $4,000 in prizes. 
* * * 


Scintilla Expands 

SIDNEY, N. Y.—A $5 million 
plant-expansion program, scheduled 
for completion by 1951, has been 
announced by the Scintilla division 
of Bendix Aviation Corp. It will 
increase the division’s employment 
rolls by about 20 percent and the 
floor space by about 35 percent. 

+ * «& 


New Speed Mark Set 


ministrative office in Allen Park, a|Jn Firestone Tire Run 


Detroit suburb, An additional 7,000- 
square-foot building will be erected 
to house research and development 
activities, When the new buildings 
are completed next year, 150 head- 
quarters and general sales office 
employes will move there from two 
offices in downtown Detroit. 
© > ¥ 


Flexible Shaft Moves 


CHATHAM, N. J.—The Flexible 
Shaft division of Robertshaw- 
Fulton Controls Co. has moved to 
a larger manufacturing plant here. 
The division was acquired by 
Robertshaw-Fulton as part of Acro 
Mfg. Co. Columbus, O. Flexible 
Shaft formerly was known as WKT 
Corp. and occupied a plant in 
Plainfield, N. J. 


Dole Valve Completes 


Move to Chicago Suburb 


CHICAGO.—Dole Valve Co. has 
completed its move to new ad- 
ministrative headquarters adjoining 
its manufacturing plant in Morton 
Grove, Ill., a Chicago suburb, 

The two-story building is the 
latest of the new units to be com- 
pleted on a 25-acre site, Dole said. 
It houses sales and engineering de- 
partments, research and develop- 
ment laboratories, as well as execu- 
tive offices. 


7 2 * 


Calif. State Fair Plans 


Stock Car Race 


SACRAMENTO, Calif.—Auto 
racing promoters Charlie Curryer 
and Al Slonaker have teamed again 
this year to stage a 100-mile ate 
model stock car race as part of 
the 1957 California State Fair. 

The promoters said this year’s 
Grand National “is making auto 
racing history in California” be- 
cause for the first time “it is part 
of the State Fair.” Last year Curr- 
yer and Slonaker presented a “spot” 
— at the State Fairgrounds in 

y. 


* * * 


Thor Branch Moves 


CHICAGO.—Thor Power Tool Co. 
has moved its Houston office to 
new and larger quarters to. 5503 
Lawndale Ave. The Houston branch 
serves Texas, southern Arkansas 
and part of Louisiana. 

7 oa + 


AMC Gas Computer 

DETROIT. An easy-to-read 
gasoline mileage computer isrnow 
available without charge at all 
Nash and Hudson dealerships, The 
driver sets a dial so that the miles- 
driven figure is lined up with the 
number of gallons purchased. The 
miles-per-gallon is automatically 
computed. 


+ 
Clark Foam Picked 
CHICAGO.—Clark Foam Products 
Co., has been named a warehouse 
distributor of the Textileather di- 
_ of the General Tire & Rubber 


= + * 

Leonard Refineries @pens 
$4,000 Photo Contest 

ALMA, Mich—-A photo contest, 
which is designed to tie in with the 
firm’s “Wonderful Michigan” ad- 
vertising theme, has been an- 
nounced by Leonard Refineries 
here. It closes Aug. 31. 
The contest is limited to ama- 


AKRON. — A new international 
closed course speed record has 
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been set at Monza, Italy, during 
tire test runs that averaged 163.377 
miles per hour for 77 laps total- 
ling 226.5 miles, according to Fire- 
stone Tire & Rubber Co. . 

Top speed for the fastest lap 
was 170.8 m.p.h. Previous record 
speed for only one lap was 162 
m.p.h. set by Juan Manual Fangio 
in 1956. W. E. Lyon, director of 
tire engineering and development, 
said: “We are satisfied we have 
developed a tire that will be safe 
for our American drivers who will 
be competing against top Euro- 
pean drivers at Monza.” 

+ + + 


Car Dealers Top Ranks 


Of Utah Sales-Tax Payers 


SALT LAKE CITY. — New and 
used-car dealers pay more sales tax 
than any other group of business- 
men in Utah, according to the State 
Tax Commission. The next largest 
sales tax payers are food stores 
and building supply dealers. 

* * * 


Foundry Record 


WASHINGTON, N. J.—A record 
amount of aluminum—six million 
pounds—was processed during 1956 
in the foundry of Sun Tube Corp. 
here. Sun Tube is a subsidiary of 
American Can Co. 
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the oil you sell 
makes a vast difference! 


sell the 


best — Wo.r’s HEap, 


100% Pure Pennsylvania. 


Superior premium quality motor 
oil ‘‘from the ground up’’... 


WoLF’s 


requires .. 


wa 


“extra” all around protection that 
modern cars and modern driving 


on the open highway or in start- 
stop city traffic. 


Made exclusively from Pennsyl- 
vania Crude—the world’s finest — 
Wotr’s HEap is refined three im- 
portant steps beyond ordinary 
motor oils, and then scientifically 
fortified to clean as it lubricates 
... provides maximum protection 
against sludge, rust and corrosion. 
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British Limousine Makes Debut in U. $.— 


Announcement has been made that the Armstrong Siddeley chauffeur-driven limousine 
is being imported into this country from England. This seven-passenger automobile 
delivers in New York for $8,780. This car has a wheel base of 133 inches with an 
overall length of 212 inches, with styling and appointments of typical British origin. 
Surrey Siddeley Motors Corp., Long Island City, New York, has been selected as 
distributor. 


CUSTOMERS... 












WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 


100% Pure Pennsyivonia GeeD Mente Penna. Grade 
Scientifically Fortified “=i Crude Oil Association 













The extra safety of nylon cord tires 


@ An important safety improvement in tires gives change-over business a real 


boost. That’s why the lasting strength and safety of nylon cord tires have special meaning 
for you. Each time you suggest a change-over to nylon, you do both yourself and your customer 
a service. Nylon cord’s safety extras give your customer added protection 


against the hazards of blowout... permit mile-after-mile driving 





e 
s, you ® 
ghway ¢ nylon cord 


a hi 
wers an afety o' — 


for today s hor sepeo 
with the tastings str ength and s 
tires 


Already highly publicized, the advantages of nylon cord tires are featured in Du Pont’s powerful advertising campaign appearing 
throughout the year in these leading magazines. It brings the story of nylon’s safety and dependability directly to your best cus- 


tomers. Surveys and the rising sale of nylon cord tires show that the public knows and wants nylon’s extra strength and extra safety. 





NYLON CORD PROTECTS AGAINST 
: THE 4 MAJOR CAUSES OF BLOWOUTS 


s}means extra change-over business 
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In the toughest tire test of all . . . billions 
of miles of heavy-duty trucking have proved the 
extra safety of nylon cord tires under the most 
rugged road and load conditions. 


with complete confidence in his tires. 


CORRE EEE 





@ It pays to suggest nylon cord tires. It’s a piece of 


change-over business that will not only influence sales, 


but mean more satisfied customers. That’s good 


business in any book. 


1. BRUISE DAMAGE 
caused by hitting a rock, hole 
or bump is a frequent cause 
of tire blowout. Nylon’s shock- 
absorbing toughness guards 
against impact damage, gives 
you extra safety, added pro- 
tection mile after mile. 


2 MOISTURE seeping in 
through cracks or cuts in tire 
rubber weakens ordinary cord; 
results in dangerous, unseen 
damage to your tires. Nylon 
ends blowouts due to moisture 
damage because water can’t 
rot nylon cord. 








3. FLEX STRAIN that oc- 
curs every time a tire turns 
can sap its strength, lead to 
premature failure. Nylon's re- 
silience guards against dam- 
aging flex fatigue, gives lasting 
protection against this cause 
of blowout. 


4. HEAT can permanently 
weaken tire cord, lead to biow- 
outs. Nylon gives two-way pro- 
tection: it has greater heat 
resistance—also makes cooler- 
running tires. That's why rac- 
ing tires are made with nylon. 


Du Pont produces nylon fiber. 
Tire manufacturers 
make nylon cord tires. 


REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Pennsylvania Plans 


Clinics for 


Driving clinics, similar to those 
now operated in Philadelphia and 
Pittsburgh, will be spread across 
Pennsylvania, according to O. D. 
(Mike) Shipley, State Bureau of 
Highway Safety director. 

Shipley said eight or nine new 
clinics are being planned, to be 
placed within 65 miles of any 
motorist in the state. 

The clinics will give driving 
tests, eye examinations, prelimi- 
nary mental tests and will con- 
duct postmortem examinations of 
traffie victims, Shipley said. 
Eventually, all automobile drivers 
will be given periodic driving 
tests “when the state finally gets 
around to putting the periodic 
checkup system into effect.” 

Shipley claimed the clinics pro- 
mote traffic safety by getting the 
aged and the “lunatic fringe” 
drivers off the highway, testing for 
night vision and depth perception 
and eliminating drivers with bad 
eyes. 

“The purpose of the clinics, which | 
will be manned by state police,” | 
Shipley said, “will be to examine 


Michigan Urged 
To Weed Out 
Unfit Drivers 


Many emotionally unstable drivers 
would be sidelined if Michigan had 
a corps of trained, professional 
license examiners, according to Dr. 
Alan Canty, director of the Detroit 
Recorder’s Court Psychopathic 
Clinic and founder of the city’s) 
Traffic Clinic. 


Canty said a division under the) 
Secretary of State could be trained 
to screen out unfit drivers and see 
that they never were licensed. 


In Michigan, licenses are issued 
by the Secretary of State, but the 
licensing function has been dele- 
gated to local police departments 
and sheriff's offices. Secretary James 
M. Hare and safety authorities have 
advocated that licensing be handled 
by a trained staff working out of 
the motor vehicle division. 


Canty declared, “It wouldn’t take 
too long to give license examiners a} 
short course in abnormal psychol- 
ogy necessary to spot the behavioral 
traits of the antisocial person we 
call the problem driver. However, 
it would be valuable only if these 
examiners were specially selected 
and permanently assigned to the 


job.” 
Killer Eyes? 


Optical Chief Urges Test 
Of Driver Vision 

In a special report to stockhold- 
ers, Carl S. Hallauer, president, 
Bausch & Lomb Optical Co., Roch- 
ester, N. Y., has called for an at- 
tack on the problem of inadequate 
vision on the nation’s highways. 

The report, titled “Faulty Vision 
. . . Sudden Death,” declares that 
“the data on motorists’ vision, when 
you consider all their implications, 
represent a shocking situation. They 
mean that there is literally murder 
in the eyes of many of the motorists 
on our streets and highways today.” 

Hallauer called for remedial steps 
including modernization and stand- 
ardization of vision testing proce- 
dures from state to state and up- 
grading of all driver vision to meet 
standards of states which are the 
_ exacting in their qualifica- 

ons. 


Whatever Happened 
To Grease Monkeys? 


WASHINGTON. — Would auto 
mechanics rather be called “auto 
technicians?” 

NADA said last week that a 
number of dealers are finding 
that using the latter phrase 
“helps instill public respect for 
the employe” and that it helps in 
a a better type” of em- 

ye. 





















Driwers 


drivers who are suspected of mental 
or physical deficiencies which could 
make them unsafe drivers. Exami- 
nations will include psycho-physical 
tests and actual road tests. 

“What many persons fail to real- 
ize is that a driver’s license is a 
legal privilege for those who are 
physically and mentally fit, and 
who qualify by performance,” the 
safety expert pointed out. “When 
a driver no longer qualifies in any 
of these respects, his license should 
be revoked.” 


25 States Move 
To Adopt Parts 
Of Uniform Code 


Legislation proposed in 25 states 
points up a growing awareness of 





IT'S WOVEN 





the need for bringing vehicle laws 
and regulations into conformity 
with the Uniform Vehicle Code, ac- 
cording to the National Highway 
Users Conference. 

On the Federal level, NHUC 
noted, two pending resolutions deal 
specifically with uniform laws. 




























car. 


One of these would express the 
sense of Congress that uniform = 
traffic laws should be adopted by = 
the states. The second would create to 
a Federal Motor Vehicle Commis- Se 
sion to study state laws, the effect wi 
of differences on safety and the 
best available means of making pe 
such laws uniform, fo 

A bill embodying the entire Uni- of 
form Code has passed one chamber la 
in Wisconsin, NHUC said. 

Proposals creating motor vehicle of 
departments (Chapter 2 of the bi 
Code) were enacted in Nevada and sc 
South Dakota, but failed to pass in te 
New Mexico, NHUC said. be 

Certificate - of - title proposals “j 
(Chapter 3) are pending in Connec- w 
ticut, Minnesota and South Caro- r . si 
= but died in New York. ; , eo Sooo A 

umerous measures adopting in- 
dividual sections of the code were| )¢X@8 Independents Acquire Rambler— E 
introduced in legislatures in Minne- Tom Blundell, left, general manager, Texas Independent Automobile Dealers Assn, © | 
sota, Missouri, Nevada, Colorado,| takes delivery of a ‘57 Rambler Cross Country from Bennie Goldstein, of Texas Motor 
Oklahoma, California, Montana, | (Nash), Fort Worth. The Rambler will be used by Blundell as the association's official Ir 
West Virginia and other states. s 
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new-model beauty... 





STILL THE MOTORIST’S FAVORITE COVERS 


k 
t 
You sell new car beauty with every set of seat covers woven of SARAN. ii 
SARAN seat covers make older cars look like new and enhance the beauty 
of the 57 models. Available in all the smart new fabric patterns and 
colors, SARAN seat covers are your customers’ favorites. SARAN is rugged, 
durable and virtually scuff-proof: made to withstand rough treatment and 
offer lasting beauty. Get ready now for the big spring selling season. 


the seat covers that make older cars look like new... seat covers 


made of sarRANn! 


FEATURE SARAN FOR GOOD CAR KEEPING WEEK, MAY 21-31 








STA faze eee | 


ssn, | 


‘cial 





On the Financial Front 


Sales of United States Rubber Co. 
for the first three months of 1957 
set a first-quarter record, one per- 
cent ahead of last year, according 
to H. E. Humphreys jr., chairman. 
Sales were $232,224,961, compared 
with $229,649,654 for the 1956 period, 

Net profit was $8,179,761, com- 
pared with $9,103,348 in 1956, Profit 
for the first quarter was 3.5 percent 
of sales, compared with 4 percent 
last year, and was down 10 percent. 

Net gain resulting from the sale 
of the company’s wire and cable 
business was not included in con- 
golidated net income for the quar- 
ter, “Although details have not 
been finalized,” Humphreys said, 
“A net gain of about $3.5 million 
will result from this transaction.” 

oo * + 


Arvin’s First Quarter 


Earnings Are $951,432 





1957. This compares with $677,698.35 
earned in the 1956 period, 

Sales were reported as $17,962,- 
720.72 for the 1957 quarter by Glenn 
W. Thompson, president. This com- 
pares with $15,337,720.58 for the 
1956 first quarter. Thompson said 
second quarter volume is expected 
to approximate that of the first, 

* ++ o 


Commercial Credit 


Earns $6,447,972 


Consolidated net income of Com- 
mercial Credit Co. for the first quar- 
ter ended March 31, 1957, was $6,- 
447,972 compared with $6,434,175 for 
the period of 1956. ‘ 

Gross receivables acquired by the 
company’s finance companies for 
the first quarter of 1957 were $962,- 
006,810, compared with $839,263,449 


Arvin Industries, Inc., Columbus, | for the similar quarter of 1956. Total 


Ind., has reported a net profit of| 
$951,432.28 for the first quarter of' 


receivables outstanding in the 
finance division at the end of 


S 
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March, 1957, was $1,367,404,644,| pared with $508,600 for the 1956/on consolidated net sales of $31,- 
compared with $1,268,270,110 at the| period. 


end of March, 1956, and $1,292,439,- 
474 on December 31, 1956. 
* * * 


Black & Decker Earns 


$2.8 Million in Half 


Black & Decker Mfg. Co., Tow- 
son, Md., has reported earnings 
of $2,834,761 for the six-month 
period ending March 31, 1957. 
This compares with $2,216,431 for 
the year-ago half. 

This was earned on sales of 
$27,577,264, according to Robert 
D. Black, president. The sales of 
the previous first half of the 
firm’s fiscal year were $23,365,464, 
Black said. 


* * + 


Budd 
Budd Co., Bridgeport, Pa., first 
quarter report, 1957 vs. 1956: Profit, 
$2,668,416 and $3,978,280; sales, $83,- 
163,140 and $83,976,526. 


* * * 


$400,647 Profit Reported 
By Houdaille for Quarter 


Sales were $19,921,000 as compared 
with $16,607,000 for the first three 
months of 1956, “Earnings for the 
quarter . . . reflect the fact that 
reserves for depreciation and de- 
pletion have more than doubled,” 
said Ralph Peo, president. 

* +. + 
Flintkote 

Flintkote Co., New York, first 
quarter report, 1957 vs. 1956: Profit, 
$943,129 and $778,279; sales, $24,615,- 
916 and $23,308,340. 

= * * 
Ainsworth Mfg. 
Ainsworth Mfg. Corp., Detroit, 
first quarter report, 1957 vs. 1956: 
Net profit, $324,167 and $18,178; 
sales, $10,331,748 and $5,914,650. 
* ce > 


Armstrong Rubber Profit 
$984,214 for Six Months 


998,761, which compares with $28,- 
906,239 for the year-ago period. The 
figures include those of Armstrong’s 
wholly-owned subsidiaries and the 
year-ago net income reported was 
after extraordinary charges arising 
from flood damage, the firm re- 
ported. 


* * * 


Federal-Mogul Reports 


$2.6 Million Profit 

Federal - Mogul - Bower Bearings, 
Inc., Detroit, earned a profit of $2,- 
624,000 in the first quarter of 1957 
as compared to $2,495,000 in the 
1956 period, according to G. S. 
Peppiatt, president. 

This was gained, he said, on sales 
of $29,227,000 which compares to 
$25,686,000 for the first three months 
of 1956. This set a record for both 


sales and earnings, Peppiatt said. 
* * a7 


Armstrong Rubber Co., West Sealed Power Earnings, 


Haven, Conn., has reported a net 
income after taxes of $984,214 in the 
six months ending March 31, 1957. 


Houdaille Industries, Inc., Buffalo,| This compares with $854,869 for the 
has reported a net profit of $400,647) like year-ago period. 


for the first quarter of 1957 as com- 


| 





with seat covers of SARAN 


STILL THE DEALER’S BIGGEST PROFIT MAKER 


SARAN seat covers are the dealer’s biggest profit maker because they have all 
the extra features your customers want. They are woven to allow natural 
air passage, offering owners year-round driving enjoyment. And sARAN 

fe .a damp rag removes stains and spills 
without spotting. These are features your customers look for in seat covers. 
That's why saran seat covers are still the dealer’s biggest profit maker. For 


seat covers are the easiest to c 


ean... 


CLINCH THE SALE! 





more information on SARAN seat covers write THE DOW CHEMICAL COMPANY, 
Midland, Michigan, Plastics Sales Department PL 1576E. 


YOU CAN DEPEND ON 


This was earned, Armstrong said, 


FEATURE THIS LABEL... 





Sales Trail °56 Quarter 


Sealed Power Corp., Muskegon, 
Mich., earned $335,000 on first- 
quarter sales of $5,887,000. In the 
first-quarter of 1956, earnings were 
$463,000 and sales were $6,107,000. 

Paul C. Johnson, president, told 
shareholders, “Last year’s first 
quarter was abnormally high and 
was followed by greatly reduced 
activity in the scond and third quar- 
ters. We consider this year’s first 
quarter more normal, and the 
second quarter is expected to show 
a gain over the comparable 1956 


period.” 
J o s 


Thompson Reports Profit 
Of $4 Million in Quarter 

Thompson Products, Inc., Cleve- 
land, has reported a first quarter 
profit of $4,050,615, which compared 
to earnings of about $2,047,521 for 
the first three months of 1956. 

This was gained on sales of $96,- 
888,683 for 1957's first quarter as 
compared to sales of $68,853,961 in 
the like period of 1956, Thompson 
reported. Automotive original 
equipment sales held about the 
same level as 1956, but replacement 
sales showed a moderate gain, J. 
D, Wright, president, said, 

> > 7 


Olin Mathieson’s 
Profit $10 Million 


Olin Mathieson Chemical Corp. 
has reported first quarter sales in 
the U. S. and Canada of $135,479,249 
and net income of $10,009,979, com- 
pared with sales of $144,340,677 and 
net income of $10,080,099 in the first 
quarter of 1956. 

John M. Olin, chairman of the 
board, and Thomas S. Nichols, presi- 
dent, reported that the reduction in 
sales was due principally to the 
sharp decline in the price of copper 
from first quarter last year. 


7 > . 


United Industrial 

United Industrial Corp., Grand 
Rapids, Mich., first half (ending 
March 31, 1957) report: Profit, $159,- 
052 and $349,908; sales $8,665,763 and 
$9,228,053. 

7 os 
Associated Spring Reports 
$716,408 Profit in Quarter 

Associated Spring Corp., Bristol, 
Conn., has reported a first quarter 
profit of $716,408 for 1957 as com- 
pared to $815,413 for the like period 
of 1956. 

This was earned on sales of $12,- 
788,730 for the 1957 quarter, which 
compares to $13,957,251 for the first 
three months of 1956. 


* * * 


Elastic Stop Nut 

Elastic Stop Nut Corp. of America 
reported a profit of $562,883 on net 
sales of $6,791,143 for the three 
months ended Feb, 28, compared to 
a profit of $457,606 on sales of $5,- 
722,970 for,the same period last 
year. 


MOTOR a 
MASTER 


















Public Relations Citation— 


Hickok Mfg. Co., Rochester, N. Y., 
received a certificate of achievement from 
the American Public Relations Assn. for 
its public relations program on automotive 
seat belts and its effect on general 
safety design in automobiles. From left 
are J. Wilfrid Gagen, director of Gagen 
Associates, public relations agency for 
Hickok; Hayes Dever, APRA director, who 
presented the awards at a dinner in 
Philadelphia; and Albert Cashette, Hickok 
district manager. 
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Across the Nation .. .« 





Auto Dealer Changes 


Seventy-two DKW dealers have 
been appointed in Western United 
States, according to Peter Satori, 
western distributor for DKW. 


They are Al Beatty Motors, Costa 
Mesa, Calif.; Boyd’s, Rosemead, 
Calif.; Imported Motor Cars, Long 
Beach, Calif.; Dresser Motors, Fill- 
more, Calif.; Dresser Motors, Santa 
Paula, Calif.; Euclid Motors, On- 
tario, Calif.; Flintridge Motors, La 
Canada, Calif.; Leo Gogerty, Ana- 
heim, Calif.; Hall Motors, Riverside, 
Calif.; Hall Motors, Arlanza, Calif. 

Valley Sports Car Center, North 
Hollywood, Calif.; Holiday Motors, 
Inc., Sherman Oaks Calif.; Monise 
Motors, Pasadena, Calif.; Nich 
Pastor, South Gate, Calif.; Peter 
Satori of Calif., ee eek 
Pettyjohn-Bathke, Inc., ‘ewood, 
Calif.; Roemer & Rubel, Santa 
Maria, Calif. 


Satori, Inc., Glendale; 


berg Motors, Santa Ana, Calif.; Su- 
burban Motors, Wilmington, Calif.; 
Charlie Taylor Auto Sales, Whittier, 
Calif.; Truschel Bros. Culver City, 
Calif., Vine’s Motor Sales, Garden 
Grove, Calif. Frank White, Po- 
mona, Calif.; Wooster Buick, Paso 
Robles, Calif. 

Allinger Motors, Sunnyvale, Calif.; 
Dick’s Economy Motors, Fresno, 
Calif.; Monterey Bay Motors, Mon- 
terey, Calif.; Valley Motors, Visa- 
lia, Calif.; Don Hampton, Redwood 
City, Calif.; Tri County Imports, 
San Leandro, Calif.; G, K. Hardt 
Co., Santa Rosa, Calif.; Western 
Auto Import, San Leandro, Calif. 

Empire Motors, Tucson, Ariz.; 
Sun Valley Motors, Phoenix, Ariz.; 
Cochise H-D Sales, Douglas, Ariz.; 
Sports Cars, Inc., Denver; Jackson's 
Hardware, Durango, Ariz.; Snowden 
DKW Agency (sub-distributor), 


Sonnen-!Atchinson, Kans.; Lutz Bros., 


You can wait too long to replace 
engine bearings... 


Somebody was surprised when these things fell out of the engine. They used 
to be bearings, but neglect and abuse took their toll—and think of the costly 
shaft damage that results! Always replace bearings after reasonable service. 
Never re-install the old bearings even if they “look good” —that’s no accurate 
test of their condition. They could fail tomorrow. To restore fine performance, 
replace with new Federal-Mogul bearings. They are quality engineered for 
reconditioning jobs. The line is complete, to give you exactly the bearings you 
need. You can depend on the black and red Federal-Mogul box. Most 


mechanics do. Ask your jobber! 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


eee 
1085 cp-20 i 


ENGINE BEARINGS 


Atchinson, Kans.; O, D. Moffett & 
Son Motors, Mission, Kans.; Otto 
& Elmer Maisch, Lexena, Kans.; 
Universal Motors, Hutchinson, 
Kans, 


Art’s Sports & Utility Motors, 
Kansas City; Missouri Sales & 
Service, St. Louis; Economy 
Motors, Kalispell, Mont.; Olney 
Motors, Missoula, Mont.; Helmo 
Tire Service, Butte, Mont.; Loyal’s 
Inc., Omaha; Import Motors, Las 
Vegas, Nev.; S-P Motors, Albu- 
querque, N. M.; Thoroughbred 
Car Co., Oklahoma City; Auto- 
haus, Salem, Ore.; Douglas Ram- 
bo, Portland, Ore.; Binton & 
Larson, McMinnville, Ore.; Omer 
George, Baker, Ore.; Gordon 
Swan, Gresham, Ore.; U & R 
Pontiac, Lebanon, Ore. 

Amarillo Imported Car Co., Ama- 
rillo, Tex.; Winfred B. Brown, 
Weatherford, Tex.; John Bull 
Motors, El Paso, Tex.; Rathbun 
Motor Sales, El] Paso, Tex.; Stanley 
Sales & Services, San Antonio, Tex.; 
Milton Wagstaff Co., Salt Lake 
City; Columbia Motors, Richland, 
Wash.; Couse Motors, Inc., Bremer- 
ton, Wash.; Foreign Motors, Inc., 
Vancouver, Wash.; C. Hurlbut 
Motors, Bellingham, Wash.; Im- 
ported Motor Cars, Inc., Tacoma, 
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i 
Wash.; Jaremko Motors, Spokane: 
Liberty Motors, Spokane, and Motor 
Import, Inc., Seattle. 


6 More Dealers Named 
By Renault in N. Y. 


Renault of France announces 
appointment of the following 
Renault dealers in the U. S.: 

Bayside Imported Cars, Bayside 
61, N. Y.; L B. A, Inc., Rome, 
N. Y.; Laketown Auto Sales, 
Cuba, N. Y.; Greco Sales & 
Service, Darien, N. Y.; Cosentine 
Motors, Seneca Falls, N. Y., and, 
Central City Sales, Syracuse, N. Y. 


* * * 


A. Z. Motor Moves 


A. Z. Motor Co. announces the 
opening of new headquarters for 
its new-car showrooms and service 
department at 11th and Oak Sts, 
Eugene, Ore. 

* * * 


Mongold Buys L-M Deal 


Howard Mongold has purchased 5 


a Lincoln-Mercury dealership in 


Monrovia, Calif., and will operate it 


as Tri-City Motors. Mongold for- 


merly was with San Gabriel Valley | 
Motors (Lincoln-Mercury), San Ga- | 


briel, Calif. 
* + * 
L-M Deal Opens Lot 


Halken Shaker Motors, Inc, 
(Lincoln-Mercury), Shaker Heights, 
O., has opened a used-car lot at 
3390 Lee. Jack Berlin has been 
named manager of the lot. 


White Reports 
21% Profit Gain 
In Ist Quarter 


. — Net income of | 


CLEVELAND 
White Motor Co. for the first quar- 
ter was 21.9 percent greater than 
for the first quarter of 1956, Robert 
F. Black, chairman, told sharehold- 
ers. Dollar sales for the period were 
up 2.5 percent, 

In the quarter ended March 31, 
Black said, the company earned 
$1,832,440, compared with $1,503,276 
a year earlier. Sales for the 1957 
period were $54,033,789, compared 
with $52,718,507 in the first quarter 
of 1956. 

Black said operating profit be- 
fore taxes was 7 percent of sales in 
the first quarter, a significant rise 
from the 5.6 percent recorded in the 
initial quarter of 1956. 

He said unit sales were lower in 
the first quarter, but dollar volume 
was up because of the trend toward 
heavier units. The major portion of 
the sales increase was contributed 
by the Diesel Engine division, he 
added. 


Pa. Truck Fees 
Top Car Receipts 


HARRISBURG, Pa.— (UTPS) — 
Truck and trailer license fees paid 
by Bennsylvania owners for the 
first time in the state’s history top 
passenger car tag receipts, it is 
disclosed by the Bureau of Motor 
Vehicles. 

The summary shows that for the 
first 10 months of the 1956-57 truck 
license year, the fees for truck and 


‘trailer tags amounted to $32,321,827, 


an increase of 32 percent over the 
$24,520,984 total for the 10-month 
period ending March 31, 1956. 


Passenger car license fees at the 
end of 1956-57 tag year on March 
31 were $32,217,773, as compared 
with $30,940,917 a year ago, Truck 
tags issued at the end of the 10 
months totalled 555,258; trailers, 
108,809, and passenger cars for the 
full year to March 31, 3,358,853. 


Rollins Leasing Firm 


Chooses Los Angeles 


LOS ANGELES.—John Rollins, 
president of Rollins Leasing Corp, 
Wilmington, Del., has selected Los 
Angeles as the first of 25 proposed 
major markets for his new ren 
operation. It will be called Rollins 
Charge-a-Car. 

According to Rollins, the com- 
pany will have a finance-leasing 
program by which the lessee is not 
responsible for the contingent lia- 
bility and a special pool-leasing 
arrangement by which the firm cat 
buy the transportation fleet of % 
— and operate a motor 
or it. 
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Bulletin Board .. . 





Service Parts Cabinet 
Service parts cabinet catalog 
sheets—free. Electric Auto-Lite Co., 
Service Parts Department, Toledo 


1, O. ¢ 6 ® 


Power Lawn Mowers 


Counter book showing power 
lawn mowers—24 pages, free. Jacob- 
sen Mfg. Co., Racine, Wis. 

+ * 


Cone-Drive Speed Reducer 
Cone-drive speed reducer bulletin 
(CD-218) — 24 pages, free. Cone- 
Drive Gears Division, Michigan Tool 
Co., 7171 E. McNichols Rd., Detroit 
12, Mich. 


* * 


Symposium on Solder 
“Symposium on Solder (No, 189)” 
—190 pages, $3. American Society 
for Testing Materials, 1916 Race 
St., Philadelphia 3, Pa. 
= aa * 


Expansion Joints 
Rubber, neoprene and Teflon-lined 
expansion joint bulletin (AD-137)— 
free. Garlock Packing Co., 408 Main 
St., Palmyra, N. Y. 
* a * 


Meter-Relay Catalog 
Contact Meter-relay catalog (No. 
4C) — 40 pages, free. Assembly 
Products, Inc., Cleveland, O. 


* > * 


Tracer Machine 


Hydro-Cycle contour mill bulle- 
tin (CRH-57) — four pages, free. 
Colonial-Romulus Division, Colonial 


GI Bill Provides 
Training on Job, 
Dealers Reminded 


WASHINGTON. — Dealers were 
reminded last week by NADA that 
Korean veterans are eligible for 
Veterans Administration training 
as auto mechanics. 

Dealers who wish to gain ap- 
proval for giving on-the-job train- 
ing under the Korean GI Bill were 
told to apply first to the appro- 
priate state agency. (Generally this 
is the board of education, but it 
varies from state to state.) 

The agency will then inspect the 
dealership to see if it conforms to 
requirements as to space, equip- 
ment, facilities and personnel. 

If the dealership is approved, the 
VA will send qualified applicarits to 
the dealership. 


Firestone Trains 


Dealer Sons 


AKRON, — Firestone has begun 
& program of “insurance on the 
future” by training sons and sons- 
in-law of Firestone dealers in the 

mess they may some day in- 
herit. The first 10-day course drew 
27 sons and sons-in-law and 21 
ers. 

The company’s sales training staff 
is conducting a series of classes 
and plant tours to give those 
attending a complete picture of 
manufacturing and sales tech- 
niques. Leading company officials 
have joined in the discussions, 


Army Commends Kyes 
For Civilian Service 


WASHINGTON.—Roger M. Kyes, 
former deputy secretary of defense, 
received the De- 
partment of the 
Army’s Award for 
Exceptional Civil- 
ian Service at a 
luncheon of the 
Associated Har- 
vard clubs. 

The award was 
presented by Sec- 
retary of the 
Army Wilber M. 

5 Brucker. Kyes, 
Roger M. Kyes vice-president of 
General Motors, left the company in 
January, 1953, to serve in the de- 
fense post. He returned to GM in 
the spring of 1954. 

Other speakers at the luncheon 
were Senator Joseph S. Clark, Penn- 
sylvania Democrat, and Washing- 
ten attorney John Lord O'Brian. 


Broach and Machine Co., Park- 
grove Station, Detroit 5, Mich. 
* = = 


Measuring Shock 
“Measuring Field Handling and 
Transportation Conditions (PB- 
121866)—32 pages, $1. Office of Tech- 
nical Services, Department of Com- 
merce, Washington 25, D. C. 
* 


* * 


Automotive Jacks 


Tripod and scissor-type automo- 
tive jacks—four-page bulletin, free. 
Caster Mold & Machine Co., 1711 N. 
Wooster Rd., Barberton, O 


* + * 
Mueller Electric Clips 
Mueller electric clips—eight-page 
catalog, free. Mueller Electric Co., 
1533-A East Thirty-first, Cleveland 
14, O. 
* * > 
Management Bookshelf 


“Spring 1957 Supplement to the 
American Management Assn, Man- 


Engineered for Service... 


Til 


BACK IN 1950 Manze! 
pioneered the development 
of the first service tools for 
Ford automatic transmis- 
sions ... and set the stand- 
ards for quality, durability 
and performance. Most of 
these original tools have 
been in constant use, day in 
and day out, for over six 
years. Servicing of Fordo- 
matic, Merc-O- Matic and 
Turbo- Drive transmissions 
is faster, safer, more effi- 
cient and more profitable for 
any dealer — with Manzel 
tools and equipment! Why? 
Because every Manzel- 
made tool has factory 
authorization and approval. 
They are engineered by 
specialists — for a specific 





— Manzel 


TRANS-LIFT JR. 


Slides easily under automobiles 
mounted on axle stands, lets one 
man remove and replace any 
transmission safely. Exclusive 
rotary adjustment permits posi- 
tive alignment of bolt holes. 
Easy-acting hydraulic pump 
with swiveling handle operates 
from either side. Metering 
release valve controls load 


lowering. 
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agement Bookshelf (1956-1957)” — 
14 pages, free, Publication Service, 
American Management Assn., 1515 
Broadway, New York 36, N. Y. 

* * ” 


Management Manual 


“Manual of Excellent Manage- 
ments”—300 pages; free to mem- 
bers, $16 to nonmembers, American 
Institute of Management, 125 E. 
Thirty-eighth St, New York 16, 
N. Y. 


* * * 


Water Seepage Folder 


Leak and water seepage preven- 4 


tion folder—six pages, free. Ston- 
hard Co., Inc., 1306 Spring Garden 
St., Philadelphia 23, Pa. 

* + * 


Industrial Tires 
Monarch industrial solid tires— 
catalog MR-457, free, 16 pages. 
Monarch Ruber Co., 310 Lincoln 
Park, Hartville, O. 
* +. = 


Stacking Attachment 


Bulletin describing quadruple lift 
attachment for extra high stacking 





& , 
544 Years of Service— 


Hodges Auto Sales (Dodge), Detroit, sells prospects with this picture of the firm's 
“10-30 Year Club," representing 544 years of service behind all Hodges’ customers. 
The members, and their years of service, are, from left, first row, H. King (29), S. 
Atlas (30), J. Mason (31), J. McCormick (23), M. Campbell (11), D. Kizer (27), B. Port 
(10), F. Dawson (26), E. Orr (11). Second row: C. Schwartz (10), W. Graham (24), H. 
Nelson (11), J. Karabees (20), W. Muller (11), H. Crow (11), T. Grace (12), E. King 


with industrial lift trucks — free.| (22), H. Caulk (18), C. Baker (17), A. McCoy (11). Third row: J. Westmoreland (11), 


Yale & Towne Mfg. Co., 11000 
Roosevelt Blvd., Philadelphia 15, 
Pa. 


T. Pickering (11), P. Ennis (10), C. McCullough (11), A. Cook (23), J. Hausfeld (19), R. 
Mueller (18), A. Boranski (10), T. Brown (11), and H. White (24). Absent from the 
picture is F. Hill (31). 









AUTOMATIC 
TRANSMISSION 
TOOLS 


and Equipment 


WITH THIS COMPLETE LINE of special-design tools for testing and servicing 
automatic transmissions, dealers save time and money on every transmission job. 









TRANSMISSION DRAINCAN 

WITH FILTER assures clean: 
automatic transmission oil. 
Sturdy, heavy gauge can has 
long filler neck, hinged rigid 
spout and shut, off valve. 
Triple screen fine-mesh filter 
unit is removable. Permits 
re-use of oil after band 
adjustment. 


A division of Houdaille Industries, Inc. * 3\5 BABCOCK STREET » BUFFALO 10, NEW YORK 


Factory-authorized manufacturer and supplier of approved tools and equipment for servicing Ford, Continental, Lincaln and Mercury vehicles. 











DKW Owners Organize— 


The DKW Owners Club of America has been organized in California. The club was 
voted into existence by approximately 400 DKW owners at a special dinner at the 
Glen Aire Country Club in Los Angeles. It is expected that other chapters will be 
formed. 
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Will He Die Young? ee 


Bosses’ Health Studied 


NEW YORK.—tThe popular belief 
that “the boss dies young” has 
been challenged by the American 
Management Assn. 

The association said that in a 
survey it conducted on executive 

health, industrial physicians found 
no evidence that executives are 
in any worse state of health 
than other employes. 

In fact, the medical director of 
one firm said top executives of his 
company seem less likely than other 
employes to suffer from heart di- 
sease and high blood pressure. 

This finding has been corrobora- 
ted by figures compiled by the Na- 
tional Office of Vital Statistics, 
which indicate that men of the 
managerial, technical and adminis- 
trative level as a group have lower 
than average mortality rates. 

It has also been affirmed by the 
fact that life insurance companies 
sell policies to men in executive or 





higher-level occupations in general 
at the lowest premium rates, 

In order to examine the current 
status of health examination poli- 
cies in industry, the American 
Management Assn. surveyed 847 
medium-sized and large companies 
of .all types. The size range was 


°57 Plymouth Popular 
With Police, Says Minor 

DETROIT. — Plymouth is 
having the biggest year in its 
history in sale of police cars, ac- 
cording to Jack W. Minor, sales 
vice-president. 

Police car sales during the first 
four months of 1957 model pro- 
duction ran 393 percent ahead of 


sales for the same period last 
year, he said, Minor attributed 











« « « @ vital message to 


AUTOMOBILE MANUFACTURE 


explaining how Willmark Research 


can help you sell more cars 


PROSPECT A CUSTOMER 
Better salesmen sell more cars, and Willmark helps develop better 


EVERY 


salesmen. In today’s competitive market, your product needs the most 


powerful sales treatment, designed to sell every prospect who walks 


into one of your showrooms. No prospect should be allowed to walk out 


without deciding to buy your car. 


POINT-OF-SALE TESTING PROMOTES BETTER SELLING 
Willmark’s skilfully trained point-of-sale testing analysts provide you 


with the basic information essential to building more sales. Such 


factors as how the salesman greeted his customer, how he made his 


presentation, did he offer a demonstration ride, his effectiveness in 


“closing the deal” are pointed up for strengths and weaknesses to better 


help you teach superior selling techniques. 


MAKE A SALES FORCE A SELLING FORCE 


Willmark’s methods of showroom sales testing provide more than 


a temporary ‘“‘shot-in-the-arm.” Salesmen, made to realize that 


certain techniques result in greater sales, tend to continue using these 


techniques, and so maintain their volume at a higher level. 


FORTY YEARS OF “KNOW-HOW”’ 


For forty years Willmark has helped American business maintain a high 
level of salesmanship. In the past year alone, thousands of automobile 
showrooms were tested. This is the kind of proven experience Willmark 


places at your disposal at all times—during preliminary discussions, 


construction of forms, actual testing, editing and the final over-all summary. 


Find out how Willmark Research Corporation can help you 


increase dealer sales. Write for your free copy of our booklet: HOW 


TO INCREASE SALES AT POINT OF PURCHASE. 





ilimark research corporation 


250 West 57th Street * Dept. AN-4 * New York 19, N.Y. 
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from below 1,000 to 500,000 em. 
ployes, with a median of 2,500, 
Of the 447 companies replying, 

70 percent require an executive 

to undergo a physical examina. 
tion as a condition of hiring, al- 
though only 53 percent offer ex. 

aminations to executives already 
employed. 

Company size seems to have little 
influence on the requirement for 4 
hiring examination but it is a 
definite factor in on-the-job ¢. 
aminations, 

Three-fourths of the large firms 
(more than 5,000 employes) offer 
some kind of executive health e. 
amination plan. But only half of 
the smaller ones offer one. Every 
respondent with over 10,000 em. 
ployes has a plan. 

The majority of the programs are 
on a periodic basis, usually annual, 
but sometimes there are special 
provisions for older and younger 
men. In a few companies, the ex- 
aminations are given on some non. 
periodic basis such as before pro- 
motion, upon request, or where 
there is felt to be a health problem, 

The full cost of the health ex- 


|amination is paid in full by prac- 


tically every company surveyed. 

Only three out of ten com- 
panies with health examination 
plans make the same examina- 


| tions available to all employes. 


But three out of four companies 
not offering health examinations 
to executives don’t have them 
for any other group of employes 
either. 

Forty-three of the firms in effect 
discriminate against executives. 


They have health examinations for | 


production workers, temporary 
workers or workers in dangerous 
jobs but not for the managerial 
group. 

Health examinations are compul- 
sory in 56 of the 847 companies 
surveyed; 132 report that the ex- 
amination is “optional but urged 
by the company,” 40 say it is 
“entirely voluntary.” 





Virginia Drivers 
Warned About 
‘Reject’ Stickers 


NORFOLK, Va. — Virginia avu- 
thorities have warned motorists 
that if their cars are not up to the 
required safety standards of the 
state vehicle inspection laws, they 
will have rejection stickers placed 
on their windshields. 

One official said that the: stickers 
are part of the additional regula- 
tions included this year in the com- 
pulsory inspection program, The 
inspection period for cars, car 
trailers and semi-trailers is May 1- 
June 15. 

He added, “Windshields will be 
subject to more scrutiny. Those 
bearing scratches, cracks, stars, 
pits or chips in certain areas will 
not get an okay from inspectors.” 

The examination will also include 
brakes, taillights, headlights, turn- 
ing signals, parking lights, horns, 
mufflers, tail pipes, front ends and 
steering equipment, 

The rejection sticker will bear 
the date of issue and is good for 
seven days, during which the car's 
deficiencies may be corrected and 
the car may return to an inspection 
station for re-examination, 


Cash Prizes 


Sales Contest Boosts 


Sanford Volume 


PITTSBURGH. — Monthly sales 
contests with cash prizes are build- 
ing high volume for Sanford 
Motors (Dodge-Plymouth), accord- 
ing to William J. Lane, general 
sales manager, The salesmen are 
divided into three seven- mat 
teams, and prize money is split om 
the basis of individual sales records. 

“I assign a monthly quota for 
each man,” Lane -explained, “0 
they are competing against quotas 
as well as against each other.” Bo- 
nuses are awarded for the highest 
gross, most used. cars sold, most 
financed deals. closed and for 
specific “slow. movers.” 

Sanford backs up tthe salesmen 
with a heavy advertising program. 
Salesmen send out 25 mailing 
pieces daily and call 25 persons not 
previously contacted and 25 cus 
tomers already sold. In addition, 
each man tags 25 cars on the street 
with a tradein offer. 
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mens i vist 


THIS "ACCENT TO ELEGANCE’ !IS AN ACCENT TO SALES: Alcoa Aluminum 


The elegance of this fine car is accentuated by 
decorative trim of aluminum. Gleaming grille, flash- 
ing wheels, sturdy bumper guards, proud ornaments 
are all fashioned from this durable metal—in rich 
natural aluminum color or lustrous gold. 

For extra sales appeal and lasting beauty, every 
1957 car has trim of Alcoa® Aluminum—anodized 
to sapphire hardness. Solid metal all the way 
through, it will not rust, or peel, or pit, or blister, 
even in salt-sprayed city streets. With only the same 


care you give the paint, aluminum trim will stay 
showroom bright to trade-in time and beyond. 

For getaway and go, for trouble-free perform- 
ance, every 1957 car has mechanical parts, too, of 
Alcoa Aluminum— lightweight transmission hous- 
ings, cool-running pistons, rustfree battery cable, 
sturdy brake and engine parts. 

Your customers are learning about the Alcoa 
Aluminum in the cars you sell, from full-page 
Alcoa advertisements in leading national maga- 


full color. Write for your free 


zines, from television announcements on the 
famous Atcoa Hour. Use this new “accent to 
elegance” to accent your sales story. 


Gy THE ALCOA WOUR—Television’s Finest Live Drame—Alternate Sunday Evenings 


BEAUTIFUL BROCHURE 
shows every 1957 car in rich, 


copy. Aluminum Company of 
America, 1842-S Alcoa Bldg., 
Pittsburgh 19, Pa. 





aLcoa Y aLuminum gives every 1957 car more GLEAM AND GO 








—: 








Chrysler Dealers Hold Reunion— 


The Chrysler Profit Forum, consisting of successful Chrysler dealers representing 
different regions of the country, holds its first annual reunion at Phoenix, Ariz. In a 
series of cross-country talks to other Chrysler dealers last spring, they described many 
successful techniques and methods employed in their dealerships. Seated, from left, 
are C. E. Briggs, sales vice-president, Chrysler division; Jack Friedman, Des Moines; 
G. P. Maloney jr., Canton, O.; J. T. Healey, San Jose, Calif.; C. G. McKimmie, Rich- 
mond, Va.; J. E. Murphy, Elizabeth, N. J.; Ellis Bachman, Quincy, Mass.; C. L. Du- 
Quaine, Madison, Wis.; Joseph Levy, Chicago; D. L. Blaushild, Shaker Heights, O. 
Standing: F. F. Ritter, assistant director, dealer enterprise, Chrysler Corp., moderator; 
G. H. Harger, los Angeles; Harold Friedman, Des Moines; J. T. Condon, dealer coun- 
cil director, Chrysler division. Not present, Stanley N. Kitchner, Philadelphia. 
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Auto Personnel 


F. W. Tidwell has been named 
manager of Firestone Tire & Rub- 
ber Co.’s Memphis sales district. He 
succeeds L. M. Dever. Tidwell 
joined the firm in 1947. 


= + ” 
National Bonded Car 


Appoints Biersach 


Raymond R. Biersach, former 
national used-car manager for 
Ford division, has been appointed 
dealer relations vice-president at 
National Bonded Cars, Inc. 

Biersach will work closely 
through National’s district man- 
agers with franchised new-car 
dealers who use its new and used- 
car warranty plan. 

* * * 


Olson Picks Ewbank 

Russell W. Ewbank has been ap- 
pointed Pacific Coast manager for 
J. B. E, Olson Corp.’s aluminum 
alloy truck bodies. 

= = = 
Commercial Ups Chesney 
Samuel M. Chesney has been 





elected vice-president of Commer- 
cial Credit Co, An employe at Com- 
mercial Credit since 1920, Chesney 
has been special assistant to E. C. 
Wareheim, chairman of the board. 


* * * 
Ford Truck Training Post 


Goes to Zimmerman 

Frank E. Zimmerman has been 
appointed manager of Ford truck 
sales training and promotion, He 
succeeds J. F. McLean jr., recently 
promoted to the new position of 
heavy truck sales manager. 

Zimmerman joined the company 
at its New York offices in 1945, He 
recently served as a section super- 
visor in the sales promotion and 
training department. 


+ * + 


Ford Picks MacDonald 


H, M. (Scotty) MacDonald has 
been appointed southwest district 
manager for Foreign Products, a 
subsidiary of Ford Motor Co, Mac- 
Donald will be located in Long 
Beach, Calif. He will direct sales of 





ONLY ARMSTRONG TIRES 
PACK THIS SELLING PUNCH! 





MAKE 


WHY SELL TIRES THAT ARE ‘JUST TIRES’? 


10 SECOND DEMONSTRATIONS 


LIFETIME 


CUSTOMERS! 


Salesman puts patented Safety 
Dises in fist like this — shows 
why Armstrongs stop deadly 
skids as no other tires can! 


Armstrong Tires give you an exclusive selling feature — patented skid- 
stopping Safety Discs —that customers see, want, come back for! 


* Armstrong “Ounce of Prevention” Tires are easier to 
sell, at profitable prices, because the customers can see 
the Safety Disc feature. First tire tread to win a 


U.S. mechanical patent in 18 years! 


* Armstrong Safety Disc Tires grip the road to stop skids 
as no other tires can. That’s an established fact. 
Let us show you the evidence. 

* Customers want this added safety. Armstrong’s powerful 


national advertising tells them about it. Once 
they buy Armstrong Tires from you, they’ll come back 
for more ... Armstrong customers stay sold! 


GET THE ARMSTRONG STORY! 


ARMSTRONG RUBBER CO., HOME OFFICE, West Haven, Conn. 


Plus 2 sales clinchers! 


GUARANTEE 


Longest, strongest in the industry! 
Unconditional LIFETIME road 


hazard terms. Compare! 


ADVERTISING 


The hardest-hitting, most persistent 


campaign in tires . .. hammers home 
the same tested story over and over. 





LIFE, POST . . . TELEVISION 


—~ ta 


English Fords in Southern 


fornia, New Mexico, Utah and Ar, | 


zona. 
* + * 
Bayiin Names Directors 
Robert A. Bradford and Jame, 
D. Floria have been named vice 
presidents and directors of A, J. 
Baylin Inc., importing company, 
San Francisco and Los Angeles, ’ 
« * + 


Mitchell Elects Miller 
Henry L. Miller has been clecteg 
executive vice-president of Mitchej 
Plastics, Inc., Owosso, Mich. He hag 
been general manager since last 
November. 
* * * 


Ford Appoints Holden 


To High Marketing Post 
Thomas H, Holden has been ap. 


pointed marketing operations man. | 


ager for Ford 
Motor Co. He 
formerly was 
manager of Ford 
division’s district 
sales office in 
Kansas City. 

A 24-year Ford 
veteran, Holden 
became manager 
of product plan- 
ning for Ford di- 
vision in 1954 and 
was named exec- 
utive assistant to the field opera- 





T. H, Holden 


tions manager later that year, He | 
was promoted to the Kansas City 


sales post in 1955. 
* 


Edsel Appoints Three 


In Chicago District 


Appointment of three key man- 
agers in the Chicago district sales 
office of Edsel has been announced, 

Named were Paul J. Glaum, ad- 
ministrative manager; Lester V, 
Grooms, service manager, and John 
C. Mesch, management services 
manager. 

= = * 


Dietz Promotion 


John S. Dietz, vice-president in 
charge of the automotive lighting 
division of R. E. Dietz Co. has 


been named executive vice-presi- 


dent of the firm. He also will serve 
as assistant general manager and 
continue to head the lighting di- 
vision. 

* * a 


Clad-Rex Picks McCarthy 


S. J. McCarthy has been elected 
vice-president of Clad-Rex Corp, 
Denver manufacturer of vinyl 
coating for steel, aluminum and 
magnesium. 

* 7 aa 


U.S. Rubber Aproints Ray 


To Customer Relations Post 


J. Chester Ray has been appointed 
director of customer relations for 
the tire division of United States 
Rubber Co. He 
formerly was ex- 
ecutive assistant 
to G. Raymond 
Cuthbertson, vice- 
president and 
general manager 
of the tire divi- 
sion, 

Ray joined U.S. 
Rubber in the 
footwear division 
and has been with 
the tire division 
since 1929. He has held numerous 
executive sales posts and has been 
sales manager of U. S. Royal tires 
and of the Fisk tire division. 

*~ * * 


Lee Names Sales Reps 


In 3 Factory Branches 

Lee Rubber & Tire Corp., Con- 
shohocken, Pa., has appointed three 
new sales representatives in its fac- 
tory branches. 

They are Harry Morton Broyles, 
Dallas; James A. Gooding, Wilming- 
ton, Del., and Howard Tate Cox, 
Atlanta. 





4d. Chester Ray 


x * . 
Willys Ups Floraday 

Hugh Floraday, district managef 
for Willys in the Minneapolis dis 
trict, has been promoted to Willys 
divisional merchandising represent- 
ative. With his promotion, Jack Bal- 
lantine will be district manager in 
Minneapolis; Carroll Chapin, Du- 
luth; Bill Sullivan, Bismarck, N. D, 
~~ Warren Wiggins, Sioux Falls, 
- . + 


Willard Names Carvin 


J. P. Garvin has been appointed 
sales 
(Continued on Page 35, ‘Col. 1) 
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(Continued from Page 34) 


Willard Storage Battery division. 
Garvin has been zone manager for 
Willard in western Massachusetts, 
Connecticut and eastern New York 


State. ae a 


HeliCoil Picks Dickinson 
Douglas Dickinson has been ap-' 
pointed regional sales manager in 
the Chicago district office of Heli- 
Coil Corp., Danbury, Conn. Dickin- 
son was formerly an applications 
engineer for Heli-Coil. 

+ * 


Fruehauf Boosts Dawe, 


Names Detroit Chie} 

Appointment of William M. Dawe 
as assistant to the sales vice-presi- 
dent and Harry R. Fruehauf jr. as 
Detroit branch manager of Frue- 
hauf Trailer Co, has been an- 
nounced. 

Dawe has been manager of the 
Detroit branch since 1955. Previ- 
ously, he served more than nine 
years as a sales engineer with Alu- 
minum Co. of America. Fruehauf 
has been a member of the Fruehauf 
organization for six years, serving 
as a Boston salesman for two years 
and with Fruehauf’s government 
contracts division for four years. 

* * 


Chief Engineer Holmes 


Retires at Harrison 

J. Ralph Holmes, technical assist- 
ant to the general manager, Harri- 
son Radiator division, will retire 
June 30. 

Holmes served as Harrison’s chief 
engineer from Feb. 1, 1932 to Dec. 
1, 1956, when he assumed his pres- 
ent post. When Holmes started at 
Harrison, total engineering activi- 
ties included 11 people functioning 
in approximately 1,500 square feet 
of floor space. Personnel now num- 
ber more than 300. 

- = 


Diamond T Appoints 


Capps in Florida 

Diamond T has appointed Eu- 
gene Capps as district sales man- 
ager for Florida. 

Capps, before joining Diamond 
T, was a sales representa- 
tive for GMC Truck for five years. 
Prior to GM, he was a state su- 
pervisor in Florida’s motor vehicle 
department. 

: > 


Weaver, Keim Elected 
E. Wayne Weaver and Paul F. 
Keim have been assistant vice- 
presidents of General Contract 
Corp. Weaver has been manager of 
the firm’s retail insurance depart- 
ment. Keim has been an officer in 
the commercial lending department. 
” a = 


Kushell Joins Premier 
Murray G. Kushell has joined 
Premier Autoware Co. as director of 
sales promotion and advertising. 
Kushell, 45, has had 25 years’ ex- 


Perience in sales, merchandising 
and advertising. 
* ” * 


Perfex Promotes Beyer 
To Engineering Manager 

Perfex Corp. has announced the 
Promotion of Walter J. Beyer to 
the new position of manager of 
engineering. 

Beyer will be responsible for man- 
agement of engineering and inspec- 
tion functions, as well as estimates 
and reduction of cost. Robert G. 
Jensen has been promoted to re- 


Place Beyer as chief engineer 
~ - +. 


Dillon Named Manager 


Of S.D. Auto Club 

Roy Dillon has been named man- 
ager of the South Dakota Automo- 
bile Club with headquarters in 
Sioux Falls, S. D, He replaces Roy 

Emry, who has resigned. 

Dillon formerly was associated 
with the national headquarters of 
the American Automobile Assn. 

” * * 


United-Carr Fastener 


Elects Groves, Kimball 

Arthur W. Kimball, president, 
United-Carr Fastener Corp., Boston, 
has been elected chairman of the 
board. 

Samuel A. Groves, Wellesley Hills, 
Mass, has been elected president 
Teplacing Kimball. Groves has been 


E. V. Daveler, American Zinc, 
Lead and Smelting Co., New York, 
continues as treasurer and J. L. 
Kimberley was reelected executive 
vice-president and secretary. 

aa * + 


Insuline Promotes 2 
Jack Niesi has been appointed 
executive vice-president since 1955|/product sales vice-president for 
and prior to that appointment was|Insuline Corp, of America and for 
sales vice-president. its Nemco division. Joseph J. 

here eae Maresca has been named assistant 

Edsel Appoints Two = the vice-president, Insuline, of 

Appointment of two managers in ancnenter, DS. 2, 3S & summary 
the Twin Cities district salen office of ‘Van Norman Industries, ane, 

of Edsel has been announced. 

Named were L. M. Hinshaw, serv- 

ice manager and Lyle D. Hurd, 
management services manager. 

* * * 


American Zinc Institute 


Elects Strauss President 

8. D. Strauss has been elected 
president of the American Zinc 
Institute. Strauss is vice-presi- 
dent,, American Smelting and Re- 


Muskegon Piston Ring 


Boosts Fifield, Targett 

G. A. Fifield, secretary of 
Muskegon Piston Ring Co., has 
been named credit manager for 
all divisions and has been elected 
to the board of directors. 

In another promotion, Leonard 
Bazuin was named assistant sec- 
retary and assistant treasurer, 

" following the advancement of G. 

fining Co., New York City. R. Targett to vice-president and 
Other officers elected were three treasurer. 

vice-presidents: J. D. Bradley, 7) a 

Bunker Hill Co., San Francisco; * 

Clarence Glass, Anaconda Sales ary werner Bilscts 

Co., New York, and H. L. Young, |Murphy and Smith 

American Zinc Sales Co., St. Louis. Robert W. Murphy, 


Pete Penn helps you 


GET MORE OIL PROFITS 
WITH PENNSYLVANIA 


MOTOR OIL 


You’re a car-maintenance expert when 
you recommend a brand of Pennsyl- 
vania Motor Oil to your oil-change cus- 
tomers. Customers will thank you for 
extra oil mileage and less engine wear. 


Made from the world’s finest crude, 
Pennsylvania Motor Oil is the out- 
standing lubricant for the fast-moving, 
close-fitting parts in today’s high- 
compression engines. Suggest a refill 


with Pennsylvania. 





MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 


MOTOR OIL 
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“Okay Hanson, now!” 





dent and general counsel, Borg- 
Warner Corp., has been elected 
chairman of the executive commit- 
tee and George P. F. Smith has 
been named a vice-president, 
Murphy, who succeeds G. A. 
Shallberg jr., retired, has been with 
Borg-Warner since 1937 and was 
elected a director in 1955 and be- 


vice-presi- | came vice-chairman of the execu- 








IN 1957... 
96,500,000 MESSAGES 


by Pete Penn in these leading national magazines will 
be selling car-owners on Pennsylvania Motor Oil. Your 
suggestion to “refill with Pennsylvania” will help you 
capitalize on Pennsylvania’s superior reputation, 
tained through 34 years of consistent advertising. 


100°. PURE. 


PENNSYLVANIA’ 


tive committee in 1956. Smith came 
to Borg-Warner in 1938. 
+ + 


~ 
Banks, Pollard Named 


Interstate Securities Co., Kansas 
City, has announced two manage- 
ment changes in its field offices. 
E. E. Banks has been named man- 
ager in Lubbock, Tex., replacing 
Joe Bass, and Norman E. Pollard 
now is acting manager in Nash- 
ville. Pollard succeeds C. W. Ligon. 

+ * * 


Mohawk Rubber Names 
Reps in 5 Territories 

Five new territory representatives 
have been appointed by Mohawk 
Rubber Co., Akron. 

The men and their territories 
are: Howard L. Mill, New York 
State; George C. Valentin, Virginia; 
James W. Raffield, southern Geor- 
gia; Joseph A. Farnell, eastern 
Tennessee and northern Georgia, 
and Ferry W. Craft, Florida, 

+ a 


Commercial Credit Picks 3 
Hal M. Jensen has been ap- 
pointed vice-president and man- 
ager of Commercial Credit Corp.’s 
Salt Lake City division. Robert F. 
Thometz has been named assistant 
(Continued on Page 36, Col, 1) 
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vice-president and assistant man- 
ager. Paul P. Catti jr. has been ap- 
pointed assistant vice-president and 
assistant manager of the San F'ran- 
cisco Gvision. 


J 
Michael O'Neil inset 


General Vice-President 


Michael Gerald O'Neil, executive 
assistant to the president of Gen- 
eral Tire & Rubber since 1951, has 
been elected vice-president of the 
company. He is the son of William 
ONeil, General president and 
founder. 

The company also announced that 
Howard A. Bellows, vice-president 
since 1952, has left the parent com- 
pany to become General Tire’s dis- 
tributor in Philadelphia. 
7 * + 


Olds Promotes Huston 


Jack Huston has been named 
Oldsmobile zone service manager 
in Minneapolis, replacing W. 
Ralph Hines, who was named 





LOOK TO DAYBROOK 
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in the Oklahoma 
City zone. 
* . 
Woolley Appointed 


J. Stuart Woolley, veteran of 14 
years’ industrial purchasing experi- 
ence on the West Coast, has been 
named purchasing agent for the 
new industrial fork lift truck 
manufacturing plant of Yale & 
Towne Mfg. Co, at San Leandro, 
Calif. 


> * 


AMC of Canada Promotes 
Wadds and Worley 


Two new executive appointments 
have been announced by American 
Motors Sales of Canada, Ltd. 

W. B. Wadds, formerly Nash sales 
manager, was appointed dealer de- 
velopment manager, George E. 
Worley, formerly Winnipeg Nash 


zone manager, was promoted to 
the newly created post of American 
Motors Western zone manager. 

. * o 


Sherman Picks Froehlich 


H. F. Froehlich has been named 
manager of purchasing and pro- 
duction control at Sherman Prod- 
ucts, Inc, Froehlich was with J, H. 
Marks, a management consulting 
firm in Detroit. 

* 


L-O-F Picks Burkmeyer 
Paul W. Burkmeyer, a sales 
trainee with L-O-F Glass Fibers 
Co., has been assigned to the firm’s 
Los Angeles sales office as a field 
representative for industrial sales. 
+ * * 


Jeckell Is Appointed 

Commercial Credit Corp, has an- 
nounced appointment of William W. 
Jeckell as vice-president in charge 
of the Cincinnati division. Jeckell 
succeeds Murray Hotchkiss, who 
has been transferred to Baltimore 
as senior vice-president, Jeckell has 
been with the company since 1934. 

* 6° @ 


Roseberry Promoted 


Carroll V. Roseberry, a veteran of 
23 years service with Westinghouse 





License Plate Symbol 
Stirs Ceylon Sabotage 


COLOMBO, Ceylon. — Introduc- 
tion of a national emblem on the 
license plates of automobiles here 
has caused a wave of sabotage 
directed against vehicles bearing 
the plates. 

It is said the Sri symbol has 
been welcomed by some six mil- 
lion Sinhalese inhabitants but re- 
sented by two million Tamils. 
They are said to express their 
dislike by damaging vehicles. 
This, it was reported, has caused 
a sales slump as people are re- 
luctant to buy until the situation 
stabilizes, 





vice-president and appointed man- 
ager of the company’s Midwest 
region with headquarters in Chi- 
cago. He formerly was manager of 
Westinghouse commercial atomic 
power activities in Pittsburgh, 

— 2 


Godschall at Wayne Pump 


Charles H. Godschall has joined 
Wayne Pump Co., Salisbury, Md., 
as planning and production vice- 


Electric Corp., has been elected president, Godschall has spent more 


for a New Standard of Operating 
Service in Truck Equipment 





Your Daybrook distributor offers a new concept 
in truck equipment operating service with the 
new and complete line of Speedlift® Dump 
Bodies and Hoists, Power Gates, the Power 
Loader (truck crane) and Power Packers (refuse 


collection bodies). 


@ There’s a new standard of craftsmanship... 


a new quality of workmanship in steel. . . 
that is clearly evident in every Daybrook unit. 


@ There’s the exclusive one-year warranty on the 
sealed hydraulic cylinders of conventional 
arm and direct lift type hoists. 


@ There’s the exclusive “‘Field Engineer” that 
assures the right body and hoist combination 


for the job. 


THE RESULT . . . BETTER performance— 


service .. 


LONGER service life—GREATER customer 
satisfaction, with Daybrook truck equipment! 


Take advantage of this new standard of operating 
. ask your Daybrook distributor tolend 
a hand. Benefit and profit from his help. 





——y 


than 18 years in the elect ronieg 
and refrigeration manufactu 
field and has served as a consultant 
to Navy Ordnance on design, en. 
gineering, procurement and pro 
duction 


* : * 
Salute to Duffy 


Irving A. Duffy, group 
president of Ford Motor “On 
served as gene +-y~- 


* am 
Warner in New Post 


Fred M. Warner, a Chevrolet ex. 
perimental engineer, has been ap. 
pointed an assistant sales promotion 
manager. Warner joined Chevrolet 
in January, 1956, and will work with 
sports car groups in his new posi- 
tion. 

+ oa + 


Commercial Credit Promotes 


Hotchkiss and VanAusdall 


Commercial Credit Corp. has an- 
nounced two staff promotions. 

Murray M. Hotchkiss jr. has been 
named senior vice-president with 
headquarters in Baltimore, and 
Hugh A. VanAusdall has been ap- 
pointed assistant vice-president and 
assistant division manager in Cin- 
cinnati. 


CONSULT YOUR NEAREST 
DAYBROOK DISTRIBUTOR FOR: 


ASSISTANCE 


ALABAMA—FAIRFIELD—Duncan Mfg. & Equipment Co. 


Truck 


( 


SHE 


& 
TOL 


CALIFORNI 
ANGELES— Western 
Carriage Works « SAN Ancisco-Trenpent Supply Co. 

COLORADO—DENVER—Timpte Bros., Inc. 

Copmeperresy — SOUTH NORWALK — Truck Equipment 


FLORIDA BeADENTON_ Miler Sales, Inc. 
DeBoliac T 


Equipment 
Trailer & Body Co. 
UNDIANA EVAN 
WAYNE—Hoosier Truck 
Commercial 


Medford) 
ICHIGAN—DETROIT— 

J. J. Lynn & Sone « GRAND RAPIDS—Allied Truck Equipment 
Co. « LANSING—Truck & Trailer Equipment Co. « SAGINAW 
—Scientific Brake & Equipment Co. 

ane : ‘A—DULUTH—Lakeshore ty, & Equipment Corp. 
. 


IssSOURI— 
A LoUIs— 
Auto Body Co.* 


MONT ANA — JOPLIN — McClellan's, Inc. « MISSOULA— 
Superior Coach Sales* 


TOWN—Dentry Truck 
OKLAHOMA—TULSA—Truck Parts & 


Air Mac, Inc. 
PENNSYLYV. 


ae ee, yee Sales Co. 
Co. (Maywood) Standard 


« MIAMI— 
it Co. « W. PALM BEACH—DeBoliac 


GEORGIA—ATLANTA—Brooker Truck ee Co. 
§IDAHMO—BOISE—Cari R. Burt Equipment 


1CAGO—Talbert Trailers, = (ye oan * Axle 8 


4 Co.® (Cicero) + SPRI 

SVILLE— Superior ten oe . © FORT 
u 7 ‘Nope SVILLE—Warner 
Body, inc. « TH BEND—General Equipment 


& Machine Co. 
SOWA— DES MOINES— Weston Dump Body Co. 
MANSAS—/BERAL—Tradewind Industries, Inc. 
MENTUCK Y—LOUVISVILLE—Tom Rice, Inc. 


TON ROUGE—Dealers Truck Equipment Co. 


LOUISIANA BA 
AL ty aap Sepa Gs, © © PORT— 
Dealers Truck Equipment Co. 
MARYLAND—BALTIMORE— Warner Fruehaul Trailer Co., Inc. 


USETTS—BOSTON—W. F. Lacey & Sons Co. 
Scientific Brake & Equipment Co. « 


'‘AUL—Power Brake & Equipment, inc. 
KANSAS or Monatco Manufacturing Corp. « 
Steelweid Equipment Co., ; McCabe-Powers 


Omaha Body & Equipment Co. 


JERSEY — Rane feted Truck Equipment 
Corp. « THOROFARE—H. A. DeHart & Son 

NEW MEX! CO—ALBUQUERQUE—Timpte Bros., Inc. 

NEW YORK —ALBANY—Estate of Andrew J. Ronan + BUFFALO 


ipment Corp. « NEW YORK—Ammel 


Truck Equi 
Brake Co. 1. Truck € Equipment, Inc. (Garden City Park) 
RMAN— 


Sherman panes S. e SYRACUSE—L. B. 
Brothers 


Smith, inc. « TROY—Howe 
CAROLINA — CHARLOTTE — Twin-States Equip- 
ment Co 


,OTA—FARGO—Travis Bros. Body Works 


DAK 
OHIO—CINCINNATI—Melvin L. Aston Welding Co. + CLEVE- 
LAND—Schaefer Body, inc. « COLUMBUS—Harry J. ‘Reynolds 


Inc. « DAYTON—Kencar Equipment 
-Manner rot apne Corp. « YOUNGS- 
ruck Body & Trailer Service Co. 

S Eavipment Ce 
PORTLAND—Utility Trailer & Equipment Co, Inc. ; 


Allentown Brake & Wheel 


ANIA—ALLENTOWN— 
Service « CAMP HILL—L. B. Smith, inc. ico Mtg 8 Sele ~A 


Co. « HUMMEL'S WHARF—Trai 
Brothers 
« SCRANTON—Br. Company » WILLIAMSPORT — 
all inery & 


— KNO) 
MEMPHIS—Dealers Truckstell Sales, a. 
Tennessee Stee! Products, inc. 

AMARILLO—King Trailer & Equi 
DALLAS—Texas Hydraulic & ipment 
Pa Ruck Equpn to, = core erent’ e SAN 

. j—Tr s 

ONIO—Commercial Body ITA FALLS— 


Supply Corp.* 
XVILLE — Post 
Mie 
t Co., 


° & "PASO 
WORT Beckman Trailer 


Longhorn Trailer & Body Co. 
UTAH—SALT LAKE CITY—H. H. Nielsen Equipment Co. 


beg = yy neering Co.; 
ine * » ROANOKE—General Welding 


& techies 


So; Air -' Inc.® © SPOKANE— 
west ViRGINIA—WHEELING—Power Brake Co. 


clineny Equipment Co., inc.* 
PORANE  Sepbate Trailer & enietet tees 
inc.; 


— WASHINGTON — Warner 


ina annul Beaver 


fic tauipment Tide Rieatresl 
Edmonton Truck ch body, Ltd., nah Yee 


Sam Ghdden, 


Service, Kingston; Elman Ltd., Sydney; 
Lt., Yorente; Wheel & ‘, Service| Ltd., feainon: 
J. W. Wolsey, Port Arthur. 


Sncusreee. ee ae Distribuors, Lid. « 
euna_aaii-caen Agricultural Services, Inc. 
* Indicates Power Loader distributors only. 


BRITISH COLUMBIA—Pioneer Equipment Ltd. 


Above distributor list current at time of publication. 


DAYBROOK HYDRAULIC DIVISION - L.A.YOUNG SPRING & WIRE CORPORATION + BOWLING GREEN, OHIO 
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Service Management 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 


Backshop 


. +» by Jack Weed 





LOWLY but surely we seem to 
be making some headway on 
our drive toward getting national 
attention to the real danger that 
lurks in the sale of low grade and 
spurious brake fluid for use in our 
modern high-powered, automatic 
transmission equipped cars and 
trucks. 

As we stand now, eight states 
have passed legislation that makes 
it unlawful to sell brake fluid ef 
lesser quality that SAE heavy 


duty. 

And recently M, R. “Bud” Dar- 
lington of the Inter-Industry High- 
way Safety Committee wrote me 
that the American Automobile Assn. 
has gone on record with a resolu- 
tion condemning the sale or use of 
brake fluids that do not meet the 
SAE specifications. 

The AAA’s resolution is as fol- 
lows: “Deleterious brake cylinder 
fluids are on the market which 
seriously increase the danger of 
hydraulic brake failure. Standards 
for brake fluid have been set up 
by the Society of Automotive En- 
gineers to which a number of brake 
fluids comply. 

> 


> > 
AAA Carries Weight 
American Automobile Assn. 
urges that it be made illegal 
to have for sale, or for use, or to 
sell any brake fluid which does not 











Toluene Fuel 
Spells Trouble 


For New Paints 


the introduction in the De- 
troit area of a new “highest” 
test gasoline with a much higher 
Toluene content, service shop men 
should be again warned not to use 
present high test gasoline to clean 
the surface of any car or vehicle 
finished in the new acrylic material. 
Toluene tends to increase the per- 
centage of aromatics in the gasoline 
and as aromatics are solvents of the 
new plastic paints, their use in 
cleaning, or even dripping from the 
gasoline nozzle, will injure the 
finish 


Ethyl Corp. has just brought out 
a new booklet showing fuel being 
Pumped in various areas of the 
country in 1956. 

While gasolines with less than 30 
Percent aromatic content may be 
considered safe unless they are al- 
lowed to stand on the acrylic finish, 
the Ethyl book shows that eight 
out of 14 areas in the country were 
Pumping some gasolines of over 30 
Percent aromatics last year. 

These areas are: Atlanta, two 
makes of over 30 percent, 31.9 and 
33.7; Cleveland, three of 32.4, 33.2 
and 38.4 percent; Dallas, four of 
30.1, 30.4, 33.6 and 39.2; Detroit, one 
of 33.1; Houston, three of 30.4, 31.2 
and 32.0 percent; Los Angeles, one 
of 30.4; New York, one of 32.3 and 
San Francisco, two of 30.3 and 34.1 
Percent. 

It can be seen that, in addition to 

troit, areas surrounding Cleve- 
land, Toledo and Dallas have at 
least one gasoline being pumped 
that could be regarded as very dan- 
8erous in its effect on acrylic fin- 
ishes. 

It is claimed that any gasoline 
Tunning around 40 percent aro- 
Matics would actually strip the 
acrylic finish off the car if allowed 





meet the approved standards as es- 
tablished by the Society of Automo- 
tive Engineers.” 

There is no question but that 
highway commissioners and legisla- 
tors of most states put great faith 
in any pronouncement that comes 
from the AAA and so, in the near 
future, we may see more action 
toward preventing these low grade 
“killers” from being a menace to 
all who drive our highways. 

This is just one more solid step 
toward curbing the activities of 
those manufacturers who put 
profit ahead of any regard for 
the safety of those who use their 
product. 

Such as a really big manufacturer 
of brake fluids who wrote me sev- 
eral years ago: “We make three 
grades of fluid, one that meets SAE 
moderate duty specs, one that meets 
heavy duty specs and one that 
meets neither. We intend to con- 
tinue to make and sell this competi- 
tive brand of fluid until we are pro- 
hibited by law from merchandising 
it.” 

I have been prodding “Bud” to 
include a “pull the wheel” brake in- 
spection on every car that goes 
through the May Safety Month 
campaign. He appreciates the need 
for some such action but sincerely 
doubts that his organization could 
get dealers and inspection lanes to 
take the time to pull a wheel on 


every car at this time. 
= a * 


Dealers Need Push 

ERHAPS he is right. We all 

know that it is hard enough to 
get sufficient dealers and others in 
the service end of the automotive 
business to get behind even the 
voluntary inspection drive. And 
this despite the great profit oppor- 
tunity and the knowledge that they 
have eliminated a certain number 
of potential “killers” from unre- 
stricted use of the highways and 
streets of this nation. 

It really is surprising that with 
the “push” the drive. gets from 
factories, Inter-Industry Committee, 
trade press and other sources there 
is such a small percentage of fran- 
chised dealers doing any kind of a 
job cooperating with the industry 
on this voluntary effort. 

Even if dealers are in favor of 
enforced periodic inspection under 
state control, I would think they 
could see that voluntary coopera- 
tion by their service organizations 

(Continued on Page 38, Col, 1) 








Refinish Industry Joins 
DOOF Drive in Battle 


* 


Against Cut-Rate Shops 


_ 2 scope of the national Dents Out Of Fenders (DOOF) 
campaign has been widened considerably this year. The 
sixth annual program gets under way June 1 and will con- 
tinue throughout June and subsequent months. 
At a meeting in Detroit, it was decided that 12 paint and 
allied trade maxes ———_ 


will join Minnesota Mining & 
Mfg. Co. both in the promo- 
tion of the DOOF program and in 
other endeavors that reach much 
farther down into the marketing 
problems of the automotive finish 
industry. 

One of these problems has 
been the consistent increase of 
“price” paint shops that offer 
complete car refinishes at cut- 
rate prices. Since these shops can 
save only a few cents on material, 
they must make up the difference 
in the prices they quote by cut- 
ting the number of operations 
done on the job. 

The paint and allied-products 
makers feel this tends to cheapen 
the repaint jobs to the point that 
they will not stand up in service 
and thus injures the shops which 
do quality work and endeavor to 
make a legitimate profit. 

Another problem confronting the 
industry is the swing in some areas 
to “dealer cooperatives” where 
some smart promoter sells a num- 
ber of car dealers on sending all 
their refinish and repair work to 
a central shop which will, in turn, 
send the dealer a check each month 
that will represent a discount on 
the work sent this central shop. 


* * * 


Hurts Dealer, Too 


7 tendency of most of these 
shops, it is claimed, is to cut 
every cost corner possible, which 
often results in poor work, 

From the paint makers’ point of 
view, these shops could buy direct 
from suppliers, and this would cut 
into the volume of paint and allied 
products which normally would go 
to the jobbers in the area, 

Both these trends are looked 
upon as bad for both the paint 
business as a whole and for the 
franchised dealers involved. 

* While only about 13 percent of 

all orders written in the aver- 


the past year were for paint and 
body work, this department al- 
ways has been one of the best 
sources of profit for the fran- 
chised dealer. 

If he is injured by the “cut-rate” 
shops, or if he farms his work out 
to a “cooperative,” he not only loses 
the profit potential of this work 
and develops bad customer rela- 
tions, but he also loses the used- 
car reconditioning advantage the 
operation of a sound body and 
paint department would give him. 


The DOOF program this year has 
also been broadened to do more 
than just promote the taking of 
dents out of fenders and body. It 
is aimed at showing the franchised 
dealer how he can sell complete 
refinish jobs to the owners of late- 
model cars by showing them how 
a “four-dimension” paint job can 

(Continued on Page 42, Col. 3) 





Telling the DOOF Story— 


“Futurize with 4-D Styling” is the 
theme of the 1957 DOOF campaign, and 
its sponsors have prepared promotional 
literature showing how the futurizing can 
be done. Adrienne Stork, of St. Paul, 
points to a styling chart and holds an 
instructional manual which tells the 
“longer, lower, wider, bolder" story. The 
automotive refinishing industry is joining 
Minnesota Mining & Mfg. Co. in this 
year’s program. 


300 Firms to Offer Wares 
At Boston Service Show 


By Harry Stanton 
Staff Correspondent 

pRostore. — Nearly 300 manufac- 

turers will display millions of 
dollars worth of automotive equip- 
ment, tools, parts, accessories and 
specialty items in 539 booths at the 
1957 National Automotive Service 
Show in Boston May 23-26 at Com- 
monwealth Armory. 

The Armory, providing over 
two acres of floor space, will pro- 
vide an unparalleled opportunity 
for more than 1,500 salesmen to 
display the largest collection of 
aftermarket items ever assembled 
in New England. 


The event also will mark the only 


age dealer’s service shop during | joint national activity of the Na- 


Stains Promise Profit for Dealers 


OILED interiors due to water 
stains have been more preva- 
lent this spring than in any other 


period, according to reports from |}: 


the field, These discolorations, how~ 
ever, should hold no problem for 
the franchised dealer equipped with 
cleaners and materials provided to 
do a modern, used-car recondition- 
ing job. 

Either the plain, whitish mark 
left by water leaks around win- 
dows or even the brownish, 
ringed stain that comes from 


“bleeding” 

sidewall and seat covering can 
be eliminated. 

Most plain water stains can be 


to stay in contact with the finish|removed by the use of Universal 


for any length of time. 


cleaner with D-5 additive, which not 


only removes stain and dirt, but 
leaves upholstery smelling as clean 
as it looks. 

Where slight stain has penetrated 
to the: exterior of the fabric seat 
or sidewall covering, the additional 
touch. up of the stain with Erusti- 
cator, made by Pennsylvania Salt 
Co. and available at most drug 
stores, will take it out. 

= * 


> 

P-, THE stain is so badly em- 

bedded that combination of these 
two materials will not completely 
eliminate it, especially on Nylon, 
addition of a small amount of 
fabric water tint to the cleaning 
compound will hide the stain, It 
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may be necessary to use a little 
Soil Off to eliminate the deeply 
embedded stain. 

Of course, the entire interior 
will have to be cleaned with 
Universal cleaner, with tint 
added, so that all the upholstery 
will be of the same slightly- 
darker shade. 

Dealers are finding that the 
entire inside of the car can be 
thoroughly cleaned and renewed for 
less than labor cost alone on re- 
placement of soiled cushions, back 
rests, headlinings and sidewalls. 

According to the latest estimate 
of the Auto Trim Shop Time & 
Labor Manual published by the 
National Assn. of Auto Trim Shops, 
the average time of taking off and 
replacing front seat coverings is 
2.4 hours; rear seats, 1.5 hours; 
(Continued on Page 47, Col. 1) 


tional Standard Parts Assn., the 
Motor & Equipment Manufacturers 
Assn., Motor & Equipment Whole- 
salers Assn. and the Equipment and 
Tool Institute to be staged this year. 
. > 7 

APPROXIMATELY 6,000 delegates 

from all over the U. S. and 
Canada are expected to attend the 
show. Some 40,000 dealers, service 
personnel and others in the auto- 
motive industry are also expected. 

Wholesaler sponsor of the show 
includes almost 400 companies in 
the New England and Middle At- 
lantic states. 

Although the show will open with 
a dinner sponsored by Automotive 
Booster Club B-1 of New England 
on May 22, the actual activities will 
start earlier. 

Today (May 20) the NSPA will 
hold its annual membership reunion 
and the MEWA will hold its. presi- 
dent’s reception. Both of these or- 
ganizations will begin their conven- 
tion tomorrow (May 21). 

On Wednesday (May 22), the 
MEMA will hold a board meeting. 
A number of outstanding speakers 

—_ attend the annual NSPA meet- 
ng. 

A hospitality committee and a 
hostess committee are preparing 
a memorable week for the Boston 
visitors. The replica of the orig- 
inal Mayflower is expected to ar- 
rive in tim® for show visitors, 
providing adverse winds do not 
interfere. 

M. W. Persson is chairman of the 
show committee. On the executive 
committee are A. S. Hunt, S. F. 
Hunt, S. F. Stowers, W. G. Bryant, 
L. W. Kelly, P. R. LaVine and A. HL 
Levy. D. M. Harvey is administra- 
tive executive. 
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fuse mechanics and raise the hair maintenance that will go much | 


of customers. ° further to keep him happy in the 
A Aes Tin Can Celebrates make of car he is driving. 


Convenient Location 25th Oil Birthday But whether or not the scope 


ed as a selling tool, as an af 
F DEALERS will buy these) NEW YORK.—The “tin can” | )* : , 
scopes first for diagnosis and put| for motor oil celebrates its 25th tuneup quality control factor or 


(Continued from Page 37) them near the shop entrance so| anniversary this year. Since its ee a "aoe ae 


would aid in bringing home the |seems to offer many possibilities |the order writer can check engine| introduction by American Can | ,agition to any service shop. It wilh 
need for some periodic inspection |in the fiield of quick diagnosis, I | 0PeTation before they guess—if they Co. in 1932, the can has been | pecome belle an makers find out 
to the Legislatures of their states. |am not ready to go on record as | have been trained to read the “wavy| credited with revolutionizing the | more about how to make it a p 
It’s so easy for the “upstate” boys,|yet that it entirely will take the|/ines”—this may save the dealer a marketing of motor oil. cision instrument easy for any” 

who normally oppose such legisla-| place of present test equipment, but lot of dissatisfied customers and In 1947 American motorists | nechanic to read. 3 

tion because of the extra cost it| I do feel that, because of its unique | #!80 earn him more money. used up almost 1,200,000,000 cans * * & 

levies on their small town and farm| properties and abilities, it may be I am certain in my own mind | of motor oil. By 1956, that figure Probl Soili 

constituents, to say that they may] better suited for certain types of| that more “comebacks” originate | had. advanced to about 1,800,000,- |f robtem of — 

need periodic inspection in New| testing than the meters we have| in the way orders are written | 900. It is estimated that well over I SPENT a day in a very unusual 
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Jersey or other highly industrial! been using for years. than in mechanics not fixing the | 80 percent of all the motor oil to experimental laboratory one day 

states but we don’t need it here. I do not mean to infer that it | ©@" right. After all, the order be marketed in the U. S, this | recently. This laboratory is one 

Dealers getting behind the May! yi take the place of meters and writer is kind of a corporal and year will reach consumers im | where they bring cars with badly — 
Safety Check with a vengeance and| gauges but it will supplement | the mechanic is supposed to fol- metal cans. soiled interiors and put the 

| publicizing the results of their) them and help solve the basic | !ow his orders first and think for | through a “renew” process to de 

checks might go a long way toward| problem of all automotive dealers | himself later. 'to be fitted into the shop testing|teTmine if materials in common ugg) 

) refuting such claims. by speeding diagnosis of the elec- | Makers of the scopes tell me that | equipment. by most franchised dealers properly 

: "© trical system of a car or truck. | they can make tests which before I roperly sold and u there ace Cue a _ i; prevailing® 

Scopes Can Hel : its advent in automotive service . ee sed there |types of soil and dirt and new 

P It seems to me that if the scopes is a tremendous field waiting for it) raprics that have been introduced | 


} HE oscilloscope is not new. It|can be made “simple enough” so| Were not possible. It also is a fast that should go a long way toward d d : 

; T really dates back to about 1920,|even order writers can visualize|™ethod of determining the overall) providing many dealers with an tae seatinead aan aie a 

» I understand, but its introduction | what is occurring in the electrical | Condition of the ignition system and | opportunity to render much better . cae em, while I was there 
into the field of automotive testing | system, it would prevent many|if it did no more than that, to me| service than they are giving at| 4S deeply embedded stains that 








has been quite recent, In fact, Sun| inane repair orders. it would be a godsend to the| present. seep through the new plastic trim 
Electric Corp. is just now announc-| One of the big problems today | industry. | I am certain that it can be | ™aterials from either the gooey 
ing that it is now offering an oscil-| is that there are too many guessers,| In other words, as I see it, the} made to provide the most im- mastic that is used to attach sound 
loscope to the trade. |not second guessers — but first| scope doesn’t have to replace any-| portant man that comes into any deadening material to the body 


metal or from the sound deadening 
material itself. 

This “bleed” is so bad in some 
spots 1 understand that upholstery 
is being sprayed with a matching 
nylon dye on the assembly line 

| at some factories. 

Supervising this particular test 
was “Cap” Palmer of Arndt-Palmer 
Laboratories and C. J, Staufenbeil, 
used-car manager at Cadillac 7 
“Stauf” had brought over a “dog,” 7 
a Cadillac with only 14,000 miles on 
it with plenty of grease, water stain 
and “goo” bleed on both sidewall 
and door panels. ‘ 

When workmen finished working 
on that car it looked as if it had 
just rolled off the assembly line, yet 
less than five hours of two men's’ 
time had been put on the entire 
operation, This included testing dif. 
ferent mixtures and different com- 
pounds to see which worked the 
best. 


To me, this radar type instrument ' guessers, writing R. O.’s that con-|thing now in use or does it have dealership, the customer, with 
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Gold Is Undimmed 


CG of the things that impressed 
me was the thorough knowl 
edge these fellows have of the effect 
of different chemicals on different 
fabrics. q 

For instance in the case of thé 
Cadillac they could have accom- > 
plished what they were after merely 
by cleaning the fabric and spraying 
it with a nylon dye. However, that 
would have covered and dulled the 
gold thread woven into the fabric. 
The problem was to take out the 
stains without changing the beauty 
of the trim. 

Another car, a Chrysler, had a 

(ON, Be 4 i Ne Be ae Ore water leak—caused by being 
ONS A By [\ fc hep 1 EM rammed by another auto—around 
a EY if) 8) } | Gihns Ng thtane Me Yves the rear window which had 
stained the seat cushion and side- 
wall fabric. 

On this car, workmen found it 
necessary to touch out the worst 
parts of the brown ring with Soil- 
Off and Erusticator, which normally 
are not used unless the damage is 
very bad. 1 

I found that Erusticator should 
be handled with gloves on to protect 
the hands. 


Flegler to Head 


* 
John Bean Service 
; s if i Se dixe LANSING. — Appointment of 
rte] , t One f “i, hey Lewis Flegler as service manage? 
be lie ag of the automotive department of 
J 





5 , oF A tesss 7 Ay John Bean di- 
f Ah DE MIN vision, Food Ma- 
‘ Rie te Whe a ty Be chinery & Chemi- 


Raha aa lb Bow oe Be ed ick ae och oie Sake A hf UL cal Corp., has been 

ak PY CE announced by 
Harry Schaefer, 
automotive de- 
partment man- 
ager. 

Flegler formerly 
was parts and 
service promotion 

_ - RS ae tite manager for Am- : 

4 / Be A eh eres okt erican Motors and Lewis Flegler = 

a . « i a aiutt! also has been associated with local 
automotive dealers. 7 

Among Flegler’s chief duties wil 
be the supervision of 27 John Beat 
automotive service centers in the” 
U.S. and Canada. ‘ 
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Wondering how new-car and truck B 















‘ a iA : A 5 SR 8 bd MAE duction and sales are making out? A = 
Polis 4 Me edi 1 ses ds + Sw Aas CARE ; " MS asad Qh RS Aes MOTIVE NEWS gives you the entire story, 
; , ; ’ plus many other pertinent facts conce § 
THE UPHOLSTERY LEATHER GROUP, INC., Fisher Building, Detroit 2, Mich. Street, New York 17, N. Y. the automotive industry, every 


throughout the year. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AvuTo- 
motive News. 


For Make Servicemen 

AMERICAN MOTORS— Zone 
parts and service representatives 
will be conducting schools at dealer 
level on product review, Flash-O- 
Matic transmission and air condi- 
tioning. 

CADILLAC — AFA Course— 
Omaha, June 24. Air conditioner— 
Chicago, May 27-June 5; Pittsburgh, 
May 27-June 12. Carburetion—Hous- 
ton, June 12-14; Philadelphia, June 
3-12. Electrical Power Units—At- 
lanta, May 27, 28; June 3, 4. Engine 
Tune-Up—Atlanta, May 30, 31, June 
5, 6. Hydra-Matic—Charlotte, N. C., 
May 27-31 Houston, June 4-7. Diag- 
nosis—Houston, June 19-28; Kansas 
City, May 27-June 12; Los Angeles, 
June 3-26; Memphis, June 3-12; 
Portland, Ore., May 27-June 12; St. 
Louis, May 27-June 12; San Fran- 





cisco, May 27-June 19. Owner Rela- 
tions—Chicago, June 10-19. Parts- 
men’s Course—Chicago, June 24-26; 
Omaha, June 17-19; Philadelphia, 
May 27-29, Power Steering—Los An- 
geles, May 27-29; San Francisco, 
June 24-26. 

CHRYSLER DIVISION — Center 
Line (Mich.) training center. F. E. 
Palmer, instructor in charge. “Fire- 
power” Tune-Up (Carburetor-Igni- 
tion - Compression) — May 27-29; 
Front Suspension - Power Steering 
Pump—June 4; Brakes and Power 
Brakes—June 5; Body Fitting and 
Sealing — June 6, 7; Powerflite 
Transmission—June 10, 11; Torque- 


School Starts Course 


OTTAWA.—Ontario’s first course 
in auto body repair will start at 
Beal Technical School, London, in 
September, with boys getting a 
choice between specializing in 
either body repair or motor me- 
chanics. 


Flite Transmission—June 12-14; Air 
Conditioning (complete)—June 17- 
21. 
FORD DIVISION—From May 27- 
June 21, the 35 Ford district service 
schools will be conducting courses 
on the Skyliner (retractable hard- 
top) and the new automatic trans- 
mission for trucks. These courses 
will include theory of operation, ad- 
justments, repair and trouble shoot- 
ing. 

GMC TRUCK & COACH DIV.— 
Diesel — Atlanta, June 3, 10, 17; 
Hinsdale, Il., June 17; Union, N. J., 
May 27; Tarrytown, N. Y., June 10, 
17. Wide Range Axle— Dedham, 
Mass., May 28, 29, 31. Brakes—Ded- 
ham, Mass., June 10-13, June 17-20; 
Garland, Tex., May 27-31. Valve 
Maintenance—Charlotte, N. C., May 
27-28, June 3-6, June 10-13, June 17- 
20. Engine, Carburetor, Hydra- 
Matic Trouble Shooting & Diag- 
nosis—Hinsdale, Ill., May 27-29. In- 
Line Power Steering—Hinsdale, II1., 
June 3-6.-V-8 Tune-Up—Garland, 
Tex., June 3-4, June 6-7. Hydra- 
Matic—Garland, Tex., June 10, 17; 
Shawnee, Kans., June 3, 10, June 17 
(nights); Golden Valley, Minn., 
June 3. Spicer 45 Axle—May 28-29 
(nights). Brakes and Service Man-| 
agement — Golden Valley, Minn.,| 


May 27. V-8 Tune-Up and Carbure- 


tion—June 10, 17. 
WHITE MOTO 


R CO., Cleveland, 
O—Mobile training unit will be 


available at the following locations: 


Minneapolis (2812 University Ave., 
S. E.), June 3-6, contact J. A. Mot- 
singer; Milwaukee (2440 W. Cly- 
bourn St.), June 10-13, contact H. 
Halvorsen; Chicago (6421 W. Fuller- 


ton Ave.), June 17-20, contact G. W. 


Dobbratz. Anyone desiring to attend 


the Mobile school may write F. L. 
Snyder at White Motor Co. 


For All Servicemen 


ALLEN ELECTRIC AND 
EQUIPMENT ©CO., Kalamazoo, 


Mich.—Allen Power-Tune course is 
being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field stations. 
Additional information can be ob- 
tained by writing directly to Allen 
Electric, 2101 N. Pitcher St., Kala- 
mazoo, Mich. 

AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No in- 
struction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, IIl. 

BEAR MFG. CO., Rock Island, 








fort so many owners want. Any time a customer wants something 
different from “average ride” —you’ve got a customer for Gabriel 
AjustOmatics. The price and profit picture are mighty attractive. 


worth a good look: Gabriel AjustOmatics 


Gabriel AjustOmatic is the only hand-adjustable shock absorber. 
You adjust it during installation—for normal, soft or firm con- 
trol. On any car, it gives the added stability, roadability and com- 


Get the full facts from your Gabriel Jobber. 


THE GABRIEL COMPANY, CLEVELAND 15, OHIO 


e briel 


AJUSTOMATIC 
SHOCK ABSORBERS 

















—., 


Iii.—School offers training in align. 
ment, balancing, and frame straight. 
ening and is located at 2103 -5th 
Ave., Rock Island, Ill. Address ay 
inquiries to Mildred T. Clark, regis. 
trar. Classes begin May 27 anci June 
10. 

BENDIX PRODUCTS DIVISION, 
South Bend— Courses are offereg 
covering service and sales trai 
on Bendix power brakes, Stro mberg 
carburetors, basic brake and power 
steering. The length of the courge 
covering an individual product ig 
normally one week and no tuition 
fee is charged. Additional informa. 
tion may be obtained by contacting 
the nearest Bendix distributor or 
writing to the Bendix training 
director. 

BINKS MFG. CO., Chicago— 
Classes are held for a period of one 
week once a month. Anyone inter. 
ested in spray painting and spray 
equipment may attend. No tuition, 
Next class, June 3-7. Contact W. 
Beacham, instructor. 

DEVILBISS CO., Toledo — One 
week classes of limited size cover. 
ing theory, maintenance and servic. 
ing of spray painting equipment 
The subject of spray painting is 
broken down into four categories: 
Industrial, auto refinishing automo. 
tive, jobber, and portable equipment 
jobber. No instruction charge. Ap. 
plications may be obtained by writ- 
ing DeVilbiss Co., 300 Phillips Ave, 
Toledo, O. 


INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing; repairing and recoring; use and 
maintenance of equipment; funda- 
mentals of merchandising, adver- 
tising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha 
Neb., for reservation or further in- 
formation. 


RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake serv- 
ice course will be held at the Ray- 
bestos brake service school and 
work shop located in Stratford, 
Conn, This course will consist of 5 
consecutive daily sessions from 8:00- 
4:30. All phases of brake service 
work such as major adjustments, 
minor adjustments, and complete 
brake overhauls of all types of both 
new and old brake systems will be 
covered. Personal instruction is aug- 
mented by a technical, 78-minute, 
color, sound, motion picture show- 
ing adjustment procedure as well as 
changes made in 1957 brakes. Indi- 
viduals who successfully complete 
the course will receive a certificate 
showing that they are qualified to 
work on all types of automotive 
brakes. The course will be con- 
ducted by A. D’Andrea, chief serv- 
ice instructor for Raybestos, Divi- 
sion. Write J. Kane for further 
information. 

SUN ELECTRIC CORP.—Classes 
in service merchandising, May 21- 
31, test equipment operation, June 
3-7, principles of electrical testing, 
June 10-14, engine tuneup, June 17- 
21. Classes will be held at Chicago 
technical training center. Instruc- 
tors will be G. A. Lane, R. C. Heid- 
rich, A. E. Evenson, and G. A. Buhr. 

THERMO ©CO., Trenton, N. J. 
—No definite school schedule 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test gar- 
age. There is no tuition, but stu- 
dents are expected to pay their own 
living expenses. Session takes ap- 
proximately five days. Text book 
furnished to students at no charge. 

UNITED MOTORS SERVICE— 
Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto 
motive electricity (Delco- Remy, 
starting, lighting and ignition sys 
tems), (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto 
matic transmission (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service classrooms operate 
in these cities: Detroit, Cleveland, 
(two centers), 


Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, Francisco, St. 
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= making it harder to sell cars at a profit? 
ji- 

te 

- Here’s how Pennzoil’s service selling program 
= can improve your trading position 

. If you find fixed expenses a tough nut to crack these days, the Pennzoil proposition 


offers profitable relief. This program gets right at the heart of new and used car 
profits, because it increases both the number of repair orders and the number of 
items per R.O. By building service profits that absorb overhead, it enables you to 
make trades more profitably and increases your net on all car sales. 


Works two ways to increase your profits 


Pennzoil offers the right combination for service profits: A motor oil so good it 
eliminates all prevalent engine lubrication. problems, keeps customers satisfied; 
and an easy, effective, proved customer relations program that brings in a con- 
trolled flow of profitable service business. 


The Pennzoil Kontax System® is the most complete, most flexible and simplest 
customer control method in the industry — car dealers’ favorite by 4 to 1 over any 
ANS THAT SELI 4 other. It helps you sell al] your services and merchandise, even cars. It upgrades 

ICE -TBA —_—, service traffic, creates more regular customers, sells more items per R.O. — unlocks 
ISED CARS mihen f profit potential in every phase of your service business. 


 (pengon) SYSTEM, 


Give your salesmen the backing of a good trading position mow. For complete 
details, phone your nearest Pennzoil distributor or mail the coupon. No obligation. 
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Sales Manager, Kontax System : 
) Pennzoil, Oil City, Pa. ‘ ° 
: Get the Complete . I like the idea, but | have to be convinced. Let's get together to . 
~ . talk it over. 
: PENNZOIL ; Ye 
: : a ON i ea 


Profit Story! 
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Cooling System Care Pays! = 


Guide for Servicemen— 


A wall chart, designed to help dealers and service station operators sell cooling 
system service to motorists, has been announced by National Carbon Co., a division 
of Union Carbide and Carbon Corp., New York. The chart, above, was developed 
around current V-8 overhead valve engines, and is a composite of all modern V-8s. 
The 13 major operation and service check points of the cooling system are graphically 
shown on the chart, and it also lists the problems which may develop as the result 
of inadequate care. Check points include the transmission oil cooler and vacuum- 
operated heater valve found in many modern engines. 





PACKARD 
ELECTRIC 


...Z0es on in seconds, 


An Indust 
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DOOF Program Fights 
Cut-Rate Operators 


(Continued from Page 37) 


make their older cars look almost 
new. 
+* * * 


Program Can Benefit All 


pe program also seeks to do 
something about bringing new 
blood and young men into both the 
metal and paint ends of the busi- 
ness where a great shortage exists 
today. 

The DOOF campaign is not 
aimed at selling any specific prod- 
uct but is designed to compliment 
and broaden the efforts of the en- 
tire industry in automotive re- 
finishing. 

It is not limited to special 
groups within this industry but 
is available across the board 
to small and large shops, inde- 
pendents and dealer-operated es- 
tablishments, big money makers 


if Click— snap! Here’s new car wiring that... 


without mistakes! 


and those which barely pay their 
way. 

The common denominator in all 
of these shops is quality workman- 
ship, 

In addition, it’s not a program 


Oakite Service Award 


Presented to Mackesy 


NEW YORK.—John Mackesy, a 
San Francisco representative of 
Oakite Products, Inc., for 16 years, 
has been selected as the winner of 
the 1956 David C, Ball Award for 
Distinguished Oakite Service. 

The award, established in memory 
of the founder of the industrial- 
cleaning and metal-treating firm, 
is given annually to the representa- 
tive who “best carries forward with 
his customers the highest ideals of 
Oakite Service.” 








It takes just a few simple Packard 
Electric harness units to completely 
connect a new car’s electrical system. 

Each unit is designed for easy in- 
stallation, with all the terminals 
attached. As many as 16 separate 
wires connect instantly through 
mistake-proof multi-connectors con- 
ceived and built by Packard Electric. 

Packard Electric is the world’s 
largest producer of automotive wir- 


ing harnesses. This volume produc- 
tion and years of Packard experience 
help auto makers save millions of 
dollars a year. What’s more, Pack- 
ard Electric alone makes every vital 
part needed to wire automotive elec- 
trical systems. 

With big thermo-plastic equip- 
ment afid a complete plant for rubber, 
metal and wire working, Packard 
Electric has the facilities and the 


talents to produce lower cost, higher 
efficiency wiring for the automotive 
and other wire-using industries. 
Branch Offices in Detroit, Chicago 
and Oakland, California. 


Packard (Electric 
Warren, Ohio 


“Live Wire” division of General Motors 


———, 


which is “sold” to or “bought” by 
a shop, so the price is not a fag. 
tor. Participation in the DOOp 
program depends simply on the 
willingness of shop personne! to get 
behind it, The basic materia's ang 
ideas are free. 

Since 1952 there have been rapiq 
design changes in American auto. 
mobiles, many of which have hag 
a definite influence on shop vol. 
ume. These same design changes 
have altered the looks of the 
DOOF program, too, in order for 
the program to present to the s 
man the maximum opportunity for 
increasing volume, 

1 ~ 


4 Major Goals 

a program has four goais, ac. 
cording to W. E. Marsden 

DOOF chairman and automotive 

trade sales manager for Minnesotg 

Mining. : 

In adition to overcoming cut- 
price competition, Marsden feels it 
will identify shopmen as craftsmen 
in the public eye, build customer 
relations and goodwill and increase 
body-shop business 25 percent. 

A special feature of the cam- 
paign will give men in quality 
shops an opportunity to show 
the prospective customer not only 
how much basic repairs will cost, 
but also how his car can be 
futurized with a repaint job for 
not much more than simply re- 
pairing the dents. 

The theme of the 1957 program 
is “Futurize with 4-D Styling.” 
One of the most effective an- 

swers to cut-rate competition, ac- 
cording to Marsden, is the regular 
performance of high-quality work 
and the additional services which 
can be offered to the customer by 
a high-quality shop. 

These additional services, he said, 
include the new color styling pro 
gram available under the DOOF 
plan, and a new wall chart which 
shows the customer step-by-step 
how his car will be refinished. 

The wall chart ties in with the 
goal of establishing body shop men 


as craftsmen. 
= 7 * 


Reftnishing Manual 
= to encourage public 

recognition of metal men and 
painters as craftsmen and artists 
in their field, and to aid the shop 
in gaining the additional 25 percent 
volume, the DOOF program helps 
these men show potential cus- 
tomers that with selected colors and 
expertly styled lines their cars can 
have many of the up-to-date fea- 
tures of the 1957 models. 

These major features are length, 
height, breadth and overall impact; 
or, in the language of the DOOF 
program: Longer, lower, wider, 
bolder. 

One of the master keys to the 
program is a 4-D styling and re- 
finishing manual, designed to 
help the painter or shop manager 
sell painting and restyling. Spe- 
cial attention is given to ways of 
making a car look longer, lower, 
wider and bolder, along with a 
section on business-getting ideas 
and shop tips. 

The styling booklet, based on the 
practical experience of successful 
body shops, also contains a handy 
reference to the DOOF program, 
pointing out how to use most ef- 
fectively the components of the free 
kit. 

The styling manual is more of 
an idea builder than an instruc- 
tional piece, Marsden said, In its 

24 pages are suggestions as to how 
certain design impressions can be 
achieved, and from these the shop 
man will get other ideas which may 
be applied to the car he’s working 
on, 


® 


* * ” 
The ‘Long-Look’ 
us manual explains that new 
cars look longer than they 
really are because the color sweep 
of the side panels carries from 
front to rear; that even though the 
actual height has been lowered, this 
illusion is increased by slanting 
hoods and flatter roofs, and that 
the rear fender fin concept gives 
them a wider, bolder appearance. 
In each of these areas the shop 
man has an opportunity to transfer 
modern styling to older cars by 
using color selection and color 
separation techniques — techniques, 
according to Marsden, that won't 
cost the car owner a cent more 
than a regular, high quality two 
tone paint job, 
As a companion piece to the 
manual, the kit includes 
(Continued on Page 43, Col. 1) 
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Refinish Industry Joins Campai . 


DOOF Fights 


(Continued from Page 42) 


a combined 4-D sketch pad and 
estimate form, The estimator 
roughs out suggested styling 
ideas for a given car, jots down 
the estimate on the same sheet 
and gives it to the potential cus- 
tomer—so he can see at a glance 
what a refinish and color styling 
job will do for his car, and how 
much it will cost, 

In a dealership, the sketch pad 
is intended for use of the service 
or floor manager, who usually 
doesn’t have time to check cars for 
dents and nicks until after the 
morning rush of mechanical en- 
tries. Then he can note the dents, 
mark them on the sketch pad and 
leave the notations in the car with 
an estimate. 

It is suggested that if possible 
the owner be contacted during the 
day, reminded of the dents and 
asked for permission to have them 
fixed in the firm’s body shop. 

A “certificate of craftsmanship” 
will be presented to shops partici- 
pating in the 1957 DOOF program. 
This tells the customer that the 
shop is a member of the Autobody 
Refinishing Guild and has been 
recognized for quality refinishing 
and color styling. 


Other Kit Materials 
THER DOOF kit materials in- 
clude: 

Mailers for the shop to send to 
car owners, highlighting the DOOF 
campaign and pointing up their 
own quality refinishing service .. . 

A shop and window streamer 
for use in the service department 
or independent shop, drawing at- 

tention to the “Futurize with 4-D 
Styling” theme and reminding 
motorists to have nicks, scrapes, 
dents and scratches repaired .. . 


A point-of-purchase sign which 
the sponsors say, “tells just enough 
of the 4-D story to encourage cus- 
tomers to ask more about it...” 

Radio scripts and newspaper ad- 
vertising mats. 

In addition to the free materials, 
“magic-slate”’ service reminders 
will be available to dealer service 
departments at cost (five cents 
each) for distribution to customers. 
The 4%-by-6%-inch slates have 21 
service reminders printed on the 
front, with room for service de- 
partment notations to the cus- 
tomer. The back contains factory 
service recommendations for regu- 
lar checkups and seasonal change- 
overs. - 

The slate is a handy reminder 


Electric Group 


Plans AEA Unit 


PHILADELPHIA. — More than 
300 service distributor representa- 
tives have approved a suggestion 
to organize a Greater Philadelphia 
section of the Automotive Electric 
Assn. which would be exclusively 
for service distributors. 

The suggestion was advanced by 
Richard S. Pfeily, Smith & Pfeily, 
Allentown, Pa. Pfeily was named 
chairman of an organizing commit- 
tee, and Robert H. Erny, R. H. 
Erny & Co. Philadelphia, was 
named co-chairman. 

Others appointed to the commit- 
tee were Frank Carr, Camden Stor- 
age Battery Co.; Fred Crecelius, 
Fairfield Automotive Supplies; 
Ralph Miltenberger, Berks Auto 
Ignition; George Byron, Auto Igni- 
tion & Parts Co.; Jones Krall, Krall 
Battery & Ignition Co., and Felix 
Staffaroni, Scranton Auto Ignition. 


Tags on Trim 


Time and Labor Manual 


Published 


NEW YORK.—A time and labor 
manual for pricing and timing of 
auto trim work has been published 
by the National Assn. of Auto 
Trim Shops. 

The association said that insur- 
ance companies, in particular, will 
find the booklet of value in esti- 
mating trim work, “By creating a 
national average selling price, it is 
expected that the industry will gear 
Selling to quality rather than price,” 
the association said. 


for the customer, and is another 
sales tool for both the shop and 
service floor. 

Even if the car owner doesn’t 
have a pencil handy when he 


BBB Directs Complaints 


To Chicago Parts Firms 


CHICAGO. — The Better Busi- 
ness Bureau has reported “scores of 
nationwide complaints” regarding 
Original Warshawsky & Co., Inc., 
and J. C. Whitney & Co, Com- 
plainants told the BBB they have 
| not received merchandise, automo- 
bile parts or accessories paid for 
and ordered from these firms. 
| Other complainants said they 
| were unable to secure requested 
adjustments or refunds, When re- 
ferred to the companies by the 
BBB, the complaints have received 
prompt attention, the bureau said. 
However, it has asked the com- 
|panies to eliminate the causes of 
|future complaints. 








Ditzter announces new SAN Quic Neutral— DZL- 
3600—a new neutral gray lacquer primer surfacer that 
dries with unusual speed. Sands so easily that #400 paper 


Ditzler A 


‘Cut-Rate Shops 


thinks of something he wants done 
next time he brings his car in, a 
simple fingernail scratch will check 
off the item on the slate, When the 
jobs are done, the slate can be 
“wiped clean” instantly and it’s 
ready for more use, 
+ * * 


‘Active Selling’ Program 


ARTICIPATION in DOOF, 

Marsden said, is not simply a 
matter of hanging up the wall chart 
or banner, It implies an active sell- 
ing of the DOOF refinish and re- 
styling ideas from the body shop 
through the service department 
salesmen to the front office. 

“In the years the DOOF pro- 
gram has been offered to body 
shops, more than a half a million 
doilars has been spent in adver- 
tising and promotion,” Marsden re- 
called, “but we feel that by far the 
most effective way to reach the 
public is by personal selling—not 
by advertising alone. 





Pizza Truck— 


Hot pizza pies go direct to patrons 
from a self-contained oven in this Inter- 
national truck with Metro van body 
operated by Angelo Coppotelli jr., 
Staten Island, N. Y. The vehicle, claimed 
to be the first of its kind, is a 134-inch 
wheelbase International with 12-foot, 7- 
inch all-steel body. A propane-fired oven, 
with 50,000-BTU output, is located in rear 
of the body near 38-inch doors which 
are louvered to enhance interior ventila- 
tion. 


sketch pad, wall chart, mailing 
cards and slates is designed to 


This year’s program with the | make the job of personal selling 





can be used without clogging. 


@ New SAN QUIC has exceptionally high solid content. 
Fewer coats are needed for proper filling. It feathers out 
with no splitting or chipping around edges. SAN QUIC 
also has exceptional adhesion and color holdout, improving 


the appearance of final coats. 


@ This outstanding primer surfacer is now available in 


convenient, easy-to-pour cans. It is non-settling, eliminat- 


ing waste, time and laborious stirring. DZL-3600 doesn’t 


settle hard in the can or gun cup. 


@ Try SAN QUIC Neutral Gray DZL-3600—you’ll find it 
saves labor and materials and assures customers better- 


looking paint jobs. 


DITZLER COLOR DIVISION 
Pittsburgh Plate Glass Company, Detroit 4, Michigan 
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easier for the independent shops 
and dealerships.” 

Tying in with this year’s pro- 
gram is a coordinating committee 
representing the industry as a 
whole headed by L. F. O’Doherty, 
sales director, Acme Quality 
Paints, Inc.; J, R. Mason, Rinshed- 
Mason Co.; George Stoddard, De- 
Vilbiss Co., and G. A. Massih, E, 1. 
duPont deNemours & Co, Marsden 
is 3M’s representative on the coor- 
dinating committee. 


| |Rootes Mobile School 


To Tour U.S. Cities 


NEW YORK. — Rootes Motors, 
Inc., has announced that it has es- 
tablished a mobile service school 
designed to teach approved methods 
and equipment to be used in servic- 
ing Hilman and Sunbeam cars in 
the U. S. 

The school, Rootes said, is staffed 
by a team of instructors supervised 
by Gordon Bolt, technical training 
vice-president of the parent British 
company. Cities to be visited in- 
clue New York, Boston, Baltimore, 
Wheeling, Buffalo, Akron, Chicago, 
Palm Beach Jacksonville, Tampa, 
Fort Worth, ‘Los Angeles, San Fran- 
cisco, Portland and Seattle. 


Nnces... 


Easy Sanding 
Non-Settling 
Extra Filling 
New Color 
Fast Drying 
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FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


Upper left —J. C. (Larry) Doyle, General Sales 
and Marketing Manager, Edsel Division, began a 
recent Edsel Seaman Conference of Distri- 
bution Managers with an informative opening 
address. 


Upper right— Norman K. VanDerzee (seated, 
second from left), Assistant General Sales Man- 

er, Edsel Division, answers ‘Questions about 
Easels field strategy in an informal discussion 
with the Edsel Service Manager and his staff. 


Lower left—Two Edsel Distribution Managers 
participate in a skit illustrating the business of 
actual on-the-job dealer contact. 


itak 


Lower right — Distribution Managers hold a 
shirt-sleeve session with Edsel Division sales 
training, marketing, distribution, planning and 
programming officials. 
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EDSEL DIVISION 


000 New Edsel 
Managers 


...in the field and on the job 


Six months ago, the Edsel Division of the Ford Motor Company 
launched an unprecedented team effort—a series of Edsel Manage- 
ment Conferences—to develop and establish an entirely new and 
aggressive national field organization to market the first major line 
of new cars in two decades! 

It was a tremendous undertaking. They started from scratch . . . 
with the future success of a brand-new, multimillion dollar auto- 
motive investment depending on the outcome. The new field 
organization—serving as management links between the dealers 
and the home office—will be the key to the whole sales process. 

There were no ironclad theories, policies or rules to follow. It 
was up to them—Edsel management and the new field representa- 
tives working together as a team—to develop the initial pattern 
and procedures they would follow. 

Through presentations, individual and group assignments, and 
informal round-table discussions, they covered every vital aspect 
of management and dealership operations. 

As each group completed their Conference course, they 
immediately went into the field and started to work. They set up 
Regional and District Sales Offices, acquired and trained per- 
sonnel, established procedures and began contacting and signing 
the new Edsel dealers in their sales area. 

From the suggestions, ideas and methods gained from their 
actual “in the field” experience, the Conference itself increased in 
knowledge—effectiveness—and scope. Here was a continuous 
two-way channel of information that was helping establish Edsel 
as a full-fledged, fully-operating business. 

Today over 350 Conference graduates are operating in the 
field . . . Regional and District Sales Managers and their Assis- 
tants, District Management Service Managers, Market Represen- 
tation, Administrative, Distribution and Zone Managers as well as 
Management Specialists . . . all of them trained, determined and 
enthusiastic! 

For these new Edsel men, the Conference slogan has proved to 
have plenty of firsthand meaning—‘‘Our big, new challenge . . . 
your great opportunity!” 

Another reason why it’s great to be a dealer in the Ford Family of 


Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY #* LINCOLN ¢ CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 
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100% Absorption 
Scored by Dealer 
Accenting Details 


NEW YORK. — Dexter Motors 
(Dodge-Plymouth), bucking what 
it calls some of the stiffest auto 
service competition in the country, 
claims a consistent 100 percent 
service absorption. 

Attention to detail is a major 
factor in the planned formula car- 
ried out by Dexter. “Every custo- 
mer takes the big service jobs for 
granted,” said Lou Walley, Dexter 
general manager, “but it’s the little, 
annoying things that he remem- 


Walley said Dexter works just 
as hard on the minor squeak or 
faulty windshield wiped as it does 
on major overhauls. 

“Combine that with honest work 
at honest prices, good workman- 
ship and personalized courtesy and 
attention,” said Walley, “and the 
customer will know he’s getting his 
money’s worth.” 

Fifteen service men carry out 
that formula on nearly 1,000 cars 
and trucks each month, said 
Walley. “With our system,” he 
said, “we don’t have to advertise. 
Our customers do it for us.” 












100 Percent in New York— 


Dexter Motors (Dodge-Plymouth), on New York's East Side—where competition is | chanics. 
said to be tough—claims that its service shop, shown above, runs nearly 1,000 cors| With this foundation and a com- 
and trucks through the department monthly to maintain a service absorption of 100 | petent service manager to keep the 
percent. The secret? Attention to the little things, courtesy and good workmanship,, Work moving, the salesman has 
Dexter said. 


i 





Once you’ve made a woman a Castrol 
customer, you’ve really got it made. Women 
like to be sold on quality, and they’ll go for 
it right down the line—for extra service, for 
more and better TBA. Satisfy them with 
top-quality Castrol Motor Oil, and they'll 
come back to you. They’ll ask for Castrol! 


We’re telling them ASK FOR CASTROL 


in signs, posters, mailing pieces, radio advertising— 
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Shop Booked for Six Months... 





Everybody Sells Service 


By L. H. Houck 
Staff Correspondent 

ROLLA, Mo. — The service 
absorption figure of Klinefelter Mo- 
tor Co. (Ford), is down to 112 per- 
cent from its top figure of 142 per- 
cent during World War II, but M. 
L. Klinefelter, owner, is not wor- 
rying. His body shop is booked up 
solid for the next six months. 

How does a dealer get 112 per- 
cent service absorption? 

Klinefelter said it was obtained 
by every members of the firm 
selling service all the time. Kline- 
felter sells plenty of service jobs 
himself. He says he’s “service 
minded.” 

The basic requirement, according 
to Klinefelter, is to realize the 
dealer’s responsibility to the buyer 
jand to provide the best in equip- 
ment and factory-trained me- 


|something on which to base his 





CASTROL 


ereee 


to build high-quality, high-profit business for you! 


The Masterpiece 
in Oils 


Ask your CASTROL distributor or write for the name of distributor nearest you: 


CASTROL OILS, Incorporated 
75 WEST STREET, NEW YORK 6, N. Y. 
...A Division of the Wakefield Group... 


service selling program, Klinefelter 
said. 


One of the things that draws bys. 
iness to the body shop which js 
now snowed under with work, jg 
that it is one of the largest ang 
best equipped for miles around 
according to Klinefelter. 


Klinefelter doesn’t consider the 
body shop of much value in pm. 
moting new-car sales and there ig 
little effort to get the owner of a 
wrecked car to trade for a new car, 


Klinefelter feels a little too 
much selling at this point might 
lose the body job and create a 
new-car sale, which might be less 
profitable. 


However, the body shop does pro- 
vide a service for customers that 
helps increase repeat business of 
all kinds. (The dealership was 
established by Klinefelter in 1939 
and he has some of the customers 
today that started with him when 
he opened up.) 

Another feature that has helped 
to hike the service absorption fig- 
jure to 112 percent is that the sery- 
ice department is on call 24 hours 
every day, including Saturday and 
Sunday. Service can be had for 
every emergency. Motorists appre- 
ciate this, and it is a boon to truck 
owners. 

Each new and used-car salesman 
is alert to sell a service job no 
|matter how small it may be. Sales- 
men pay equally close attention to 
any opportunity to sell parts. Each 
employe, regardless of his position, 
is trained to be service-conscious. 

The result is that whenever an 
owner shows up with a service 
question and wants to know if a 
repair is practical or economical, 
he finds willing listeners. 

Most service selling is done by 
word-of-mouth. Almost no news- 
paper or direct mail advertising 
is used to promote the service 
department. 

“Having the latest equipment and 
powered labor-saving tools brings 
us a lot of service business,” Kline- 
\felter said. “With the latest shop 
equipment jobs go out faster and 
usually the jobs are done better, 
which results in a high degree of 
customer satisfaction. A big list of 
|customers who are satisfied with 
their previous jobs can do an awful 
lot of good advertising among their 
friends.” 

The service department is not an 
orphan department with Kline 
felter, but one of the most im- 
portant. 

“Sometimes our service depart- 
ment has so much customer work 
to do that we have trouble getting 
our used cars serviced and repaired 
so we can sell them,” Klinefelter 
said, “because of our long-time pol- 
icy of getting out customer work 
before anything else.” 


Goodyear Conducts School 


On Earthmover Tires 


AKRON.—A series of rim educa- 
tion schools are being conducted by 
the metal products division of 
Goodyear Tire & Rubber Co. to fa- 
miliarize tire dealers and large 
equipment owners throughout the 
U. S. and parts of Canada with the 
latest techniques in servicing large 
earthmover tires and rims. 

“This knowledge is vital,” said 
H. J. Lafaye, division general man- 
ager, “especially if rim distributors 
and tire representatives are to give 
the service that is expected of them 
once the Federal road building pro- 
gram gets into high gear. 

Goodyear’s division has three 
schools in simultaneous operation 
in the east, central and western 
sections of the nation. Large two- 
ton, van-type trucks, specially 
adapted for the program, transport 
training materials from city to city. 
Sponsored by local distributors, the 
schools are conducted by Goodyear 
rim engineers. 

Special hoists built into the truck 
body facilitate loading and unload- 
ing operations. Actual field equip 
ment is used, wherever possible, for 
demonstration purposes. Visual aids, 
such as posters, charts and motion 
pictures, augment the program. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO 
MOTIVE NEWS WANT ADS! Are You? 





(ws | 


Sea SMBS Ss me & FSET 


eects ese Saco ,. NN Fe liszeoseseese B2YvweaeerPrsas 


ecuwace 


veep @ td 


sPrPmodu 


meaPMAeet fede Opt med} Bes a2ane E24 @ 








—_—_—_ 


Efficient Cleaning Methods Urged swe 


Stains Spell Profit for Dealers 


(Continued from Page 37) 
pack rests of rear seats, 1.6 hours; 
sidewalls, .75 hours, and head lin- 


ings, 5.7 hours. 
e © © 


Cleaning Is Cheaper 
—_— manual lists the average 
cost of completely recovering 
seats, including material, as $14.60 
to $29.70 each—depending upon the 
make of car and material used. 
Headlining replacements are listed 
at approximately $29.25. 

Thus, it easily can be seen that 
cleaning to remove stains and 
goiled spots is much more economi- 
cal than replacing material. 

Many dealers are realizing an 
additional substantial profit from 
the sale of interior cleaning. Es- 
pecially is this true when the 

mer has the exterior of his 
car refinished. A bright, new 
looking exterior just doesn’t 
match with a dirty, smelly in- 
terior. 

Many customers don’t realize how 
much car headlinings pick up dirt, 
smudge and offending odors, The 
bright new colors of the car when 
first purchased soil so slowly the 
driver is not aware of the slow, 
constant change. Nor do they real- 
ize that odor from smoking, e¢s- 
pecially cigars, cling longer and 
stronger to headlinings. 

Complete cleaning and refresh- 
ing of headlinings is a safe pro- 
cedure with todays modern 
materials and takes an ordinary 
operator but 30 minutes or less. All 
that is needed is a heavy duty 
vacuum cleaner and Universal 
renee nenesreerennenerasseniecceeacas 


Snap-on Designs 
Ads to Encourage 


Auto Mechanics 


KENOSHA, Wis.—Snap-on Tools 
Corp. here has scheduled adver- 
tisements calling attention to the 
mechanic shortage and “interpret- 
ing this problem as it affects the 
automotive industry.” 

These ads, Snap-on said, will run 
in a publication circulated to voca- 
tional training schools. The copy is 
directed to teachers of auto me- 
chanics. 

“Point out in your classes,” one 
ad said, “that unparalleled advan- 
tages exist in the automotive field. 
Tell your students that, as future 
mechanics, they will be entering a 
business where a critical shortage 


“Snap-on Tools Corp. will help 
you do the job,” another ad read. 
“A nationwide staff of trained tool 
experts is available for personal 
advice and assistance. Call on us 
for the latest information, tech- 
niques and ideas.” 


Coated Mufflers 
They Mean Longer Life, 
Arvin Declares 
COLUMBUS, Ind.— Mufflers in 
Many 1957 cars have been coated 
with zinc or aluminum to resist 
corrosion, and probably will last 
longer, according to Thomas A. 
Danner, automotive engineering di- 

rector, Arvin Industries, Inc. 

It is reported that zinc-coated 
and aluminized steel gives mufflers 
up to 100 percent longer life than 
if plain steel were used. 

Engineers say it would be pos- 
sible to produce a muffler from 
stainless steel that never would 
Tust, but that such a unit would 
increase the price of a car by as 
much as $40. 


7 Inspectors Named 
For Colorado Checks 


DENVER.—Seven motor vehicle 
inspectors have been added to the 
Colorado State Revenue Department 
to make a rigid examination of all 
Wehicle inspection stations under the 
new law passed by the 1957 Legis- 
lature 


Privately owned stations will lose 
their designations June 30 unless 
_ Qualify under the new law. 
Officials hope to get the new stand- 
ards in operation prior to June 30. 
ction stickers are increased 

50 cents to $1.50 under the law. 


cleaner with D-5 additive, On older 
cars the mildew stain that occa- 
sionally appears near the back 
windows can be eliminated with % 
box of common table salt dissolved 
in one quart of water. 

a * + 


& ONLY takes the average 
operator about 40 minutes to 
completely clean and renew up- 
holstery in the average car. Again 
Universal cleaner with D-5 will do 
the job unless the fabric has been 
faded by the sun. Then it is well 
to add a slight amount of tint to 
bring back colors to a uniform 
shade. 

Floor carpeting can be renewed 


in approximately 10 minutes with 


Wyoming Buys Denver Firm 


DENVER.—Auto Equipment Co. 
has been purchased by Wyoming 
Automotive Co., Casper, Wyo. No 
purchase price was disclosed, Neil 
Imes, Wyoming general manager, 
will become general manager of the 
new auto equipment division. 
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the same materials and a trunk 

renovated in approximately 30 min- 

utes. 

Renewing leather trim holds no 
more of a problem than ren 

fabric trim. A leather dye, vinyl 
coating comes in 11 colors to 
match the colors used in most 
production cars. 

Convertible tops take but 30 
minutes to completely renew and 
freshen. A material called Dylak 
is made for cotton tops and a nylon 
dye for nylon and orlon Kotan 
tops. 

When either renewing a customer 
car or refinishing a used car, it 
always is good business to clean 
the engine compartment completely. 
Most dealers have gotten away 
from steam cleaning due to the 
danger of injuring plastic distribu- 
tor caps and other electrical units. 

* + a 


Before & After Sells 


paenay they use one-half pint 
of Gumout, two ounces of baking 
soda, one can of Babo, one and one- 


half pints of Magnusol and one 
gallon of kerosene, Each of these 
materials is used for a different 


purpose to make the engine com-|- 


partment look like new. 

Dealers interested in selling cus- 
tomer interior renewing have found 
that doing half a car inside and 
out and leaving the other half as 
it was is the best way to promote 
Sale of both refinish and interior 
renew work, One western dealer 
set such a car in the drive to his 
service department and it sold a 
number of jobs each week. 

Dealers also are finding that 
with the amount of such work, 
both on customer and used cars, 
it pays them to have a cabinet 
that will hold the material that is 
needed for interior renew jobs 
and can be kept locked except 
when such jobs are being done. 

This insures not only that the 
materials will be protected from 
pilferage but that all of the ma- 
terials and tools will be at hand 
when needed. 

Cabinets designed for this pur- 
Pose are inexpensive and take up 
but little room, They even can be 
spotted near the wash rack, es- 
pecially if the washrack man also 
is charged with doing this profit 
building renewing work. 








Interior Renew Department— 


A cabinet, such as the one shown above, 
is designed to hold all material and 
tools needed for customer car renewing 
and used-car reconditioning. It may be 
locked to prevent pilferage and insures 
that equipment will be found in one 
spot when such jobs are to be done. 
The cabinet is available from Arndt-Palmer 
Laboratories, Inc., Melvindale, Mich. 
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News to Note... 
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Service World in Brief 


CLIFTON, N. J.—The enlistment 
of 59 new franchised dealers for the 
DuMont TV-Type EnginScope has 
been reported by Allen B. DuMont 
Laboratories, Inc. 

This brings the total dealer out- 
lets for the electronic “auto me- 
chanic” to 160 in the U. S. and 
Canada. Introduced to the general 
automotive industry last year by 
DuMont, the EnginScope pinpoints 
automotive engine ailments by pre- 
senting patterns of light on its TV- 


like screen. 
* s > 


Chemical Firms Face 


Charges in Montreal 


OTTAWA.—Canada’s Department 
of National Revenue has laid 
charges against two Montreal 
chemical companies alleging that 
they redistilled anti-freeze into 
commercial alcohol without per- 
mission from authorities. 

The companies are Reliance 
Chemical Corp., a subsidiary of 
Distillers-Seagram, and Anachemia 
Chemicals, Ltd. e Royal Cana- 
dian Mounted Police brought 
charges on behalf of the Federal 
authorities. 


Trusty Buys Garrett 


BOISE, Id. — John Garrett Auto 
Parts here has been sold to Trusty 
Parts Co. John Garrett, former 
owner, has purchased an interest in 
the Automotive Warehouse Co. here 
and is acting general manager. 

- * + 


New Firestone Setup 

PORTLAND, Ore.—Firestone Tire 
& Rubber Co. has set up a new 
wholesale organization to distribute 
its products to independent service 
stations in this area. Harry McCue 
has succeeded E. J. Stevens as Fire- 
stone district manager here. 
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Hunter Names Finkler 
WHITTIER, Calif. — Hunter 
Tools has granted exclusive Cana- 
dian sales rights to the Les Finkler 
organization of Toronto. Finkler 
also has offices in Montreal and 
Vancouver. 


Calif. Association Widens 
Scope of Membership Area 


LOS ANGELES.—The Independ- 
ent Automotive of Cali- 
fornia has pledged cooperation with 
new-car dealers and other industry 
groups for “improvement of our 
total industry in California.” 

The group was formerly the Cali- 
fornia Assn. of Brake Wheel Spe- 
cialists but has reorganized and 
widened the scope for membership, 
according to Edward W. Mehren, 
executive secretary. 

He said the association is opening 


THE FIRST 


“NEW LOOK” 
PENNANTS 


in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. Make your 
place stand out like a sore thumb. You 
get attention with Myrio products. 


MYRLO CO. 


Dept. M, 1231 Main Ave. 
Cleveland 13, Ohie 
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THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Worgren-STEMAC. inc. 
(FORMERLY STEMAC, INC.) 


1281 Se. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 









a drive among auto repair one 

for members. It has 

it calls the “Safety S” as identifion- 

tion for member shops, 

Watt B. Bair, North Holl 

has been elected president of the 

newly-named group. Morris Butt- 

ner, San Diego, Milton Earl, Fresno, 

and Irving Hardcastle, San Jose, 

are vice-presidents. Joe W. Calhoun, 

Los Angeles, is secretary-treasurer. 
* * = 


Jaguar Depot Opens 

MONTREAL.—Jaguar has opened 
its Canadian parts depot here. The 
British motor industry now has 11 
factory-operated parts depots in 
Canada, carrying items for more 
than 100 makes and models of 
British-built cars. 


* * « 
Dayton Tape Marketing 


DAYTON. — The automotive 
wholesalers division of Dayton Rub- 
ber Co. will act as sales representa- 
tive through automotive parts dis- 


tributors and jobbers for the re- 
packaged line of automotive tapes 
manufactured by the company’s 
Holfast division of Atlanta. These 
were handled by manufacturers 
representatives. 

* + + 


Signal-Stat Appoints 
Moss as Export Rep 


BROOKLYN. — Signal-Stat Corp. 
here has announced appointment of 
Paul E, Moss & Co., Inc., New York, 
as its exclusive export representa- 
tives. 

Signal-Stat said it has prepared 
its new 32-page, four-color 1957 
catalog in Spanish as well as Eng- 
lish and is available to automotive 
importers, distributors, fleet opera- 
tors and government authorities in 
Spanish-speaking countries. Copies 
may be obtained by writing to Paul 
E. Moss Co., New York, N. Y., 
U.S. A. 


. * * 


‘Service Week’ Proclaimed 


By Mass. Governor 


BOSTON, — Gov. Foster Furcolo 
has proclaimed May 20-26 as Auto- 


motive Service Industry Week in 
honor of the National Automobile 
Service Show which opens May 23, 
in the Commonwealth Armory, 

Show sponsors said the special 
week also is a salute to the four 
trade associations which will con- 
vene here this week. They are the 
National Standard Parts Assn., 
Motor and Equipment Manufactur- 
ers Assn., Motor and Equipment 
Wholesalers Assn. and Equipment 
Tool Institute. 

The show will feature exhibits of 
about 200 manufacturers, and spon- 
sors estimate it will attract at least 
45,000 visitors. 


N. Y. Thruway Seeks 
Emergency Garage Service 

ALBANY. The New York 
Thruway Authority has advertised 
for applications from garage own- 
ers who are interested in furnish- 
ing emergency service along the 
Erie section. 

Acting Chairman David J, Martin 
said the 70-mile section from 
Buffalo to the Pennsylvania border 


would be serviced by four private 
garages. Each garage will patrol 


i 


approximately 20 miles of the high. 
way 24 hours daily. 

The 41 miles of the Erie section 
from the Silver Creek Interchange 
to the Pennsylvania line are 
scheduled to open by midsummer, 
and the remaining Erie portion to 
connect with the mainline Th Lruway 
east of Buffalo is expected to be 
completed by the end of the year, 
Martin said. 


$5,000 Quiz 
Tire Company Asks 


What's Wrong 


CLEVELAND. Independent 
tire dealers and distributors are 
reported to be analyzing operations 
in response to Pennsylvania Tire 
Co.’s $5,000 competition on solving 
problems in the tire business. 

The company is offering the cash 
for the best answer to the question: 
“What's wrong with the tire busi- 
ness today, and what can we do 
about it?” 

Entries represent a good cross. 
section of the nation,” said E. V. 
Duffy, vice-president. He added 
that entries already on hand “con- 
tain the kind of practical thinking 
we hoped to bring out so that 
everybody can benefit from it.” 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


G American industry was repre- 
gented at the 27th International 
Auto Show here by every 1957 
el. 

Tone other models being 
shown was a new edition of the 
station wagon produced by Auto 
Union of Germany, the two- 
millionth Opel, a golden Kapitan, 
and a Swiss firm presented a 
tank-type track which can be 
fitted to a Jeep in an hour. 

Chrysler displayed a chassis 
showing engineering principles em- 
bodied in the 1957 models and its 
display included trees in blossom. 

+ * * 


Ford Has 2 Displays 

S ONE Swiss remarked: “The 
Ti tsericone give more coverage of 
parking space per dollar than any 
other country’s industry.” 

Ford had two displays, one in 
the main hall and a separate one 
in an extra space, The crowd 


new Th 

The Jeep assembly was shown by 
J. W. Keller, Berne, at the Willys 
exhibit. By taking off the Jeep’s 
wheels and fitting the endless track, 
it is converted into a tracked ve- 
hicle capable of operating over snow 
or cross country. 

No new production models were} 
shown by.the French, English, or 
Germany industries. 

* = * 


Remember Farina’s Fiat? 


| JREMEMBER when Farina put out 

the motorboat-like little open 
Fiat in Paris? Which Henry Ford 
bought for about $6,000? Vignale, 
a competitor, also from Turin, went 
one better by making a similar 
vehicle with a sun roof over it, @ 





large window in the roof. 


Vignale also makes a rear-engined 
Fiat-Abarth sport coupe with 





swing-up doors and original styling. 
The Swiss branch of Ghia pre- 
sented a changed-over Opel six- 
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ENEVA, Switzerland. — The| seemed to be quite taken by the | cylinder, four-door sedan which 


resembles Buick’s Caballero sta- 
tion wagon. 

Farina presented the record- 
breaking Abarth-Fiat racing coupe, 
a streamliner par excellence. 

Mercedes, with racing drivers Ru- 
dolph Carrciola and Karl Kling on 
hand, presented a film on racing. 


Frisky Small Car 


F THE miniature cars, there 
was Frisky, a tiny British car. 
This model started out with the 
concept of building a very economi- 
cal two-seater. 
It is powered by a two-cylinder, 
two-cycle, air-cooled Villiers engine 


wheels are independently suspended 
by Dubonnet arms, something like 
the old Chevrolet knee action. The 
engine develops about 15 horse- 
power. 

The body offers all the glamour 
one can put into a tiny scooter- 


Wings on a Gull— 

Frisky, a British small car with Italian body styling, is shown above. The doors lift 

upwards on roof hinges and are called “Gull Wings.” It is powered by a two-cylinder, 

two-cycle, air-cooled Villiers engine which is located in the rear. All four wheels are 

located in the rear and all four| independently suspended. 
* 


* * 


mobile and was designed by Gio- 
vanni Michelotti. The prototype 
was made by Vignale of Italy. 
Swing up doors are used. 

Fiat has improved the little 600. 
The car now has windows which 
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Yes.. 


Profit for You ! 


. here it is! The opportunity you’ve been waiting for . . . the oppor- 


tunity to step into the highly profitable tune-up business almost overnight. 
Allen’s amazing PM plan makes it easy and simple . . . gives you a profit 
service that your customers are demanding. This is PM—Preventive 


Maintenance! It sells! 


Allen has created three special PM packages. Each one consists of basic 
tune-up equipment, operator instruction and proven merchandising aids 
. .. and each kit is tailored to a particular volume of business and pocket- 
book. You select the PM package that meets your needs . . . and, Mister, 


you’re in business! Add to this tune-up profit, the increased sales of plugs, 


points, condensers, batteries, etc. Also, services such as tune-up will in- 
crease gasoline sales. Mister, Allen’s PM Means More Profit for you! 


How do you get started? Allen wipes out any mystery in tune-up. You and 
your Allen wholesaler intelligently analyze your operation, review main- 
tenance services of other successful operations, investigate the educational 
assistance . . . and then decide what you need. 


Merchandising Aids! To help you profit from your PM service, you get a 

ing merchandising aids: a 6 foot Day-glo banner, car 
owner leaflets, PM operator lapel buttons, tune-up work sheets, procedure 
manuals... everything needed to spark tune-up sales. 


Call Your Allen Wholesaler Now . . . and get all the facts! Increase your 
income . . . beat competition . . . satisfy more customers. Ask about Allen’s 


galaxy of outstanding 


PM Plan. Act now! 


Electric and Equipment Company 
KALAMAZOO, MICHIGAN 


Canadian Branch: Walkerville, Ontario 


LLEWN 





am * * 
can be lowered instead of the slid- 
ing type. 

The truck and bus show offered a 
number of new items and nearly 
every firm now has a cab-over- 
engine model. Many firms have four 
oma drives, one with a military 
ook. 


New Swiss Truck 


OWAG, of Switzerland, pre- 

sented a truck for carrying long 
pieces of flat or round iron. The 
cab is narrow and is entered from 
the front. Several British truck and 
bus transmissions were shown. 

The shop equipment section was 
larger than ever and contained 
accessories, parts and similar 
items. I noticed nearly every 
American maker was represented, 
including Sun, Allen, Heyer, 
Champion and Auto-Lite. 

Bosch of Germany showed a new 
hydraulic system, with a 12-cylinder 
center pump which can be utilized 
to drive the hydraulic fan motor, 
the power brakes, wipers and many 
other accessories. 

A renewed activity could be noted 
from the countries behind the Iron 
Curtain. Mokotov, from Czechoslo- 
vakia, showed a four-wheel driven 


U. S. imports into Switzerland in 
1956, including vehicles assembled 


So it went at the Geneva show 
with 82 passenger car makes taking 
part, 92 truck and road machine 

(Continued on Page 52, Col. 1) 
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OSCILLOSCOPE — An oscilloscope type 
testing unit, known as the Sun Scope 
model SS, has been marketed by Sun 
Electric Corp., Harlem and Avandale, Chi- 
cago 31, Ili. Designed, among other things, 
for automotive ignition analysis, the manu- 
facturer claims this unit is easy to operate 
even by personnel who have had no 
previous experience with an oscilloscope. 
Unit operates on standard 115 volt AC 
and may be used in a vehicle, operated 
from the vehicle battery through any 100 
watt inverter. Compact, the unit measures 
15 inches high by 10 inches wide by 18 
inches long and weighs 35 pounds. 





AIR FILTER—Wix Corp., Gastonia, N. C., 
hes announced the production of the Wix 
dry type air filter replacement that is said 
to be scientifically engineered to meet or 
exceed every manufacturer's specifications 
for correct air-fuel ratios in 1957 cars. 
it is reported that the plastisol seals in 
the filter prevent any bypass of dust laden 
air and, in addition to its high air flow 
rate, the exclusive polymite filtrant ac- 
tually entraps microscopic dirt and dust 
particles. This pleated celiviose filtering 
media is said te be Gercont effective. 





JOINT AND TOOL — The discovery of 
@ woarpage-free joint and tool, the Knvu- 
Way Flanger, which easily forms it, hos 
been announced by Biair Equipment Co., 
902 Biair St., Flint 4, O. The Blair joint 
can be quickly fuse welded without warp- 
age and finished to perfect contour with 
minimum effort, it is claimed. This tool 
is said to open a new field of profitable 
body work because with it radivs or 
straight joint may be made in most any 
surface, even dood Get. . 





LIGHTING FIXTURE — The Verti-Flood 
lighting, specifically designed for maxi- 
mum light and maximum diffusion on ver- 
tical surfaces, is entirely devoid of hot 
spots and shadows. Internal reflectors, with 
@ tilting adjustment are incorporated in 
the fixture. When properly mounted, 
either above or below the surface to be 
iiumineted, a uniform curtain of light 
results, it is claimed. Guardian Light Co., 
Dept. B12, 500 N. Boulevard, Oak Park, 
m. 


+. e > 
Yale Introduces 
Muffler Cement 
Muffler cement, a putty-like com- 


pound developed Yale Engineer- 


NEW PRODUCTS 


ing Co., is said to seal or repair| 


mufflers and tail pipes while on the 
car. 


from the tube and hardens into a 
metal-like seal. Yale estimates it 
cuts installation time 25 percent 
and makes later removal easy. 





AIR CONDITIONER — An “‘install-it- 
yourself” automobile air conditioner has 
been marketed by Kool Engineering Corp., 
3716 W. Belmont Ave., Chicago 18, Ill. 
The cooling cabinet with multiple-speed 
blower mounts either under the dash or 
in the trunk. Compressor and other parts 
mount under the hood; total weight is 85 
pounds. The unit is said to fit most ‘51 


to "57 vehicles. 
. * 


BRAKE TOOLS — Two tools designed 
specifically to service Center-Plane brakes 
on Chrysler Corp. cors have been in- 
cluded in a new lined broke shoe as- 
sortment introduced by Raybestos Di- 
vision of Raybestos-Manhattan, Inc., P. O. 
Box 1021, Bridgeport, Conn. The first tool 
is a specially designed “L" shaped tool 
used to remove and install brake shoe 
return springs on all Center-Plane brakes. 
The second tool is a 7/16 box wrench 
with a very deep throat offset. The deep 
offset was designed into this wrench so 
that the mechanic could easily adjust 
broke shoes in Center-Plane brokes to 
proper tolerances. This tool is the proper 
length (10 inches) to give a mechanic the 
right leverage without danger of skin- 
ning his knuckles, it is claimed. 





PARTS BIN—A bulky and long parts 
frame assembly, said to be ideal for 
moulding and tail-pipe storage, has been 
introduced by the Borroughs Mfg. Co., 
3002 N. Burdick, Kalamazoo, Mich. All 
spacer rods have positive locking and 
can be adjusted without tools. Heavy-duty 
constructed frames are interchangeable in 
either automotive parts bins or industrial 
shelving units. Dual labeling. Label holders 
are snapped on. Spacer rods are plated 
for endurance and appearance. Available 
in any standard bin or industrial shelv- 
ing color. 


Yale said it is applied directly 








SANDER —A _ direct-drive belt sander 
that has portable and stationary features 
for use in sanding metals, wood, plastics 
and stone has been marketed by Premier 
Specialty Products Co., 3098 N. California 
St., Burbank, Calif. Called the Sandman, 
the unit can be used to sharpen bits and 
tools, sand vertically or horizontally. The 
unit's motor has double-end shaft for 
grinding with flex-shaft designed to oper- 
ate at speeds to, 5,000 oe m. 








~ Smooth-Tone 
FREE-FLOW MUFFLER 


MUFFLER—The Smooth-Tone muffler, said 





to be a straight-through muffler with a} 


pleasing tone, has been introduced by 
Smooth-Tone Muffler Co., 2241 Market St., 
San Francisco, Calif. Heavy seamless steel 
casings with welded end pieces is said 
to permit a lifetime guarantee to the car 
owner. One of the features of the muffler 
is said to be in the construction and 
arrangement of the louvres, which bring 
into play a new principle which changes 
the pitch of objectional sound from low- 
frequency notes to 


quency notes, beyond the range of human | 


hearing. 
> > > 
New Silicone Spray 
A companion product to K2 Sili- 
cone Protective Compound, new K2 
Silicone Spray is now being mar- 
keted by the Marson Corp., Revere, 
Mass. Packed in a 12-ounce pres- 
sure can, K2 Silicone Spray was 
especially developed for hard-to- 
get-at places on an automobile to 
prevent rubber squeaks and stick- 
ing of rubber to metal. 
* > > 





BUMPER JACK — A 1'%-ton bipod me- 
chanical bumper jack has been marketed 
by Blackhawk Mfg. Co., 5325 W. Rogers 
St., Milwavkee 46, Wis. The jack, model 
5-6, has been thoroughly service tested 
on ‘57 cars. The J-6 features a longer 
lifting hook of 4% inches, giving added 
protection to bumpers by reaching com- 
pletely behind. The lifting hook is curved 
at the end to give a safe, positive grip, 
it is claimed. To accommodate today's 
modern cars with low bumpers, the J-6 
reaches down to a low of 3% inches 
and goes to a height of 3044 inches. 

ee «4 


Vacuum Cleaning System 
Announced by Sequoia 


A vacuum cleaning system, called 
the Sequoia Bilt-in, operating from 
service station islands has been de- 


inaudible high-fre- | 


veloped by Sequoia Vacuum Sys- 
tems, 1090 Brittan Ave., San Carlos, 
Calif. 

In central vacuum cleaning, the 
attendant slides a 21 foot vinyl 
plastic hose into an inlet located on 
the island. A tank-type receptacle, 
usually located in the lube room, 
connects to the various island inlets 
through ducts under the apron slab. 
Dirt, dust and grit and sucked com- 
pletely out of the car. 

+ * 





SAWING VISE—A development in saw- 
ing vises, which is said to provide an 
economical, practical answer to the prob- 
| lem of cutting wire braid hose to length, 
| has been announegd by Imperial Brass 
Mfg. Co., 1200 W. ‘Harrison St., Chicago 
7, Wl. The model Imperial No. 384-F 
Multi-Use Sawing Vise provides an easy 
way of sawing wire braid hose with 
| minimum wear on saw blade, it is claimed. 
Handles sizes up to 1'%-inch O.D. The 
hose is held very tightly by a special 
gripper, and is always cut cleanly and 
squarely, ready for a tight connection. The 
vise can also be used for cutting 3/16 to 
1¥%-inch O.D. tubing and for cutting tail 
| pipes. One of the features is a ratchet- 


| type slide-to-size adjustment. 
a a 








CAR WASHER—The Cal/Cor Bath is 
a single unit cor washer that features 
caliron and stainless steel construction 
which never rusts or needs repainting. 
Another feature is said to be a builtin 
white sidewall washer. There also is a 
high-pressure hose for under fender and 
motor washing and a 50-gallon pressur- 
ized water supply tank. California Car 
Wash Systems, P. O. Box 3037, North 


Hollywood, Calif. 
- 7 > 





WHITE SIDEWALL — Port-A-Wall Redi- 
lok, a detachable white sidewall that 
snaps on without removing wheel or de- 
flating tire, is manufactured by Barnes 
Corp., Wadsworth, O. Two sizes fit all 
14 and 15-inch tires. Available with black 
or white metal locking ring. 





CAR POLISH PACKAGE—Gleaming gold 
calls attention to the redesigned package 
of Plasticote car polish, marketed by 
Livingston Co., New Haven, Conn, Pyp. 
pose of the “new look" is to establish 
Plasticote as a leader in the car polish 
field, and to creote point-of-sale appeal, 
it is claimed. 

& Ge 





RADAR SET—Developed by Radar-Eye 
Corp., Natick, Mass., Radar-Eye is a motion 
detection instrument that is said to provide 
space protection. The unit can be em- 
ployed to detect any movement within 
an operating radius of 25 feet in any 
direction from its antenna. Invisible rador 
waves turn on floodlights and then set 
off an alarm that operates as long as 
motion continues and for one minute 
thereafter. The unit automatically shuts off 
and resets itself, ready to alarm again 
at any further movement or new intrusion, 
it is claimed. 





ACCELERATOR CONTROL—An accelera- 
tor control designed to take the fatigue 
out of long-distance driving has been 
introduced by Walter B. Schnur, 557 Timp- 
son Place, New York 55, N. Y. The Dixon 
Steadi-Drive consists mainly of a switch 
which is installed on the floorboard con 
venient to the motorist's left foot. When @ 
desired speed is attained, the motorist con 
take his right foot off the gas pedal and 
continue at that speed by holding the 
switch down with the left foot. As soon 
@s the motorist lifts his foot off the 
switch, the pedal returns to idling speed 
instantly, it is claimed. The unit is said 
to fit all makes of cars. 

Ss wee 


Silicone Spray Compound 
Waterproofs Ignition System 


A companion product to K2 Sili- 
cone Protective Compound, K2 Sili- 
cone Spray is now being marketed 
by Marson Corp., Revere, Mass. 

Packed in a 12-ounce pressure 
can, the spray was especially de- 
veloped for hard-to-get-at places 

(Continued on Page 51, Col. 1) 
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New Products 


(Continued from Page 50) 


on an automobile. The product is 
said to prevent rubber squeaks and 
sticking of rubber to metal. K2 
spray preserves, lubricates and in- 
gulates rubber, leather and electri- 
cal systems and minimize corrosion 
and oxidation of battery terminals 
and other metal parts, it is claimed. 
It also waterproofs ignition systems. 
x * * 





WELDING, CUTTING OUTFIT — A weld- 
ing and cutting outfit designed for per- 
formance in the light-to-medium range, 
especially suited for avto repair shops, 


hos been marketed by Air Reduction 
Sales Co. Division, Air Reduction Co., 
Inc., 150 E. Forty-second St., New York 
17, N. Y. The outfit is designed to handle 
welding, brazing, heating, and cutting 
operations, it is claimed. It will weld 
metals up to 3/16 inches thick, or up to 
5/16 inches if larger tips are used, and 
ct steel plate up to an inch thick. All 
the equipment necessary to do a welding 
or cutting job is included in the light- 
duty outfit. 

*. * * 


Nylon Batting 


A new type of self-supporting) 
batting made of nylon fibres has} 
been developed by Star Woolen Co., | 
Cohoes, N. Y. Star said the mate- 
rial could be used for thermal) 
insulation, liquid and gaseous fil-| 
tration, vibration and shock absorp-| 
tion, padding and packing. 

* 7 = 
Champion Offers Plug 
For GM O/V Engines 

Champion J-18Y spark plug is 
designed to replace six types of 
original equipment plugs said “to 
be needed to service General 
Motors Corp. overhead valve cars. 

According to Champion Spark 
Plug Co., Toledo, this develop- 
ment will benefit the motorists 
and repair men, It will provide 
better performance, thus improv- 
ing gas economy; it will minimize 
fouling at low speeds, and will 
reduce inventories since it re- 
places six original equipment 
types, Champion said, 


* . * 








GLASS PATCH—A product that is said 
fo mend pierced, cracked and shattered 
glass has been introduced by Greene 
Metal Products Co., 2222 S. Michigan Ave., 
Chicago 16, Ill. Known as Glass Patch, 
the material is crystal clear, grips tightly 
and holds securely to any non-porous 
surface, it is claimed. It is said to afford 
Positive protection against heat loss, and 
seals out dampness, cold, wind, rain and 
drafts. When applied, it permits undis- 
turbed viewing while providing essential 
ioe without affecting light penetra- 
ion, 

Gi @r a 
Plastic Upholstery 

Imperial Chemical & Plastics 
Corp., Cranston, R. I., has an- 
nounced a line of Imperialyte 
supported plastic upholstery ma- 


terials. The design is for automo- 
tive, outdoor and indoor furniture 
uses. The new material, accord- 
ing to @ company spokesman, 
consists of a series of patterns, 
both prints and textures, on fab- 
ric backed vinyl materials. 
* oa * 


Lever Jaw Wrenches 


Three lines of lever jaw wrenches 
designed to cover every wrench 
need are avaliable from Metal En- 
gineering Co., Chicago, An enlarged 
line features five new models with 
built-in wire cutters. 

* +. ~ 


Auto Cleaning Pads 


Insects and road film can be 
cleaned from auto windshields, 
chromium lacquer and white tire 
walls with a pad made of nylon 
fibers bonded with Bakelite phenolic 
resins, according to Gustin-Bacon 
Mfg. Co., Kansas City. The com- 


bination of nylon and Bakelite 
phenolic resins is said to have a 
mild scouring action. 





WIND CORD COVERS — Scuffies are 
plastic covers designed to protect wind 
cord upholstery in automobiles. Scuffies not 
only protect the wind cord but seal 
against drafts as well, it is claimed. Guar- 
anteed to last the life of the car. Ollie 
Auto Top, 2065 Hampton Ave., St. Louis 
10, Mo. 

2 2 


Offset Screwdrivers 
For screwheads in hard-to-reach 





spots, Owatonna Tool Co., Owa- 
tonna, Minn., offers a line of offset 
screwdrivers. These are said to 
have a square body with the bit and 
offset and forged at a 45 degree 
angle to permit use around, behind 
or under obstacles. Forged from 
vanadium chrome tool steel, they 
are plated and polished. 
” 


* aa 
Wood and Metal Polish 


Pittsburgh Chemical Laboratory, 
715 Penn Ave., Pittsburgh 22, Pa., 
has announced the development of 
Steelbrite, which, it says, cleans, 
polishes and leaves a hard protec- 
tive surface on all stainless steel, 


chromium and wood surfaces. 
* * * 


: Service Data Manual 


Covers Auto Radios 


The introduction of Volume 6 in 
the “Auto Radio Service Data 
Manual” series has been announced 
by Howard W. Sams & Co., Inc., 
2201 East Forty-sixth St., Indian- 
apolis, Ind, 

This volume covers 45 auto radio 
chassis (78 models) of these units 
produced during late 1955 and 1956. 
It presents complete photo cover- 
age, parts lists, alignment informa- 
tion, schematics, and servicing 
information for each auto radio. 


51 





CABINET—A bin designed to keep re- 
conditioning materials assembled in one 
safe place and instantly available when 
needed has been marketed by Arndit- 
Palmer Laboratories, Inc., 17730 Dora 
St., Melvindale, Mich. The cabinet is 
shipped knocked down, is easily as- 
sembled, it is claimed. Decal lettering is 
furnished with the cabinet. 





“Here's the system for easy service and top profits— 
Quaker State's simplified grading system!" 


Quaker State’s Grading System is as simple as 
1 plus 1—because there are just 2 basic grades 
of oil—Light for winter and Medium for sum- 
mer. It’s a modern, common-sense method of 
oil marketing that means easier servicing, lower 
inventories, faster turnover, less storage space, 
simplified ordering and over-all streamlined 
operation. Naturally, both grades are top 
quality Quaker State—refined from pure 
Pennsylvania oil stocks. It’s another example 
of years-ahead planning from Quaker State! 


QUAKER STATE MOTOR OIL CLASSIFICATION 


LIGHT—SAE 10W, 20W and 20... 
for cold-weather service. 


MEDIUM—SAE 20W-30 ... for 
warm-weather service. 


And Super Blend SAE 10W-30HD—for 
newer high-powered, high compression 
engines... forservice MM, MSand DG. 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 
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(Continued from Page 49) 


builders and 483 supply firms. The 
mood was good, business is brisk, 
Geneva is booming, much building 
is going on. Looks like a good car 
year in Switzerland. 


From Here and There 
HAVE seen the first German 
bus to use tubeless tires. Metzeler, 
of Munich, produces the tires, which 
have a separate rubber sealing strip 
placed between tire and rim. 
The box score of Volkswagen vs. 


phines, not a bad record for a 
newcomer 
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cooled engine in the rear is said 
to be ready. 


* * * 





Caltex in Germany 


= American gasoline and 
oil producer, has set up head- 
quarters in Hannover and will start 
a chain of gas stations throughout 
has been postponed to the fall. It) west Germany. Similar operations 


seems that Fiat, the large Italian Bel 
manufacturer, hasn’t got its new — ay Furies, & om 


models ready. or 2 ae? oe 
Among them is a ture car oa 
which is said to have been de- |Sliding Roof for Opel 
signed to switch the scooter crowd EL’S new Olympia and Kapi- 
into a car of similar economy. taen models offer sliding roofs 
Russia: At the Gorki plant they|as optional equipment for about 
are said to be equipped to develop| $100. The devices are operated man- 
cars from the clay model up. At/ ually. 
present, a new Zim-13 is supposed 
to be in the werks. 


a. we . Austin Powers Matador 
Equipped a V-8 engine o HE Matador, a 1.3-ton truck with 
about 140 —. ae power, = > tae front-wheel drive, now is pow- ' 
eode - - limo le nas | ered by an Austin engine instead 


jee suiaes dak ais deckama. of the previously used German German Mechanical Liff— 


The designer is said to be Vladi- powerplant. The Austin is claimed A heavy-duty, over-the-floor mounted lift of German design is shown above. It has 


Gasoline prices are lower in named Lebedev. Also a protot stamina. se" 


Switzerland than in Germany. 

| es rence Toned iil he ined at'x|New Volvo Engine 
| Overheard at the Show later date, or so it was said. Youvo, of Sweden, has introduced | 
f Show: I believe I know| CzgecHos.tovakia: The long expected 


wes 





A swirl of oil slows you down 
without using the service brakes 


This Allison transmission, now available on 

medium- and heavy-duty trucks, is a torque 
, converter, six-speed automatic transmission, 

and hydraulic retarder all in one. 

A turbulent swirl of oil inside the transmission does the 

trick — multiplies engine braking power. You control 

the slowdown with a separate foot pedal. The more you 


depress, the slower you come down. Service brakes are 
saved for normal and emergency stops. 


The transmission automatically compensates for load, 
grade, terrain and speed. It always selects the right gear 
at the right moment and shifts under full power. 


Under way, your truck automatically locks up in direct 
drive in any gear. You enjoy top fuel economy. 


Even in the heaviest crosstown traffic it makes driving 
easier. And your trucks make better time. 


You save money. You save enough in brake linings and 


, tire wear alone to more than pay for this transmission. 
This transmission was developed by Allison from the “" 


mir Duarte, assisted by a stylist|‘0 furnish more power and more) no outside posts and is electro-mechanically operated. 


|car also has been given a face- 


In Geneva, Austin displayed a 
a new four-cylinder engine! four-cylinder coupe with a pickup 
the reason why the Turin show! Tatra 603, powered by a V-8 air-| which develops 60 horsepower. The body that can be covered with a 





famous TORQMATIC Drives that have proved themselves 

4 in years of service in the heaviest off-highway haulers. 

It is the first automatic transmission specially designed 
for medium- and heavy-duty on-highway trucks. 





eee tg 


Allison automatic transmissions are now available on 
Chevrolet and other leading trucks. TORQMATIC Drives, 
designed and built by Allison, will soon be available on 
many other makes. Ask your truck dealer. 


ALLISON DIVISION OF GENERAL MOTORS, Indianapolis, Indiana 


wt 
Afltisen TORQMATIC DRIVES 


* * + 


rubberized fabric. It’s sort of a 
country cousin to the Ford 
Ranchero. .. . 


Standard Motor Co., of England, 
has started production at its new 
plant in Sao Paulo, Brazil. Its first 
products are spare parts, valves 
and universal joints... . 

Porsche, the German sports-car 
builder, has developed a 70-horse- 
power airplane engine from its auto 


engine. 
o = = 


New Transmission 


M. VOITH CO., of Heidenheim, 

® Brenz, Germany, has appointed 

a distributor for the U. S. and Can- 

ada. The firm is a pioneer maker 

of hydraulic torque-converter trans- 
missions. 

The Diwabus transmission is fully 
automatic and works by the prin- 
ciple that power, if given two pass- 
ageways, will follow the way of 
least resistance. 

The engine is geared by a dif: 
ferential to both a mechanical 
drive and to the torque converter. 
Power transmission for starting 
will be mostly through the con- 
verter. 

Then, as less power is required to 
propel the vehicle, it will change 
gradually to the mechanical drive 
until finally only the direct mechan- 
ical drive and the direct clutch will 
‘be engaged. 

An interesting feature is that the 
stator or oil-stream guide whee 
isn’t movable since the paddles are 
fixed in the housing and only one 
pump and one turbine wheel are 
used. 






Inspection Laws 


Prevent Mishaps, 
Declares Benoit 


NEW YORK.— Many motorists 
are killed each year because they 
do not know the condition of their 
cars, according to C. A. Benoit jr. 
president, Permatex Corp., Inc, 
who advocates yearly inspection of 
vehicles. 

He said preventable accidents 
have been decreased in states which 
have inspection laws. 

Benoit said that states which 
limit compulsory inspections to cars 
five years old or older have failed 
to take the fullest precautions to 
safeguard lives. 

“They have been satisfied with 
half-way measures in a life and 
death matter,” he said. 

Benoit said he believes that mo- 
torists would not object to annual 
inspection laws because it would 
contribute to their well-being by 
cutting down accidents. 


Con Diesel Acquires 


Lima Electric Motor 


STAMFORD. — Consolidated 
Diesel Electric Corp. has repo 
acquisition by a wholly-owned sub- 
sidiary of the business and 
of Lima Electric Motor Co., Lima, 
O., manufacturer of gearshift drives 
and electric motors. 

Lima Electric Motor Co., Inc, 
has been formed as a Con Diesel 
subsidiary. Wayne M. Gideon, % 
vice-president of the predecessor 
firm, has been appointed executive 
vice-president and general manager 
of the Con Diesel subsidiary. Pat- 
rick F. Dwyer and Burt F. Wyandt 
will remain in the posts, respec- 
tively, of sales manager and chief 
engineer. 
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Hold that next 


‘Brain-storming” Session out here ! 


and watch the Customers Go Buy / 


Today’s marketing picture is changing so fast 
—so much—that if you stage a ““Brain-storm- 
ing” Session out here you're sure to bring 
your ideas into sharp, clear focus! 


Because out here you'll see the very whites of 
your customers’ eyes . . . as they rivet on the 
big, bright OUTDOOR painted bulletins and 


posters that dominate all traffic channels! 


Worried about in-store displays? Their costs 
and uncertainties?’ OUTDOOR puts you al- 
most at the point of sale itself! Circulation? 


Yes. Multi-million circulation at the lowest 
cost of any major medium! 


Now, what about remembrance value? Here’s 
what nation-wide Starch Studies show: 


4 out of 5 people every month remember see- 
ing specificOUTDOOR advertisements.* In 
markets tested, more than 90% of people 
pass current posters, an average of 21 times 
per month. 


Certainly in today’s fast-changing, mobile 


world, OUTDOOR belongs in your plans. If 


OUTDOOR ADVERTISING INC. 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 


you’re too busy to “ride a showing” OAI 
will gladly bring the full marketing story of 
OUTDOOR’s great power and low cost to 
your office. 


The proved selling power of Outdoor Advertising 
has contributed heavily to America’s prosperity. 





60 EAST 42ND STREET, NEW YORK 17, N.Y. e ATLANTA © BOSTON ¢ CHICAGO « DALLAS © DETROIT ¢ HOUSTON © LOS ANGELES « PHILADELPHIA © ST. LOUIS ¢ SAN FRANCISCO » SEATTLE 


*From Starch Continuing Study of Outdoor Advertising 
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Legislatures Enact 


New Loan 


By Bethune Jones 

Staff Correspondent 
NEW YORK. — New legislative 
and regulatory development affect- 
ing small-loan and finance com- 
panies, credit insurance, banking 
and related fields have been re- 
ported from state capitals through- 

out the country. 


Controls 


members and specify that four 
members be from occupations other 
than banking, the Colorado House 
passed and sent to the State Senate 
a 102-page bill setting up a new 
state banking code. 

Sponsors said there is very little 
that is new in the bill except for 
creation of the new board and abo- 





In Arizona, a measure has been lition of the present state bank 
approved increasing from $1,000 appeal board. 
to $1,500 the amount that can be Fiona: Plans have been an- 
loaned by installment lenders, nounced to introduce in the Florida 


Oe perc 1°57 Multiple Headlights 


Also signed was a measure| Legalized in California 


exempting banks covered by Fed-| sacRAMENTO, Calif. — A new 
Richard C. Newbold jr., right, sales vice-president, Krylon, Inc., Norristown, Pa., = ee noe ey oy A mf law legalizing the multiple head- 
manufacturer of spray acrylic plastic, spray enamels and other aerosol products, — Se Gees CS a ee lights on some new cars has been 
explains the new Life ad campaign and promotion to Krylon midwest representatives Developments elsewhere were 4S| signed by Gov. Goodwin J. Knight. 
fo the aviomotive trade at recent sales conference in Chicago. From left are Arch follows: The old law required two head- 
Miller, Robert Dickey, Robert Boardman, Walter Frazier, Warren Katz, James W. Cotorapo: After amending the| lights, one on each side. The new 
Bampton, president of Krylon; Carroll McGowen, Edward Cadden, David Logan,| measure to increase a new state/law reads “at least two headlights, 
Robert Duncan and Donald Johnson. banking board from five to nine| with at least one on each side.” 
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This Formula may show you how to gain greater time market 
penetration and PROFIT 











No dealer gets all the financing business on all 
the cars he sells. 


But every General Motors Dealer may avail 
himself of a working plan that can help keep more 
time-sales business in his hands. 


The GMAC representative in your territory can 
show you how easily it can be done. 


He'll be calling on you soon with the facts, and 
the proof. It’s worth talking about. 


GMAC 


) | GENERAL MOTORS ACCEPTANCE CORPORATION | 


— —— 


TIME PAYMEN 


PLAN 


THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers in 
CHEVROLET * PONTIAC * OLDSMOBILE 
BUICK * CADILLAC 
new cars, and used cars 
of all mokes. 





GENERAL MOTORS ACCEPTANCE CORPORATION 


- a 
Legislature, convening in April, g 
bill to require banks to turn yp. 
claimed deposits over to the 
The bill would require all banks to 
report to the state comptrollcr each 
year the amount of unclaimed 
funds and at the lapse of seven 
years, any accounts still unclaimed 
would automatically, upon proper 
advertising, escheat to the state, 

IpaHo: The governor vetoed a bil] 
which would have provided for ap- 
peal from decisions of the state 
commissioner of finance where 
plications for new bank charters 
were concerned. 

Illinois: A bill to raise from 
$500 to $800 the maximum that 
can be borrowed from smali-loan 
companies was introduced in the 
Illinois House by eight sponsors, 
who said that 23 states now per- 
mit small loans exceeding $500, 

Massacuusetts: A bill to regulate 
automobile sales financing was fg. 
vorably reported by the Massachu- 
setts State Committee on Banks 
and Banking. 

Minnesota: A bill to increage 
from $300 to $750 the maximum 
loan obtainable under the small- 
loan act was passed by the Senate 
and sent to the House, 

In another development, an 
amended compromise version of a 
House-approved bill to regulate au- 
tomobile sales financing was favor- 
ably reported to the Senate by its 
Banking Committee. 

Missovurt: A bill to increase from 
$400 to $600 the maximum which 
may be borrowed under the small- 
loan law, which permits a maxi- 
mum interest rate of 26.6 percent, 
was introduced in the Missouri 
Legislature. 

Another proposal would allow 
larger banks in Kansas City and 
St. Louis to operate one branch 
bank each. 

Nebraska: After hearing ar- 
guments against the measure, 
the Legislature's Banking, Com- 
merce and Insurance Committee 
held a bill which would author- 
ize retailers to sell on credit at 
the same interest rates which 
banks can collect on personal 
loans. 

Maximum interest under the bill 
would be 18 percent a year, ac 
cording to sponsors, who said the 
present maximum interest rate of 
9 percent a year does not cover the 
merchant's handling costs in many 
cases, 

New Mexico: A “precomputation” 
bill passed by the legislature would 
not permit increasing of interest 
rates. but would make bookkeeping 
simpler for small-loan firms, ac- 
cording to the State Banking De- 
partment. 

New York: Compromise legisla- 
tion to bring all installment sales 
under state regulation was agreed 
upon by leaders of the Republican 
majority of the Legislature and 
representatives of the Harriman 
Administration. 

The agreement was expected to 
clear the way for legislative enact- 
ment of a measure providing for 
regulation of installment sales of 
appliances, jewelry, furniture and 
anything else not regulated by & 
1956 state law applying to motor 
vehicles. 

The new legislation will require 
installment sellers to disclose in 
detail at the time of the trans 
action the price, all service charges 
and the rates at which they are 
computed, any insurance fees and 
any other costs, All these must be 
listed clearly and separately in the 
contract, with an informative de 
scription of the goods. 

Bipartisan agreement also was 
reached for the enactment of legis 
lation which would: 

Make all automobile installment 
sales subject to the regulations im- 
posed a year ago, instead of only 
those under $3,000. 

Spell out the State Banking De 
partment’s supervisory and investi- 
gative authority in regard to sales 
finance companies. 

Increase from two to three years 
the duration of loans for automo 
bile financing or other personal 
needs that banks, trust companies 
and industrial banks may make. 

Provide that once a buyer has 
paid 20 percent of the cost of a new 
purchase, the seller may not, be 
cause of default of the new pur- 
chase, repossess goods bought 
under a previous installment con- 
tract to which the new item has 
been added. 

North Dakota: A_ concurrent 
resolution calling for an interim 
study by the State Legislative 

(Continued on Page 55, Col, 1) 
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Some Requirements Eased . . . | 


Legislatures Enact 


New Loan Controls 


(Continued from Page 54) 


Research Committee of small- 
joan interest rates, installment 
sales financing and related issues 
was given final passage. 
Oxianoma: A bill passed by the 
House and sent to the Senate 
would permit banks and other 
designated financial institutions to 
close on one business day each 


week. 

Orecon: A bill proposing Satur- 
day bank closing was tabled by a 
Senate committee. 

PennsyLvani: A bill proposing a 
maximum 6 percent interest on 
loans and installment payment con- 
tracts for minor home improve- 
ments was introduced. 

Ruove Istanp: A bill introduced 
in the iegislature would regulate 
installment sales of motor vehicles 
and would license automobile sales 
finance companies under jurisdic- 
tion of the state banking commis-| 
sioners. 

Soutn Carona: A bill providing 
for a new state small-loan law, 
permitting a 6 percent interest rate 
on loans up to $200, was passed by 
the House. The measure would re- 
place the state’s 1956 small-loan 
law, the constitutionality of which 
has been attacked because three 
counties were exempted from its 
provisions. 

Texas: Two bills to regulate 
small-loan firms were favorably 
reported to the House by its | 
Judiciary Committee. One would | 
limit the total charges that could 
be made on small loans, while | 
the other would set up a licens- 
ing plan. 

The bill to limit charges would 
provide that no lender could legally 
contract for or receive interest in 
excess of 10 percent a year on loans | 
of $500 or less. Limits also would 
be placed on charges other than in- | 
terest, such as investigating fees, | 
bonuses, commissions, insurance | 
premiums or anything else in con- 
nection with the loan. 

Vermont: A bill to double the) 
limit on small loans from $300 to| 
$600 was favorably reported to the| 
Vermont Senate by its Committee 
on Banking and Corporations. | 

> 7 > | 


U. S. ‘Tax Octopus’ Hit 


By Ind. Legislature 


Both Houses of the Indiana Leg- 
islature have passed a resolution 
terming the Federal government a 
“tax octopus” and asking Congress | 
to cut taxes. | 

“Small corporations,” the Legis- 
lature said in the resolution, “are| 
finding it impossible to retain suf-| 
ficient profits after tax collection to| 
permit reasonable and healthy) 

The Legislature also attacked, as| 
the invention of Karl Marx, “highly 
Progressive income taxes (which) 


NAM Offers Tips 
On Dealing with 
Salaried Aides 


NEW YORK.—The National Assn. 
of Manufacturers has issued a 
study entitled “Satisfying Salaried 
Employes,” which it describes as “a 
Practical manual for building bet- 
ter relations with all categories of 
white-collar people.” 

These groups include technical 
and professional, clerical and steno- 
graphic, supervisory and adminis- 

ve, engineering and scientific, 
sales and research and staff per- 
sonnel. 

The study covers four areas which 
NAM says hold the answers to job 
Satisfaction in the office and lab- 
oratory. They are status and recog- 
nition, compensation, communica- 
tion and supervision. 

NAM said the booklet is designed 
to help employers find out what 

ed workers want in their job 
and to point up ways of providing 
job satisfactions. 

The 64-page booklet is available 
at 50 cents a copy.from NAM head- 
Quarters, 2 E. Forty-eighth St., New 
York 17, N. ¥. 








have made the accumulation of per- 
sonal venture capital virtually im- 
possible.” 

It asked four steps: Substantial | 
reduction of normal and _ surtax) 
rates on personal income; tax relief 
for small corporations to permit 
normal and healthy growth; drastic | 








reduction of Federal estate and| TY Contestants Vie for Rambler— 


gift taxes, and extension of excise} 
taxes at a uniform rate to remove) 


to meet budget requirements. 
* * * | 
Minnesota Bill Okays 


50-Foot Vehicle Length | 
A bill increasing the permissible 


length of vehicle combinations from | 0m trucks over 27,000 pounds to! 
yield an estimated $1,300,000 in ad-| 


45 to 50 feet and the allowable tan- 
dem axle load limit from 28,000 to 


More than a million entries were received on NBC-TV's “The Price Is Right” show 
inequities between industries and from viewers who hoped to win this Rambler Cross Country station wagon plus 


of all merchandise. 





Gov. Orville L. Freeman. 
The measure also increases taxes 


to 


ditional revenue. Although setting 


| Other prizes. To win, a viewer had to send in his estimate of the total retail valve 





| the Minnesota Legislature and sent pounds, the bill provides that the 


| weight on no two successive tandem 
| axles may exceed 60,000 pounds, 
| = = a 


Insurance Firms Fight 
‘Compulsory Conn. Bill 


32,000 pounds has been passed by a tandem axle load limit of 32,000| A bill that would require Con- 





55 


necticut motorists to carry insur- 
ance to cover medical bills up to 
$1,500 for injured passengers or 
pedestrians has met strong opposi- 





. tion from insurance companies, 


Jack Crosson, Connecticut Assn. 
of Insurance Agents, said the bill 
will “create more problems than it 
will solve.” He said the expense of 
administering such a law would 
cost “hundreds of thousands of 
dollars.” Wilber Cross jr., of the 
motor vehicle department, said his 
office could not handle administra- 
tion of the law with present space 


facilities. 
* a2 am 


Texas ‘Loss-Leader’ Bill 

The Texas Senate has approved a 
bill to prohibit retailers from limit- 
ing quantities of goods offered for 
sale at below cost. The vote was 23 
to 4. Small grocers were among the 
principal advocates of the Aiken 
bill. 


Miami DeSoto Deal Starts 


Courtesy DeSoto, Inc., 1200 N. E. 
Second Ave., has been appointed a 
new DeSoto dealer in Miami, The 
company is headed by Vern E. 
Doonan, vice-president and general 
manager, and Raymond A. Marker, 
president. 








How to get a modern building like this 
...without paying a custom price 





Butler rigid-frame construction provides post-free service 


areas up to 100-ft. wide. 


For more information, mail coupon 


your area. He’s listed in the Yellow Pages under “Buildings.” 


aD. 


£ 


Manufacturers of Buildings + Oil Equipment + Farm Equipment 
Dry Cleaners Equipment + Outdoor Advertising Equipment 
Custom Fabrication 


Sales offices in Los Angeles, Richmond, Calif. * Houston, Tex. 
Birmingham, Ala. * Atlanta, Ga. * Minneapolis, Minn. * Chicago, Il. 
Detroit, Mich. ¢ Cleveland, Ohio * New York City, Syracuse, N.Y. 
Washington, D.C. © Burlington, Ont., Canada 


This dealership has been built a new, modern way. . . 
can save you both time and money when you build or expand your 
dealership. A good proportion of this building was built in a factory! 
For the basic structure is a Butler metal building. 

Glass, wood and masonry have been judiciously combined with 
the economy of Butler’s rigid-frame and metal panel construction 
to make a distinctive, modern-appearing dealership at less cost than 
if the building had been built in the usual manner. Slow, expensive, 
custom engineering was reduced by Butler’s pre-engineered design. 
Construction was faster, too. Because the building was ready for 
assembly the minute it reached the building site, field erection was 
faster. This put the dealer in business months sooner. 

A Butler metal building can be tailored to fit your needs. There’s 


a way that 


a wide variety of sizes. Build this new, modern way and get the 


or call the Butler Builder in 


CO ee ee ee ee eee eee ee eee eee eee 


BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 
Please send more information about Butler metal buildings for automobile dealerships to: 


Name___ 
a naeanetapeneteesanicatienensoneameislleniciagettaseenenenenn mrasemannencssnsmmusenyonnssiiaictiidpnosiabtisnemmsinsie 
Street___ 
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special benefits that have made Butler metal buildings first choice 
with more than 500 automobile dealers. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
ECENTLY the writer attended 
a convention of automobile 
dealers. This legal question arose: 
“If an automobile dealer breaches a 
contract to sell an automobile to a 
purchaser, what 
amount of dam- 
ages may the pur- 
chaser recover 
from the dealer?” 
Last month a 
higher court an- 
swered this ques- 
tion in consider- 
able detail holding 
that the dealer is 
liable for the full 
amount of dam- 
agessustained 
and suffered by the purchaser. The 
jury may decide the proper damage 
allowance. 
For example, in Scherg v. Puetz 
Motor Sales, 69 N. W. (2d) 491, the 





L. T. Parker 


testimony showed facts, as follows: 
An automobile dealer, Puetz Motor 
Sales, signed a contract with one 
Scherg by the terms of which the 
dealer agreed to sell to Scherg a 
Lincoln Cosmopolitan automobile at 
the prevailing price of such model. 

In consideration therefore 
Scherg sold to Puetz Motor Sales 
his 1951 Lincoln Cosmopolitan 
automobile which had been dam- 
aged. In this contract Scherg 
agreed to pay the cost of repairs 
to put the 1951 car in proper con- 
dition. 

Also, the contract contained a 
clause to the effect that the Puetz 
Motor Sales would buy from Scherg 
the 1951 car in good repair for 
$3,500, the purchase price to apply 
on a new Lincoln Cosmopolitan 
automobile. Scherg, in accordance 
with the terms of the contract paid 
Puetz the sum of $1,021.95 for the 
repair of the 1951 car and then 


transferred the title of that car to 
Puetz. 

Puetz Motor Sales failed to de- 
liver the new model and Scherg 
sued to recover appropriate and 
reasonable damages which he 
claimed to be $3,500. 

It is interesting to observe that 
the higher court upheld the jury’s 
decision, which held that Puetz 
must pay to Scherg the sum of 
$3,500, and said: 

“It appears with reasonable clear- 
ness that the final result reached 
in this case is one which legally 
and logically followed.” 


* + * 


Silence Is Assent 


1 higher courts hold that 
silence is equal to an uncondi- 
tional acceptance of an offer, in a 
case as follows: See Davis, 252 S. W. 
989. Here the testimony showed 
that a buyer requested a seller to 
cancel an order. The seller cancelled 
the order on his books but by mis- 
take delivered the automobile. 

In later correspondence the 
seller offered to extend the usual 
time for payment if the purchaser 
would keep and pay for the auto- 
mobile. The purchaser did not re- 
spond or answer this letter, but 








“Let’s sell cars on a daily pay- 
ment basis—stressing the small 
hourly cost of our cars—” 





kept the automobile for several 
months. 

In subsequent litigation, the 
higher court held that the pur- 
chaser must pay for the automobile 
and explained that the purchaser’s 





Standard T-inch type: 
5040-8 (6-volt) and 5400-8 (12-volt). 


Special For Your Fleet Accounts 


Ruggedized 5440-S has exclusive design 
features to meet toughest service conditions. 
It will get you a lot of fleet business. (Also, 
special miniature types designed for truck 


and bus use.) 





FLASHERS 


Almost universally used for original 
equipment. Every dealer should stock 
Tung-Sol Flashers to make lighting 
service complete. No. P229D 

sal Flasher replaces nearly ever 
cially mounted 6-volt flasher. 

assortment will cake care of 85% of all 
your replacement requirements. 
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profit! 


filament. 


®TUNG-SOL 


VISION-AID HEADLAMPS - MINIATURE LAMPS - SIGNAL FLASHERS 


NEW! FOR 4-HEADLIGHT CARS 


The 5%-inch, 4001 and 4002 12-volt lamps. 4001 has single 
high beam filament. 4002 has double (high and low beam) 


Special Introductory Package For 4-Headlight 
Car Service. Low-cost introductory package contains four 
each 4001 and 4002 5%-inch Vision-Aid Headlamps. Just 
what you need to take care of immediate service requirements. 


PROFITS IN LAMPS 


TUNG-SOL 


Tung-Sol standards of lamp manufacture have been more 
than meeting the performance requirements for American 
car-makers for more than half a century. In the renewal 
field, Tung-Sol’s leadership in lamp engineering, in pack- 
aging and sales-aid material helps you maintain lamp 
volume at highest levels. Keep an eye out for 
customers’ lamp needs and push Tung-Sol for 

















i 
silence plus his failure to P-omptly 
return the automobile resulied ing 
valid contract. 

For comparison see Laruiis, 29 
N. W. 756. This higher co::rt helg 
that where a purchaser fuiled tp 
respond to a seller’s telegram ang 
permitted the seller to deliver the 
subject of the sale five days later 
the purchaser must accept and pay 
for the same because his silence 
made a valid contract. 

This court said: “This letter... 
was received by the plaintiff (pur. 
chaser) five days before the date 
of shipment and having been re. 
tained by him without obje 
we think it must be held that, as 
a matter of law, to have become 
the contract between the parties” 

Also, the higher courts hold that 
a valid and enforceable contract is 
made where a seller makes an offer; 
the purchaser submits a counter 
offer; and then the seller by his 
silence and without answering the 
counter offer, delivers the automo. 
bile to the purchaser. See Hartwell, 
299 Ill. App. 399. 

* * * 


There Are Exceptions 


Ai see Excelsior, 23 Ky. L 
Rep. 1834. Here, a purchaser 
wrote a letter to a seller making a 
counter offer different from the 
original offer submitted by the seller. 
The seller did not respond to this 
counter offer but delivered the mer- 
chandise to the purchaser. The 
higher court held that the seller's 
silence rendered the counter offer 
made by the purchaser a completed 
and valid contract. 

Generally speaking, however, 
silence of either a buyer or seller 
is not sufficient to make a valid 
and enforceable contract. 

For example, let us assume that 
@ prospective, buyer inspects an 
automobile and that he wants to 
buy it on a cash basis. The dealer 
says: “You can have this automo- 
bile for $2,600.00 cash.” The 
does not accept the offer at this 
time but two weeks later comes into 
the dealer’s place of business with 
$2,600 cash and says: “I am eccept- 
ing the offer you made me two 
weeks ago. Here is $2,600 cash and 
I want immediate delivery of the 
automobile.” 

The dealer can without liability 
refuse to deliver the automobile to 
the buyer for $2,600 for reasons, as 
follows: First, there was no valid 
consideration to make the contract 
valid and enforceable; second, a 
delay of two weeks by a purchaser 
in accepting a special offer made 
by a seller to purchase an automo- 
bile is unreasonable; third, since 
the seller had not received any com- 
munication from the buyer for two 
weeks previously, when he offered 
to sell the automobile to the pur- 
chaser for $2,600, the seller was 
justified in believing that the pur- 
chaser had permanently disre- 
garded the offer. 

In Russell, 106 Wis. 329, it was 
shown that a salesman took an 
order for one car to be shipped 
“between now and July ist.” The 
seller confirmed the order which 
stated that the car would be 
shipped in June, terms 30 days, 
with interest at 8 percent. The 
buyer did not reply and the higher 
court held that his silence did not 
make a valid contract. 

And, in Muddy, 158 Ky. 247, it 
was shown that a purchaser re 
ceived an offer from a seller and 
made no reply. The court held that 
no valid contract was made but 
that there would have been a valid 
contract, if it had been agreed in 
the past between the buyer and 
seller that the buyer’s silence un- 
der the same circumstances meant 
that he accepted the offer. 


Book Tells How 
Volkswagen Purrs 


LOS ANGELES.—If any Volks 
wagen owners can stop talking 
about their beetle-browed buckets 
long enough to do any reading, @ 
new Floyd Clymer publication 
should top their best-seller list. 

“Volkswagen Owner’s Handbook 
of Repair and Maintenance,” its 
141 pages crammed with text and 
literally hundreds of illustrations, 
covers the vehicle with Teutonic 
thoroughness. 

Perhaps, it is because the author, 
Hank Elfrink, is a graduate of the 
VW factory school for mechanics 
and an automotive engineer in his 
own right. The book is published 
at $2 by Floyd Clymer Publications, 
= S. Alvarado St., Los Angeles 
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Disenchanted Chicagoans Rip Price, Size... 
‘We Won't Buy This Spring’ 


ay W. M. McCarty 
Staff Correspondent 
CHICAGO.—A lot of motorists, 
who won't be buying new cars this 
spring, seem to think the automo- 
pile manufacturers just “don’t give 
a damn abcut the buyer.” 


This was revealed in interviews, 
a survey, letters to newspaper edi- 
tors and plain eavesdropping since 
the new models were introduced. 

While a great many people ob- 
viously were enraptured with 
what the new cars had to offer, 
and proved it by buying, another 

segment of the usual auto- 

n ublic turned away in 

ay 1956 model or a used 
car. Why? 

It’s true that you can’t please 
everybody, but a good many people 
think the manufacturers are trying 
to please themselves, alone. One 
person recalled that the manufac- 
turers once sent a booklet to the 
car buyer in which the owner could 
check his opinion of the new “gim- 
micks.” Not so any more. 

Another asserted that auto manu- 
facturers are ignoring the “growing 
demand for lower priced, light- 
weight cars that Americans want 
and can afford to buy.” He com- 
pared the situation to that of the 
bicycle industry some years back, 
when the lightweight European 
cycle began to outsell the heavier, 
trimmed American bike. 


A Chicago American columnist, 
George Murray, wrote that it is 
ridiculous when all you want is a 
little transportation and “you get a 
house on wheels.” Still another mo- 
torist said that since the “fastest, 
longest and lowest peak has to be 
reached sometime, let’s make it 
1957.” For next year, he’d like to see 
“the safest, smoothest and cheapest 
car to run.” 

“Others say they have expressed 
their wishes for smaller cars, less 
horsepower and more economy of 
operation, since last summer, but 
none of the “dream cars” show 
evidence that such plans are be- 
ing considered. 

New-car prices seem to run a 
little ahead of other objections. One 
man said, “The manufacturers are 
going to price their dealers right 
out of business.” Several said the 
price of new cars definitely pre- 
vented them from buying. 


Frequently heard was the tired 
joke: “It doesn’t matter if the car 
is longer and lower—the payments 
are still shorter and higher.” 


Despite the complaints about cost, 
many of those interviewed said 
higher downpayments and shorter 
terms would have little effect if 
they were to buy a new car. And 
most disagreed with a published 
Statement, allegedly made by an 
automobile dealer, that “A fellow 
doesn’t stop to think whether he’s 
paying 6 percent or 12 percent, as 
long as he gets enough time to pay, 
he'll buy.” 

As for design of the 1957 cars, it 
didn’t bring “oh’s and ah’s” from 
everyone. In some quarters, in fact, 
it sounded more like “moans and 
groans.” 

Car length appears to be the 
chief trouble spot, with short 
garages and parking mentioned 

many persons, especially in 
localities where parking meters 
were spaced nearly 10 years ago. 

Some said they prefer foreign 
ears for these reasons. One new-car 
Purchaser said he now has a car 
with one-fourth of its length in lug- 
gage space, which he’ll use once or 

ce a year. In Iowa, new-car 
length meant longer no-passing 
zones. 


Other complaints about design 


‘include the lack of leg room, One 


man, wondering where to put his 

feet in the middle of new autos, 

asked if he was. supposed to sit 

cross-legged, yogi-style. Several tall 

People complained that they couldn’t 

- oo knees past the steering 
eel. 


There also is scattered criticism 
of the repair cost for fenders, “out- 
Tageous” fins and “too much chrome 

ng.” 

As for what’s under the hood, 

was a general, but not 
URanimous, opinion that the 
Power of the new cars. is 
Superfluous. Most. said they could 








do without the extra horsepower 
if they could have an improve- 
ment in batteries, cooling sys- 
tems, spark plugs, etc. 

Almost all said they would pre- 
fer some other improvement over 
more horsepower. Again, some sug- 
gested lower price. Although there 
was some criticism of the miscel- 
laneous “power equipment,” most 
agreed that they would prefer it if 
they could afford it. 


A number of people commented | 
on new-car advertising by both the 
dealers and the manufacturers. | 


Most said it appealed to them, but 
one man declared, “Radio is too 





Research for Clients 


DRESHER, Pa.—Selas Corp. of 
America has arranged its labora- 
tory program to permit its research 
department to undertake contract 
research projects. A contract re- 
search sales division has been es- 
tablished under the direction of 
Robert C. LeMay. 
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loud and uncouth; most manufac- 
turers’ TV advertising is very good, 
and the newspaper type seems to 
be written for idiots.” 

The automobile salesman also 
came in for a share of criticism. 
The overaggressive type seems to 
be number one on the “unpopular” 
list and discourages more sales 
than he makes. 

A woman described another 
type of salesman, one who “snub- 
bed” her when she went shopping 
in old clothes for a high-priced 
convertible. She said she took her 
cash and went elsewhere. 


| Criticism of some dealerships also 
|was expressed. Complaints were 
| registered about dealers who fail to 
live up to advertised claims, use 
pressure to sell what’s in stock, fail 
to deliver unless extra accessories 
are taken and who are reluctant to 
obtain a particular model. 

The majority said they choose a 
dealer by shopping and make their 
decision to buy on the best final 
price. 





| 








Yarnall Denounces Bait Advertising— 


Speaking at the first annual meeting of the Greater Boston Automobile Dealers 
Assn., Frank Yarnall, standing, right, former NADA president, urged dealers to sup- 
port the Better Business Bureau in its efforts to clean up bait advertising. Yarnall 
noted that only through close cooperation by the factories, dealers and media can bait 
advertising be controlled. He said the industry as a whole is being harmed by 
unethical advertising and practices. Among those attending the meeting were, seated, 
from left, J. Gordon MacKinnon, association executive vice-president; Lt. Gov. Robert 
Murphy, acting governor of Massachusetts; and Nishan Atamian, association president. 
Standing: William H. Mitchell jr., NADA regional vice-president and director; Rudolph 
King, Massachusetts registrar of motor vehicles, and Yarnall. 
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The patented process under which Nokorode is made 
results in a coating of greater density ...a coating 
uniquely tough. Consequently, heavy applications, such as 
are recommended for other nationally advertised brands, 
are absolutely unnecessary with Nokorode. The thinner 
coat recommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness gives 
you 50% more -satisfied customers from each drum... 


50% to 100% more profit. 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


MADE UNDER THE PROCESS OF U. S. PATENT NO. 2,393,774. 


LION OIL 


A Division of Monsanto 


Chemical Company 
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MONSANTO CHEMICAL COMPANY 
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EL DORADO, ARKANSAS 
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LION Oll COMPANY 

A Division of Monsanto Chemical Company 

Dept. AN-5 

El Dorado, Arkansas 4 

Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 
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In the Letterbox 


(Continued from Page 14) 


power.” Nobody’s forced to buy the 
300-C with 375 horsepower—what 
about the Studebaker 6 with 101 
horsepower? 

Yet, in ’56, eights outsold sixes, 
by the count of 4,733,530 to 1,119,725. 
Obviously, people want power. Ram- 
bler was literally forced into mak- 
ing an eight available, by the pub- 
lic. 

“Too much chrome.” Again, let 
the public speak. We have three 
series to choose from in buying a 
Chevy or Plymouth, four in Ford. 
Yet the Belvederes, Fairlanes and 
Bel Airs comprise about 50 percent 
of sales for the low-priced three. 

The message is obvious to anyone 
—especially automobile designers. 
The American public wants chrome. 

“Ridiculous fins.” Ha! Look what’s 
happening to GM because they de- 
cided against integrated fins. Ford 
and Chrysler never had it so good. 
Say what you will, but it’s quite 


R. I. Rambler Dealers Drawing— 

Lt.-Gov. Armand H. Cote of Rhode Island draws the name of the winner of a 
prize given away by the Rhode Island Rambler Dealers Assn. in celebration of 
state-wide open houses at members’ dealerships. From left are Cote; Charles H. 
Gagnier, Providence, head of the association's advertising committee; Chester Adams, 
East Providence, advertising committee member; Hal Fenerty, American Motors district 


manager; H. Dumais, Woonsocket, association president; Gordon James, East Provi- obvious the public accepts fins. 
dence, association vice-president, and Carl Deluca, Cranston, association secretary. 


INFRA-RED HOT NEWS FROM DUNLOP 


“Modern cars are too long and 


low.” We never had such a choice — 
from Rambler’s 193.6 inches to Lin- 
coln’s 224.6 inches. In fact, Ford 
offers two lengths, with six inches 
difference between Customs and 
Fairlanes. 

Yet sales are about 50 percent 
for each. Obviously the public is 
not looking with disgust at the 
extra six inches in length or one 
inch in lowness, whether it fits in 
the garage or not. 

In closing, let me say to the next 
guy who complains about our cars: 
“Sell your Olds 98 and buy a Volks- 
wagen. In other words, put up or 
shut up. The only way designers 
will know what you want is for you 
to skip the V-8s, the long Fairlanes, 


— a, 
chose from a wide assortment” 
Sam MINNELLA, Detroit. 

a * * 


FBI Nabs Check Artist 


The FBI has apprehended Albert 
Smith in Phoenix, Ariz., and this 
writes the final chapter pertainj 
to the letter I wrote you which you 
published in Automotive News Apr, 
15. 

Again, thank you from all of ug 
at Greenlease for your assistance jp 
apprehending this criminal—gs, y 
JOHNSON, general manager, Green. 
lease Motor Car Co., (Cadillac) 
Kansas. City. 

Eprror’s Norte: In his earlier 
letter, Johnson asked Avutomoriyve 
News to help alert dealers to 
Smith, who allegedly swindled 

Greenlease and two other Cadillac 
dealers by purchasing cars with 

phony checks. 


* * * 


Buick-Olds Price Pattern 


I hope you can answer a question 


the low Plymouths, and buy your-/ for the Oldsmobile dealers in this 
|area. It is: “When did Buick start 
“And when you're through, keep | offering a Special two-door sedan 


self a tall Chevy or a short VW. 


quiet so I can enjoy my Plymouth 
Belvedere V-8 four-door hardtop 
with power steering and pushbutton 
drive. And nobody held a gun at my 
back and told me to buy, or else. I 


DUNLOP... first with INFRA-RED 
for new strength in nylon tires 


Another FIRST for Dunlop. Adding to an 
impressive list of major tire-building dis- 
coveries, Dunlop is FIRST in the industry 
to assure MAXIMUM strength in Nylon 
tires through Infra-Red “tempering.” Now 
..-with Dunlop’s unique infra-red process, 
nylon takes on greater “tempered” strength 
and stability. 

Under hot, deeply penetrating infra-red 
lamps, nylon coed Ebric is stretched by 
powerful rolls. As probing infra-red rays 
search out each and every filament, the cord 
is quickly, uniformly tempered. In 6 seconds 


infra-red provides the high degree of tem- 
pering that oven-heat methods CANNOT 
accomplish in 40 seconds. Close electronic 
control permits tensions and temperatures 
not possible with outdated hot-air machines. 


Dunlop is the FIRST and ONLY tire manu- 
facturer in the United States to increase 
nylon’s native strength through Infra-Red 
“tempering.” Combined with Dunlop’s 
AccuRay, and other advanced quality con- 
trol techniques, this revolutionary process 
makes Dunlop tires the STRONGEST 
nylons on the road today. 


DUNLOP’S AccuRay®...a new atomic 
process which accurately controls cord ply 
thickness. Only EXACT amounts of protec- 
tive rubber are uniformly applied to Dunlop 
plies. As a result... Dunlop tires are stronger 
... SAFER... better balanced. 


@TRACEMARK OF INDUSTRIAL NUCLEONICS, INC, 


Your customers will go farther... safer-..on tires by 


DUNLOP 


—they’re 
AccuRated 


DUNLOP TIRE & RUBBER CORPORATION, BUFFALO 5, N.Y. 


at a price lower than an Oldsmo- 
bile 88 two-door sedan?” 

As you know, the historic GM 
price pattern was Chevrolet, Pon- 
tiac, Oldsmobile, Buick and Cad- 
illac. It is my opinion that Buick 
transferred with Oldsmobile in 
1954, but we have no records to 
support this. 

Since many Oldsmobile dealers 
made dealership investments based 

on a well-established GM price pat- 
tern, it would be interesting to 
know at what date Buick decided 
to replace Oldsmobile as the third 
lowest-priced car in the GM group. 
—West Coast O_psmMosiLe Deauer, 

(Eprror’s Note: The Buick Spe- 
cial two-door sedan has been 
priced below the Oldsmobile % 
two-door sedan in every model 
year since 1951. In 1950, Buick’s 
price leader was a Special busi- 
ness coupe at $1,803, while the 
Oldsmobile leader was a Series 7% 
club coupe at $1,719. Buick did 
not offer a Special two-door se- 
dan in 1950.) 

Res 


Thanks for Editorial 


Congratulations on your splendid 
editorial Apr. 22. This may be the 
spark necessary to get the ball roll- 
ing for a complete new dealer ac. 
counting system and finance state 
ment. I hope so. — Exson G. Sumas, 
(Ford), Vincennes, Ind. 

© . a 


Likes Articles 


I read John Munn’s column in the 
Apr. 22 issue of Automotive News 
on operating the service and parts 
department on a cash basis, and am 
very interested in obtaining the 
previous three installments. — A. G. 
Rupp, Rupp Chevrolet Corp., Lyn- 
brook, N. Y. 

. 7 o 


Praise Almanac 

As usual, the 1957 Automotive 
News Almanac is a very interesting 
issue, and I think you are to be 
complimented on the job that is 
done year after year. — Paut C 
ACKERMAN, vice-president, director 
of engineering, Chrysler Corp, 
Detroit. 

> . . 


The only comment I could pot 
sibly make is that, like its predece® 
sors, I regard the Almanac as @ 
indispensable tool for anybody it 
terested in the automotive industry 
in any way.—W. A. P. Joun, Mac 
Manus, John & Adams, Inc., Bloom- 
field Hills, Mich. 


a * * 


I have received my copy of the 
1957 Automotive News yearbook 
and am very pleased to see that, 
along with the new outward ap- 
pearance of the book, you have 
retained all the information which 
is so vital to the automotive it 
dustry. 

You are to be congratulated for 
the very fine job which you have 
done in preparing this book — 
D. S. Harper, executive vice-prest 
dent, Ford Motor Co., Dearborn. 

* * + 
Haven’t had a chance to read 
through it thoroughly, but have 
seen so far that you did a 
job again. Keep up the good work! 
--Wu.tum C. Newserc, group vice 
president, Chrysler Corp., Detroit 
7 as s 


Your 1957 Almanac .. . will be 
most useful and helpful to mé 
and to my office—E. C. Row, 

(Continued on Page 59, Col. 1) 
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(Continued from Page 58) 
ministrative vice-president, Chrys- | good fashion, and I assure you it 


oit. 
ler Corp. ~— * » 


I always go through it from 
cover to cover and find it very 
interesting. — R. M. Kyes, vice- 
president, General Motors Corp., 
Detroit. 


: s * 
tulations! You’ve done it 
! A still better Automotive 
News Almanac — Bigger, Better 
Looking, More Informative, More 
Useful. — Dan Beck, Executives 
Selection & Training Institute, De- 


troit. > > * 


The Automotive News Almanac 
seems to get better each year. This 
is, by all odds, your best. 

It’s the one encyclopedia of the 
industry, and I don’t mind admit- 

that I use it many times 
throughout the year for reference. 
— C. L. Jaconson, vice-president, 


Chrysler Corp., Detroit. 
= * * 


Fine Service 

I know the value of your annual 
issue, and I will take great pleasure 
in looking it over. I think this is a 
fine service to the dealer sub- 
seribers of Automotive News and 
certainly gives them a composite of 
specifications, history and facts re- 
garding the industry, that they ap- 
preciate.—Dean CHAFFIN, vice-presi- 
dent, NADA. | ad 


I see you have done your 
usual outstanding job with the 1957 
Avromotive News Almanac—which, 
if anything, is even better this year. 
—Royr D. Cuarin Jr., general man- 
ager, Automotive Division, Ameri- 
can Motors Corp. 
os * > 
Very good—I believe the best 
you have ever had.—Pavut Rowsey, 
City Chevrolet Co., Muskogee, 
Okla. 
> * > 
I would like to . . . commend you 
on the outstanding Almanac for 
1957 which I have just received.— 
Pam J. MonaGHAN, general man- 
ager, GMC Truck & Coach Division. 


This is an excellent edition, but, 
frankly, I have felt that each of 
the previous ones were also top- 
flight— J. Saxton Lioyp, Daytona 
Motor Co., (Buick-Cadillac), Day- 
tona Beach, Fila. 


= * > 

Valuable Almanac 

The Automotive News Almanac 
... is a collection of valuable in- 
formation and has proved an excel- 
lent reference book for my office 
in the past. I have regular need for 
such materials, and I plan to keep 
your new volume close at hand.— 
— Cote, general manager, Chev- 


I am sure a great deal of effort 
has gone into the preparation of 
such a comprehensive coverage of 
the automobile industry. You are to 
be congratulated for the excellent 
resulting Almanac.—Ben D. Mus, 
general manager, Lincoln. 

+ a . 


The Almanac .. . is an excellent 
job.— Cuartes A. CHAYNE, vice- 
president, engineering staff, Gen- 
eral Motors Corp. 

* * > 

The Almanac certainly is well 
done.—Rosert F. Biackx, chairman, 
White Motor Co., Cleveland. 

” . + 


The 1957 Almanac is a very well- 
put-together book, which summa- 
Tizes the auto industry in very 





Power-Steering Gains 
Credited to Women 


DETROIT.—Marketing polls in- 
increasingly >nece voice S 
car 


will receive a special place in my 

library at home.—E. T. 

general manager, Buick. 
* * * 


RaGspDALe, 


You’ve done it once again! Your 
1957 Almanac is great.—Gerorce W. 
Watxer, director of styling, Ford 
Motor Co. 


* * 
Wonderful Job 

You certainly did a wonderful 
job on your 2ist Almanac, and I 
am most happy to have it—Henry 
Forp II, president, Ford Motor Co. 

+ * s 

Each year we in the automotive 
industry read your newest Almanac 
and wonder how you can possibly 
equal, or surpass it, the next year. 
But like the industry itself, you 
do not stand still, but instead make 
constant improvements. 

The 1957 issue will require many 
weeks of reading to absorb even 
a portion of its valuable contents, 
so I am keeping a reference copy 


on my desk. — M. C. Parrerson, 
president, Dodge. 
+ * 


I received the 21st edition of 
the Automotive News Almanac 
yesterday, and must say it is 
very nicely done, indeed.—S. E. 
Knupsen, general manager, Pon- 
tiac. 


* * * 


As usual, the Almanac is good 
and useful information. — WniuM 
J. Bmp, staff executive, Automotive 
Group, Chrysler Corp. 

* * ca 

I have taken a good look at this 
year’s Almanac, and believe me,. I 
can make good use of it. It gets 
better each year. Keep up the good 
work.—R. C. Somerviie, asst. to 
vice-president, Chrysler Corp. 

* = * 


Your very fine Almanac for 
1957 was received a couple of 
days ago. Thanks very much for 
a@ yearbook which contains so 
much information.—W. E. Fisn, 
general sales manager, Chevrolet. 

* + = 


I wish to congratulate you and 
the members of your organization 
on the splendid job they did on the 
21st edition of the Automotive News 
yearbook.— A.sert H. Berm, gen- 
eral sales manager, Buick. 





Pontiac for Top Driver— 


Rene Govirand, right, who was re- 
cently awarded a trophy as ‘America's 
Safest Driver’ by the Car Life Testing 
Bureau, Washington, signs an order for 
@ new Pontiac at Don Allen Pontiac, New 
York. At left is Rene Sbath, Don Alien 
salesman who made the deal. Govirond, 


whose Automobile Old Timers card is | ™ 


dated 1897, was honored for over 50 
years of driving without and accident. 


Legislatures Eye 
Trading Stamps; 
Mass. Asks Probe 


RED BANK, N, J.—Legislatures 
in three states have taken action 
regarding use of trading stamps, 
according to reports from state 
capitals. 

An anti-trading stamp bill in 
North Carolina would increase the 
privilege tax from $200 to $600 per 
year for each redemption store, 

It also would levy a 10 percent 
sales tax on each stamp dealer and 
a 2 percent stamp use tax on each 
merchant issuing stamps. 

In Florida a bill would require 
trading stamps to be redeemable in 


-icash as well as merchandise with 


the cash value to be imprinted on 
the face of each stamp. 

A resolution has been favorably 
reported to the Massachusetts 
Legislature by a committee on mer- 
cantile affairs which would author- 
ize an investigation of trading 
stamps. 


The back pages of every issue of AUTO- 

OTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 
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Westfall Accents Used-Car Sales 


CHILLICOTHE, Mo, — There are 
all kinds of ways of running a 
retail automobile store. Some deal- 
ers concentrate on volume and new 
cars. Some figure the used-car lot 
as an extra burden, but the fact 
remains that the dealer who oper- 
ates his used-car lot as an essential 
part of the business usually thrives 
better. 

In the latter school is Frank 
Westfall, manager, Glenn Miller 
Buick here, who believes that no 
profit can come from the new-car 
sale until the used-car tradein 
has been sold. 

He carries it further and con- 
centrates on used-car sales. He said 
that formerly a profit was possible 
in the sale of a new car and two 
deals—the tradein and its tradein 
—but now he feels the best way 
is to run the thing into four or 
five deals by subsequent trades. 

With each new-car sales, Westfall 
visualizes four or five subsequent 
deals. 

However, as with all formulas, 
there is a fly in the ointment if 
the dealer just parks the trades 
on the lot and lets nature take 
its course. 

Westfall concentrates his sales 
attention on the used-car depart- 
ment, Each unit is cleaned up, 
tuned and made ready for a buyer. 
The most important thing, he told 
Automotive News, is to have enough 
variety to keep prospective used- 
car buyers coming. 


When variety is scant, he said, 
buyers quit coming. So, if the 
new-car department can’t provide 
enough proper models, then the 
dealer needs to buy to stock up 
his lot. 

“One of the most important 
things,” Westfall said, “is to have 
a balanced inventory in the used- 
car department, That means enough 
of the most profitable items, which 
right now are 52s, 53s and 54s, The 
56s are too high, and 55s are a little 
on the high side.” 

While no prospect for a new car 
ever is slighted, Westfall said, the 
most important thing is to sell the 
used car as quickly as possible 
even if it has to be replaced the 
next week. 

Due to a falling scale of value, 
it can be replaced at market value 
or less while the new-car price re- 
mains standard for at least nine 
months of the year. This gives the 
dealer time, he said, to work out 
better deals with his new inventory. 

Westfall said that a good used- 
car inventory will attract enough 
buyers so that a small percent- 
age can be sold new cars, but 
even then that it may be best 
to sell this prospect the used 
car. 

He finds, too, that the service 
department can feed prospects for 
new and used cars. Here again, he 


Seiberling Offers 
57 ‘Jet? Auto Tire 


AKRON. — Seiberling Rubber Co. 
has announced a new “1957 model” 
of a premium passenger car tire 
claimed to be strong enough to 
withstand the shock of landing a 
jet airplane. 

The company’s new tire retains 
construction features possessed by 
its predecessor, tested earlier under 
conditions simulating the landing of 
an F-86 Sabre Jet, according to L. 
M. Seiberling, sales vice-president. 

Development engineers at the 
company have added a feature 
called “silencer blocks” designed to 
improve the tire’s road-gripping 
abilities and cut tire “squeal.” 


6,000 Models Expected 
In Fisher Body Contest 


DETROIT. — Nearly 6,000 boys 
are working on model cars to be 
entered in this year’s Fisher Body 
Craftsman’s Guild competition, ac- 
cording to Norman May, guild 
technical supervisor. 

The contest closes June 3, and 
winners will be announced in July. 
At stake this year are $38,000 in 
scholarships and another $77,000 in 
eash and other awards. 


prefers to have this selling accent 
on the used car. 

Sometimes the service depart- 
ment can recommend a used car 
on the lot in place of a repair 
job on the customer’s car. The 
repairs then can be made on the 
car taken in trade and it can be 
sold at a good profit, possibly with 
the subsequent trades generating a 
set of two or three deals. 

Westfall prefers to think of car 


buyers as being in two distinct 
classes—new car and used car, He 
said judicious conversation can be 
learned if the customer hag been 
in the habit of buying a new car 
or a used car and thus the sales 
effort can be accented according to 
classification. 

He said that there was no 
particular advantage in selling 
a customer up to a higher priced 


new car unless he always has 
been a new-car buyer, since the 
profit in the sale of a ’54, for 
instance, may be greater than 
that produced by the new car. 

Circumstances alter cases, he 
pointed out, such as when a pros- 
pect has a car to trade that is in 
demand and for which they may 
have a prospect, In such cases it 
is well to try to make the sale that 
will generate the most deals in the 
shortest time. 

“But if we admit that we can’t 
make a profit until the trade is 
sold,” Westfall said, “then it be- 
hoves us to give used-car deals the 
strict attention they deserve.” 


Canadian Dealers. 
Number 4,942 


TORONTO, — New-car dealers 
in Canada as of Feb. 28, numbereg 
4,942, according to a report to the 
Government submitted by the Cap. 
adian Automobile Chamber of Com. 
merce, Inc. 

The dealerships, according to the 
report, had 42,817 employes and q 
payroll for the month amounting to 
$13,325,889. 

Sales in February amounted to 
$14,998,758, the report said. 


Now LUM-PUF 


U. S. Patent Nos. 2757436, 2757437, 2757434 










rs 


alerg 
bered 
> the 


Com. 
D the 
nd a 
ng to 


d to 











DETROIT.—Proper servicing of 
an automobile can save 20 percent 
in fuel costs and increase operating 
efficiency, according to Les Viland 
and Carl Chakmakian, American 
Motors engineers. 

Viland and Chakmakian are 
AMC’s “economy-run” pilots. They 
Feet clam sn Rn TS 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


Tips from AMC Experts .. . 
Adjust Engine, Save Gas 


recently drove a Rambler six- 
cylinder four-door sedan with 
overdrive on a economy 
test from Winnipeg, Man., to 

Monterrey, Mexico. 

Last year, the pair averaged 32.09 
miles a gallon on a run from Los 
Angeles to New York, a gasoline 
cost of nine-tenths of a cent a mile. 


One of their secrets is a lean 
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metering rod in the carburetor 
which is said to deliver up to two 
extra miles a gallon. Another is a 
“hot” thermostat which increases 
internal temperature, thus reducing 
friction. 

Many of the other items covered 
by Viland and Chakmakian are 
covered by a minor engine tuneup. 
They include: 

1. Ignition spark timing. Im- 
proper timing reduces horsepower 


| by not taking full advantage of 


the compressed fuel-air mixture at 
the proper time. 
2. Checking the compression pres- 
sure of each cylinder to determine 





"1957 X-Ray’ 
AMC Booklet Compares 


Lowest-Priced 

DETROIT. — The “1957 X-Ray,” 
a booklet which shows the differ- 
ences in various makes of the low- 
est-priced automobiles, has been 
published by American Motors, 

The illustrated booklets are avail- 
able at all American Motors dealer- 
ships. The books compare cars in 
such areas as styling, engineering, 
comfort, safety and trade-in value. 


gine. This would uncover leaking 


the mechanical condition of the en-! valves or faulty piston rings. 
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PUFFED FOR BEAUTY! PUFFED FOR COMFORT! 


fachion {abrice of garan 


For further information, contact your supplier or write to: CHICOPEE MILLS, INC., Lumite Division, 47 Worth St., New York 13, N. ¥. 
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3. Check the valves for proper 
operating clearance if the engine 
has mechanical lifters. 

4. Check adjustment of automatic 
choke. 

5. Plugs should be cleaned and 
gapped properly to avoid a weak 
spark, which causes an incomplete 
combustion of the fuel-air mixture. 

6. Inspection of distributor points. 

7. Check all driving belts—fan, 
generator, air-conditioning, power 
steering—for proper tension. If they 
are too tight, friction is increased. 

Wheel bearings and brakes also 
should be adjusted to cut friction, 
they said, and wheel balancing 
and front-end alignment also were 
recommended. 

The drivers said that increasing 
tire pressure to 28 pounds would 
boost gas mileage. They added that 
hiking pressure to 34 pounds would 
save almost half a mile per gallon. 

C. M. Tillinghast, AMC general 
parts and service manager, said the 
average dealership would charge 
about $30 to prepare a car along 
the lines recommended by Viland 
and Chakmakian. This could be cut 
to about $15, he said, if wheel bal- 
ancing and front-end alignment 
were not needed. 


Fleet Executives 


Of Large Firms 
Form Trade Unit 


NEW YORK.—Formation of the 
National Assn. of Fleet Administra- 
tors, Inc. — first organization of 
executives administering fleets of 
passenger vehicles — has been an- 
nounced by J. W. Limpert, of Stand- 
ard Brands, Inc., president of the 
new group. 

Limpert said the 25 charter mem- 
bers administer fleets totalling more 
than 42,000 passenger cars valued 
at $77 million. He said the group is 
mapping plans to broaden member- 
ship and plans to extend its organi- 
zation to the regional level. 

Aims of the group, according to 
Limpert, are to encourage and pro- 
mote efficient fleet organization, to 
promote educational campaigns 
emphasizing the importance of effi- 
ciently and safely operated automo- 
tive fleets and to conduct educa- 
tional and training programs for 
fleet operators. 

Other officers are: E, J. Parker, 
Hartford Fire Insurance group, 
board chairman; Samuel Lee, Lee 
Fleet Management, and James Bek- 
kering, Gerber Products Co., direc- 
tors; F. H. Piper, Minnesota Mining 
& Mfg. Co.; R. K. Reese, Kraft 
Foods Co., and G. E. Wilson, Lever 
Brothers Co., vice-presidents; C. B. 
Whitaker, General Mills, Inc., sec- 
retary, S. L. Landau, Picker X-Ray 
Corp., treasurer, and J. O. Sibley, 
U. S. Fidelity & Guaranty Co., as- 
sistant treasurer. 


White on Top 


Il’s Favorite Choice 


In Charlotte 


CHARLOTTE, N. C. — New car 
buyers are showing increased in- 
terest in white as a part of the 
color scheme, in the opinion of 
leading dealers in the Charlotte 
area. 

According to a survey conducted 
by the Charlotte Observer, dealers 
here estimate that 85 to 95 percent 
of all cars being sold in the lowest 
to medium-price ranges are two- 
tones and the majority of these 
have white—usually for the top. 

“A higher price car line is about 
to begin a trend back to black, 
but this is exceptional case,” the 
Observer survey revealed. 

“At least one dealership finds car 
buyers getting more co ive 
in their color choices, Pastels have 
given way to combinations of white 
with black, blue and green.” 


Dealers Select Gorgie 


In Mahoning County, O. 


YOUNGSTOWN, O.—F rank Gor- 
gie has been elected president of 
the Mahoning County Automobile 
Merchants Assh. He succeeds Sam 
Mirkin. 

Other officers are Hildemar E. 
Johnson and Howard Seabrooks, 
vice-presidents; William Wolf. fi- 
nancial secretary and Joseph Mir- 
kin, treasurer. Trustees are John 
Paul, Wayne Barrett, David Mc- 
Comb, Ed Smith, Lester F. Don- 
nell, Sam Merkin and Harold 
Hersch. 
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Reo, 2; Diamond T, 1; White, 1,| how weather can affect spring bugj. 


Sales Conditions in Various Areas... 





Auto Market Reports 


Manhattan, Kans. 

Sales of new cars in Riley County 
(Manhattan), Kans. held about 
steady in April when 110 units were 
registered, compared with 112 in the 
previous month. 

Used-car sales held the edge in 
April, with 363 units registered, 
compared with 343 in March. 

New-truck sales strengthened in 
April, compared with the previous 
month, The score: 11 to 7. 

Sales in the used-truck depart- 
ment also were on the upgrade, 
with 40 units registered in April 
and 30 in March, (George M, Hun- 
holz.) 

” s * 
Louisville 

The lethargy which has charac- 
terized the new-car market in 
Louisville so far this year held April 
sales to 1,652, or 4 percent fewer 


than the 1,720 recorded in the pre- 
vious month. 

For the four-month period, sales 
totalled 6,502, compared with 7,943 
in 1956. 

April sales by makes were: 
Plym- 


ard, 2; Renault, 2; Austin Healy, 
1; Jaguar, 1; MG, 1, and Triumph, 
L 

Truck sales in April amounted to 
201 units, a gain of 31 percent over 
the 153 sold in March. The four- 
month total was 681 in 1957 and 923 
in 1956. 

By make, April truck sales were: 
Ford, 82; Chevrolet, 69; Interna- 
tional, 15; GMC, 9; Diamond T, 6; 


Mack, 4; Dodge, 3; White, 3; Willys,|19; Divco, 6; Dodge, 


2; Volkswagen, 1, and miscellane- 
ous, 4.—(A. W. Williams.) 


Washington, D. C. 
Dealers in the National Capital 
area sold 1,974 new cars in April, or 
14 percent fewer than the 2,283 reg- 
istered in the previous month, 
New-truck sales, meanwhile, rose 
11 percent from 181 to 202. 
New-car sales were shared in 
this fashion: Chevrolet, 492; Ford, 
202; Pontiac, 153; 


393; Plymouth, 
Oldsmobile, 144; Buick, 114; 
Dodge, 1 $ 


Truck sales were: Chevrolet, 102; 


and Willys, 1—(William Ullman.) 
= a > 


Boise, Id. 

New-car registrations in Ada 
County (Boise), Id., soared during 
April to total 302, compared with 
184 in the previous month. 

Truck sales increased more mod- 
estly, from 42 to 49. 

Ford jumped into the lead in 
April, after trailing Chevrolet a 
month earlier. Ford’s April total 
was 89, compared with 58 for Chev- 
rolet. In third place was Volks- 
wagen, with 22. 

Other registrations were: Plym- 
outh, 21; Buick, 17; Rambler, 16; 
Mercury, 15; Cadillac, 14; Pontiac, 
13; Oldsmobile, 10; Dodge, 6; Chrys- 
ler, 5; Lincoln, 4; Studebaker, 3; 
DeSoto, 1; Hudson, 1; Nash, 1; 
Willys, 1, and miscellaneous, 5. 

Truck sales were: Ford, 17; Chev- 
rolet, 15; GMC, 4; Willys, 4; Inter- 
national, 2; Reo, 1; Studebaker, 1, 
and miscellaneous, 5. 

+ + © 


Ottawa 
A spell of cold, dark days in early 


Ford, 40; International, 22; GMC,)} May dropped both new and used-car 


6; Mack, 2;| sales in Ottawa, proving once again 


here's 4 reason why ... 


Take it off the floor 





That’s 


the trend—to save space 


.-- increase efficiency ... cut labor 
costs... step up profits! 

Aro’s advanced design and ease 
of operation make Arolube Serv- 
ice Reels the first choice of profit 
minded service stations and car 
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dealers all over America. 
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Overhead service for chassis, 
gear, A.T.F., motor oil, air, water 
and anti-freeze. Use the 36 month 
warranted AL-207 Aro Pump 


for overhead power. See 
Automotive Wholesaler. 


your 


THE ARO EQUIPMENT CORPORATION, GENERAL OFFICES —BRYAN, OHIO 
Plants at Bryan and Cleveland, Ohio 
Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif. » Aro Equipment of Canada, Ltd., Toronto 15, Ont. 
Offices in All Principal Cities 


DEPEND ON 


ARO! 


LUBRICATING 
EQUIPMENT 
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LUBE EQUIPMENT 


Avtomotive — Farm — Industry 
Also. 
Grease Fittings 


-» Air Tools ... Aircraft Products 


—., 


ness. 

“Our sales of new cars fell 
during the first week in May,” gaiq 
a spokesman for one large d 
quoting statistics to prove 
were better in last half of April, 

Some dealers estimated a drop of 
50 percent in both new and useq. 
car business within a seven-day 
period in early May.—(M. 1 


Schwartz.) 
* + * 


Youngstown, O. 

A total of 1,016 new cars were 
sold in Mahoning County (Youngs. 
town), O., during April, or 3 percent 
fewer than the 1,044 registered in 
the previous month. 

April used-car sales dropped 19 
percent, from 2,236 to 2,009. 

New-car registrations by make 
were: Ford, 263; Chevrolet, 161; 
Plymouth, 126; Pontiac, 87; Dodge, 
77; Buick, 63; Mercury, 52; Olds- 
mobile, 50; Chrysler, 39; DeSoto, 
28; Cadillac, 20; Studebaker, ll; 
Volkswagen, 10; Hudson, 8; Lin. 
coln, 8; Nash, 6; Volvo, 3; Pack. 
- 2; Renault, 1, and Borgward, 

New-truck sales totalled 72, and 
were distributed as follows: Ford, 
30; Dodge, 11; GMC, 10; Chevrolet, 
8; International, 6; Mack, 5, and 
White, 2. 


* * aa 
Chicago 

Used-car sales in the Chicago area 
are just about equal to the same 
period last year, a sampling of used- 
car dealers scattered disclosed, 

Most dealers report that lower. 
priced models are moving the best, 
with very little action on ’56 models, 
One dealer, however, said that all 
price ranges were moving equally 
where they were clean cars. Another 
dealer said his best movers were 
those under $500. 

One dealer said that while the 
first three months had been slow, 
April sales had shown an appred- 
able increase. Another dealer said 
he had noticed an increase in the 
number of “youngsters” who were 
buying higher priced used cars, but 
none of the other dealers reported 
having noticed this—(W. M. Me 
Carty.) 


Baltimore 
Registrations of new cars in Bal- 
timore were up about one-quarter in 
March, totalling 2,803 as compared 
with 2,229 in the previous month. 
A gain of 7 percent marked new- 
truck sales, with the total climbing 
to 204 from 190. 

Car registrations by make were: 
Ford, 677; Chevrolet, 546; Plym- 
outh, 435; Oldsmobile, 215; Dodge, 
184; Pontiac, 178; Buick, 143; Mer- 
cury, 122; Chrysler, 72; DeSoto, 
63; Cadillac, 58; Studebaker, 32; 
Nash, 18; Lincoln, 15; Hudson, 5; 
Packard, 5; Continental, 1, and 

34. 


miscellaneous, 

Truck registrations were: Chev- 
rolet, 69; Ford, 51; International, 
25; Dodge, 19; Mack, 16; GMC, 13; 
Willys, 4; White, 3; Reo, 2; Brock- 
way, 1, and miscellaneous, 1.—(Kate 
Savage.) 


Houston 
Houston new-car dealers sold 5,540 
units during April, a gain of nearly 
29 percent over the previous month's 
total of 4,294. 

By make, registrations were: 
Ford, 1,863; Chevrolet, 1,1%; 
Plymouth, 630; Buick, 378; Olds- 

Mercury, 238; Pon- 
’ 


New truck registrations were UP 
10 percent, from 672 to 739. BY 
make, they were: Ford, 307; Chev- 
rolet, 288; International, 66; GMC, 
24; Dodge, 20; Diamond T, 1; 
White, 10; Mack, 6; Studebaker, 2; 
Volkswagen, 2; Goliath, 1; Reo, 1 
and Willys, 1—(Ruby Fenoglio.) 

. * a 


Sioux City, Ia. 

A total of 249 new cars were reg- 
istered during April in Woodbury 
County (Sioux City), Ia, 3 percent 
fewer than the 258 sold in the pre 
vious month. 

Truck sales, however, rosé 
sharply, from 24 to 40. 

By make, new-car sales were: 
Chevrolet, 57; Ford, 50; Plymouth, 
(Continued on Page 63, Col. 1) 
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96; Buick, 23; a 21; 
tiac, 16; Dodge, 12; Mercury, 
ee Nash, 6; Cadillac, 5; Chrysler, 
4; Lincoln, 4; DeSoto, 2; Stude- 
paker, 2: Imperial, 1, and Checker, 
L 
Truck sales were: Chevrolet, 18; 
International, 11; Ford, 8; Diamond 
T, 1; Dodge, 1, and Studebaker, 1. 
: + * * 


Minneapolis 

Registrations of new cars in Hen- 

nepin County (Minneapolis) in April 
showed the usual upsurge that oc- 
cars every year in the same month. 

Dealers generally register their 

cars on hand in April in advance 
of the May 1 personal property as- 
sessment date. 

Registrations in April, accord- 
ing to Finance and Commerce, 
business newspaper, totalled 6,158, 
compared with 3,163 in March. 
Registrations by make were: Ford, 

1463; Chevrolet, 1,330; Plymouth, 
963; Oldsmobile, 487; Buick, 426; 
Mercury, 422; Dodge, 326; Pontiac, 
998; Chrysler, 147; DeSoto, 109; 
Rambler, 108; Studebaker, 100; Cad- 
flac, 86; Lincoln, 55; Nash, 26; 
Volkswagen, 15; Packard, 12; Hud- 
son, 7; Willys, 4, and miscellaneous, 


14. 

New-truck registrations in April 
were 517, compared with 235 in 
March. By makes, they were: Ford, 
m1: Chevrolet, 170; Dodge, 36; 
White, 25; International, 16; Willys, 
16; GMC, 14; Studebaker, 7; Volks- 
wagen, 6; Reo, 3; Mack, 2, and mis- 
cellaneous, 1—(Donald M,. Lyons.) 

= os * 


Dallas 


A sharp drop in new-car regis- 
trations was recorded in Dallas dur- 
ing April, with the total of 2,839, far 
below the previous month’s count 
of 3,796 and the February total of 


Chevrolet recaptured first place 
from Ford by a margin of 782 to 
163. Plymouth was pushed out of 
third place by Oldsmobile, 241 to 
239. 

Other registrations were: Buick, 
160; Pontiac, 129; Mercury, 117; 
Dodge, 86; Cadillac, 79; DeSoto, 
46; Nash, 45; Chrysler, 41; Volks- 
wagen, 25; Imperial, 20; Lincoln, 
14; Rambler, 12; Renault, 10; MG, 
8; Studebaker, 4; Packard, 1; 
Willys, 1, and miscellaneous, 16. 

April new-truck registrations 
were 269, compared with 535 in the 
previous month and 422 in Febru- 
ary. 

By makes, registrations were: 
Ford, 110; Chevrolet, 94; Interna- 
tional, 43; Mack, 8; GMC, 7; Dia- 
mond T, 3; Studebaker, 2, and 
White, 2—(Ruby Fenoglio.) 


* * * 


Toledo 


New-car sales in Toledo and Lu- 
cas County, O., were off in April 
from the previous month and also 
from April, 1956, according to fig- 
ures compiled by the Toledo Auto- 
mobile Dealers Assn. 

April sales totalled 1,781, for a 
decline of 339 from the previous 
month, and 97 from April, 1956. 
However, sales for the year through 
April, at 7,516, continued ahead of 
the total of 7,438 for the first four 
months of 1956. 

April registrations by makes 
were: Ford, 466; Chevrolet, 353; 
Plymouth, 194; Dodge, 148; Pontiac, 
128; Buick, 116; Oldsmobile, 102; 
Mercury, 68; Chrysler, 55; DeSoto, 
37; Cadillac, 36; Imperial, 18; Stude- 
baker, 14; Rambler, 12; Lincoln, 8; 
Volkswagen, 8; Nash, 6; Willys, 4; 
Hudson, 1, and Packard, 1.—(George 
E. Toles.) 


* * 7” 


Indianapolis 

Sales of new cars in Marion 
County (Indianapolis), rose 5 per- 
cent in April to total 2,894, com- 
pared with 2,755 in the previous 
month. 

New-truck sales were up 22 per- 
cent, from 192 to 284. 

By make, new-car registrations 
during the month were: Ford, 695; 
Chevrolet, 524; Plymouth, 405; 

bile, 216; Buick, 208; Pon- 

164; Dodge, 147; Mercury, 

124; Chrysler, 66; DeSoto, 65; 
ac, 68; Rambler, 50; Stude- 
baker, 35; Imperial, 31; Volks- 
Wwagen, 27; Nash, 21; Packard, 11; 
Lincoln, 9; MG, 7; Volvo, 6; Jag- 
Uar, 4; Metropolitan, 4; English 


Ford, 3; Hudson, 3; Austin-Healy, 
2; Alfa Romeo, 1; Borgward, 1; 
Porsche, 1, and Triumph, 1. 
Truck sales were: Ford, 78; In- 
ternational, 47; Chevrolet, 43; 
Dodge, 21; GMC, 9; White, 8; Willys, 
7; Volkswagen, 6; Reo, 5; Divco, 4; 
Autocar, 2; Studebaker, 2; Mack, 1, 
and miscellaneous, 1.—(C. L. Kern.) 
* + + 


New Orleans 

New-car sales during April in 
New Orleans totalled 2,511 for the 
best single month’s effort since June, 
1955. 

The April volume was 11 percent 
over the 2,258 new cars sold in 
March. 


New-truck sales amounting to 296 


Kyle Gillespie Opens 
Kyle Gillespie Motors, Inc, (Lin- 
coln-Mercury) has opened at 901 
25th St., Galveston, Tex. The firm 
formerly was Geo. Spiker Motors. 


MORE CONVENIENT WORKING POSITIONS 


in April were virtually the same as 
the 298 recorded in March. 


April new-car registrations 
were: Chevrolet, 818; Ford, 570; 
Plymouth, 273; Pontiac, 213; Mer- 
cury, 126; Buick, 117; Oldsmobile, 
116; Dodge, 69; Chrysler, 44; 
Volkswagen, 42; DeSoto, 31; Cad- 
illac, 29; Imperial, 15; Studebaker, 
15; MG, 12; Lincoln, 8; Jaguar, 5; 
Packard, 2; Nash, 1; Rambler, 1, 
and Willys, 1. 

Truck sales by make: Ford, 122; 
Chevrolet, 105; International, 26; 
GMC, 15; Mack, 12; Dodge, 9; Dia- 
mond T, 3; White, 3, and Willys, 1. 
—(Gordon Hebert.) 

* . = 


Birmingham, Ala. 

Sales of new cars in Birmingham, 
Ala., in April amounted to 1,627, 
compared with 1,597 in March. 

Ford moved into No. 1 Spot for 
the month by edging Chevrolet, 
469 to 464. 


Other registrations were: Plym- 
outh, 122; Oldsmobile, 110; Buick, 
97; Pontiac, 89; Mercury, 76; Dodge, 
49; DeSoto, 31; Cadillac, 30; Chrys- 
ler, 24; Nash, 15; Imperial, 9; Lin- 
coln, 7; Studebaker, 7; Jaguar, 3; 
MG, 2; Packard, 2, and miscellane- 
ous, 5.—(Stuart Riddle.) 


Inclined for Impact— 


Greatly increased showroom traffic resulted from this display at Dodge-Lawrence 
Motors, Inc., Lawrence, N. Y., according to John F. Kurz, Dodge district manager. By 
tilting the car at a 45-degree angle, the chassis was revealed, with torsion bar, rear 
springs and frame painted in different colors. 


YOU CAN PUT CARS AND TRUCKS IN 
A GREATER VARIETY OF SERVICE AND REPAIR POSITIONS 


WITH AIR-OPERATED 
Pe Ae eM LET Cn aa CCun LL ct: 


nil 


Muffler and Teilpipe Work—It took ten seconds for the 


mechanic to put the rear end of this 1957 


Dodge Wagon 


exactly where he wants it. Bay-Lift automatically double-locks 
im any raised position for complete safety. Air hose has been 
removed for other use. 


Lube Jobs and Oil Changes—Bay s unmatched speed is never 
at greater advantage than when putting these jobs through the 


shop . . 


UP, DOWN and OUT! Don’t turn jobs away because 


your stationary life is tied up. Your Bay works wherever 
an air hose can reach, indoors or out. 


Wheel 
Bay-Lift 
in seco 


all four wheels of this 1957 Ford off the ground 
for fast, convenient wheel work. Your Bay 

everything a stationary life will do . . faster and at a fraction 
of the cost. 


Work—A pair of Bay Rocker-Head Stands and the 
t 


FASTER WORKING POSITIONS 


lift 


Body Work—It's so fast and easy to raise or lower cars with 
the Bay—inches or feet—that, once a body man works with 
one, a Bay-Lift becomes as much a standard item of his equip- 
ment as his hand tools. Nore Bay's adaptor (standard equip- 
ment) for all Chrysler Line cars between forks of lift and the 

957 Plymouth. 


Engine Work—-The Bay puts the most inaccessible places 
at the mechanic's finger tips, letting him any job with 
sure-fogted ease . . whether on top of the engine or under 
the car. A special Bay adaptor is standard, for use when lifting 
front ends of 1957 Chevrolets. 


Front End Work—lInstead of standing, this mechanic a 
pair of Rocker-Head Stands under the 1957 Oldsmobile ; . 
rolls the Bay-Lift completely out of his way and sits comfortably 
The lift, of course, is free to be put to work elsewhere. 


WITH BAY .. YOU INCREASE VOLUME, TURN JOBS OUT. . NOT AWAY 
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30 Years of Sound Management . . . 
No Razzle-Dazzle for Jennings 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Is there a special 
secret to being in business success- 
fully in one location for more than 
30 years with the same franchise? 
Don Jennings, of Fordham Motor 
Sales, Bronx Ford dealer, doesn’t 
think so. 

He doesn’t feel there is anything 
spectacular about his record, or 
anything mysterious about his mer- 
chandising methods. 

Instead, he attributes his suc- 
cess over three decades to con- 
ducting the business according to 
time-tested, proved methods of 
merchandising, which eliminates 
any reliance upon razzle-dazzle 
techniques. 

“We try to treat all our custom- 
ers properly,” Jennings said, “be- 
cause we know that through 
satisfied customers we will create a 
word-of-mouth public relations pro- 
motion that it would be impossible 





to purchase with any amount of 
money.” 

This precept has been followed 
since the first day of operation in 
1926, and has proved its value 
through all types of market condi- 
tions. 

“Fantastic merchandising schemes 
crop up every once in awhile,” Jen- 
nings said, “but they are short- 
lived, and they do a great deal of 
harm. When the smoke blows over, 
it is clear that the only way to 
assure constant growth over the 
long term is through customer 
satisfaction.” 

Jennings feels that this theory 
is justified by the recent self- 
analysis and soul-searching within 
the industry, He sees the industry 
adopting a more critical view of 
its obligations to the public, and 
in this public relations effort he 
sees a healthier trend toward 
solidly built growth. 

He insists that the best insurance 
against competition in this business, 
is the dealer “who is trained in 


every department of his business 
and actually can supervise every 
department of that business.” Jen- 
nings and his brother, Walter, be- 
gan as mechanics before 1926, and 
have worked up and grown up 
with the business. 

Even today, Jennings wanders 
through the service and parts de- 
partments, the salesroom and the 
new-car get ready, watching, check- 
ing and devising ways of improv- 
ing the operation. “Every dealer 
should have a good firm knowledge 
of his service department,” Jennings 


can be made or broken, he ex- 
plained, but too many sales-minded 
dealers neglect their service de- 
partments and permit too many 
short cuts. 

According to Jennings, this is 
a short-sighted view which has 
led to the demise of thousands of 
dealers over the past three 
decades; yet they seldom realize 
why they failed. 





Binks Conducts Spray Painting School— 


Shown are members of a recent class at the Binks Mfg. Co.'s tuition-free spray 
said. This is where the dealership Painting school. Conducted every month of the year except July and August, the 


school provides thorough instruction in the latest manual and automatic spray paint. 
ing equipment and techniques. Applications are now being accepted for June 3.7 


session. For reservations and additional 
Carroll Ave., Chicago 12, Il. 


profitable areas of a dealership,” he 
said, “It is the only place where 
a dealer still can get list price for 
his labor and materials. 

“And if the job is done correctly, 
the customer becomes one of your 


“We feel this is one of the most/| greatest champions, simply because 








WHY IT MAKES SALES SENSE TO 
FEATURE KENDALL, THE 2000 MILE OIL 


with the quality service you render. 


3. 


YOU PROFIT from the customer satisfying combination of quality lubrication 


YOU PROFIT because you enjoy the prestige of a widely known and 
accepted product made from 100% Bradford Pennsylvania Crude Oil — world’s 


richest. 


YOU PROFIT by offering customers the benefits of a lubricant made by the 


latest refining processes with the most advanced additive formulation. 


& 


KENDALL REFINING COMPANY 


YOU PROFIT from the product information and merchandising aids 
supplied by an independent distributor genuinely interested in helping you. 


BRADFORD, PENNA. 


Lubrication Specialists since 1881 





information write Binks Mfg. Co., 3122 





well-performed service work ig a 
rare commodity today.” 

Fordham has found that the cus- 
tomer is willing to pay a little 
more for good, reliable service work, 
He pays more, not when he gets 
service work done, but in the pur- 
chase of his new or used automo- 
bile, for the added assurance of 
proper performance. 


Jennings feels that fundamentally 
every dealer is a used-car dealer, 
“He should never forget that unless 
he is a true success as a used-car 
dealer, he can never expect to be 
a money-making new-car dealer,” 
he declared. 

Jennings thinks too few dealers 
understand téday’s used-car mar- 
ket, It has heen his experience 
that many dealers will take a 
used car in trade at well above 
the going wholesale price, im- 
mediately eliminating any op- 
portunity of “bailing out of the 
deal.” 


“This just can’t be done over a 
period of time,” he said, adding that 
few dealers can afford to wholesale 
every used car they take in trade 
and still make money. This is the 
type, he said, who probably breaks 
out in a cold sweat at the sight of 
a used car on his premises. 


In Jenning’s opinion, such a man 
is not likely to remain a dealer 
over the long haul. 

“We recondition every used car 
we take in, except those that must 
be junked,” he said. “In addition 
we have a man on the road who 
augments our used-car stock by 
purchasing from other dealers, We 
have a large stock on hand, but 
we find the diversification extremely 
worthwhile. 

“We also put a price on every 
one of our used cars for the simple 
reason that we want our customers 
to know that we do not have & 
double standard—one price for one 
customer, another price for an 
other. We find that it encourages 
greater confidence in our methods 
and in our discussions of price.” 

In the reconditioning of used 
cars, Jennings’ and his brother's 
experience as mechanics comes 
into play. One of them examines 
each car carefully, noting what 
attention is required to bring the 
vehicle up to their used-car 
standards. 


This eliminates the possibility of 
sloppily performed or overlooked 
work, and it regulates the costs in 
volved because the dealer is versed 
in all the operations: involved in 
the work assigned. 

In Jennings’ view, there.is a great 
deal of hard work involved in the 
proper administration of a success 
ful dealership — certainly a 
deal more than just being sales 
oriented. 


To his mind, new-car sales be 
come merely an adjunct to cur 
tomer relations, proper servicing 
and a healthy used-car operation— 
all topped by merchandising 
methods that have been proved 
over the years. 

No matter how the business 
changes, he feels that the succ 
new-car merchant will be the mat 
who continues to operate his. busi- 
ness on a sound basis, with the 
welfare and protection of the public, 
his custemer, foremost in. mind. 


_ ‘The back pages of every issue of AUTO 
MOTIVE NEWS contains the WANT 
SECTION. Others are profiting 
AUTOMOTIVE NEWS WANT AD#! 
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ne Stainless Steel trim can help you sell new cars! 

what 

esr Follow the arrows pointing to the Stainless The gleaming beauty of Stainless will be ob- 
ty of Steel trim on the new Packard Clipper. They vious to your customers. They'll be doubly 
wo & can point the way to bigger sales for you. pleased to know this beauty will endure for the 
seb When you talk to your prospects, tell them life of the car. (That’s a good resale point.) 

os about the Stainless trim. It withstands corrosion Solid, durable, beautiful Stainless Steel trim 
aan and pitting far better than any other trim ma- adds much to the quality of the new Packard. 
“ terial. Even harsh road salts won’t pit Stainless It will make your selling job easier. 

om Steel. It won’t peel either. Stress its resistance 

ion to dents and scratches, its amazing hardness. 

oved Use ordinary car-washing detergents to wash USS 

ines Stainless trim—no need to worry about dis- | 

— coloration. Stainless Steel ° 

ye 

nd. 

1 ase U I 





nd ——— 


eS 
; 





66 AUTOMOTIVE NEWS, MAY 20, 1957 

° Ambassador Custom V-8—4-cr sed,, n. 

31% In Survey 010.75; 2-dr. hardtop, | $3,100.50. amp 

7. ard on 

~ 9 T p N WwW ars OLDSMOBILE — Series 88 — i-dr. se, 
$2,798.47; 2-dr. sed, $2,733.47; \-dr. 

ay They'll Buy Curren rices on e e ge TORT 2a. a, aT, ar ae 

New Cars in 757 ra er nae boar meee, oe 

r. -sea 8 

: ,313.47, Super 88—4-dr. sed., $3,030.47: 

h following advertised - delivered | 4-dr. 2-seat hardtop stat. wag., $3,166.83. DODGE—Coronet 6—4-dr. sed., $2,451; $3, 47; 

NEW YORK.—Nearly 31 percent dh the suggested base fac- | Century—4-dr. sed., $3,234; 4-dr. hardtop, |2-dr. sed., $2,370.25. Coronet V-8—4-dr. orate 3-4 be “lactten 93,150. = atop, 

of True magazine readers who re-| Pri prices, Federal excise tax | $3:354; 2-dr. hardtop, $3,270; conv., $3,-|sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. | 44747: ‘“4'dr. 2-seat hardtop, stat. we” 

sponded to a January questionnaire| oo Sunts and suggested dealer delivery- | 59%: 4-dr. 2-seat hardtop stat. wag., $3,- | hardtop, $2,665; 2-dr. hardtop, $2,580; $3,541.47. Series 98—4-dr. sed. $3,740. 
lan to b in 1957, the 706, Super—4-dr. hardtop, $3,681; 2-dr. | conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 4-dr, hardtop, $4,012.55; 2-dr. hardtop 

P uy new Cars in and-handling charges. Not included are | hardtop, $3,536; conv., $3/901. Roadmaster | 711.50; 4-dr. hardtop, $2,818; 2-dr. hard-| 95¢'55" one’, $4,216.55 (Jetaway $3. 

magazine reported last week. Some| variable items passed om to the retail |—4-dr. ‘hardtop, $4,053.38; 2-dr. hardtop, |top, $2,768.50. Custom Royal V-8—4-dr. | 936.53 2 steering, ower t Hyén. 

191% of the 2460 readers queried| Saver, mach nese and neal tame | 0430, con, toads amncnr| ta, SAR (Dangly. S001: | ra oh Beis #8) — 

responded, and 1,508 of the replies oe top. $4.373.33. (Dynatow standard on Con. | Wagons—2-dr,  2-seat’ ‘Suburban, $2,861;| PACKARD CLIPPER—4-dr. sed. $3,212; 


were tabulated. equipment, tury, Super, Roadmaster and Roadmaster|4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat|4-dr. 2-seat stat. wag., $3,384. (Flights. 
More than 28 percent of the buy-| BUICK — Special — 4-dr., sed., $2,659.83; | «‘75."" Power steering standard on Super, | Sierra, $3,073; 4-dr. 2-seat Custom Sierra, | matic standard.) 
ers said their new car would be a| 2-{"., %4-, $2: 595.83; 4-dr. hardtop, $2,-| Roadmaster and Roadmaster ‘75. Power | $3,087; 4-dr. 3-seat Custom Sierra, $3,215. PLYMOUTH—(Prices are for 6-cyl, mos. 
Ford: 13.6 t ch Chevrolet, 779.83; 2-dr. hardtop, $2,703.83; conv., $2,-| brakes standard on Roadmaster ‘‘75.'’) FORD—(Prices are for 6-cyl. models. | eis, For V-8s, add $100.) Plaza—4-dr, sed, 
; 13.6 percent chose Une Ct,| 986.83; 4-dr. 2-seat stat. wag., $3,046.83;| CADILLAC — Series 62 — 4-dr. hardtop, | For V-8s, add $99.98.) Custom—4-dr. sed., | $2,054.75; 2-dr. sed., $2,008.50; bus, epe’ 
and 12.2 percent picked Plymouth. $4,780.96; 2-dr, hardtop, $4,676.96; 4-dr. | $2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., | $1.898.75.- Savoy—4-dr. sed., $2,193.50: 3. 
Completing the top 10 were Buick, ° Sedan deVille hardtop, $5,255.96; 2-dr. | $1,878.64. Custom 300 — 4-dr. sed., $2,-| dr. sed., $2,147.25; 4-dr. hardtop, §2, 317.25; 
M Dodge, Oldsmobile, Pon-| Sqhli Develops Coupe deVille hardtop, $5,115.96; conv.,| 156.56; 2-dr. sed., $2,105.28 Fatriane—|>-ar. hardtop, $2,220, Belvedere—-i-dr. sea 
ercury, ge, smobiie, Fo a Tt. P $5,292.96; Eldorado Seville 2-dr. hard-|4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; | $2,309.75; 2-dr. sed., $2,263.50; 4-dr. hard. 
tiac, Volkswagen and Chrysler. Paes ese nee yg — ty oa 4-dr. hardtop, $2,357.44; + ee as; top, $2,418.50; 2-dr. hardtop, $2,348.59. 
Sev d th would R S f 285.96; orado Brougham 4-dr. rd- | 292.80. Fairlane 500—4-dr. * ,332.68; | conv. (V-8 std.), $2,638, Fury—2-dr, hard. 
a“ aaa amr heer tn their emote etup OF | top, $13,074. Sixty Special—4-dr, hardtop, |2-dr. sed., $2,281.40; 4-dr, hardtop, $2,-| top, $2,925.25, Station wagons —2-dr. 2-seat 
n on ha $5,614.32, Series 75—8-pass. sed., $7,439.88; | 403.76; 2-dr. hardtop, $2,339.12; conv., $2,-| Deluxe, $2,330.25; 2-dr, 2-seat Custom, 2. 





new car. Scores of other options Pr ss Unloaders Imperial limousine, $7,677.88 (Hy dra -| 505.32; retractable hardtop cpe. (V-8 only),| 440; 4-dr, 2-seat Custom, $2,493.75; ‘4-4 
were: Radio, 50 percent; automatic e tic, power steering, power brakes stand- | $2,942.05. Station Wagons — 2-dr. 2-seat | 3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
ard.) Ranch Wagon, $2,300.72; 2-dr. 2-seat Del | $2,621.75; 4-dr. 3-seat Sport, $2,776.75, 


transmission, 45 percent; power) wew YORK.—A new electronic! CHEVROLET — (Prices are for 6-cyl.|Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat| poxr1ac — Chieftain — 4cdr. sed $2, 

brakes and power steering, 18 Per-| remote-control system for adjust-| models. ag ey Bae a gy ae By ty Fe Coun- | 507.39; 2-dr, sed., $2,463.39; 4-dr. hardtop, 
- -dr. sed., , 32; 2-dr, sed., $1,996.32; | try an, 556.08; 4-dr, 3-sea ountry ‘29: 9. 

oa each, and seat belts, 17 Per-| ing automatic press unloaders in util,” sed., $1,885.32; 2-dr. 2-seat stat, wag., | Squire, $2,683.64. Thunderbird — hardtop | $7,°14-9: 7 = aa. 2. “an Sent 

con the automotive and appliance in-| $2,307.32! Two-ten—4-dr, sed., $2,174.32:|cpe. (V-8 only), $3,408.12. stat. wag., $2,898.39, Super Chiet—-ar 

Readers were asked to rate styl-| austries has been developed by Sah-|2-dr. sed., $2,122.32; club epe., $2,162.32;| HUDSON—Hornet Super V-8—4-dr. sed.,|sed.. $2,664.39: 4-dr, hardtop, $2,703.39; 

ing as “excellent, good, fair or! iin mngineering Co., Inc., according] {;°%,, hardtop, $2,270.32; 2dr. hardtop, | $2,820.80; 2-dr. hardtop, $2,910.80. Hornet | 2-cir. hardtop, $2,735.39; 4-dr. 2-seat stat 





” $2,204.32; 2-dr. 2-seat stat. wag., $2,-| Custom ‘V-8—4-dr. sed., $3,010.75; 2-dr.|wag., $3,021.39. Star Chief—4-dr, de 
poor.” Continental got the most): Richard T. Sahlin, president. 402.32; 4-dr. 2-seat stat. wag., $2,456.32; | hardtop, $3,100.80, (Power brakes standard | sed.. $2,839.39; 4-dr, custom sed., $2, son.an 
votes in the “excellent” category, tenah 2 with existi 4-dr, 3-seat stat. wag., $2,563.32, Bel Air—|on Custom.) 4-dr, hardtop, $2,975.39; 2-dr. hardtop, §2,- 
followed by Thunderbird, Lincoln, sign or use existing | 4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32;| IMPERIAL — Imperial — 4-dr. sed., $4,- | 901.39; conv., $3,105.39; Bonneville conv. 


Plymouth, Chrysler (Imperial was| 2nd new Sahlin Iron Hand installa-|4-dr. hardtop, $2,364.32; 2-dr. hardtop, | 937.50; 4-dr, hardtop, $4,837.50; 2-dr. hard- | (fuel ‘injection), $5,782.39; 2-dr. 2-seat 
t listed separately) Desoto Mer-| tions, the unit is adaptable to all | $2,299.32; conv... $2,511.32; 4-dr. 2-seat | top, $4,735.50. Crown—4-dr., sedan, $5,406; | Safari stat. wag., $3,481.39; “4-dt, 2-seat 
no y , ’ Sahlin automatic unloading ma- stat, wag., $2,580.32; 2-dr. 2-seat Nomad 4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- | Safari stat. wag., $3,636.39. (Hydra-Matie, 
cury, Dodge, Cadillac and Ford. oa stat. wag., we oe Corvette—Hardtop | 268.50: conv., $5,597.50. LeBaron—4-dr. | power steering, power brakes standard op 
About 40 percent said the dealer a oe A oe = a ea aan (V-8 only), a 3, |%%: $5,742.50; 4-dr., hardtop, $5,742.50. | Bonneville.) 
wh was ased/| 4ron rian rtable unloader, trans- HRYSLER — Windsor — 4-dr. sed., $3,- mousine prices not available. ( ue Flite, RAMBLER — Delu Six — 4-dr, sed 
from om the car purch f hin ~ d oth allied to- 088; 4-dr. hardtop, $3,217; 2-dr. hardtop, | power steering, power brakes standard.) “- ~ Ye 
nerall handles major repairs er machines and other au : . $1,961.45. Super Six—4-dr. sed., $2, 122.65; 
ge y pairs. $3,153; 4-dr. 2-seat stat. wag., $3,575;| LINCOLN—Capri—4-ar. sed., $4,794; 4-44; hardtop. $2,207.65; 4-d 
Twenty percent take the car to an- mation machinery. ee ot, $3,718; 4-dr, hard- dr, hardtop, $4,794; 2-dr. hardtop, $4,649 ae = a . a 7 = stat. 
op, $3,832; 2-dr. hardtop, $3,754. New| Premiere—4-dr. sed., $5,293.50; 4-dr. hard- jestems ae sed., 
other dealer in the same line, while| With the new unit, Sahlin said,| yoruer4-ar. sed., $4,172.50; 4-dr. hard. oe ed. $5, 550; 4dr. hard- | $2,212.65; 4-dr. 2-seat stat. wag., $2,490.08 
34 percent prefer independent gar-| operators can adjust unloaders|top, $4,258.50; 2-dr, hardtop, $4,201.50; | conv., $5,381. ‘parbe-rtee. power steesing,| Super V-8—4-dr. sed., $2,252.60; 4-dr, 2 
. merely by turning calibrated dials.| C°o"V., $4,638; 4-dr. 2-seat stat. wag., $4,-| power brakes standard.) seat stat. wag., $2,539.65. Custom V-8—4 
745.50. 300-O—2 dr. hardtop, $4,929; conv., 
- ME on om . 
ton re nor Tepeirs, 20 Percent £0 It consists of a compact control| $5,359. (TorqueFilte, power steering stand-| g4y-s0; 2-ar, sed, $2078.80; Sede, hardeop, | suit Desai star war, $2,020,605" tae 
e dealer who sold them the panel containing three electronic| 2%¢ Saratoga and New Yorker. Torque-| $0 762/80; 2-dr. hardtop, $2,692.80; conv., | seat hardtop stat. wag., $2,714.60. Rebei ¥. 
Flite, power brakes standard on 300-C.) ; 7 
car, 10 percent choose a dealer in tube timers which can be mounted $3,004.80. Montelair—4-dr. sed., $3,187.80; | 8—4-dr. hardtop, $2,785.90, 


the same line, 24 percent like inde- CONTINENTAL — 2-dr. hardtop, $9,-| 4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,-| sTUDEBAKER—Champion 6—4-dr, cus 
pendent garages, 25 percent prefer on the press column or any other! 966. (Turbo-Drive, power steering, power | 235.80; conv., $3,429.80. Turnpike Cruiser—j|tom sed., $2,048.99; 4-dr. deluxe sed. §2,- 
filling stations and 57 seent 40 convenient location, and a cable| brakes standard.) 4-dr, hardtop, $3,848.80; 2-dr, hardtop, $3,- 170.79; 3dr. custom sed., $2,000.59; ’2-d:. 

g pe running to the Iron Hand. DeSOTO — Firesweep — 4-dr. sed., $2,- | 757.80; Pace Car conv., $4,102.80, Station | deiixe sed... $2,123.09. Commander V4. 


the work themselves. Many gave 777.25; 4-dr, hardtop, $2,911.75; 2-dr. hard- | Wagons — Commuter —'2-dr. 2-seat, $2,- 4°dr cust sed., $2,173.29; 4-dr, delum 
more than one answer to this ques-| The Iron Hand itself contains two) top, $2,835.75; 4-dr. 2-seat stat. wag., $3,-| 902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- a4. $2,295.09: 2-dr. ya $2,123.56, 
tion. operating valves and a motorized Siios ten ak. er 4 + $3,310.28. eee = ou.nen.oe: —— 2-dr. deluxe sed., $2,246.09, President V4 
flow-control valve, Upon receiving] top, $3,141.75; 2-dt. hardtop, oneeats: Park —' 4-dr. 3-seat, $3,676.80. (Mere-| eetaen ood. $2.46 gener Bagg th . sosscee 
an impulse from the press limit} conv. $3,361.25. Firefiite—4-dr. sed., $3,-|0-Matie standard on Montclair, Turnpike Station Wagons—2-dr., ‘Scot’ Posen 4 


Registratio orr. 486.75; 4-dr. hardtop, $3,670.75; 2-dr. hard- | Cruiser, Voyager and Colony Park. Power : . 
egis ms Cc ected switch, the Iron Hand begins its top, $3,613. 75; conv., $3,890.25; 4-dr, 2-seat | Steering and power brakes standard on $2,351.50; 2-dr, 2-seat Parkview va = 





For Month, Quarter _| Sitained manner by the eloctronie| veg. rishi aiveimts'o 5 tinkek | MBESORGEEELN — S.4r, hartton, o1-[SET7 Ker Peet Daeeens VS 
9 ’ . - _ Oo ’ 97. w bee 

Inadvertent transposition of | remote-control panel. Upon comple-| 2:99.75; conv., $4,272.25. (TorqueFlite | 527; conv., $1,551. 141.59; Silver Hawk V-8 cpe., $2208 tf, 

lines of type resulted in in- | tion of the unloading function the standard on Fireflite and Adventurer. Power NASH — Ambassador Super V-8—4-dr. | Golden Hawk V-8 2-dr, hardtop, $3,181.42 

accuracies in registration tables Iron Hand returns to rest position ana om Adventurer.) | eed., $2,820.80; 2-dr. hardtop, $2,910.80. | (Overdrive standard on Golden Hawi.) rd_onm Adventurer.) __| sed., $2,820.80; 2-dr. hardtop, $2,910.80. | (Overdrive standard on Golden Hawk.) 


published last week. Corrected | and awaits the next impulse from 


totals are given below: the press. New Commercial Car Registrations, 
10 States for April, 1957-1956 





Top Cars Top Cars 


New-car registrations for three New-car registrations, all states 









































months: for March: Truck gosttrotions by states 
1957 Pos. Make 1956 Pos.| 1957 Pos. Make 1956 Pos.| | ore iss. oP ee d Stude- 
1—358,196 Ford 297,983— 2 | 1—139,070 Ford 118,900— 3 || seatstives 40 stote copitone . Reo | Saher | Witte | Waiys | tthe. 
2—333,940 Chevrolet 362,103— 1 2—128,596 Chevrolet 138,094— 1 — . ; 
3—144,721 Plymouth 121,476— 4 | 3— 60,198 Plymouth 46,190— 4 | °'s*rict of Columbie = im ln & 2 4 Ff ££ eee 
4—111,624 Buick 144,337— 3 | 4— 43,312 Buick 53,982— 3 | TGan 7 “a5 a ea ee a ee 
5—101,512 Olds, 114,038— 5 5— 39,132 Olds. 41,625— 5 "56 | 164 33} —-150) 47 90 6 18} 1 45 5)? 
6— 82,164 Pontiac 92,685— 6 6— 32,950 Pontiac 35,364— 6 |Tilincs $7; | 1009 36; «183;—s S59) ~—S233 375 oy 2 30 32 6! 52, 322 
7— 67,600 Mercury 65,321— 7 7— 27,820 Mercury  25,485— 7 ‘56 | 2 30} 174} 1060} 286) 593 “4 9 43 76 38 60|__ 3538 
8— 62,383 Dodge 51,357— 8 8— 25,589 Dodge 19,749— 8 | Montene "57 | 205 1 25; —«*157| 38 75 2) i] 3 32 16) 
9— 36,618 Cadillac 34,3489 | 9— 13,968 Cadillac  12,568— 9 ss =. La ey a na 
10— 28,467 Chrysler  26,545—10 | 10— 11,701 Chrysler  10,289—10 | ‘°>re** = imat#ftitignmhmw5stieastttht its 
| 
1l— pi DeSoto aaes ae ty —— — a> North Carolina 7 | a 533,104, 110) 34] | a4) a2 i4 is i 
12 ’ Rambler pa ’ Ramble 32— ' 6 83) 567 154 17! 51) 3 2 32 22 4 ! 
13— 15,042 Stude. 22,600—12 | 13— 5,731 Stude. 8,200—12 | Utah "57 | 105) i 77 120 33) 47) 6 1 5 2 21\ is) 
14— 10,208 Lincoln 9,790—14 | 14— 3,983 Lincoln 3,679—14 56 | 143} 2) 113 55 “9 6| 7| 5 2% 1 “ 
15— 8,407 Imperial 2,670—18 15— 3,760 Imperial 955—17 | West Virginia ‘57| | 246) 2| 39; «65 64 53. 5| 1 12! 12 39 5 
16— 3,249 Nash 7,392—16 | 16— 1,091 Nash 2,827—16 s Lat Le cen near oo 1 
= * Ls Wisconsin "57 | 486 3] St}, 73), 28) 5 25 34 26 42, 1S 
1 — eS = 17 = Metropolitan ao 56 | 490 10} «1271 = S00! SsiaS| 345 24! 7 4, (20 7 17| 17% 
18 P udson 03s 18— Packard 2,959— Wyoming ‘57 | 90) | 13] 112) 47 a4 2] | 3) 3 28 3; « 
19— 1,676 Packard 8,525—15 | 19— 729 Hudson 1,146—18 56! 112 { 17; 88 30 44 | 4 6) 14 | 37 
20— 247 Continental 550—20 | 20— 111 Continental 175—20 Ten States Reported ‘57| 3294 74, 533; 3283) 3771; ~—s 1104] 7m, 13; 110) ~=13t; =282; +32 200, | 98 
32,818 Misc, 17,106 14,388 Misc. 6,594 To Date for April "56 3501 | 53) 633) 3205) 932 1695 139) 30) 154) 178) 292! i 
Year "57 158| 72049, 935) 12020) 59683, 16642; 23220, 3153,  637| 2135) 3354) 5823 
Total All oT eee ua All < To Date ‘$6 209| 74225| 1038 13382] 63817| 21990, a7i9s| 3142! ez] 2692} 3939 S047] 2473) 219708 
' . 7 . "The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
a -~ . ° . eS exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co. 


New net Car pec _e States for March, 1957-1956 


registrations by states 
oo tied bre ves | Ser FORD i G.M.| Pack- |Stude-| S-P |Miscel- 


, 8. 0.8 ee bler Buick | lac | rolet|mobile| tiac |TOTAL! ard | baker | TOTAL len Tor 








All States Reported ‘57 7457; 1011 1091; 10288) 11701 1643 60198 pay 139070 TT 170984| 43312 13968 128596| 39132) 32950| 257958 5731| 6506| 14388) 5729/7 
March "bol 6932} 324 114s = 11229| 10289 ss riz “ae a7! | 118309 175 so — 53982| 12568| 138094| 41625| 35364) 281633 20] 8200] 11159)  6594/ 
Year "57|  +17725| 2168) 1780 24922| 28467 a7 62383| 144721| 272395| 358196;  247| ‘10208 | aos “111624 Maia 333940| 101512) 82164| 665858; 1676) 15042) 16718] 32818 | 14400 


To Date ‘56 16771 | 901 3038 i 8102) 26545 3070 51357] 121476| 226936) 297983 550} 9790) 65321 144337 34348) 362103| 114038) 92685) 747511| 8525; 22600) 31125 17106) 1424424 


New aewenaes Car Registrations, 2 States for April, 1957-1956 






are released = weekly, as Ram- Metro- MO- Chrys- | Plym- CHRYS- FO \- \v- - Ss. Pack- tude- S-P Miscel- 
e Y. RD Cadil Che Olds Pon- M. ac Ss 
omelied by &. L. Polk rep- bler politan le outh LER ry TOTA Bui TOT r ker | TOT lan- | 
cui fe) L juick lac rolet | mobile! tiac OTAL ard ba AL 
















District. of Columbia el x Fr 5] 2| 7 5 | "3 ee 7 286 563 = "| | 144) 707 169 59 666 184! 208; 1286) 4 20! 24) 91; ais 

: 56 6 37 55 5 a 565 20 80} 563! 276 77 758 208 | 204|  1523/ 17 19) 36) 26| _ 2780 

North Carolina BI zi 2 Hy + 151 z 139) 73 1356 3197 2 2| 304; 2545 53 164; 2060 512) 498! 3770 5 69 74 62; 79% 

56 b. 10 145 128; 226 oe 1199| 2467) 3 45 367| 5882 | 795| 210 360 | 683! 535! 48321 4l | 102) 143 43\__ 9219 

wo States Reported ‘7 3 5 30! 195) perl 1013; =1919| 2734 3 67 448| = 3252 705 223, 7 2726 696| 706) 5056 9! 89 8 173| 10650 

To Date for April 56 100 13 1e7| 2 184 334} 1034 1764) june 3 65 447| 3445 1071 287; 3367 wae 739, 6355 58| 121 179 69 | 11968 

Year ‘S7 17830; 2193) +1787! += 3264 25074) 20673] oa 28612; 62823) 145734) 274314 250| 10275; 68048) 439503) 112329; 36841 82870| 670914| 1685| 15131) 16816) 3299! | 145%6l2 

To Date 56 16871 910} + =305! 7427 e748 35072| 51691| 122510) 228700 300713 553} 9855| 65768! 377089) 145406} 34635 seer] 114929 114929| 93424) 753866; 8583) 22721| 31304 17175 | 1436393 

“The information contained in this report has been compiled from mas me state documents. Every reasonable tabulated at the time the te ag: : published. R, L. Polk & Co. cannot. assume any liability by reason of 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and inaccuracies or omissions.""—R. L. Polk &. Co. 
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By H. Bowden Fletcher 
Special Correspondent 

BRISBANE, Australia. — Gaso- 
line service stations marketing one 
prand of fuel have been under fire 
in Queensland due to a fight be- 
tween oi] companies and the state 
government over the price of stand- 
ard grade fuel. 

The oil firms withheld supplies 
of the gasoline until they forced 
a price rise. The Queensland 
Government retaliated by passing 
a bill which would compel serv- 
ice stations to sell three brands 
of gasoline. 

The oil companies have an- 
nounced they will fight this legisla- 
tion through the courts up to the 
highest appeal authority, if neces- 
sary. 

In the meantime, they have a 
large number of retailers who 
signed fresh agreements with head 
offices in other states so they can 
bring in the constitutional provi- 
sion which provides for free trade 
between states. 

* = * 


New Zealand Imports 


ZEALAND has raised the 

amount of sterling funds avail- 

able for motor vehicle imports by 
two million pounds. 

This should mean approxi- 
mately 5,000 more vehicles an- 
nually. General Motors Holden’s, 
which has been sending 150 
vehicles a month to New Zealand, 
hopes to be able to increase this 


Mass. May Probe 


Insurance Rates 


BOSTON.—Two legislative moves 
are under way for a state study of 
compulsory automotive insurance | 
rates. The Massachusetts supreme 
court has ruled that tentative rates | 
for 1957 should be higher by $12,- 
000,000. 

In the senate, Senator Harold W. 
Canavan called for a $50,000 ap- 
propriation to revive a special com- 
mission to study the Common- 
wealth’s insurance laws, Canavan 
urged passage of a bill to place a 
rating bureau in the division of 
insurance, rather than permit the 
insurance commissioner to rely on 
figures furnished by the Massa- 
chusetts Rating Bureau, a private 
group financed by insurance com- 
pany. 

Meantime, in the house of rep- 
resentatives, Rep. Joseph F. Mc- 
Evoy jr.. gained unanimous con- 
sent to urge the ways and means 
committee to quickly appropriate 
$50,000 for a study. 


Used-Car Notes 


CONCORD, N. H.—The State Sen- 
ate has given final approval to 
House Joint Resolution 37 awarding 
$560 to Walter H. Burbee, Clare- 
mont automobile dealer, for damage 
to 56 cars at his used-car lot. 

The award was for cleaning the 
machines after they had been cov- 
ered by cement dust during a state 
highway repair job. 


. oo. 6S 
Maryland Dealers Require 


Drivers License of Buyer 


BALTIMORE. — The Maryland 
Independent Automobile Dealers 





Auto News from Australia 


Queensland Oil Firms Fight Government Edict 
In Gasoline Price Squabble 





Assn. has announced that it has 
agreed not to sell a car to anyone 
who cannot prove that he has a 
drivers license. 
Joseph Eikenberg, president, said 
action was taken to minimize 
traffic accidents, many of which he 
said are caused by persons who are 
not qualified drivers and do not 
have a license. If the plan does not 
Prove effective, the association said 
it will recommend new laws to 
make it mandatory. 
* 


* cS 

Texas Independents 
To Convene Nov. 2-4 

FORT WORTH. — The annu al 
convention of the Texas Independ- 
ent Automobile Dealers Assn, will 
be held Nov, 2-4 in Austin, Tex. 

Tom Blundell is general manager 
of the association. 


considerably under the new 
ruling. 


There is no increase in the allo- 
eation of dollars for vehicle im- 


Salina Wins Car Bid 


SYRACUSE.—S alina Chevrolet 
Co., Syracuse, was low bidder to 
supply five business coupes to the 
county for use in the highway de- 
partment. Robert W. Sollinger, 
county purchasing agent, reported 
that the bid was $1,355 each, It 
was the lowest of five bids. 
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ports, so that Britain and Australia 
should receive the greatest benefit. 
a * 


Commercial Sales Fall 


Pe , registrations of commer- 
cial vehicles fell sharply in 
February as compared with the 
same month of 1956, 

There even was a drop from 
January, 1957, traditionally the 
slackest month of the year. 
February registrations were 3,485 
this year and 5,321 in 1956, 

There was a drop in every cate- 
gory of commercial vehicles and 
J. R. Murray, secretary, Federal 
Chamber of Auto Industries, claims 
the slump in the building trade is 
largely responsible for the drop. 

February car sales were main- 
tained, totalling 11,565 in 1957 and 
11,295 a year ago. One feature of 


the drop was in Holdens which last 


year sold 1,283 but fell to 201 in 
1957. 


* * * 


Highway Taxes 


fie Australian Transport Ad- 
visory Council has unanimously 
decided to approach the Common- 
wealth government for a referen- 
dum to gain power to levy taxes on 
road transport to maintain and 
build roads. 

The council is composed of the 
state Ministers of Transport 
with the Commonwealth minister 
as chairman, It also to 
urge all states to legislate road 
haulers under the common car- 
rier act so they would be respon- 
sible for loss of goods in transit. 

The present conditions are unfair, 
the council reported, and insurance 
methods were described as “hap- 
hazard.” 
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Globe-Union Sees 
Louisville Growth 


LOUISVILLE. — Globe-Union, 
Inc., is looking forward to substan- 
tial expansion of its Louisville 
operations, C. O. Wanvig, sr., pres- 
ident and chairman, said as he 
toured the company’s new $1.5 mil- 
lion battery manufacturing plant 
here for the first time. 

Wanvig said there is no specific 
plan at present for adding to the 
plant which was completed last 
November. He added that he was 
impressed with the city’s industrial 
expansion since he last visited 
Louisville 20 years ago. 

The plant now employs 100 per- 
sons. John Gayhart, manager, said 
he expects the payroll to be in- 
creased to about 150 soon. 





SOUTHBRIDGE VINALON’ 
GUARANTEES TOP PROFITS 


on clear plastic seat covers! 





Pere at a Ca ee 
lets beauty shine through! 





VINALON . 


or jobber today ! 





a welts 
eT) my] 


heavy-duty... 
double-polished 


America’s 
Aan LN 


SELL MORE, NET MORE—with “picture window clear" 
. -hottest seller in the clear plastic 
seat cover field !| Customers love seat covers made 
of VINALON — the only road-tested, laboratory- 
tested clear vinyl plastic that guarantees trouble- 
free satisfaction for the life of the car. And they 
look better, fit better, too ! 


SENSATIONAL SALES HELPS READY—GeET youRS NOW! 
Big, hard-selling window banner ! Set or 6 eye- 
catching window posters! Powerful newspaper 
mat ads ! Guarantee Folders . . 
customers more profitable seat covers of ‘‘picture- 
window clear “VINALON". 


Plus exclusive Southbridge 
VINALON ‘‘Patchbook''! 
Supplied with each set of seat 
covers made of VINALON. 
Permits instant, invisible 
repairs of accidental cuts, 
punctures, burns. New, nothing 
like it ever before to keep customers sold ! 


. help sell more 


or 


— 





Call, wire, write your seat cover supplier 


SOUTHBRIDGE -@vuco 


Division of Golding Bros. Company, Inc. * 241 Church Street, New York 13, N. Y. 


Telephone: CAnal 6-5432 











reer ea eee 





A Complete Choice... 


Shown on these pages is the most versatile . . . the most complete 
. . . range of motor cars, trucks and utility vehicles, both as to price 
and type, to be offered through one American automotive manu- 
facturer and its distribution organization. 


Included among the models presented are vehicles to satisfy 
virtually every preference, every purpose, every purse. Others still 
to be introduced will further widen this range and increase its 
universal appeal. 

The cars illustrated, and those yet to come, represent what 
Studebaker-Packard plus Mercedes-Benz offers, and is preparing 
to offer through Studebaker-Packard dealers, to the American car 
buying public and American industry . . . as the result of the recently 
announced agreements among Daimler-Benz, A. G., Studebaker- 
Packard Corporation and Curtiss-Wright Corporation. 


Priced from under $1,800 delivered at the Studebaker-Packard 
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THE MOST COMPLETIGF 


for every preferencéy: 






























Mercedes-Benz 300 Automatic 
also on limousine chassis 










Mercedes-Benz 220S A/C 
5 Passenger Convertible 


POO Oe COOH EEE HEHEHE HEHEHE EEE HEHEHE EEH . 
. 
. 






factory up to $13,000 for hand-crafted Mercedes-Benz prestige 
sedans, the combined lines cover domestic and imported sports cars, 
convertibles, 2 and 4-door sedans, station wagons, gasoline and diesel 
trucks and all-wheel drive utility and special purpose vehicles. 


The craftsmanship for which both Studebaker-Packard and 
Mercedes-Benz have been noted in their respective spheres will be 
supported by service and servicing facilities wherever these fine 
vehicles are sold and used. 


Studebaker-Packard 


CORPORATION 




















Studebaker 4-door Champion 
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Mercedes-Benz world-famous 
300SL Sports Car 












° Mercedes-Benz LAK312 Diesel 
; 4-wheel drive to 10,913 Ibs. 






Studebaker 2-ton Bottle Delivery Truck 
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Studebaker Custom 4-door Sedans 
Champion Six or Commander V-8 


The Supercharged Packard Clipper ; 
Town Sedan ° 
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Studebaker Deluxe Club Sedans 
Champion Six or Commander V-8 





Mercedes-Benz 190SL Coupe 
also with removable top 


eee eeeeeeeeeeeeeeeeeeeeeeee 








The Studebakers 


More than 20 models—sports cars, sedans, station 
wagons and trucks—bear the Studebaker name. 
Power choices range from economical 6-cylinder 
engines to V-8 engines equipped with built-in 
superchargers. » 


The Mercedes-Benz 


The hand-crafted Mercedes-Benz line of passenger and 
sports cars and trucks (gasoline and diesel engine powered) 
is the world’s finest. Among distinctive Mercedes-Benz 
features are fine coach and body work, fuel injection, 
special transmissions and axles. 


The Packard Clippers 


Packard Clipper Town Sedans and Country Sta- 
tion Wagons, supercharged for superior perform- 
ance, will soon be joined by the supercharged 
Packard Hawk, a new concept in family sports 
car luxury. 



















ePackard with MERCEDES-BENZ now Offers 


HROUP OF MOTOR CARS AND TRUCKS 


“every purpose, every purse ! 


Studebaker Broadmoor Station Wagon 


New Dealers are now being selected for 


both Studebaker-Packard and Mercedes- ~ 


Benz cars, trucks and utility vehicles in 
certain markets. For further information 
concerning dealer franchises, write to 
DEALER DEVELOPMENT DIVISION, STUDE- 
BAKER-PACKARD CORPORATION, SOUTH 
BEND 27, INDIANA. 


Studebaker 2-ton Transtar Fuel Oil Truck 


Studebaker Custom Club Sedans 
Champion Six or Commander V-8 


Studebaker Champion Station Wagon 


CORPORATION 


Studebaker 2-door Champion 


Studebaker Deluxe Sedans 
Champion Six or Commander V-8 


Studebaker Ambulet 
Champion Six or Commander V-8 


Where pride y Workmanship comes first / 





en ee 





70 


AUTOMOTIVE NEWS, MAY 20, 1957 


Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
1 


"55 °56 
July 


"55 °56 
Oct. 


"65 = °56 
Sept. 


"55 56 
Aug. 


ve 


"56 
Dec, 


"56 = °57 "56 '5S7 
Jan, Feb, 


wn oo 
foe PM 
EES 


< 


"56°57 
March 


"56 °57 
May 
To Date 


Prices of "56s added and '48s dropped in November, 1955. Prices of '57s added and ’49s dropped in November, 1956, 
Figures alongside bars represent dollars. 


Market Trend 

The overall average price of 
used cars sold at wholesale auc- 
tion last week rose $5 to total $910, 
according to Automotive News’ 
index. 

The gain was the biggest scored | 
by the index since the week of | 
Feb. 4. | 

Every model showed an increase 
with the exception of ’50s, which | 
dropped $3. Advances were: 57s, | 










Auctioneers: 
Colonels Johnny Wood ont Dean Davis 
All cars oe for by our own check through 
The Bank of Denver 





MID-WEST AUTO AUCTION 


1155 So. Platte River Dr. 
DENVER, COLORADO 


| 4701 S.E. 





Burden-Dudley-Caswell 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at Ii A.M. 

Phone Sherman 4-3263 | 


| 


| 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


9S S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





CONNECTICUT 





te 


SS 


NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








ILLINOIS 





QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


Crossroads 


up $24; ’56s, up $9; ’55s, up $4; "54s, 
up $2; ’53s, up $1; ’52s, up $2, and 
"51s, up $7. 

At a group of representative 
auctions last week, the average 
consignment numbered 186.7 units, 
compared with 174.7 the previous 


week. The average auction had | 


the biggest assortment of any 

period since the week of Apr. 8. 
The sales ratio last week was 

71.5 percent, best of the past 


month. It had been 69.9 percent 
the previous week. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive and (ps) indicates power 
steering. 

a + = 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of May 3.) 

(Market a little stronger on nice cars 
and ’57s showed greater demand, Sold 
223 out of 330 offerings.) 





BUICK—’57 Special Riviera, $2,650*, 56 | 
Super 2-dr., $1,525*. '55 Century Riviera, 
$1,585* (ps). °54 RM Riviera, $1,200* 
(ps); Century Riviera, $1,100* (ps); Spe- 
cial 2-dr., $870*. '51 RM 4-dr., $315*; 
Special 2-dr., 2 at $125; Super Riviera, 
$120°. 

CADILLAC—’57 (62) coupe, $4,350* (ps). 
"55 (62) coupe de Ville, $2,635* (ps). '54 
(62) coupe de Ville, $2,210* (ps); (60) 
4-dr., $2,135* (ps). 52 (62) coupe, $870*, 
$685*, "50 (62) 4-dr., $625*. 

CHEVROLET—’57 Bel Air (8) conv., 
380°; coupe, $2,200*, $2,175*. 

$1,475°*; 


$2,- 
"56 Two- 
ten (6) 2-dr., 
$1,200. 
$1,345* (ps); 


55 Bel Air (8) coupe, 
Two-ten (6) 2-dr., 


$1,355*, 
$1,090°, 





a a 
$880, $845; Two-ten (8) 2-dr., $975, $940, 
$890". ’54 Two-ten 2-dr. $725, $670, "53 


Two-ten 4-dr., $540, ($525, $515, $510, 


$495, $490; Bel Air 2- -dr., $485°. 52 gf 
Deluxe 2-dr., $355*, $340, ’51 SL Deluxe 
4-dr., $395°*, $270, $265, $250. 49 gy 
Deluxe 2-dr., $155, $150. 


CHRYSLER—’52 Saratoga 4-dr., $149*, 
DeSOTO—’ 57 Firesweep coupe, $2, £00* (pg), 


‘53 Firedome (8) 4-dr., $410*, 51 Cys. 
tom 4-dr., $260. 

DODGE—'54 Royal 4-dr., $375* (ps), ‘53 
Coronet 2-dr., $475*; ‘ Diplomat, $445; 
Meadowbrook 2-dr., ‘$300, 52 ‘Coronet 
4-dr., $240, °50 Wayfarer 2-dr., $145, 

| FORD—’57 Fairlane (8) 500 4-dr., $2,365, 
conv., $2,455, $2,260; Fairlane (8) yi. 
toria, $2,300*; Custom (8) 2-dr., $1, 520, 
$1,405, '56 Fairlane (8) conv. $1 615*, 
$1,350*; Victoria, $1, 600*, $1,575* (Ds), 
$1,345*; Custom (8) 4-dr., $1,275*, $1 
000, $775*, °55 Fairlane (8) 4-dr., $1. 
090* (ps), $1,045*, $1,020*; Custom (8) 
2-dr., $930, $910, "$905, $890; Main (8) 
2-dr., 2 at $825. 

| HUDSON" 54 Wasp 2-dr., $375*. '51 Com. 
modore 4-dr., $160, $125. 

| IMPERIAL—’57 Crown coupe, $4,050* (Ds), 

| LINCOLN—’53 conv., $795* (ps). 

| MERCURY—’56 Monterey coupe, $1,740, 
Custom coupe, $1,605. '55 Montelaj 
conv., $1,500*, $1,450*; coupe $1,479" 
(ps), $1,430*. *54 coupe, $900*. '53 Mon. 
terey coupe, $650*; 2-dr., $540*, $530°, 


Two-ten (8) 2-dr., | 


$520, $495°. 
N A S H—’57 Rambler station w agon, $1,. 
960. '55 Ambassador 4-dr., $1,100*, ‘53 
Statesman 2-dr., $325*, °52 Statesman 
4-dr., $345*, '51 Statesman 4-dr., 
conv., $235. 
| OLDSMOBILE—’ 57 
(ps). °56 (98) 
(88) 4-dr., $1,500. 
(ps); Super 4-dr., 
$1,455* (ps). '54 (88) 2-dr., 
"53 (88) 4-dr., $655*. 
PACKARD—’52 4-dr., 
’51 4-dr.. $130*, 
PLYMOUTH—’ 
$920*; Plaza 
2-dr., $820, 
dr., $765; 


$125*; 


$2,710° 
(ps) ; 
$1,550° 
(98) ‘Holid 
$1,195¢ ro 


$205, $165*, 


55 Belvedere (8) 4-dr, 
(6) station wagon, $910: 
$715, $555. ’°54 Belvedere 4 
Savoy 4-dr., $505. °53 Cran. 
brook 4-dr., $325, $315. ’52 Cc ambridge 
4-dr., $175. ’51 Cambridge 2-dr., $125, 


(Continued on Page 71, Col. 1) 


(88) Holiday 
Holiday, $2,255* 
"55 (88) 4-d r. 
$1,475°*; 


$325°*, 








IOWA 








TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 

In the Heart of the Clean Car Country 

14th Des Moines 15, lowe 

Phone ATiantic 2-8353 

Sale Every Thursday — 12 Noon 

Guaranteed Titles and Checks 





MASSACHUSETTS 








PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at I! A.M. 
Newburyport Turnpike, U. S. Rt. |! 





MISSOURI 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only!) 








West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick Operating Since 1946 
MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 





Conveniently located Y2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 








MICHIGAN 
ES 
GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half om west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





Phone Dunkirk 3-0150 


MISSOURI 





AUTO DEALERS AUCTION 
Kansas City, Mo. 
6200 Independence HU 3-7470 
Checks & Titles Guaranteed 
Bob Ring, Owner Fred Reed, Mgr. 


Auctioneers 
Gee Workman Phil Spurgeon 
Jack Erwin Jr. Whitman 


Sale every Friday: 10:30 a.m. 
An effective channel to buy and sell 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





AUTOMOTIVE NEWS WANT ADS 
BRING QUICK RESULTS 





LEADING USED-CAR AUCTION DIRECTORY 


_ Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display 
(minimum space, 1 inch on 1 column—meaximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., 





PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





SOUTH DAKOTA 





Grand Opening 
SIOUX FALLS CAR AUCTION 


Sioux Falls, S. Dak. 
MONDAY, MAY 27th—12 NOON 


SALE STARTS 
Sale Every Monday—Open 7 Days a 
Week—Cash Drawing 


New Building—Plenty of Parking 
Bring these cars to this prone northwestern 
market. 

George Werkman=Balyn Samvenior 
Auctioneers 
Checks and Titles Insured 


ELLINGSON & SONS, PROP. 
Phones 8-7779 and 8-7384 








TENNESSEE 








JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
Free—1i957 Mercury—Friday, June 28th 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S 
231-41. Thursday 11:00 a.m. 





WASHINGTON 





oy Seger FE 


SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way _— Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 
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conv., $2,860* (ps); coupe de Ville, $2,- 


AUTOMOTIVE NEWS, MAY 20, 1957 





2-dr., $435, '52 4-dr., $340, $305; 2-dr., 





















$285. °51 2-dr., $340, $175. ‘50 4-dr., 830° (ps). '54 (62) coupe de Ville, §2,- 
Sat $150, S195, 3 at G18, "40 S-4r., Model Breakdown ne os th aes, Dae” alti “cae 
HUDSON—’s2 | Pacemaker 4-dr., $100. a Of Auction Averages cn eee” nee seen Se 
575°; Hardtop, $1,540°. '52 Statesman May, 1957 April March | CHEVROLET—’56 Bel Air (8) conv., $1,- 
etnias "51 wy = ay Model To Date 1957 1957 cane an: at ae a gieses; 
LDS) ILE —’ (98) 4-dr., , ; o-ten (6) station wagon, $1, : 
(Continued from Page 70) (ps), 56 (88) 2-dr., $1,655* (ps). ‘54 $2,301 $2,330 | 2 ar. $1,250; Two-ten (8) 2-dr., $1,325; 
° . an oe a o ’ 
© —’S7 Star Chief (8) Catalina, | CHEVROLET—'56 Two-ten (8) 4-dr., $1,-| {552 Holiday, $1,350" (ps);, 4dr. $1, 1,506 861,686 | Bel Air (6) 4-dr., $1,250°, °55 Bel Air 
poNTIA' > ‘ oe ee (ps). °51 (88) 4-dr,, $300°, $285°, 1,242 1,247 (8) conv., $1,505* (ps); 4-dr., $1,090*; 
42,610° (ps), $2,530° (ps). ’55 Star Chief | 475%; 2-dr., $1,325°; One-fifty (6) 2-dr.,| +50 (88) 4-dr., $220°. Sport coupe, $1,395*, $1,380*; Bel Air 
(8) 4-dr. $1,300 (ps). '54 Chieftain (8)/ $1,150. '55 Two-ten (8) 2-dr., $1,025°;| pLYMOUTH—'57 Plaza (6) 2-dr., $1,670. 881 886 (6) 4-dr., $1,420*, $1,250*; Sport coupe, 
a-dr., $790%. '53 Chieftain (8) station; One-fifty (8) 2-dr., $900°. ’54 Two-ten| ‘55 Savoy (8) 4-dr., $1,025°, ’54 Savoy 571 575 | $1,415*, $1,400°%; 2-dr., $1,325, $1,025*; 
wagon, $675°; 4-dr., 2 at $500°, $440°. 2-dr., $800; One-fifty 4-dr., $600, $575. 4-dr., $450. '50 2-dr., $145, $140. 377 8377 4-dr., $1,250*; Two-ten (6) 4-dr., $1,- 
52 Chieftain (8) 4-dr., $325°; conv., 53 Two-ten 2-dr., $595; 4-dr., $485. '52) ponTIAc—’54 Star Chief (8) 4-dr. $1,- 242 263 080°: 2-dr., $1,075, $845. °54 station 
$275*. SL Deluxe 2-dr., $405; SL Special 2-dr.,/ 065°; Chieftain (6) 2-dr., $505. '53 Chief- wagon, $875*; Bel Air 2-dr., $800, $775; 
DEBAKER—'55 President 2-dr., $1,-| $385. '51 SL Deluxe 4-dr., $235; SL Spe-| tain ’(6) 4-dr., $425, $205, ’52 Chieftain 203 202 4-dr., $730*; Two-ten 2-dr., $595. °53 
255°; Sommeantet ae. ae = a u18 4-dr., $205. "50 SL Deluxe 4-dr.,/ (6) 4-ar., $216. anmeanen station wagon, $685; Bel Air 2-dr., $575; 
4-dr., . 0 . -dr. 15° Coon De- 
mg, $i30*, °S1 Commander Land|CHRYSLER—'51 Windsor 4-dr., $245, °’50 CHICAGO Average $ 910 $ 927 $ 946 | Twoten 2 a, 6° (ps). 61 SL 
Cruiser, $150°; 2-dr., $125°. - Windsor 2-dr., $150. CHRYSLER —'56 NY St. Regis, $2,250*; 
WILLYS—'48 station wagon, $160*. DODGE—’53 Coronet club coupe, $400, ’52 (Arena Auto Auction, Sale every Tues- ‘assau 2-dr., $1,955* (ps). '55 Windsor 
MISCELLANEOUS—'52 Willys %-ton pick-| Wayfarer 2-dr., $400*, °50 Meadowbrook | day. Prices are for sale of May 7.) "54 Special conv., $1,270* (ps); Century | Newport, $1,500* (ps); Nassau, $1,430*, 
up, $225. 2-dr., $130, $125. (Sold 233 cars out of 371 offerings.) Riviera, $1,170°; Super Riviera, $900°,| $1,425*. 


FORD — '56 Fairlane (8) Crown Victoria,| BUICK—’56 Special conv., §2,235* (ps);| $825*. ’53 Super Riviera, $770* (ps); | DeSOTO—'56 Firedome 4-dr., $1,800* (ps). 
WAREHOUSE POINT, CONN. |  $1,630°; Victoria, $1,630°; Custom (6)| Riviera, $1,770*; Century Riviera, §2,-| conv., $635; RM Riviera, $770; Special) ‘55 Firedome 2-dr., $1,335°; 4-dr., $1,- 
4-dr., $1,115. ’55 Fairlane (8) Victoria,| 195°, $2,040*; Super Riviera, $2,000° Riviera, $710*, $705*, $645, $606°. 315° (ps), $1,290*. '54 Firedome 4-dr., 

(Southern Auto Sales Inc, Prices are for| $1,190*; '2-dr., $995*; Main (6) 4-dr.,| (ps). °55 RM ‘Riviera, $1,700* (ps), $1,- | CADILLAC—’56 (62) sedan de Ville, $3,-| $715*. '53 Firedome 4-dr., $510*. 


gale of May 4.) $555. '54 Custom (8) 2-dr., $600; Main| 575* (ps); Super Riviera, $1,540°, $1,-| 925° (ps); conv., $3,855* (ps); coupe, | DODGE—’55 Royal (8) 4-dr., $1,350* (ps); 
(Sold 199 cars out of 294 offerings.) (8) 4-dr., $625. '53 Main (8) 2-dr., $545;| 350°; Special conv., $1,380*, $1,290°| $2,955° (ps); (60) 4-dr., $3,425* (ps).| Coronet (8) 2-dr., $1,000*. ‘54 Coronet 
—'57 Special Riviera, $2,505° (ps).| Custom (8) 2-dr., $535, $410; Crest (8)| (ps); Riviera, $1,340*, $1,305*, $1,190°.| ‘55 Eldorado sedan, $3,235* (ps); (62) (Continued on Page 72, Col, 2) 


"55 Super Riviera, $1,715* (ps); Special 

Riviera, $1,350°, $1,200°. '54 RM Riviera, 

$1,180° (ps); 1 4-dr., $950°, °53 

Super Riviera, $725*, $695*, $580°, $400. 

51 RM conv., $405*. '50 Super 4-dr., 
*, $125°. 

ILLAC—’'56 (62) coupe, $3,500° (ps). 
55 (62) conv., $2,700* (ps). °53 (62) 
coupe de Ville, $1,550° (ps), $1,350° 
(ps); coupe, $1,475*; (60) 4-dr., $1,275° 
(ps). ‘52 (62) coupe, $1,125* (ps). ’50 
(61) 4-dr., $285*. '48 (62) 4-dr., $185*, 

LET — '57 Two-ten (8) Sport 
coupe, $2,080*, $1,880°. 56 Two-ten (8) 
station wagon, $1,480; 4-dr., $1,425, $1,- 
355°, $1,200. '55 Two-ten (8) station 
wagon, $1,375; 2-dr., $1,000, $970, $950, 
$930, $920; Bel Air (8) conv., $1,300; 
One-fifty (6) 4-dr., $800, $780. "4 Bel 
Air 4-dr., $890°; Two-ten 2-dr., $670, 
$655, $650, $630; One-fifty 2-dr., $470. 
"53 Two-ten station wagon, $740; 4-dr., 
$550; One-fifty Handyman, $620, $470: 
"52 SL Deluxe Bel Air, $630*, $600*; 
sedan, $380, $275, $125. '51 SL Deluxe 
Bel Air, $380*, $295*, $285, $195*, $185, 
$175, $160. ‘50 SL — 4-dr., $285*, 
$250*, $210, $130, $100. 
CHRYSLER—'53 NY 4-dr. $625* (ps). ’52 I oniaeennsie enemies row assures 
Windsor 4-dr., $440° (ps), $400°. °51 ms 
Windsor 2-dr., $225°. - * 7 
DeSOTO—'53 Custom 4-dr., $475*. °51 Cus- i . OU 
tom 4-dr., $195°. : . A 
DODGE—'55 Royal Lancer Hardtop, $1,- 
375*; Coronet Hardtop, $1,360°. °53 Cor- 


onet 4-dr., $450°, $415°, $400, $375. ’52 ee 

Coronet Hardtop, $225*. '50 Coronet se- Siow no) 

oe S238 Bits Shoe, 18) Be "a 
sie” Bi 3 





125. 

FORD — '57 Fairlane (8) conv., $2,360* 
(ps); Fairlane (8) 500 Victoria, $2,220*° 
(ps), $2,070* (ps); Ranch Wagon, §$2,- 
150; Custom (6) 300 2-dr., $1,615. ‘56 


—=-oe —t 
’ " Se < = : . ; so . ’ 
Country sedan, $1,750*, $1,400*, $1,355,| - eglt z , ss rn 
$1,250, $995. "55 Custom (8) 4-dr., $1,- oe ey . 
425, $1,335*, $1,265, $1,210° (ps), $990°, ‘ any - 
$975, $910. 54 Ranch Wagon, $920, $915°, ‘ Saaz 
$780°; Country sedan, $750, $725°, $675; ss i nee : i ‘ 
Main (6) 2-dr., $535, $510, $495. "53 Cus- ; 


tom (8) 2-dr., $630, $610°, $530, 


$385, = a wen 
$325", $270. "52 Main (8) 2-dr., $405, ’51 : ‘ 
Custom (8) 2-dr., $160. i ted F Sar yg we Toe» 
HUDSON—'55 Hornet 2-dr., $1,175*. °53 opens i + 
Wasp 4-dr., $315, '52 Hornet club coupe, moe ; 


MERCURY—'56 Custom 2-dr., $1,500, °55 
Montclair Hardtop, $1,445*; Monterey 2- 
dr., $920*. '54 Custom 4-dr., $735. '53 
conv., $900*, $685°. "52 Monterey Hard- 
top, $500°, $450°, $355, $250. °51 4-dr., 
2 at $175. ’50 conv., $175, $130. 

NASH—’55 Rambier Hardtop, $1,225, $1,- 


OLDSMOBILE—’'56 (88) Holiday, $1,900* 
(ps). "55 (98) 4-dr. $1,725* (ps); (88) 
4-dr., $1,450°, $1,255* '54 (98) 2-dr., 
$1,335* (ps); (88) 2-dr., $1,250°, $1,- 
205*, $1,200*, $1,190* (ps), $1,155* (ps). 
"52 (88) 4-dr. $505°, $365°, $155°. '51 
(88) 4-dr., $355°; (98) Hardtop, $250°. 
"50 (88) 4-dr., $155*, $135°, $110°, - 

PACKARD—’52 (200) 4-dr., $330. '51 (300) 
4-dr., $360°. 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 
425°, $1,010; Savoy (8) 4-dr., $900; 









fast 
42" 


easy-to-read 
pages. 


1 Authen Labor arge MOST COMPLETE SERVICE 


Officidl factory timeAtudies* expressed in in the industry AT THE LOWEST COST 
hours ahd tenths, autgsfiatically figured at your 
ho rate. No aritfnetic—no chance for error. De Luxe Edition $16.50 


évers all domesti€ cars. 








BS 


Plaza (8) 2-dr., $780°, '54 Savoy 2-dr., With National’s Manual never have to at 
$675. ‘53 Cambridge 2-dr., $360, $335, 1 ati s » you i 5 
$500, ‘32, Cambridge tation wagon, $555, Parts ct Prices parts or labor charges for collision, desta enteedieed, 
nit, $150, '$135. Agee pec trim, glass or body repairs. The DeLuxe Edition, for just 
©, $1,370"; 2dr $1,275", "S4 Chiefteta Fgstory parts list prices for all current makes, $16.50, contains the illustrations, exploded views, etc., all 
A A a = all ga6dels for the past 8 years—hardtops, convert- the latest figures—and it is kept up-to-the-minute and 
$550°. ’51 (8) club coupe, $315*. $180. " ibl@s and station wagons included. complete throughout the year with a re lacement-revi- 


STUDEBAKER—’53 Champion 2-dr., $360. 


"52 Commander 2-dr., $170, $150. 3 


sion service that normally totals 15 mailings of more 
YS—'48 station wagon, $180. 
ELLANEOUS—'56 Volkswagen Micro 


i ually. 
ts, ion, 91 Suerte Son pes Illustrations (DeLuxe Edition only) than 1300 pages annually 
_ Body Shop Operators will save time in esti- Standard Edition $12.50 


FT. WAYNE, IND. mating and billing when using the DeLuxe Edition. ae 
(Port Wayne Auto Auction, a every It pt exploded views o front and rear sus- The Standard Edition includes only parts and ae pages 
tony, Prices are for sale of May 7.) pensions, grilles, power steering — front sheet in a handsome pocket-size binder—with the complete re- 
sfeld 29 out of 45.) 7 a Sen metal, including Bik and bumper—body placement-revision service for a full year for just $12.50. 
$1,325-. "53 MM 2-dr. $620" (pe); Super diagrams, indexed by make. 


4-dr., $615* (ps), $565* ( . ‘52 Spe- 
cial 2-dr., $320, ed a 


Gita “2 seit we! YOu profit on every job 


MAIL YOUR ORDER TODAY—30-DAY MONEY-BACK GUARANTEE 











saan $2,100*. '53 Two-ten 4-dr., $585*, | 
. 02 SL Deluxe 2-dr., $400; Bel Air, \ 
ae 65 cok Cant Sede. OR; B-ae.. | More than 50,000 shops, garages, dealers and NATIONAL MARKET REPORTS, INC., 
56 mtd Custom (6) 300 2-dr., $1,905. insurance adjusters use and ent on Na- 900 S$. WABASH AVE., CHICAGO 5, HLL. 
Crest (8 ) Vietota, pase, Ronn Wagon tional’s Manual year after year. : ey know they Please enter our order for 1-year's service as indicated below, subject to your 30- 
a A ge are safe when they base quotations and billing | —_Day free-trial guarantee on Manual services: 
Pe ee a on this national authority. gn Rates for United States and Canada only 
SEMOUTE bs Crenbieck Ldn gee. | So for profits on your labor and parts—for C) National's P. & L. Manual — DeLuxe Edition ........cee.sooesssnseeeeeneseeeeee 16,50 
Por cranbrook 4-dr., $180. c , speed and accuracy in estimating every service ! C National’s P. & L. Manual — Standard Edition ..........ccoosssssesnsnneee G92.50 
51 2dr. ae aaee Chief (S) 4-dr., $900*. and repair job—mail your subscription now for o Astemetive Seovise Digest - ODE YORE o.nccrscnsvecrserscerererrserserscetnerenserrescsecooe Gs SOO 
QUINCY, ILL either the DeLuxe or the Standard Manual. Your ; © (in combination with either Manual) eee 1 
ne - m isfaction is ; antity Rates on 
tals cuit, Thale’s Quincy Auto Auction. complete satisfaction is guaranteed. Sp hie ade: | iia a) sap : Request 
7 amonday. cos are OF aale *Where no fact flat rate exists symbol A indicates that 
by labor hours are based on our field survey. | 





FIRM NAME . —_—— 


Sit ctomert, Sn pertat af or NATIONAL MARKET REPORTS, INC. ito ST 


per ‘are sioeen, contest tar, euen. = 900 S$. Wabash Avenue, Chicago 5, Illinois 


Super 2-dr., $700, $595; Super 4-dr., $675. 
51 Special 4-dr., $160, 

MLLAC—'51 (62) 4-dr., $710°%. °46 4- 
dr., $180. '41 4-dr., $100, 










city open ZONE STATE 


AUTOMOTIVE PUBLICATION SERVICES SINCE 1911 





















rs ee ee 


Fee ep 
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dr., $270. 
FORD—’56 Fairlane (8) conv., 


dr., $685*, $685, $350; Custom (8) 2- 
$480; 4- dr., $565, $490. 
Crest (8) Victoria, $680° ; Custom (8 


dr., $600*; 2-dr., $600, $360. 


$280*; Main (6) 4-dr., $310. 
(8) 2-dr., -$362*, $355, $205. 
HUDSON—'S4 Jet 2-dr., $310*. 
Wasp 4-dr., $210*. 
MERCURY—’55 Montclair Hardtop, 
545° (ps), $1,450° (ps); 
top, $1,375*; 4-dr., $1,205°*. 
Sun Valley, $1,200°; 
$805*; 4-dr., $910° (ps); 2-dr., 
(ps); Custom 2-dr., $900; 4-dr., 
"51 Custom 4-dr., $215. 
NASH—'56 Rambler 4-dr., 
Statesman club coupe, $895°. 
bassador 2-dr., $600; Rambler 
coupe, $550. 
OLDSMOBILE—’ 56 





Independents Help Out— 


Richard Beem, left, treasurer, Central 
Ohio Automobile Dealers Assn. (inde- 
pendents), presents a battery-operated 
public address system to Charles Buchanan, 
deputy sheriff, Franklin (O.) County. The 


$1,065°. 


(8) 4-dr., $545*. ‘53 Coronet (8) conv., 
$630*; 4-dr., $555, $490*; Meadowbrook 
4-dr., $320; 2-dr., $200. '52 Coronet 4- 


$1,690, $1,- 
625*; Victoria, $1,500*; Country sedan, 
1,685; Custom (8) 4-dr., 2 at $1,250; 2- 
dr., $1,185, $1,005*. '55 Fairlane (8) 
Victoria, $1,490* (ps), $1,380; 2-dr., 
$1,150*; Country sedan, $1,400* (ps). 


’54 Ranch Wagon, $755; Custom (6) 2- 


dr., 
53 
) & 


"52 Cus- 
tom (8) 4- -dr., $370; Crest (8) Victoria, 
’51 Custom 


’53 Super 


$1,- 


Monterey Hard- 
’54 Monterey 
Hardtop, $1,055*, 
$740* 
$735*. 


"54 


53 Am- 
club 


(98) Holiday, $2,220*° 


unit will be used by the sheriff's office (ps); (88) Super conv., $2,210° (ps); De- 

. =e luxe 4-dr., 1,780*. 55 (98) conv., $1,- 
in conducting driving schools and safety 800° (ps); Holiday, $1,785* (ps). '54 
demonstrations. (88) Super Holiday, $1,355*; Deluxe 








Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lrecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., De Rt X-6 
415 Lexington Ave., N ew York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 





Name 
Re eS ne i Eee 
Address. ——————— 

In Canada—331 Bartlett Ave., Toronto 














ae 


Stiques deencpdeaser 





(Continued from Page 71) 


Holiday, $1,290*; 4-dr., $1,010*, $770* 
(ps). °53 (88) Super 4-dr., $530*; (98) 
4-dr., $515* (ps). ‘52 (98) 4-dr., $470*, 
$310*. 

PLYMOUTH—’56 Suburban, $1,700*; Bel- 
vedere (8) 2-dr., $1,545*; Savoy (8) 4- 
dr., $1,215; Savoy (6) 2-dr., $1,250*. 


’55 Belvedere (8) conv., $1,260*; 2-dr., 
$1,170*; Savoy (8) 4-dr., $1,105; Plaza 
Suburban, $905; (6) 2-dr., $805. 54 Bel- 
vedere Hardtop, $790*; Savoy 2-dr., 
$580; 4-dr., $570. '53 Cranbrook 4-dr., 

$425*. ‘52 Cambridge 4-dr., $215. 
PONTIAC—’56 Safari station wagon, $2,- 
Star Chief (8) Catalina, 


050*, $1,850*; 
$1,965* (ps), $1,750*%; Chieftain (8) 
Catalina, $1,680* (ps). °55 Star Chief 
(8) Catalina, $1,450°, $1,305°. '54 Star 
Chief (8) 2-dr., $1,120* (ps); Chieftain 
(6) 4-dr., $485. '53 Star Chief (8) 2-dr., 
$780*, $630°; Chieftain (8) 2-dr., $610*. 
’62 4-dr., $275°. 

STU DEBAKER—'54 Commander Hardtop, 
$710*. °53 Champion 2-dr., $285. 


ALBANY 


(Tim Anspach Dealers’ Auto Auction. 
Sale every Monday. Prices are for sale of 
May 6.) 

(The car market here today was fairly 
active. Prices were mixed and hovered 
just below last week’s high, The siack- 
ening demand resulted from poor retail 
in this immediate section, tight money 
and public work layoffs. At least 100 car 
buyers attended but were picky and care- 
ful in their buying. Sold 177 cars out of 
232 offerings.) 

BUICK—’56 Century station wagon, §$2,- 
100° (ps); Special 2-dr., $1,750°; Riviera 
coupe, $1,660*. '55 Super Riviera, $1,440° 
(ps); Special Riviera, $1,535°. ‘54 Super 
Riviera, $1,050*, $1,100° (ps), $1,130°; 
Special Riviera coupe, $970; 2-dr., $860 
’53 Super 4-dr., $630°. °51 Super Riviera 
coupe, $250°; Special 4-dr., $280. 


OADILLAC—'57 Fleetwood 4-dr., $5,000*° 
(ps). °56 (62) coupe, $3,650° (ps); 4- 
r., $3,560° (ps). "55 (62) conv., $2,650° 
(ps). $2,450° (ps). "54 (62) coupe, $2,- 
400° (ps); 4-dr., $2,325° (ps); (60) 4- 
r., $2,225° (ps). "52 (62) coupe de Ville, 
$860*. '51 (60) 4-dr., $760°; (62) coupe 
de Ville, $675*. ‘50 (62) 4-dr., $390°; 
conv., $485*. "49 (62) 4-dr., $210°; conv., 


bt 

CHEVROLET— 57 Bel Air (6) 2-dr., $1,- 
925. 56 Bel Air (8) coupe, $1,830; "Two- 
ten (8) 4-dr., $1,420°; (6) 2-dr., $1,250; 
station wagon, $1,560. "55 Bel Air (8) 
coupe, $1,440*°, $1,350°; Two-ten (8) 4- 
r., $1,025°; (6) $1,025, 2 at $950, . 
$910, $900; Delray, $1,050. "54 Bel Air 
2-dr., $780, $760; Two-ten 4-dr., $820, 
$800; 2-dr., $800, $700, $650; One-fifty 
2-dr., $520. '53 Bel Air coupe, $790, $760, 
$740*; Two-ten 4-dr., $585, $550°; Two- 
ten 2-dr., $630; One-fifty 2-dr., $410; 
4-dr., $200. "52 Deluxe 4-dr., $525°; 2- 
dr., $310°. '51 Deluxe 2-dr., $240°; Del- 
ray sedan, $135. ‘50 Deluxe 4-dr., $260; 
2-dr., $140°. 

CHRYSLER — '56 Windsor 4-dr., $2,035° 
(ps). °53 Windsor 4-dr., $560°, $550°; 

$385° (ps). 


NY 4-dr., $560°. 

DeSOTO—'53 Firedome 4-dr., 

DODGE—’'56 Meadowbrook station wagon, 
$1,635*. ‘55 Coronet station wagon, $1,- 
280°. *53 Coronet 4-dr., $390; Meadow- 
brook 2-dr., $280°. ‘51 Coronet 4-dr., 


$200. 

FORD—'57 Fairlane (8) 500 sedan, $2,325° 
(ps). °56 Country Squire, $1,975° (ps), 
$1.730° (ps); ,_ $1,- 
280; Custom (8) Victoria coupe, 
$1, 700° ; conv., $1,610°; 2-dr., 
$1,340, $1,200. "55 Custom (8) station 
wagon, $1,500°, $1,335° (ps); (6), $1,- 
370; Fairlane (8) conv., $1,370; Custom 
(8) 2-dr., $1,125°, $1,000°; (6) 4-dr., 
$1,025. '54 Custom (8) Victoria, $800; 
(6) Victoria, 2 at $770; station wagon, 
$770; 2-dr., $530, $460; Main (8) 2-dr., 
$550. '53 station wagon, $780*; Custom 
(8) 4-dr.. $730°, $585, $580, $410; Vic- 
toria, $750; Main (6) 4-dr., $475. ‘51 
Custom (8) 4-dr., $230, $220, $200; De- 
luxe (8) 2-dr., $225, $200, $110. "50 Cus- 
tom (8) 2-dr., $170; Custom (6) $120. 

HUDSON—'S4 Hornet 4-dr., $480°. 

LINCOLN — ‘56 Premiere coupe, $2,475* 
(ps). "52 Cosmopolitan coupe, $470°*. 

MERCURY — ‘57 Monterey 4-dr., $2,400°. 


'56 Monterey sport coupe, $1,550. 'S4 
Custom sport coupe, $690. "50 Custom 
2-dr., $200. 


NASH—'54 Rambler 4-dr., 
bassador coupe, $580°. 


$700. 
"52 Statesman 4- 


dr., $320. '51 Rambler conv., $170; Ram- 
bier 2-dr., $140. 

OLDSMOBILE—'56 (88) Super 4-dr., $1,- 
600, $1,520. "55 (98) 4-dr. $1,430°; (88), 
$1,600*; 2-dr., $1,100; Holiday, $1,470* 
(ps). "54 (98) Holiday, $1,260 (ps), $1,- 
200° (ps); (88) 4-dr.. $1,070° (ps). ‘53 
(88) Super 4-dr., $600°. °49 (88) 4-dr., 
$140°; (76) 2-dr. $130°. 


PACKARD—’52 Clipper 4-dr., $160°. 

PLYMOUTH—'56 Savoy (8) coupe, $1,300*, 
$1,230°. '55 Savoy (8) coupe, $970*, $950; 
Plaza 4-dr., $950, $910°. °53 Cranbrook 
4-dr., $530, $400; Cambridge station wag- 
om, $480. '51 Cambridge coupe, $120. '49 
Deluxe conv.; $160. 

PONTIAC—'56 Chieftain (8) Catalina, $1,- 
475°. °53 Chieftain (8) Catalina, $790, 
$510; Deluxe 4-dr., $500*. °51 Chieftain 
Catalina, $250°; Deluxe 2-dr., $160, $120. 
"50 (8) 2-dr., $140. '49 (6) 2-dr., $120°. 

STUDEBAKER—’'53 Champion coupe, $380. 
52 Commander 4-dr., $190*, $130°, '51 
Champion 4-dr., $210. 

WILLYS—’'56 Jeep, $1,275. '55 station wag- 
on. $1,180. '54 Aero Lark 4-dr., $380. 
MISCELLANEOUS — '57 Volkswagen, $1,- 
670; Willys %-ton pickup, $1,275. ‘56 
Volkswagen %-ton panel, $1,300; Ford 
%-ton pickup, $900. ‘53 International \%- 
ton pickup, $530. '51 Chevrolet %-ton 
| $470. '50 GMC %-ton pickup, 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 
day. Prices are for sale of May ED 
(Market strong in all 
ans an nae Sold 158 


cars out of 213.) 

BUICK—'57 Special 4-dr., $2,400*; Riviera, 
$2,300*, '56 Super Riviera, $1,975*; Spe- 
cial Riviera, $1,905*. '55 Special conv., 
$1,500°; Riviera, $1,485°, $1,455°, $1,- 
150°; 2-dr., $1,445*, $1, 325°; Super Rivi- 
era, $1,375°, $1,315* (ps); Special sedan, 
$1,335°, $1,255°. '54 RM conv., $1,300° 
(ps); Super Riviera, $1,085*, $1,075, 
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$965*; 
2-dr., 
(ps). 
$675°*; 
$595°*; 
Special 4-dr., 
$170, $160. 
$180*. 

CADILLAC—’57 (62) club coupe, 
(ps), $4,500* (ps). 
$3,525* (ps). ’55 coupe de Ville, 
(ps). 

CHEVROLET—’57 Bel Air (8) 2-dr., 
225°, $1,935* (ps). 
$1,635*; Two-ten (8) 2-dr., 
315, $1,305. '55 Bel Air conv., 
2-dr., $1,285*, $1,065*, $1, 015*: Two-ten 
(8) 2-dr., $1, 270, $1, 100, $1,065, $1,050; 
(6) 2-dr.,. $950, $840; station wagon, $1,- 
300*; Delray, "$1,080*. '54 Bel Air club 
coupe, $915, $700; Two-ten (6) 2-dr., 

* $775, $760, $705, 2 at $700*; club coupe, 
$640. '53 Bel Air club coupe, $760*, $700, 
$610, $600, '51 Deluxe 2-dr., $315, $300°, 
$215°*. 

DeSOTO—’53 Firedome (8) 4-dr., $400. ’52 
4-dr., $260. 

DODGE—’ 56 Coronet (8) 4-dr., $1,615°. '55 
Royal (8) 4-dr., $1,340, 53 Coronet (8) 
4-dr., $480°, $450°. °52 4-dr., $285. °50 
Coronet, $250. 

FORD—’ 57 (8) station wagon, $1,900; Cus- 
tom (8) 2-dr., $1,760. '56 station wagon, 
$1,890, $1,765*, $1,750; Fairlane 
conv., $1,630*; Victoria club coupe, $1,- 
550*; Custom (8) 4-dr., $1,495°, $1,380, 
$1,375*, $1,315, $1,235. °55 Thunderbird, 
$1,960*; Crown Victoria, $1,460, $1,315; 
Fairlane (8) conv., $1,450; club c 
$1,300°, $1,280; 4-dr., $1,140, $1, 070: 
Custom conv., $1,365; 4-dr., $905°, $900, 
$890°. '54 Crest Hardtop, $915*; Custom 
2-dr., $745; Main 2-dr., $465. '53 station 
wagon, $925; Victoria (8) 2-dr.. $785° 
(ps), $725; Crest conv., $600; Custom, 
$575. °51 Custom, $225. '50 club coupe, 


$125. 

MERCURY—’56 Medalist Phaeton, $1,655*; 
2-dr., $1,200. °55 Montclair conv., $1,- 
685* (ps); Custom 4-dr., $1,080. 

NASH—'55 Ambassador (8) sedan, $1,255. 
"54 station wagon, $975. '53 4-dr., $430. 

OLDSMOBILE—’'56 (88) Holiday, $2,100*° 
(ps), $2,080* (ps), $2,005°, $2,000°, $1,- 
905°. °55 (88) Holiday, $1,720°, $i, 685° 
(ps); 4-dr., $1,085; (98) Holiday, $1,630° 
(ps), $1,500° (ps), $1,630°. °54 (88) 4- 
dr., $1,065*, $980°. "53 (88) Super 2-dr., 
$660°*. "52 club coupe, $355°. 

PLYMOUTH— 56 Savoy (8) station wagon, 
$1,465*; 2-dr., $1,245. 55 Plaza (8) sta- 
tion wagon, $1,085". °54 Savoy 4-dr., 
$600, $525. 53 4-dr_ 

PONTIAC— 56 Chieftain (8) station wag- 
on, $1,960°; Chieftain Catalina 4-dr., 
$1,600°. ‘55 Chieftain club coupe, $1,- 

4-dr.. $1,205*; Catalina, $1,200°, 
$1,070*°. °53 Chieftain Catalina, $725, 
$700; Deluxe, $580, $400. '52 4-dr., $390. 

MISCELLANEOUS—’'55 Ford %-ton pick- 
up, $755. °54 International pickup, $675. 


PEABODY, MASS. 


(Peabody Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of May 9.) 
(Fast moving sale and a cood percent- 
age sold, Prices steady as we sold 91 out 
of 136.) 
BUICK—’56 Super Riviera, $1,800° (ps). 
"55 Special 4-dr., $1,255°. "54 Special 2- 
r., $950. "53 RM 4-dr., $660° (Ds) ; Spe- 
cial 4-dr., $595°*, $585*, $555°; Riviera, 


Century Riviera, $1,000*; 
$985*, $975; 4-dr., $955, $915* 
563 Super Riviera, $730*; 4-dr., 
Special 4-dr., $645°; Riviera, 
RM Riviera 2-dr., $570* (ps), ’52 
$400*, $365, °51 4-dr., $260, 
"50 4-dr., $195. °49 4-dr., 


Special 


$4,600° 
56 (62) club coupe, 
$2,650° 


$2,- 
56 Bel Air (8) 4-dr., 
$1,315*, $1,- 

$1,460*; 


$605*. "52 Super 4-dr., $410°. "51 Super 

4-dr., $195°. '50 Super “4-dr., $160°. 

CADILLAC—'51 (62) 4-dr., $500°. °50 
(60) 4-dr.. $630°. 

CHEVROLET—'55 Two-ten (6) 4-dr., $1,- 
050; Two-ten (8) 4-dr. : 2dr., 
$930. "54 Two-ten (6) 2-dr., $730°. "53 
Two-ten 2-dr.. $700°; Bel Air coupe, 
$780°; One-fifty 2-dr., $680°."52 SL De- 
luxe 4-dr., $275*. °51 SL Deluxe 2-dr., 
$275; 4-dr.. $165°; SL Special 2-dr., 
$175. "50 2-dr., $150, $135; 4-dr., $145, 
$140. °49 2-dr. ‘$180. 

CHRYSLER—'56 Imperial 4-dr., $180. 

DeSOTO—'52 Firedome 4-dr., $490° (ps). 
"51 Custom 2-dr., $295. ‘49 ‘Custom 4-dr., 
$110. 

DODGE—'55 Coronet 2-dr., $1,205°. °49 
4-dr., $175. 

FORD—’'56 Custom (8) 4-dr., $1,290°, $1,- 
250, $1,200. °55 Fairlane (8) 4-dr., $1,- 
110°; Custom (8) 2-dr., $1,010°, $920; 
4-dr., $875. °54 Custom (8) 4-dr., $700; 
Custom (6) 4-dr., $700; Main (6) 2-dr., 
$635. °53 Crest (8) Victoria $735°; Cus- 
tom (8) 4-dr., $680, $550; Main (6) 2-dr., 
$490. °51 Custom (8) conv., $450; 2-dr., 
$135. °50 4-dr., $125; 2-dr., $105. °49 

v.. $180. 

LINCOLN—'50 Cosmopolitan 4-dr., $400°. 

MERCURY—'55 Monterey conv., $1,525°. 
"53 Custom 4-dr., $575°. "52 Custom 4-dr., 
$475°*. °51 Custom 4-dr.. $205°. 

OLDSMOBILE—'S4 (88) Super 4-dr., $1,- 
000°, '52 (98) 4-dr., $375*; (88) Super 4- 
dr., $250°. "51 (88) Super 4-dr., $225°, 
$190°. °50 (88) 4-dr., $180°, $130°. 

PLYMOUTH—'55 Savoy (8) 2-dr., $890. 
’53 Cranbrook 4-dr., $585. °51 Cambridge 
ee, $330; Cranbrook Belvedere, 

0. 

PONTIAC—'5S4 Star Chief (8) Catalina, 
$1,075*. °53 Chieftain (8) conv., $760*, 
en: "51 (8) 4-dr., $375°. '50 2-dr., 
100. 

STUDEBAKER — ‘54 Champion Hardtop, 
$755*. '53 Champion 4-dr., $270°. 

MISCELLANEOUS—'56 Volkswagen 2-dr., 
$1,400. ‘51 Ford %-ton panel, $130; 
GMC %-ton pickup, $305. 

OMAHA 
(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of May 9.) 


CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
695°; Two-ten (8) 4-dr., $1,395. ‘51 Del- 
ray 4-dr., $180°*. 

ee NY Deluxe sedan, $1,- 

DODGE—'54 Coronet (8) 4-dr., $785*. 

FORD—'56 Custom 4-dr., $1,400*; Main 
(8) 2-dr., $1,150. °55 Custom (8) 2-dr., 
$1,055; 4-dr.. $990°; Main 2-dr. $830. 
"54 Crest (8) 4-dr., $925°. ‘53 Custom 
4-dr., $700°, $680°, $670°; coupe, $635; 
2-dr., $390. '52 Main 2-dr., $455°*. 


HUDSON—’51 Custom Hollywood, $310°. 

KAISER—'53 2-dr., $305. °51 4-dr., $135; 
Deluxe (6) 4-dr., "$100°. 

MERCURY—’'57 Montclair coupe, $2,825* 


(ps). °55 Monterey Hardtop, $1,430*. '54 
Monterey 4-dr., $1,010*. '53 Monterey 4- 
r., $680°. '49 2-dr., $175. 

PACKARD—’49 2-dr., $100. 

PLYMOUTH — '54 Belvedere (6) station 
wagon, $900; 4-dr., $755*. °53 station 
ee Cambridge 4-dr., $475, ’52 

r 


PONTIAC—'57 Chieftain Catalina, $2,300°. 
’56 Chieftain Catalina, $1,600*, '55 Chief- 
tain 4-dr., $1,185*. '52 Chieftain Deluxe 
4-dr., $365°. 

MISCELLANEOUS—'52 GMC %-ton pick- 
up, $465. ‘50 GMC carryall, $290. '49 
Ford %-ton pickup, $295. 48 Dodge 


nis 
ton pickup, International Yh-ton 


Pickup, $200. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc, 
Tuesday. Prices are for sale of May nye 
BUICK—’56 Special station wagon, $2, 185; 

Century Hardtop, $1,925* (ps) °55 Super 

Hardtop, $1,650* (ps); Specia Hardtop, 

$1,465* (ps); Century conv., 

(ps), $1,580* (ps). '54 Century Hara: 

$1,410*, $1,290*; RM 4-dr., $1, 215+ (Ds); 

Special 2-dr., $1,130*, 53 Si iper 4-r. 

$790*; RM Hardtop, $790* (ps), 5) 

Super Hardtop, $545*, $500* '5] RM 

sedan, $360*; 4-dr., $300*. '50 RM 4-4, 

$225; Special 2-dr., $175*. 49 Super 

conv., $210; RM 2-dr., $140* 
CADILLAC—'55 (62) 2-dr., $2.S00* (pg), 
’54 (62) coupe de Ville, $2, 525* (ps), °53 


$255; 


(62) coupe de Ville, $i, 345* (ps): 4-dr, 
$1,330* (ps). °52 (62) 4-dr., $1,320¢ (ps), 
*46 4-dr., $125. 

CHEVROLET — ’'56 Two-ten (8) 
wagon, $1,930; 4-dr., $1,655*, $1,500, 
$1,495, $1,475; (6) 2-dr., 32a. "35 
Bel Air (8) 2-dr., $1,490*, 330; Two 
ten (8) 4-dr., $1,285*, bs“tae. $1, 130, 
$1,155; (6) station wagon, $1,470, % 
Delray, $820. '53 Bel Air 4-dr. $870", 
$790*, $785*; Two-ten 4-dr., $635, 7] 


SL Deluxe 4-dr., $515, 2 at $500, S350 
Special, $465. '5i SL Deluxe coupe, $0; 
2-dr., $330. ’50 Deluxe 4-dr. $270°: 
dr., $165, '49 SL Special 2-dr., $295; . 
dr., $180. '47 SL Deluxe 4-dr., $105, 

CHRYSLER—’53 NY 4-dr., $955* (pg), 
’52 Windsor conv., $365*. °49 NY 4-dr, 
$160*, $150*. °41 Windsor coupe, $125, 

DODGE—’55 Royal (8) 2-dr., $1,560 
station wagon, $1,295*. °52 SOR a 
4-dr., $320. '50 Coronet 4-dr., $190*, ‘4 
Coronet club coupe, $210. 

FORD—’56 Thunderbird, $2,750*:; Custom 
(8) station wagon, $1,940*, $1,870 (ps); 
2-dr., Hardtop, $1,905 (ps), $1,620* (ps); 

(Continued on Page 73, Col, 1) 


HOLIDAY 








presents the 


Fabulous 
Ford 
Family 


Beginning an intimate series 
on one of the most remark 


able families in U. S. history. 


Now, for the first time, you'll 
meet all the Fords — learn 
about their foibles and fail- 
ures, feuds and fortunes! 
You'll find it all in Holiday's 
exclusive family portrait by 
Joe McCarthy. 


* > . 


ALSO IN THIS ISSUE: 
NEW YORK STATE. Despite its riches 
and industrial power, New York is 
the most happily mixed-up state in 
the Union! Holiday tells you exactly 
why in 14 pages and 31 colorful 
photographs! 


BERMUDA. If you thought Bermuda 
was a little too lush for your pocket- 
book, Holiday will change your 
mind! Here’s how you can enjoy 
6 fabulous days for less than 


WHERE TO EAT IN BOSTON. “The 
home of the bean and the cod” has 
been pampering epicurean appetites 
for many years, as you'll discover 
on this tour of the city’s most nota 
ble restaurants. 


PLUS: the PERFECT SOUTH SEA 
ISLAND; LOUISVILLE, KY; HOLIDAY 
HANDBOOK FOR THE ROADSIDE GOUR- 
MET; THE JOHNSTOWN FLOOD; a fas¢l- 
nating study of THE WORLD’S OLDEST 
GAME, chess; THE FRENCH FOR MUR 
DER; and more! 


ON SALE MAY 16 
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(g) station wagon, $1,690*; 4-dr., $1,- 
§25, $1,510, $1,455, $1,400, $1,385; Fair- 
jane (8) 4-dr., $1,665, $1,415. '55 Custom 
(8) station wagon, $1,700°; Fairlane 
Victoria, $1,630* (ps), $1,490* (ps); 
Crown Victoria, $1,410*; Fairlane (8) 2- 
dr., $1,400%; 4-dr., $1,275°, $1,270, $1,- 
355, Custom (8) 4-dr., $1,150; station 
wagon, $1,120. ’54 station wagon, $1,- 
215%; Custom (8) 2-dr., $850; 4-dr., 
g470°. '53 (8) 2-dr., $760*; Custom (6) 
9-dr., $620*, $460; (8) 2-dr., $460; Main 
(6) 4-dr., $525; (8) 4-dr., $430. '52 Cus- 
tom (8) 4-dr., $610; 2-dr., $575*; (6) 
edr., $500, $175. ’51 Deluxe (8) 2-dr., 


$320; (6) 4-dr., $145. °50 Deluxe 2-dr., 
$200; Custom (8) 2-dr., $150. °49 (8) 
2-dr., $130. 

KAISER—'53 4-dr., $545*. 

MERCURY—'56 Montclair conv., $2,095* 
(ps); Monterey 4-dr., $1,755*; Medalist 
2-dr., $1,625*. "55 Monterey 2-dr., 2 at 
$1,530* (ps); Custom (6) 2-dr., $1,150. 


‘54 Monterey 4-dr., $1,065. 53 Monterey 
4-dr., $720*. ’52 Monterey 2-dr., $655; 
Custom 4-dr., $520*. ’51 Monterey 4-dr., 


330°. 

ABH ’55 Rambler station wagon, $1,- 
500°: Ambassador (8) 4-dr., $1,370* 
(ps); Super Ambassador 4-dr., $1,100*. 
53 Ambassador 4-dr., $750*. ’51 Rambler 
2-dr., $260; Statesman 4-dr., $200. 

OLDSMOBILE — '55 (88) 2-dr., $1,820* 
(ps), $1,695*; 4-dr., $1,650*°. °54 (98) 
Deluxe 2-dr., $1,745* (ps); (88) 2-dr., 
$1,410*; 4-dr., $1,385*. °53 (88) Super 
2-dr., $950* (ps), $650*. ’52 (88) Super 
2-dr., $690*, $570*. '51 (88) 2-dr., $550*, 


$275*; (98) 4-dr., $375*, $275*. ’50 (88) 

Deluxe, 4-dr., $275*; (88) 4-dr., 2 at 
70*. 49 (76) 4-dr., $140. ’48 (76) 4- 
dr., $105*. 

PACKARD—’51 4-dr., $265*, $200*. °49/ 
4-dr., $205. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 
$2,575* (ps). °54 Plaza station wagon, 
$1,015*. 53 Cambridge 4-dr., $520. '47 
Deluxe 4-dr., $105. 

PONTIAC—’55 Star Chief (8) Hardtop, 


$1.695*, $1,575* (ps). °53 Star Chief 
Catalina, $720* (ps); Chieftain (8) Cata- 
lina, $680*. ‘52 Chieftain 2-dr., $390*. 
51 Chieftain 4-dr., $360*, $270°. 

STUDEBAKER—’53 Champion 4-dr., $375. 
"62 Commander 2-dr., $345; 4-dr., $280; 
Land Cruiser 4-dr., $220*. '51 Commander 
4-dr., $200, $170*. 


MISCELLANEOUS — '56 DKW Hardtop, 
$1,570; Ford ‘%-ton pickup, $1,090; 
Voikswagen sun top, $1,540. °55 Dodge 


¥%-ton pickup, $870; Ford %-ton pickup, 
$885; %-ton pickup, $675. '53 GMC %- 
ton pickup, $620. 51 Ford %-ton pickup, 
$375. °49 Ford 1-ton pickup, $455. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Friday. 
Prices are for sale of May 3.) 

(Very active sale; good percentage 
sold.) 
BUICK—’'55 Super Riviera, $1,550*; Special 


Riviera, $1,455*; Century 4-dr., $1,370* 
(ps); coupe, $1,300*, $1,280°, °53 Super 
Riviera, $775*; Special Riviera, $495*. 
"51 Super 4-dr., $210*. 

CADILLAC— ‘57 (62) 4-dr., $4,717* (ps). 
"36 Eldorado conv., $4,450* (ps); coupe, 
$4,150" (ps); sedan de ville, $4,065* 
(ps); coupe de Ville, $3,650* (ps), $3,- 
575* (ps). ‘55 (62) 4-dr., $2,670* (ps). 


CHEVROLET—'57 One-fifty (6) 4-dr., $1,- 
770. $1,535*; °56 Bel Air (8) 4-dr., $1,- 
915", $1,725*; conv., $1,690*%; Two-ten 
(8) 4-dr., $1,630*; Delray coupe, $1,- 
405*; One-fifty (6) 2-dr., $1,085, $950; 
Two-ten (6) 2-dr., $1,000. '55 Two-ten 
(6) station wagon, $1,500, $1,375; Bel 
Air (8) 4-dr.. $1,440*, $1,295. 

OHRYSLER—'57 Windsor 2-dr., 
‘SS NY 4-dr., $2,020* (ps), $1,555* 
(ps). "54 NY 4-dr., $1,040° (ps). ~ 

CONTINENTAL—'56 coupe, $5,505* (ps). 

DeSOTO—'55 Fireflite 4-dr., $1,340* (ps). 
DODGE—’55 Coronet 2-dr., $1,190. °51 
4-dr.. $135. ‘49 4-dr., $100. 

FORD—'57 Fairlane (8) 500 4-dr., $2,430°*; 
Fairlane (8) Victoria, $2,125*; Country 
sedan, $2,425* (ps); Custom (8) 300 
2-dr., $1,865; Custom (8) 2-dr., $1,- 
765*, $1,600*. °56 Country sedan, §$1,- 
925* (ps); Fairlane (8) Victoria, $1,550*; 
4-dr., $1,475* (ps); Ranch Wagon, $1,- 
520°; Custom (8) 2-dr., $1,240*, $1,150. 
‘55 Fairlane (8) Victoria, $1,325*. 

HUDSON—'54 Super Jet 2-dr., $380. °49 
conv., $130. 

IMPERIAL—'57 4-dr., $4,800* (ps). 

LINCOLN—'55 Capri 4-dr., $1,790* (ps); 
coupe, $1,755* (ps). °54 Capri 4-dr., $1,- 
185* (ps), $1,160*, $1,125°. 

MERCURY —’56 Custom station wagon, 
$2,025*, $1,910* (ps), $1,855*, 
coupe, $1,575*; Montclair 4-dr., 
(ps); Monterey coupe, $1,660*, $1,630*. 
‘55 Monterey coupe, $1,550* (ps), $1,- 
=> $1,200; Custom station wagon, $1,- 

OLDSMOBILE—’55 (98) Holiday, $1,785* 
(ps), $1,730* (ps); (88) Super Holiday, 
$1,725* (ps); 4-dr., $1,525* (ps), $1,450* 
(ps); Deluxe Holiday, $1,495* (ps). ‘54 
(88) Super 4-dr., $1,255*. '53 (88) Super 
Holiday, $855*, $830*; (98) 4-dr., $785* 

) 


(ps). 

PAOKARD—’55 Panama 2-dr., $1,150*. 
"53 Clipper 4-dr., $355. 

PLYMOUTH—’57 Savoy (8) Suburban, $2,- 
225; Belvedere (8) coupe, $2,215*. ‘56 
Belvedere (8) 4-dr., $1,575*; Savoy (6) 
4-dr., 2 at $1,115*; 2-dr., $1,085. '55 
Belvedere (6) station wagon, $1,206; 
Yd (6) 4-dr., $900. ’54 Plaza 4-dr., 


$2,885°*. 


PONTIAC—’56 Chieftain (8) Catalina, $1,- 
435*. °55 Star Chief (8) Catalina, $1,- 
500* (ps); Chieftain (8) 2-dr., $1,080*. 
4 Star Chief (8) 4-dr., $760*. ‘52 
4-dr., $345*. '51 Catalina coupe, $400*, 
$365*; 2-dr., $135. 

STUDEBAKER—'53 Champion coupe, $370. 
51 Champion coupe, $220. '50 Champion 
coupe, $145. 

YS—'56 station wagon, $1,575. 

MISCELLANEOUS—'56 Chevrolet %-ton 
Pickup, $950; Ford %-ton pickup, §1,- 
085*. '55 Chevrolet %-ton pickup Cameo, 
$1,190; Ford %-ton flat, $1,050; %-ton 
Pickup, 2 at $835. °54 Chevrolet %-ton 
on $765; Studebaker %-ton pickup, 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
. Prices are for sale of May 7.) 
(Consignment down as clean and sharp 
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OLDSMOBILE—’54 (88) 4-dr., $1,050*. ’53 
(88) Holiday, $930* (ps). °52 (88) 2-dr., 
$500* (ps); Super 2-dr., $370*. 

PLYMOUTH— 53 Cranbrook 4-dr., $470, '51 
4-dr., $250, $120. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
250*; Star Chief (8) Catalina, $1,360*. 
’52 Chieftain (8) 4-dr., $425*, $400*. 

WILLYS—’'54 Lark 4-dr., $305. '53 Aero 
Lark Hardtop, $265. 


VALDOSTA, GA. 


merchandise becomes difficult to find in 
the N. Y. area. Sold 70 out of 101.) 


BUICK—’57 Super Riviera, $2,715* (ps). 
54 RM Riviera, $1,210* (ps); Super 4- (Tom Hewitt Auto Auction, Sale every 
dr., $910*, $900*; Special 2-dr., $800*,| Friday. Prices are for sale of May 10.) 
$760. '53 Super Riviera, $725*; Special (The sale picked up quite a lot this 
Riviera, $660*; 4-dr.. $425. '52 Super| week. Weather nice and warm as we sold 
Riviera, $390*; 4-dr., $400*. °51 Super| 199 cars out of 289 offerings.)‘ 
Riviera, $270*, $270. ’50 Special 2-dr.,| BUICK—’57 Super Riviera, $2,750* (ps). 
$110. ’55 RM Riviera, $1,675* (ps); Special 
CADILLAC—’50 (62) 2-dr., $470*. Riviera, $1,435*, $1,345*. °53 RM Rivi- 


CHEVROLET—’56 Two-ten (6) 4-dr., $1,- 
300, $1,200, $1,170; 2-dr., $1,250, $1,220, 
$1,200; One-fifty (6) station wagon, $1,- 
230. '55 Two-ten (8) station wagon, $1,- 
040°; 4-dr., $950, $925, $900, $895, $885, 


era $760* (ps); 4-dr., $495*; Super Rivi- 
era, $450*. 52 Super Riviera, $330*. 

CADILLAC — ’'55 (62) coupe de Ville, $2,- 
460* (ps). °53 (62) 4-dr., 2 at $1,125* 
(ps). ’51 (62) 4-dr., $700* (ps). 


$800; 2-dr., $930, $890; Bel Air (8) | CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
Hardtop, $910. '54 One-fifty 4-dr., $335. 145*; Two-ten (8) 4-dr.. 2 at $1,800*; 
’53 Bel Air conv., $725*. ’51 SL Deluxe One-fifty (6) 4-dr., $1,565*. '56 Nomad 
4-dr., $325°,. station wagon, $2,000*; Bel Air (8) 2- 
CHRYSLER—’56 Windsor 4-dr., $1,750*. '55 dr., $1,475*; Two-ten (8) Delray coupe, 
Windsor 4-dr., $1,300*%. ‘49 NY 4-dr., $1,475*; One-fifty (6) 2-dr.. $1,070. °55 
$135°*. Bel Air (8) Hardtop, $1,350*°; 4-dr., $1,- 
DeSOTO—’53 Firedome conv., $510*. ’51 160*; Two-ten (8) 4-dr., $910. '54 Two- 


Custom 4-dr., $100*. 
DODGE—’ 54 4-dr., $610*, '52 Meadowbrook 


ten station wagon, $950; 2-dr., $645; One- 
fifty 2-dr., $460. '53 Bel Air Sport coupe, 





4-dr., $255. $625; conv., $390; Two-ten 2-dr., $450*. 
FORD—’55 Custom (6) 2-dr., $980. '54 "52 SL Deluxe 4-dr., $260*. °51 4-dr., | 

Custom (6) 4-dr., $790; 2-dr., $560; $295*, $210°. ’50 4-dr., $305. °49 4-dr., | 

station wagon, $665. °53 Custom (8) $145. °41 club coupe, $280. 

conv., $510*. ’51 Custom (8) 4-dr., $305*. | CHRYSLER—’51 coupe, $205*,. °40 4-dr., | 
LINCOLN—’57 Premiere conv., $3,990* $200. | 

(ps). °56 Premiere 4-dr., $2,660* (ps). | DeSOTO—’55 Firedome 4-dr., $1,070*. '53) 
MEROCURY—’54 Monterey Hardtop, $800*. 4-dr., $500*. | 

’51 4-dr., $275; 2-dr., $210. DODGE—’57 Coronet 4-dr., $2,165*. ‘56 
NASH—’55 Rambler 4-dr., $870. ’°51 Ram- Coronet 2-dr., $1,300*. 55 Coronet 2-dr., 





bler conv., $130. $1,150*. '54 Royal 4-dr., $695*. 


FORD—’ 57 Thunderbird $2,750* (ps); Fair- 
lane (8) $500 4-dr., $2,160°; Fairlane 
(8) 4-dr., $2,110°; 2-dr., $1,850*%; Cus- 
tom (6) 4-dr., $1,710. '56 Fairlane (8) 
Crown Victoria, $1,670; Victoria, $1,555* 


(ps), $1,260*, '55 Fairlane (8) Victoria, 
$1,170; Custom (8) 2-dr., $920; Main 
(6) 4-dr., $610. °54 Custom (8) club 


coupe, $725; 2-dr., $630. '53 Custom (8) 
4-dr., $650; 2-dr., $545; Main (6) 2-dr., 
$300. '52 Custom (8) 2-dr., $500; 4-dr., 
$315*, °51 4-dr., $310. ’50 2-dr., $285. 
"49 2-dr., $110. 

MERCURY—’56 conv., $1,750*. '55 Custom 
Hardtop, $1,100. °54 2-dr.. $690*°, ‘52 
Sport coupe, $510*; 4-dr., $490*, $290°. 
*49 club coupe, $100. 

OLDSMOBILE ’57 (98) 4-dr., $3,050*° 
(ps); (88) Holiday, $2,475* (ps). °56 (88) 
Super Holiday, $2,050*(ps). °53 (88) 2- 





dr., $555*; conv., $535°. °52 (88) 2-dr., 
$450*; Holiday, $335*, °49 4-dr., $160°. 

PLYMOUTH—’56 Savoy (6) 2-dr., $1,230. 
"55 Savoy (8) 4-dr., $1,100; (6) 4-dr., 
$760; 2-dr., $620. °53 Cambridge 2-dr., 
$380; 4-dr., $375. ‘51 4-dr., $200. °50 
conv., $240. 


PONTIAC—’56 Star Chief (8) sedan, $1,- 
665*; Catalina, $1,630*. '55 Chieftain (8) 


4-dr., $1,335*; Catalina, $1,250°; Chief- 
tain (6) 4-dr., $850°, °54 Chieftain (8) 
4-dr., $720°. °53 Chieftain (8) sedan, 
$660°. °'52 Chieftain (8) conv., $440°*; 
4-dr., $360*, $230. 

STUDEBAKER — ‘54 Commander 4-dr., 
$485; Champion 2-dr., $400. ‘51 Sport 
coupe, $180. 


MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, $1,500. °53 Morris Minor 2-dr., 
$290. "52 Studebaker %-ton pickup, $150. 
’50 Ford 2-ton truck, $205, °49 Chevrolet 
%-ton pickup, $135. '48 Chevrolet %-ton 
pickup, $150. 


SEATTLE 


(South Seattle Auto Auction, Sale every 
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Wednesday. Prices are for sale of May 8.) 
(Sold 128 cars out of 227.) 
BUICK—’56 Special 4-dr.. $1,830. ’°55 Cen- 
tury Hardtop, $1,645*; Special coupe, $1,- 
500*, $1,445*. '54 Super Sport coupe, $1,- 


380°. '53 RM 4-dr., $860*° (ps); Super 
coupe, $840*, $740°; Special, $675. ‘52 
RM 4-dr., $565* (ps). ‘51 RM 4-dr., 
$340*; Super conv., $420*°. °50 Super 


4-dr., $220; Special 4-dr., $175*, 

CADILLAC — '57 coupe de Ville, $5,000* 
(ps). '54 (62) coupe, $2,485* (ps). ’50 
(61) 4-dr., $485°, 

CHEVROLET— 57 Bel Air (8) conv., $2,- 
475*; coupe, $2,455*. 56 Bel Air (8) 4- 
dr., $1,735*, $1,720*°. °55 Two-ten (8) 
station wagon, $1,530*; 4-dr., $1,260, $1,- 
220, $1,185, $1,180, $1,120; (6), $1,225°, 
$1,125. °54 Two-ten 4-dr., §815, §775*; 
2-dr., $745. ‘53 Bel Air station wagon, 
$1,035*; 4-dr., $760*; 2-dr., $740*; Two- 
ten 4-dr., $700. ‘52 SL Deluxe 4-dr., 
$575*, $410; Sport coupe, $495*. '51 SL 
Deluxe 4-dr., $470*, $305; Sport coupe, 
$415*. 

DeSOTO—’55 Firedome (8) $1,560° 
(ps). "50 Deluxe 4-dr., $185. 

FORD—’' 57 Fairlane (8) 2-dr., $2,195* (ps); 
Ranch Wagon (6), $1,945. °56 Fairlane 
(8) Victoria, $1,930* (ps), $1,840*, $1,- 
800* (ps), $1,620; 4-dr., $1,630*%; Custom 


4-dr., 


(8) 4-dr., $1,545°, $1,290. ‘55 Fairlane 
(8) 4-dr., $1,340°; Main station wagon, 
$1,260; 2-dr., $905; Custom 4-dr.. 2 at 


$1,150*, $1,095*, $1,045. '54 Custom (8) 
Ranch Wagon, $1,285*, $1,055; Victoria, 
$1,025*; 2-dr., $595. °53 Custom (8) 
Ranch Wagon, $855; Victoria, $850, $755; 
4-dr., $700 (ps); Main 2-dr., $520, 52 
Victoria, $665*; 4-dr., $520; 2-dr., $355. 
"51 4-dr., $350°; 2-dr., $280; Victoria, 
$290; conv., $275°; (6) 2-dr., $250. °50 
4-dr., $270; 2-dr., $225; coupe, $185. °49 
4-dr., $185; conv., $110, 
HUDSON—’53 Jet 4-dr., $510*. 


LINCOLN—’57 Premiere Sport coupe, $4,- 
(Continued on Page 74, Col. 1) 











Make your showroom a show place 


with a Pittsburgh Open-Vision Front! 


Your beautiful new car models will 
really be set off to good advantage by 
a showroom with a Pittsburgh Open- 
Vision Front. These Pittsburgh Fronts 
with their wide expanses of glass allow 
passers-by to look right in and get a 
good view of the cars on display. 


Take this handsome: agency, Jack 
Roach Motor Company, Houston, 
Texas. Here several Pittsburgh Prod- 
ucts have been used to create a show- 
room with unusually good display 
facilities. Pittsburgh Polished Plate 


Glass, Prrrco® Store 


Maurice J. Sullivan 
Sullivan, of Houston, 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


Preys £ UR oS riarte GLass Cc 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES 





Tupeite® Entrances were utilized in 
the building designed by architects 


Whether your agency is large or 
small, it can become more attractive 
-with the addition of a modern open- 
wision front. For more information on 
Pittsburgh Open-Vision Fronts and 
Store Front Products, just send in the 
convenient coupon. We'll be glad to 
send you our free store front booklet. 





Front Metal and 


and Charles F. 
Texas. 


Sells. 


OMPAN Y 
LIMITED 








Pittsburgh Plate Glass Company 
Room 7260, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 


Without obligation on my part, please send 
me o FREE copy of your modernization book- 
let, ‘How To Give Your 


ccc: 


Store The Look That 
; 
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Used-Car Auction Prices 





(Continued from Page 73) 


195* (ps). °56 Premiere 4-dr., $2,950* 55 RM Riviera, $1,545* (ps). '54 Cen- 
(ps). '53 Capri Sport coupe, $1, 105* (ps). tury station wagon, $1,555* (ps); Super 
MERCURY—’55 Montclair Sport coupe, $1,- Riviera, $1,180*, $1,055* (ps). '53 Super 


680° (ps). '51 Sport coupe, $395*; 4-dr., Riviera, $655*; Special Riviera, $590*, 
$385*. '50 2-dr., $265. 60*. 

NASH—’54 station wagon, $1,140; Metro- | CADILLAC—’57 (62) coupe de Ville, $5,- 
politan Hardtop, $745. '51 Ambassador 240° (ps). ’56 (60) 4-dr., $4,100* (ps). 
4-dr., $160*. 49 Statesman 4-dr., $115. ’55 (62) coupe, $2,800* (ps), $2,700* 

OLDSMOBILE—’56 (88) 4-dr., $1,950°. '54 (ps); 4-dr., $2,630* (ps). '51 (62) coupe 
(88) Super 4-dr., $1,290*. ’52 (98) 4-dr., de Ville, $750*; 4-dr., $715*, $705*, 
$530°. '51 (88) 2-dr., $195. ’50 (88) 4-| CHEVR: T—'57 Bel Air (8) 4-dr., $2,- 
dr. $340* 300*; Two-ten (8) 4-dr., $2,000. '56 Bel 

PLYMOUTH—’56 Savoy (8) station wagon, Air (8) Hardtop, $1,865*, $1,800* (ps), 
$1,835*. '55 Savoy (8) station wagon, $1,- 2 at $1,700°*, $1,575°*; Two-ten (8) 4-dr., 
320; Belvedere (8) 4-dr., $1,300*. °54 $1,440*, $1,375*; 2-dr., $1,220, $1,120; 


Plaza station wagon, $1,035, '53 Cran- 

brook 4-dr., $485*. ’'52 Cranbrook 4-dr., 

$225. '48 Deluxe 4-dr., $125. 
PONTIAC—’ 56 Chieftain station wagon, $2,- 


One-fifty (6) 2-dr., $1,085. 
(8) Hardtop, $1,500* (ps). 
$830; Bel Air 2-dr., 
$735*. °52 SLi Deluxe 2-dr., 


’55 Bel Air 
*54 Carryall, 
$765; Two-ten 2-dr., 
$585. 


215* (ps); 4-dr., $1,680°. ’53 Chieftain | CHRYSLER — ’56 Windsor coupe, $2,145* 
Deluxe 4-dr., $595*, $515*. °52 Chieftain (ps). °55 NY Newport, $1,715* (ps); 
Deluxe 4-dr., $530*, $505*. °51 4-dr., Windsor Hardtop, $1,585* (ps); 4-dr., 
$190. $1,550* (ps), $1,375* (ps), $1,280°. °54 
STUDEBAKER — ‘51 Commander 4-dr., NY 4-dr., $1,175* (ps). 
$195. DeSOTO—’55 Firedome (8) 4-dr., $1,180*. 
MISCELLANEOUS—’56 Volkswagen 2-dr.,| DODGE—’57 Coronet (8) station wagon, 
$1,515. °52 Ford %-ton pickup, $450. ’50 $2,895*; Hardtop, $2,700*. °55 Coronet 
Ford %-ton pickup, $420; Chevrolet %- (8) Hardtop, $1,315*; Royal (8) 4-dr., 
ton pickup, $315. $1,280*. 54 Royal (8) 4-dr., $820*, ‘52 


Sierra station wagon, $485°*; 
4-dr., $270*. 

FORD—’57 Fairlane (8) 500 conv., $2,550* 
(ps); Country Squire, $2,495* (ps); Fair- 
lane (8) Victoria, $2,385*. '56 Fairlane 


‘Coronet (6) 
LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of May 6.) 


BUICK—’57 Special 4-dr., $2,555* (ps), (8) 4-dr., $1,730* (ps); Victoria, $1,700* 
$2,430*; 2-dr., $2,295. ’'56 Super Riviera, (ps), $1,685*; Country sedan, $1,705; 
$2,085* (ps); Special Riviera, $1,760*. Custom (8) 2-dr., $1,400, $1, 385°, $1,- 


1866 at 


Binghamtor 


085; Main (6) 2-dr., $1,035, '55 Country 
Squire, $1,300; Main (8) 2-dr., $925°; 
Custom (6) 2- ‘dr. $860. °54 Country se- 


dan, $1,080* (ps); Custom (8) 2-dr., 
$760, $655°, 
DSON—’55 Hornet (8) 4-dr., $1,840* 


(ps). °52 Hornet (6) Hardtop, '$490°. 

LINCOLN—’57 Premiere Hardtop, $4,180° 
(ps). 56 Premiere ee $3,075* (ps). 
’52 Capri 4-dr., $550°. 

MERCURY—'56 Custom Hardtop, $1,620*. 
*55 Monterey Hardtop, $1,425*. °54 Mon- 
terey 4-dr., $900. ‘53 Monterey 4-dr., 
$660 51 2-dr., $345, °49 2-dr., $105. 

NASH—’55 Ambassador 4-dr., $1,350°; (6) 
station wagon, $1,300. 

OLDSMOBILE — ’57 (88) 4-dr., $2,595° 
(ps). '56 (98) Holiday, $2,435* (ps); (88) 
Super Holiday, $2,060* (ps). °55 (98) 
Holiday, $1,620° (ps). '54 (98) 4-dr., $1,- 
375° (ps), $1,275* (ps). °53 (98) 4-dr., 
$950° (ps). 

PACKARD—’53 Clipper 2-dr., $175*. 

PLYMOUTH—’57 Savoy (8) 4-dr., $2,345*, 
$2,260*; (6) station wagon, $2,180. ‘56 
Sport Suburban, $1,920*; Belvedere (8) 
Hardtop, $1,600*, °55 Suburban, $1,410* 
(ps); Savoy (6) 4-dr., $880; Plaza (8) 
sedan, $835. '54 Savoy club coupe, $450. 

PONTIAC—’56 Chieftain (8) Hardtop, $1,- 
590°, $1,585*. °55 Chieftain (8) 4-dr., 
$1,305*, $1,200*; Star Chief (8) 4-dr., 
$1,125° (ps). ’54 Star Chief (8) Catalina, 
$980*. ’52 Chieftain (8) 4-dr., $325° 

STUDEBAKER—’56 Golden Hawk (6) Sport 
coupe, $1,335. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
May 9.) 

(Sold 284 cars out of 407 offerings.) 
BUICK—’56 RM conv., $2,305* (ps); Super 

2-dr., $2,000* (ps). ’55 Century Riviera, 

$1,540° (ps); Super Riviera, $1,480* 

(ps), $1,355° (ps); Special 2-dr., $1,- 
conv., $1,270*. ‘54 Super Riviera, 


conceived 


method deli refin 


WORLD’S FIRST 





vit COURANY « PREEDOM. 
Division of 


Ashland Oil & Refining Company 
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$1,200*, $1,060* (ps), $930* (ps); 4-dr., 
$935*. °53 Century conv., $770* (ps); 
Super 4-dr., $650° (ps), $505; Riviera, 
$650°, $520°; RM Riviera, $500* (ps). 

OADILLAC—’56 Eldorado Seville, $4,125* 
(ps); (62) conv., $3,850° (ps), $3,740* 
(ps), $3,650* (ps); coupe de Ville, $3,- 
500° (ps), $3,455* (ps); 4-dr., $3,075° 
(ps), $2,945* (ps); coupe, $2,920° (ps). 
"55 (62) coupe de Ville, $2,750* (ps). 
‘54 (75) 4-dr.. $2,640* (ps); (62) coupe 
de Ville, $2,300* (ps); coupe, $2,130* 
(ps), $1,830° (ps); 4-dr., $1,800° (ps). 
"53 (60) 4-dr., $1,255° (ps), $1,185° 
(ps); conv., $1,175* (ps), $1,170* (ps), 
$1,060* (ps); 4-dr., $1, 050°, $800° (ps). 
"52 (62) conv., $940°, $840¢ (ps), $765° 
(ps). °51 (62) coupe de Ville, $560*. *50 
(60) 4-dr., $430°*, 

CHEVROLET—’56 Bel Air (8) conv., $1,- 
680*; Sport coupe, $1,670*, $1,650*; 
4-dr., $1,485*; Bel Air (6) conv., $1,- 
580*, $1,535*; Two-ten (6) 2-dr., $1,- 
430°; (8) 2-dr., $1,425*, $1,155. °55 Bel 
Air (8) conv., $1,450° (ps); 4-dr., $1,- 
155*, $1,120; Sport coupe, $1,355*; 2- 
dr., $1,050; Two-ten (6) station wagon, 
$1,430*; Bel Air (6) 4-dr., $1,080; One- 
fifty (8) 4-dr., $795. '54 Two-ten station 
wagon, $850*. '53 Bel Air 2-dr., $505° 
(ps); Two-ten 4-dr., $450. ‘52 SL De- 
luxe 4-dr., $460*°. ‘50 SL Deluxe 4-dr., 


235. 

CHRYSLER—’56 Windsor conv., $2,100* 
(ps). °55 NY 4-dr., $1,605*, $1,200* (ps). 
’53 Windsor 4-dr., $440*° (ps). 


DeSOTO—’'57 Fireflite Sportsman, $2,695* 
(ps). °56 Firedome Sportsman, $1,850* 
(ps). °55 Firedome 4-dr., $1,190*. °53 
Firedome 4-dr., $400*. 

DODGE—’57 Coronet 4-dr., $2,175*. °55 
Royal (8) Lancer, $1,170*; Coronet (6) 
2-dr., $830, $635. ‘54 Coronet 4-dr., 
$570*. '53 Coronet 4-dr., $525; Diplomat, 
$500°. 

FORD—’57 Country sedan, $2,335*; Fair- 
lane (8) 500 conv., $2,280*; 2-dr., $2,- 
250° (ps); Custom (8) 300 4-dr., $1,- 
840°; Custom (8) 2-dr., $1,570. ‘56 
Fairlane (8) conv., $1,710* (ps), $1,675* 
(ps); Victoria, $1,700* (ps), $1,660 (ps), 
$1,620°, $1,535°; 4-dr., $1,400°; Country 
sedan, $1,700*; Custom (8) 2-dr., $1,- 
200, $1,135. "55 Fairlane (8) conv., $1,- 


Country sedan, $1,- 
2-dr., $830. ‘54 
Custom (8) 2- 


400°; 2-dr., $945°; 
310*; Custom (8) 
Country sedan, $1,085*; 


dr., $665. "53 Crest (8) Victoria, $765° 
(ps), $665*; Custom (8) 4-dr., $625*. '52 
Crest (8) Victoria, $405. 

HUDSON—'56 Hornet 4-dr., $1,255°. ‘55 


Super Wasp 4-dr., $775; Hornet 4-dr., 
$770°. 

LINCOLN — ’57 Premiere coupe, $3,985° 
(ps). "56 Capri 4-dr., $2,425° (ps). 

MERCURY—’'56 Montclair coupe, $1,825° 
(ps), $1,720° (ps); conv., $1,800° (ps). 
’55 Montclair coupe, $1,525° (ps), $1,- 
340°: conv., $1,435* (ps); Monterey 4- 
dr., $1,245*, $1,150° (ps); coupe, $910; 
Custom 2-dr., $1,075; coupe, $1,005°. "54 
Monterey 4-dr.. $930°; coupe, $845°; 
Custom 4-dr., $625, $580. ‘53 conv., 
$765*; Custom 2-dr., $640. 

NASH—’'56 Rambler Cross Country, $1,- 
675°: Custom 4-dr., $1,350° (ps). ‘55 
Rambler Cross Country, $1,295*, $1,180, 
$1,115. "53 Statesman 4-dr., $290; 
Rambler 2-dr., $500. 

OLDSMOBILE—'57 (88) Super 2-dr., $2,- 
450°. '56 (98) conv., $2,400* (ps); Holi- 
day, $2,225° (ps); (88) comv., $2,185*° 
(ps); Holiday, $2,100° (ps), $1,855°; 2- 
r., $1,685°; Super Holiday, $2,110* (ps), 
$2,075* (ps), $2,025° (ps), $1,985°. ‘55 
(88) Super Holiday, $1,775* (ps), $1,695° 
(ps); Deluxe conv., $1,570*. "54 (88) 2- 
dr., $1,270* (ps); Holiday, $1,110°; 4- 
dr., $1,200°, $1,075* (ps); conv., $1,- 
075°. °53 (98) Holiday, $1,006*; (88) 
4-dr., $655°; 2-dr., $650°. 

PACKARD—'55 (400) coupe, $1,435°. ‘54 
(300) 4-dr., $700*. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 
405°. "55 Belvedere (8) coupe, $1,225°; 
4-dr., $1,190° (ps); Savoy (8) 4-dr., 
$870; Plaza (6) 2-dr., $805, $705. 

PONTIAC—'56 Star Chief conv., $2,000° 
(ps); 4-dr., $1,775° (ps). 
2-dr., $1,345° (ps); station wagon, $1,- 
180; 4-dr., $1,180*. ‘54 Chieftain (8) 
conv., $1,110° (ps). ‘53 Chieftain (8) 
conv., $705°; 4-dr., $565°; Catalina, 
$555°; 2-dr., $485°. ‘52 Chieftain (58) 
conv., $375*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 

Thursday. Prices are for sale of May 9.) 

(Sale action packed from beginning to 
end. Clean used cars were scarce and 

high priced. Sold 99 out of 123.) 

BUICK—’56 Special Riviera, $1,780°. ‘54 
Special 2-dr., $880°. ‘51 Super 4-dr., 
$305*, $230°; Special 4-dr., $205°, $205. 
’50 Super Riviera, $200°; 4-dr., $175. 

OADILLAC—'56 (62) sedan de Ville, $3,- 
700° (ps). "55 (62) 4-dr.. $2,450° (ps). 
’53 (62) conv., $1,200°. 50 conv., $620°. 

CHEVROLET — ‘56 Two-ten (6) station 
wagon, $1,660; Delray, $1,330; Two-ten 
(8) 4-dr., $1,240; 2-dr., $1,280; Bel Air 
(8) 2-dr., $1,810* (ps), $1,450. '55 Two- 
ten (6) Delray, $1,085*; 2-dr., $990, $950; 
Two-ten (8) 4-dr., $1, 020, $970. 54 Bel 
Air 4-dr., $820, $750°; One-fifty 2-dr., 
$500. °53 Bel Air 2-dr., $725; Two-ten 
4-dr., $665; 2-dr., $430, $400. '52 SL De- 
luxe 4-dr., $450. "51 SL Deluxe 4-dr., 
$225°, $200*. ’50 conv., $175. 

CHRYSLER—’55 (300) Sport coupe, $1,- 
640° (ps). "53 Windsor Newport, $690*. 
"52 Saratoga 4-dr., $375; Windsor 4-dr., 
$335. °50 Windsor club coupe, $125. 

DeSOTO—'57 Firesweep 4-dr., $2,120°. ‘55 
Firedome (8) 4-dr., $1,240°, '54 Fire- 
dome (8) 4-dr., $1,055°. 

DODGE—’55 Lancer (8) sedan, . $1,360°. 
*54 Coronet (6) 4-dr., $600°, ’ Coronet 
(8) 4-dr., $500*, $505; Meadowbrook 4- 

-, $310. 

FORD—’'57 Fairlane (8) 500 2-dr., $2,075°. 
*56 Fairlane (8) 4-dr., 
tom (8) 4-dr., $1,260, $1,250. 
lane (8) 2-dr., $930. '53 Custom (8) 2- 
dr., $550. °52 Custom (8) 2-dr., $495; 
Main (8) 2-dr., $280. °51 Custom (8) 
conv., $350; 4-dr., $250. "50 Custom (8) 
2-dr., $155; 4-dr., $150. "49 (8) station 
wagon, $100. 

HUDSON—'53 Hornet 4-dr., $485°. 

MERCURY—’50 4-dr., $160; 2-dr., 

OLDSMOBILE—’'51 (88) Super 4-dr., 

PLYMOUTH—'54 Belvedere 4-dr., $805°. 
53 Cranbrook 2-dr., $545; 4-dr., $425. 
"52 Cranbrook 4-dr., $305, $205. ‘51 
Cranbrook 4-dr., $245, $230; Belvedere, 
$190. ’50 2-dr., $165, 

PONTIAC—'56 Chieftain Catalina, $1,700*. 
"55 Chieftain 4-dr., $1,055. °54 Chieftain 
(8) 4-dr., $600*, $545*. "52 Chieftain (8) 
ears $430°. ’51 (8) Catalina, $350°; 4- 

$190. '50 (8) Catalina, $230, ’49 (8) 
2 ~ $165°. 

STUDEBAKER—’52 

$240°. 


$100. 
$260°. 


Commander Hardtop, 
’51 Champion 2-dr., $100, 


"55 Chieftain | 





in, 
WILLYS—’53 Aero 2-dr., $175. 
MISCELLANEOUS—'56 Studebaker y 
pickup, $1,200. '55 Internationa) 4 -ton 
pickup, $705*. '53 Dodge %-ton Plekup, 
$500; Chevrolet %-ton pickup $499, ‘55 
Dodge 1-ton van, $350. °51 Henry 3 9 
$105. °50 Dodge %-ton pickup, $165, 
48 Dodge 1-ton cab and chassis, $319 


FLINT 


(Flint Auto Auction, Inc. Sale ¢ 
Wednesday. Prices are for sale of May 8) 
(Consignment of late model cars . 
low due to scarcity. Prices seemed 4 
edge up slightly on fair to — 
Older cars seemed to be down, 
— of the cheaper cars. Sold 98 oun 


53.) 

BUICK—'56 Special station wagon, $2,259 
(ps); Century station wagon, §2, 200°: 
Special 4-dr., $1,865* (ps). ‘53 
Riviera, $615*, 52 Super Riviera, $149° 
’51 RM Riviera, $225; Special 4-dr. , $185, 

CADILLAC—’52 (62) 4-dr., $825* (ps). 

CHEVROLET—’57 Bel Air’ (8) 4- -dr., $2. 


175*; club coupe, $2,075*, $1,900; 
ten (8) 2-dr., $1,765. 56 Bel Air (8) 
Sport coupe, $1,505; 2-dr., $1,390, $1,319. 
(6) 4-dr., $1,475*. 55 Bei Air (8) 
$1,275°; 4-dr., $1,100°, $1,060; 2-7 
$970, $960°; Delray (8) coupe $1,090": 
Two-ten (8) 2-dr., $895; (6) 2-dr. 


'54 Bel Air station wagon, $1,050* (pa): 
$1,005*, $750°; Delray 


coupe, coupe, 
$685*; 4-dr., $640*. °53 Bel Air Coupe. 
705°; 4-dr., $445; Two-ten 2-dr., $500°. 
4-dr., $395; One-fifty coupe, os. "52 Bel 
Air coupe, $400*°; SL Deluxe 4-dr., $399 
$230, $190. °51 SL Deluxe 2- ar , 
4-dr., $165. 50 SL Deluxe 4-dr. ‘$130, 


DODGE—’55 Royal Lancer (8) conv, $1, 
480* (ps); Hardtop, $1,155*; Coronet (8) 
2-dr., $870. '52 Meadowbrook 4-dr., $295 

FORD 57 Fairlane (8) 500 4-dr., $2, 100°; 
Custom (8) 2-dr., $1,750°. | '56 Fairlane 
(8) conv., $1,470; 4-dr., $1,355*: c 
2-dr., $1,150. °55 Crown Victoria (8) 2 
dr., $1,330°; Fairlane Victoria, $1, 255*, 
$1,210*; Custom (8) 2-dr., $910*%, googe: 
4-dr., $810. '54 Crest (8) 4-dr., ggg: 
Custom (8) 2-dr., $740*, $615; 4-¢r, 
$690. '53 Victoria (8) 2-dr., $555* (ps): 
conv. (8) 2-dr., $360; Main 4- dr., $300, 
"52 Custom (8) 2-dr., $355*, $300*: 4-dr 
$340. '51 Custom (8) 2-dr., $270*. , 

MERCURY — ’'55 Monterey 4-dr., $1,195°, 
"54 Monterey 4-dr., $800*, '52 Custom 4 
dr., $255. 

NASH—'53 Custom station wagon, $615. 


OLDSMOBILE—'56 (88) Super conv., §2. 
120° (ps). '55 (88) Super 2-dr.. $1,259, 
"54 (98) Holiday, $1,315*. "52 (98) 4-dr, 
$365°. °51 (88) Super 4-dr., $290° 49 
(98) conv., $100. 

PLYMOUTH—’'56 Savoy (8) 2-dr., $1,280". 
"50 Deluxe 2-dr., $250, $100. 

PONTIAC—’55 Chieftain (8) 4-dr., $810*, 
"53 Chieftain (8) 4-dr., $500*. '49 4-dr, 


$140. 


STUDEBAKER—’53 Champion 4-dr., $400: 
Commander 4-dr., $125. °52 Champion 
coupe, $210*. 

MISCELLANEOUS —‘°49 Chevrolet %-tm 


$130. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 8.) 

(Very good sale as clean cars sold high 
due to the usual shortage of clean ones. 
Seld 124 out of 179.) 


panel, 


BUICK — '°57 Century 2-dr., $2,620°. "S 
Super 2-dr., $1,975°. '54 RM conv., §1,- 
505. ‘53 Special 2-dr., $730. ‘50 Special 
4-dr., $285, $200, $135, $105°. 

CADILLAC—'50 2-dr., $685*. ‘49 limo 
sine, $120. 


CHEVROLET—'56 Two-ten (6) 2-dr., $1- 
560; 4-dr., $1,185. '55 Bel Air (8) 4-dr., 
$1,200°, $1,055°; (6) 2-dr., $850, $755. 
"54 Two-ten 2-dr., $555. ‘53 Two-ten 2 
dr., $750; 4-dr., $565°. "52 Deluxe 2-dr., 
$385°, $355. ‘51 Deluxe 2-dr., $345°, 
$340°, $330, $275, $265; 4-dr., $250, $180, 
$150; club coupe, $205. 

CHRYSLER—'50 Royal 4-dr., 

DeSOTO—’'52 Firedome 2-dr.. $310. 

DODGE—'53 Coronet 4-dr., $490*. 

FORD—’'56 Fairlane (8) 4-dr., $1,405; Cus 
tom (8) 2-dr., $1,305, $1,125. '55 Fair 
lane (8) 4-dr.. $1,200*°; Custom (8) + 
dr., $1,105*, $1,080, "54 Main (8) 2-dr., 
$705. ‘53 station wagon, $780, $605*; 
Custom (8) 2-dr., $840, $750, $465, $415; 
Victoria (8) 2-dr., $690. '52 Custom (8) 
4-dr., $355, $265; conv., $530, '51 Custom 
(8) 2-dr. $340, $300, $245, $195, $175; 
club coupe, $260; Deluxe (8) 2-dr., $305; 
(6) club coupe, $165. '50 Custom (8) club 


$220. 


coupe, $260. '49 Custom (8) 2-dr., $165; 
club coupe, $105. °47 2-dr., $190. ‘40 De 
luxe 4-dr., $220; coupe, $125. 

LINCOLN — '56 Premiere 4-dr., $2,590° 
(ps). "47 coupe, $115. 

MERCURY — '57 Monterey 4-dr., $2,430°. 
"56 Monterey 2-dr.. $1,505. °54 Monterey 
2-dr., $685. "53 Monterey coupe, $615°. 
"51 4-dr., $265. 

NASH—'52 Rambler 4-dr., $325. 

OLDSMOBILE—’56 (88) 4-dr., $1,795*, $1- 
485; 2-dr., $1,315* '54 (98) 2-dr., $1- 
405° (ps); (88) $915. °53 (88) 2-dt 
$640°; 4-dr., $465°. "51 (88) 2-dr., $285°. 
"50 (88) 2-dr., $440°. 

PACKARD — ’51 2-dr., $180*°, ‘50 4-dt. 
$145*, $140. 

PLYMOUTH—’56 Savoy (8) 4-dr.. $1,350. 
’55 Belvedere (8) conv., $1,165; 4-dt. 
$955. °54 Plaza 4-dr., $575. °53 4-dt. 
$465, $445. °52 Belvedere club coupe, 
$360. '50 Deluxe 2-dr., $170; 4-dr., $105 

PONTIAC—'55 Chieftain (8) 2-dr., $95. 
*53 Chieftain 4-dr,, $605, $440°. '52 Cate 
lina 2-dr., $430*, '51 2-dr., $155°. '50 2 
r., $160. 

WILLYS—’53 station wagon, $360. 

* * * 


— Auctions in Brief — 


INDIANAPOLIS 
Ken schaefer Auto Auction, 
every Thursday (May 9). Prices 
bidding very active. A good selection of 
clean cars accounted for 76 percent of ou 
total consignment sold. 


WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurt- 
day (May 9). There were over 200 cars at 
the sale this week and a high percentas® 
changed ownership. 


BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs 
day (May 9). Today’s sale was lively, 
there is still a need for more cars. Sold 74 
percent of offerings. 


Sale 


Inc. 


PA. 
Manheim Auto Auction, Sale every Fri 
day (May 10). It was unbelievable 
with the exception of ’57s, prices were 
higher and percentage of sales greater 
last week. 
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By F. C. Livingstone 
Special Correspondent 
THE very day that the Gov- 
ernment’s “Economic Survey 
for 1957” was published — larded 
with high praise for the majestic 
contribution the auto industry was 
making for Britain—the financial 
results of some of the big com- 
panies started to come in. 

These results show the high 
auto makers are paying to 
help the national industrial effort. 
Ford (Dagenham) profits slumped. 
Standard profits slumped. Rootes 
Group was trading at a loss. The 
Ford figures showed that profits 
had dropped nearly 50 percent, from 
$50,120,000 in 1955 to $27,972,000 in 
1956. Ford paid a 7% percent divi- 


d. 

Fioerts fell only $1.1 million 
while total sales amounted to $406 
million, only $16.8 million less than 
in 1956. 

That was the start. Then came 
the British Motor Corp.’s figures. 
These showed that in the six months 
from Aug., 1956, to Jan. 31, 1957, the 

was run at a loss and had to 
its interim dividend (4 per- 
cent in each of the last four years). 

Yet from Aug. 1, 1955, to July 31, 
1956, the corporation had made 
trading profits of $44 million, and 
in the year before there were prof- 
its of $66.6 million. 

After BMC came the results 
from Vauxhall, General Motors’ 
British operation. For the first 
time in 22 years there was no 
dividend for shareholders. Profits 
dropped $12.4 million to $17.9 mil- 


lion. 

But, as with Ford, the profit 
nosedive was greater than the fall- 
off in sales, which slipped only $10.8 
million to $200 million. Despite this 

y news, Vauxhall presses on 
with its $100 million expansion plan 
more than half paid for out of 
profits. 

But not all companies were mak- 
ing such unhappy reports, Leyland 
Motors’ profits increased $2.8 mil- 
lion to a record $13.44 million. And 
how the big rivals of Jaguar must 
envy the profits of Sir William 
Lyons’ company. Jaguar profits 
were up for the seventh consecutive 
year, spurting $118,000 to a record 
$1,995,000. 


Rootes Expands in Kenya 
Y six weeks after the forma- 
tion of Rootes (Kenya), Ltd., in 
Nairobi to control the sales and 
service of Rootes Group vehicles in 
Kenya, a branch of the new com- 
pany was opened in Mombasa. 

The new branch will provide sales 
and service facilities at the port of 
Mombasa where all vehicle ship- 
ments from Britain arrive, and it 
also will be responsible for the as- 
sembly of Commer trucks. 

> > - 


Dollar Drive by Ford 


T!= growing popularity of its 
cars in the U. S. has led Ford of 
Dagenham to embark on a new 


2-Car Families 
Increase 5 Pct. 
In Omaha Area 


OMAHA.—Some 86,781 of the 98,- 
280 families in the Omaha-Council 
Bluffs (Ia.) area own one car, and 

own more than one, accord- 
ing to the 13th annual consumer 
analysis survey conducted by the 
Omaha World-Herald. 

The multiple-ownership figure 
was 5 percent ahead of the 1956 

and continued a five-year 
trend, the paper said. 

The survey found that Chevrolet 
(27 percent) ig the top cheice of 
one-car owners, followed by Ford, 
19.5 percent. However, families with 
More than one car were found to 
Prefer Ford over Chevrolet by a 
margin of 25 percent to 24.3. 

Plymouth was third choice of 

one-car owners (10.5 percent) 
and multiple-car families (12.3 per- 
cent). Goodyear topped the tire 
market with a preference figure of 
293 percent, followed by Firestone 
with 19.2 percent, 

The paper said its report is based 
on a 2.5 percent sample of the 
families in the area. 










Auto News from Britain 


Ford, Vauxhall, BMC Report Drastic Dips 
In Profits; Jaguar Net Rises 





marketing program aimed at fur- 
ther developing sales there to more 
than 20,000 units this year. 

Main feature of the new sales 
drive is the appointment of U. S. 
Ford dealers to handle Dagen- 
ham products. Since agreement on 
this plan was reached, representa- 
tives have covered thousands of 
miles inside the U. S, boosting 


Firestone Reveals Plans 


To Build in Northwest 


PORTLAND, Ore.—Firestone Tire 
& Rubber Co. has announced plans 
for construction of a large ware- 
house office and manufacturing fa- 
cility in a new industrial tract west 
of here. 

This follows acquisition of a large 
tract in the Rockwood area. The 
project will include a district sales 
headquarters home, auto supply 
warehouse and tire retreading fa- 
cilities. 
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sales and setting up new sales and 
service facilities for the whole 
range of British Ford cars. 


The success of the program 
shows already. February sales of 
Dagenham Fords in the U. S. set a 
record of more than 1,000 units. 


U. S. dealers predict that im- 
ported auto sales will reach an all- 
time high in 1957, and the English 
Ford people are confident that, with 
the enthusiasm of the new dealers 
added to the efforts of an already 
well-established dealer network, 
1957 also will mark the beginning 
of a record-breaking era in their 
exports to the U. S. 

+ = + 


BMC Shows New Wolseley 


RITISH MOTOR CORP. has in- 

troduced a new small auto. It 
is the Wolseley 1500—the smallest 
Wolseley since the war—a 1%-liter 
four-seat sedan. BMC claims it will 
deliver 40 miles a gallon up to 50 
miles an hour. It has a top speed 
of more than 80 miles an hour. 

The new Wolseley has the BMC 
“D” motor of 1,489 cubic centime- 
ters developing 50 horsepower, and 
it is fitted in a new, smaller chassis- 
body. The car weighs 2,016 pounds; 
overall length is 127% inches; width, 





61 inches; height 59% inches, and 
wheelbase, 86 inches. 
aa * 


Metropolitan for Britain 
T= Metropolitan, which has been 
built by Austin for American 
Motors for the last three years, is 
now to be sold on the British home 
market. Hitherto sales have been 
confined almost entirely to the U. S. 
and Canada. 
The hardtop will cost $2,000, in- 
cluding $669 purchase tax, and the 
convertible will be $2,030, including 


$680 tax. 

Metropolitans are built on a spe- 
cial production line at Longbridge, 
Birmingham, at the rate of several 
hundred a week. ‘4 

: 


Mobile Schools for U. S. 


OOTES GROUP mobile instruc- 

tion units will tour the U. S. 
and Europe during the next few 
months keeping local service staffs 
up-to-date with latest maintenance 
methods and new developments con- 
cerning Rootes vehicles. 

Equipped with a wide range of 
technical aids, including instruc- 
tional units, films and literature, 
the first unit has left New York on 
a three-month coast to coast tour. 
Employes from more than 300 


75 


Rootes dealerships in the U. 8. will 
attend lectures and demonstrations. 
* * 


People in the News 

S® HARTLEY SHAWCROSS, at- 
torney general in the Socialist 

governments of 1945-51, has joined 

the board of Ford Motor Co. (Dag- 

enham) and also has been appointed 

legal adviser ~ Shell Oil, 


L. M. Broadway has been 
elected deputy chairman of C. C. 
Wakefield & Co., Ltd., the Castrol 
lubricant firm. He will continue 
as managing director. 

H. W. Light, director and general 
manager of Thrupp & Maberley, 
Ltd. (part of the Rootes Group), 
has been elected president of the 
Institute of British Carriage and 
Automobile Manufacturers for the 
second successive year. 

* as 


W. R. Black has been appointed 
managing director of Associated 
Commercial Vehicles, Ltd. He pre- 
viously was chairman of A. C. V. 
Sales, Ltd., the group’s selling or- 
ganization. » « ¢« 


A. R. Warrilow has been ap- 


pointed London sales manager of 
Rootes, Ltd. 









on 14" centers. 


DIVIDERS 


are instantly adjustable—no 
nuts, no bolts, no springs. 


STRENGTH 


1 SLIDING SHELVES 
slip easily into position in a 
matter of seconds. 
place automatically. Adjustable 


LYON AUTOMOTIVE BINS 


FASTER CHANGE-OVERS 


Lock in 











exclusive side flange reinforce- 
ment on shelf adds unusual 
strength to shelf and rigidity 
to bin. 





FOR 
AUTOMOBILE 
DEALERS 





® 
Mail Coupon for NEW CATALOG 


which illustrates and describes Lyon's complete line of avtometive storage equipment 





LYON 


| LYON METAL PRODUCTS, INC. 
METAL PRODUCTS, INC. | 590 Monroe Avenue, Aurora, Illinois 
General Offices: . () Please send me a copy of the new Lyon Catalog | 
; O Please send me name of nearest Lyon Automotive | 
590 Monroe Avenue @ Aurora, Illinois Bin Distributor 
Factories: ! sail | 
Aurora, lilinois « York, Pennsylvania 1 
i Address i 
| City. ORS cen ccna 


A PARTIAL LIST OF LYON PRODUCTS 
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Affecting Factories and Dealers . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

American automobile manufac- 
turers spent $4,050,100 in business 
paper advertising in 1956, accord- 
ing to the sixth annual study of 
Leading Advertisers in Business 
Publications, published by Associ- 
ated Business Publications. 


The 1956 expenditure is a 148 
percent increase from the $3,536,- 
100 expended by General Motors, 
Ford Motor, Chrysler Corp., 
Studebaker-Packard and Ameri- 
can Motors in 1955. 

GM, which placed second to 
General Electric Co. among a list 
of more than 1,500 advertisers, spent 
$2,510,500 on business publication 
advertising in 1956, as compared 
with the $2,276,100 spent on the 
same medium the previous year. 

Chrysler Corp. finished in 30th 
place with an expenditure of $799,- 
400 in 1956, compared with an out- 
lay of $636,500 in 1955. 

Ford Motor was up from an ex- 
penditure of $295,900 in 1955 to a 
110th-place finish on $371,700 last 
year. 

AMC’s expenditure of $318,500 in 
1956 was up from the $253,600 
spent by the corporation on busi- 
ness publication advertising in 
1955. AMC finished in 130th place 
in 1956. 

S-P was the only auto maker to} 
show a decline as it dropped from | 
an expenditure of $74,000 in 1955 to} 
$50,000 last year. The decline}! 
dropped it to 1,183rd place in the 
standings. 

Among the truck manufacturers, | 


Quantity 


PRODUCTION 
of 


GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


Ul: WHELAND Rah 


FOUNDRY DIVISION 


a 
a 


CHATTANOOGA TENNESSEE 


INTL acl OS ieee 


on only 3 jobs per AL 


Compare these figures on a *1,300°° Investment 
2.5% $32.50 
6% 78.00 
Real Estate 10% 130.00 
Ammco Brake Dept. 288% 3,744.00" 


*Based on National Average Flat Rate Manuals Available (Plus parts profits) 


BRAKE SERVICE IS PROFITABLE... with minimum space 
and labor cost. Complete AMMCO Brake Dept. including Drum Lathe, Shoe 
Grinder with Fixed Anchor Clamp, Drum Micrometers, Bleeder, Brake Cy- 
linder Hone and other accessories cost less than $1,300.00. 


Savings Accounts 
Stocks and Bonds 


YOUR AMMCO 
DISTRIBUTOR 
WILL ARRANGE 
A DEMONSTRATION 

IN YOUR 
OWN SHOP 
OR 
WRITE US 
eas 


| 


AMMCO TOOLS, INC. 


Reo was up from $175,000 to $290,- 
000; White was up from $233,300 to 
$268, 700; Mack rose from nothing 
in 1955 to $160,900 last year; Willys 
also was up from nothing in ’55 to 
$75,000 last year, and International 
truck advertising was up from $235,- 
000 to $273,100 in business publica- 
tions in 1956. 

Automotive suppliers and the 
amount they expended for busi- 
ness publication advertising in 
1956 were: 

General Electric Co., $4,566,000; 
duPont, $2,117,400; U. S. Steel Corp., 
$1,744,000; B. F. Goodrich Co., $1,- 
058,900; Westinghouse Electric 
Corp., $1,045,000; Dow Chemical Co., 
$923,800; U. S. Rubber Co., $900,000; 
Libby-Owens-Ford Glass Co., $817,- 
800; Inland Steel Co., $797,000; 
Borg-Warner Corp., $784,400; Good- 
year Tire & Rubber Co., $775,000. 

Minnesota Mining & Mfg. Co., 
$718,300; Kaiser Aluminum & 
Chemical Corp., $700,000; Bethle- 

hem Steel Corp., $687,900; Timken 
Roller Bearing Co., $651,200; Mon- 
santo Chemical Co., $602,000; Rey- 
nolds Metal Co., $600,000; Alumi- 
num Co. of America, $581,000; 
Jones & Laughlin Steel Corp. 
$577,700; Clark Equipment Co., 
$570,700; H. K. Porter Co., $569,- 
700; Pittsburgh Plate Glass Co., 
$525,000; Rohm & Haas Co. 
$500,000; Wagner Electric Corp., | 
$477,000; Rockwell Mfg. Co., $464,- 
700. 

Electric Auto-Lite Co., $408,200; 
Thompson Products Co., $376,500; 
Stewart-Warner Corp., $375,800; A.| 
O. Smith Corp., $352,000; National | 
| Cash Register Co., $348,800; Ameri- | 
jean Brake Shoe Co., $340,000; 
Raybestos-Manhattan Co., $332,000; 
General Dynamics Corp., $319,400; 
Federal-Mogul-Bower Bearings 
Corp., $314,000; Eaton Mfg. Co., 
$300,000; Rockwell Spring & Axle 
Co., $287,500; National Steel Corp., 
$285,000; American Steel Foundries, 
$267,300; Air Reduction Co., $264,- 
800; National Electric Products Co., 
$254,500; Allegheny Ludlum Steel 
Corp., $245,000; Robertshaw-Fulton 
Controls Co., $241,900. 

Youngstown Sheet & Tube Co., 
$234,900; Fruehauf Trailer Co., 
$230,200; Dayton Rubber Co., $218,- 
900; Gates Rubber Co., $218,000; 
Wyandotte Chemical Co., $209,500; 
New York Air Brake Co., $193,500; 
Textileather Corp., $130,500, and 
Firestone Tire & Rubber Co., 
$180,100. 

Gas and oil companies and the 
amounts expended were: Sinclair 
Refining Co., $587,300; Socony Mobil 
Oil Co., $376,800; Standard Oil Co. 
of Indiana, $342,900; Standard Oil 
Co. of California, $331,300; Sun Oil 
Co., $216,600; Phillips Petroleum 
Co., $207,400; Tide Water Assn. Oil 
Co., $205,300, and Shell Oil Co. 
$200,000. 

7” 


- * 
Hot Rod Linage Up 


Hot Rod Magazine, one of the 
Petersen Publishing Co.’s automo- 
tive group, had a 25 percent in- 
crease in advertising for May, as 
compared to the corresponding 
month last year, according to A. 
M. Benedict, advertising director 
for the publishing firm. 

Advertising figures for May 1957 
were 27% pages and 823% lines 
as compared to 22 pages and 666 
lines for May 1956. At the same 
time it was disclosed that average 
monthly circulation for Hot Rod 
Magazine in the first three 
months of 1957 reached 450,000 as 
compared to 416,000 for the last 


siz months of 1956. 


New Chrysler Promotion 


Increased sales of Chrysler Corp. 
cars has inspired a new ad cam- 
paign built around the theme, “The 
Switch is On To the Cars of the 
Forward Look.” 

Color spreads and pages featur- 
ing the headline are scheduled in 
Life, Saturday Evening Post, Look, 
New Yorker, Sports Illustrated and 
Better Homes & Gardens. Special 
black-and-white page ads tieing in 
with the theme are running in 
Reader's Digest, True and TV 
Guide. 

A current series of seven all-type 
ads will run in Time, Newsweek, 
U. 8. News, Business Week, Popular 
Science, Popular Mechanics and 
Mechaniz TlNustrated. 

Commercials on Chrysler Corp.'s 


_— 
“Climax” and |_| ci” ad “Bhower 0 of 
television shows are being 
nated with the “Switch” theme and 
a special promotion package has 
been presented dealers for mer. 
chandising the theme at the retay 


level. 
* * + 


BAMA Picks Agency 


The British Automobile Many. 
facturers Assn. has named Mg 
Adams and Associates, Inc., ag it 
public relations counse! in the 
United States. 


Dodge Déiieve on Radio 


The Syracuse Dodge Dealers Aq 
vertising Committee has voted tp 
purchase nine five-minute new, 
casts on Radio Station WFBC jp 
Syracuse. 

The program will be heard Mop. 
day, Wednesday and Friday at 6:5 


a.m., 7:55 a.m., and 11:55 a.m. 
* ” + 


Grobe Replaces Carlson 


Lloyd A. Grobe, 39, a former 
dealer in Moses Lake, Wash., has 
been appointed advertising man. 

ager for Oldsmo. 
bile, replacing L 
F. Carlson, who 
retired May i 
under the GM re. 
tirement plan. 
Grobe goes to 
Lansing from Los 
Angeles, where he 
was business 
management man- 
ager for the Olds 
mobile, Los An- 
L. A. Grobe geles zone. He 
| joined Oldsmobile in 1954. He also 
lserved as business management 
manager in Portland, Ore., and 
Omaha, 


* * * 


\Visual Ads Combatted 


| “The results of a major market 
| study revealed that the heavy visual 
advertising employed by automobile 
manufacturers has fallen far short 
of establishing brand identification, 
even among car owners,” John F. 
Hardesty, general manager of the 
Radio Advertising Bureau, told 
|members of the Adcraft Club of 
| Detroit recently. 

| Hardesty told his audience that 
| the results of a five-brand study of 
1956 motor cars revealed that, on 
the average, only 50 percent of all 
car owners interviewed could ac- 
curately identify a brand after 
viewing a full profile photograph in 
detail and color. He pointed out 
|that, as could be expected, brand 
identification among non-car own- 
ers was much lower in every in- 
stance than that registered by 
owners. 

Chevrolet registered the highest 
recognition among car owners with 
a 66 percent identification, while 
“low brand on the totem pole” was 
Mercury with but a 37 percent 
awareness factor. Identification reg- 
istration between these extremes 
was: Oldsmobile, 64 percent; Dodge, 
43 percent; and Nash, 42 percent 

(Continued on Page 77, Col. 1) 


Telescopic Hoist— 


Lowered costs of bulk hauling through 
increased legal dump truck payloads ar 
said to be offered by the new HMT series 
of single telescopic hoists marketed by 
Heil Co., Milwaukee. The HMT 63-102 ond 
HMT 63-117 achieve weight savings with 
out the sacrifice of capacity by the u# 
of special alloy steels, manganese broaz® 
sleeve bearings, ond higher desi 
hydraulic pressure systems. The 
mounted hydraulic equipment features the 
new SAE “O" ring, plus 37-degree fore 
SAE fittings in hydraulic pressure lines. 
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Chevrolet Unveils Cut-Out Boards— 





This cut-out type board installed recently at a Detroit location is typical of the 
new look in Chevrolet outdoor paint displays. The technique makes use of art and 
copy cut-outs on borderless boards. The display can be rotated among boards at 
yorious locations. First installations include six each in Chicago and Detroit. 





Affecting Factories and Dealers... 
0 


Auto Advertising 





(Continued from Page 76) 


The ratio of brand identification 
among car owners, by sex, was— 
on the average—59.3 percent among 
men and 225 percent among 
women. 

“In today’s look-alike and highly- 
competitive automobile market,” 
said Hardesty, “these research re- 
sults definitely point out the fallacy 
of the claim of many manufactur- 
ers that a ‘picture is a necessity’ in 


the successful advertising of the) 


product. As a matter of fact, the 
successful use of radio by automo- 
bile dealers throughout the country 
has proven that the most effective 
car picture that can be implanted 
in the mental image which radio 
creates in the minds of buyers.” 

The speaker revealed that in con- 
ducting the brand awareness study 
those interrogated were shown en- 
larged colored profile photographs 
of the five different makes of auto- 
mobiles under consideration and 


O'Neil and Abt 
Chosen to Head 


Brand Names 


NEW YORK.—Thomas F. O'Neil, 
board chairman, RKO Teleradio 
Pictures, has been elected board 
chairman of the Brand Names 
Foundation and Henry E. Abt has 
been reelected president. 

John H. Breck ir., executive vice- 
president, John H. Breck, Inc., 
Springfield, Mass., is chairman of 
the foundation’s executive com- 
mittee. 

Louis Hausman, CBS Radio, was 
reelected treasurer. Robert E. Mac- 
Neal, president, Curtis Publishing 
Co., and Felix W. Coste, vice-presi- 
dent, Coca-Cola Co., were named 
vice-chairman, MacNeal for his 





second term. 
One of the new directors was 
Walter Jeffrey, vice-president, 


American Motors Corp. Jerry De- 
Nooyer (Chevrolet), Kalamazoo, 
Mich, was chosen as the auto 
dealer retailer-of-the-year. 

Certificates of distinction went to 
A. E. White (Bob White-Oldsmo- 
bile), Columbus, O.: Charles Riley 
(Sherry Motors-Ford), Appleton, 
Wis.; J. A. Sanders (Chevrolet), 
Watertown, S. D., and Bill James 
(Chevrolet), St. Louis. 


General Tire Adds 
New Headquarters 


AKRON.—General Tire & Rubber 
Co. has opened new headquarters 
buildings in Charlotte (N. C.), Bos- 
ton and Denver and has completed 
an addition to the Brittain tire 
warehouse here. 

The new buildings include a re- 
treading plant in Charlotte and a 
Tecapping plant in Boston, General 
said. The new expansions give 
General an additional 225,000 square 
eet and completes a major phase 
of its multi-million dollar construc- 
tion program, the firm said. 





é Wondering how -new-car and truck pro- 
omen and sales are making out? AUTO- 
ae NEWS gives you the entire story, 
ug many other “pertinent facts concerning 
automotive industry, every week 
throughout the year. 








then asked to identify the brand 
and model year of each, and to 
point out any characteristics of the 
individual makes with which the 
respondents were familiar. 

Hardesty devoted the remainder 
of his address to a detailed report 
of the changes which haVe occurred 
in radio programming, audience lis- 
tening habits and the distribution 
and varied use of radio receivers 
during the past five years. 

> * * 


ANA Workshop Thursday 


“How to Use Research in Plan- 
ning and Measuring Your Advertis- 
ing” will be the theme of the third 
annual Assn. of National Adver- 
tisers advertising research work- 
shop Thursday (May 23) at the 
Plaza Hotel in New York. 

This meeting is the fifth in ANA’s 
1956 series of one-day workshops 
which examine areas of advertising 
of current interest to members. 
Preceding workshops dealt with 
cooperative advertising, radio and 
television, advertising to business 
and industry, and legal aspects of 


advertising. 
> * >. 


UMS Appoints Cowan 


Sydney M. Cowan has been named 
advertising man- 
ager of United 
Motors Service 
division of Gen- 
eral Motors. Cow- 
an has been in the 
division’s adver- 
tising department 
for the past nine 
years. He also was 
in advertising and 
public relations 
work before join- 
ing United Motors 


5. M. Cowan 
in 1948. 


Kramer Picks Agency 


Appointment of Walter-Jacques P 


Associates as advertising and public 
relations counsel for Kramer Bros. 
Freight Lines, Inc., has been an- 
nounced by C. A. Justin, vice-presi- 
dent and director of sales. Walter 
Fishman is account executive. 
. 7 * 

Comparison Film by Chrysler 

A documentary film entitled 
“You're on The Test Track” is be- 
ing shown to Chrysler and Imperial 
dealers throughout the country. 

The 23-minute sound film, pro- 
duced by Ross Roy, Inc., adver- 
tising agency, shows actual 
performance tests which pit 
Chryslers and Imperials against 
competition products in the same 
price class. 

The tests include “Go Power” ac- 
celeration tests from 0 to 60 miles 
per hour; “Stop Power” tests which 
included a panic stop from 60 m.p.h, 
and a brake fade test, held after 


five panic stops to heat the brakes. 
* * ” 


Petersen Back on Job 
Robert E. Petersen, president of 
the Petersen Publishing Co., Los 
Angeles, has returned to his desk 
after a six-week convalescent pe- 
riod following major surgery. 
* o * 


Names 


Shannon Patrick LaFontaine has 
joined the sales aid section of Mac- 
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Manus, John & Adams, Inc., adver- 
tising agency, as purchasing and 
production manager. LaF ontaine, 
who formerly was with LaFontaine- 
Detroit Co., will serve primarily on 
the Pontiac account at the Bloom- 
field Hills (Mich.) headquarters of 
the agency. 


Robert T. Brown, formerly adver- 
tising manager of Chrysler Corp. 
of Canada, Ltd. has been ap- 
pointed account executive with 
Kenyon & Eckhardt Ltd., Toronto 
advertising agency. 


Ernest D, Nathan has been named 
staff consultant for program plan- 
ning at Florez Inc., Detroit sales 
training organization. Nathan joined 
Florez in 1953 as account executive, 

*~ * * 


Edward N. Howard and Edward 
A. Garmoe have joined Metropoli- 
tan Sunday Newspapers, Inc. as 
members of its Chicago magazine 
sales staff, Howard was previously 
western manager for Playboy mag- 
azine, while Garmoe formerly was 
with Story, Brooks & Finley, news- 
paper representatives. 


* * * 


Edward D. Mellinger has been 
|named editor of the American 
Petroleum Institute Quarterly. Mel- 
linger, who had been serving as con- 
sulting editor, succeeds Walter 
Henry Nelson, who has resigned. 




























































Clean Automatic Transmissions 


Without Brushing or Scraping! 


HYDRO-SEAL!, 







Simply dunk transmission housings, turbine wheels, con- 
trol valves, and other parts into GUNK HYDRO-Seal, 
which will remove sticky carbonized oils, and gums, 
quickly and easily, and brighten parts too... without 
brushing and scraping . . . loosens frozen gaskets so they 
may be lifted off. U. L. approved. 

Sold in 5 gallon Pails (with dipping basket), 30 gal. 
and 55 gal. drums. At better automotive jobbers 
everywhere! 
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LUBRIPLATE LUBRICATION 





BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 


LUBRIPLATE LUBRICANT $ are different . . . they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 
sell LUBRIPLATE. 


LUBRIPLATE H.D.S. MOTOR OIL 
is made especially for use in today’s high 
speed, high a engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 
advertised. Point-of-sale material available. 


Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. J., Toledo 5, Ohio. 





the PULLMAN VACMOBILE 
the best salesman a dealer 


ever had.. and here’s why.. 





LOOK AT PULLMAN’S 
EXCLUSIVE FEATURES 9 
ae 


sted eat te 


© Patented Accordion Hose reaches 
every crack without moving vac. * 
© Big wheel mobility glides over 
dh, eens nen 


Reconditions used cars 

Keeps floor models spic and span 
Keeps customers happy ... by 
cleaning interior after repair jobs 
Cuts cleaning time by 2/3 .. . 
saves man-hours 


o Monee. Filter Gag ug for full. —@ Gets over the hump of step-down 
7 Fully cquloped. no aap oom, cars 


COSTS ONLY 40c A DAY, 
$12 A MONTH, FOR 

12 MONTHS ON 
PULLMAN’S LIBERAL 

CREDIT PLAN. 











IT’S THE PULLMAN VAC THAT BRINGS "EM BACK 
Little things, like vacuuming the interior after a repair 
job, make a big impression on your customers! 


VACMOBILE 
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Sunday Closing 
Urged by Dealers 


In Pennsylvania 


HARRISBURG, Pa. — (UTPS) — 
The Pennsylvania Automotive Assn. 
went on record last week in support 
of a Sunday closing bill which ap- 
plies only to car dealers. 


Edwin W. Parkinson, assistant 
manager of PAA, vigorously urged 
that the proposal be reported from 
committee and that favorable 
action be taken by the House. 

Parkinson called for approval of 
the dealer-closing bill because 
another Sunday closing proposal, 
which would have closed nearly all 
types of businesses, has been con- 
sidered in the House and returned 
to committee. 

“Pennsylvania’s automobile 
dealers are asking for this control 
on their own business because at 
least 90 percent of PAA’s 3,000 
members feel it has a direct and 
important bearing on employer- 
employe relations,” Parkinson said. 

In other Pennsylvania automotive 
developments: 

1. A bill has been introduced) 
which would provide that licenses) 
and registrations be issued by 
county treasurers instead of by the 
State Revenue Department. 

2. Gov. George M. Leader author- 
ized issuance of five-year aluminum 
license plates, with annual inserts 
to designate the year of use. 

3. The House passed a bill to en- 
able interstate bus companies to| 
pro-rate their license registration | 
fees in Pennsylvania on the basis'| 
of total mileage travelled in all) 
states. 


Conn. Drivers Get 
Surprise Checks 


HARTFORD, Conn.—Connecticut 





Motor Vehicles Commissioner John 
J. Tynan has announced that sur- 
prise spot inspections of vehicles are 
now being held and will continue 
through the summer. Vehicles that 
pass will receive a 1957 inspection | 
sticker, while others will be required 
to be repaired. 


Meanwhile, safety groups in sev-| 
eral Connecticut cities have asked 
the department to establish stations | 
where motorists can voluntarily | 
visit for inspections. State licensed 
garages also are authorized to make 
inspections. 


Dillon Is 85 
60 Years a Dealer, Gets 


Plaque from Assn. 


LAWRENCE, Mass.—Charles W. 
Dillon has been presented a plaque 
honoring his 85th birthday and the 
completion of 60 years in the auto- 
mobile business at a meeting of 
the Eastern Massachusetts Chrysler 
Retailers Assn. 

Starting as a blacksmith in 1897, 
Dillon made springs and other 
parts for early cars. In 1917, he 
took on a dealership for Maxwell 
and Chalmers cars, changing to 
Chrysler and Plymouth as the 
earlier firms became parts of Chry- 
sler Corp. His 40-year old Chrysler 
dealership still occupies the original 
location of the smithy. The dealer 
meeting was conducted by Al Hur- 
witz, president. Tom Ferguson, 
Boston Chrysler regional manager, 
was a guest. 








Chicago Buick Dealers 
Elect Foley President 


CHICAGO.—Robert M. Foley sr., |. 


president, Foley Motor Sales, Wil- 
mette, Ill, has been elected presi- 
dent of the Metro- 
politan Buick 
Dealers Assn. of 


cago. 
J. Arthur Levy, 
president, North- 
west Auto Co. 
was elected vice- 
president of the 
Association and 
his son, Jack A. 
; Levy, vice-presi- 
a dent, Northwest 
R, M, Foley sr. Auto Co., was re- 
elected treasurer. George Kleeburg, 
president, Kleeburg Buick, Inc., 
Highland Park, Ill, was reelected 
secretary. 
More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 
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ACE REAR FLOOR REPLACEMENT MATS 


New! Exclusive! Individually packaged! 





iter 
Ted 
ACE REAR AUTOMAT wil 
QUALITY RUBBER MATS tive 
Shapes and sizes to fit all ae 
makes and models. Really fit impo 
like originals, with complete parts 
rear floor contour coverage. Unite 
Beautiful carpet textured ot 
rubber with heavy felt . 
backing. plant 
BUY THEM — to dress up same 
your used cars, whistle clean. Me 
SELL THEM — in accessories iow 
department for fat profits. com} 
Write for Jobbers Name and Prices = 








103 Beech St. Akron 8, Ohio 


NOW! HI-FI IN YOUR CAR! 
Only BLUE SPOT offers all these features! 


Concert Hall Sound under bridges, through short tunnels, next 
to high power lines, even in lightning storms! 
Constructed te outlast your car. 

6” x 9”, full-range 

tone control, built-in rear speaker 

plugs, separate amplifier, 6 to 
12 volt convertibility. 

fits most 

American and foreign cars. 

Service throughout the U.S. 


ME PEEPS caegae FF, S8Ee SS 


BLUE SPOT 
Kéln Mark | 
Tuner—the first FM 

**one touch’’ signal seeker in a car radio. Se 
FM—3 microvolts for 20 DB quieting; AM, 3 microvolts. in / 
Response 40-16,000 c. p.s.— image rejection 25 DB. bly 
Mi-FI—15 tuned circuits FM and AM. > 
1 


BLUE SPOT Hamburg 
Luxury AM car radio —economically priced. 
Magnificent sound, pushbutton station 
selector, ruggedly engineered. 


BLUE SPOT Frankfurt Mark | 
FM—plus Hi-Fi, AM and Pushbutton Selec- 
tometer. De luxe, yet economy-priced ver- 
sion of the Koln Mark |. 


AMERICAN ELITE, INC. 
7 Park Avenue, New York 16, N.Y. 
Importers of Telefunken and Audio Elite home Hi-Fi Sound Systems, 
‘Tubes, Components, Microphones . . . and Blue Spot car radios. 
Write Dept D for free pamphiet and information. 














The Great Umbrella that gets ATTENTION! Yes, the McFARLAND 
“GREAT” UMBRELLA is without a doubt one of the greatest attention 
ing devices on the market today. It has been proved over and over agail 
used car dealers throughout the country. Inexpensive, beautiful, durable, 
practical . . . it creates comment, interest and above all SALES. Shown is the 
“GREAT” 21° UMBRELLA at work on the attractive lot of Gardner Olds 
mobile, Towson, Md. Increase your own sales with either the Stationary % 
Whirlabout type Umbrella. Write today for prices and color booklet © 
McFarland “Great” Umbrella Company, Division of McFarland Awning Cot 
poration, 742 S. W. 8th Street, Miami, Fla.—phone FR 4-8153. 
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By Douglas G 
Special Correspondent 

CO CITY.—Liberating Mex- 
ico from the costly necessity 
of importing automotive parts is 
the aim of the newly formed Manu- 

era Mexicana de Partes de 
Automoviles, S. A., Ing. Francisco 
J, Gutierrez Sardeneta is director 
general of the firm. 

Mex-Par is franchised to pro- 
duce Bendix Aviation Corp. and 
Monroe Auto Equipment Co. 
items under the supervision of 
Ted Voorhees, Bendix Interna- 
tional general sales manager, and 
‘William McIntyre, Monroe execu- 
tive vice-president and general 
manager. 

Government sources say Mexico 
imports $50 million worth of auto 
parts a year, mostly from the 
United States. Mex-Par hopes to 
provide at least $4 million worth of 
parts within five years. 

It is reported that another parts 
plant, owned and operated by the 
game company will be built soon. 

Mex-Par said it will cater pri- 
marily to the Mexican market. 
However, it is reported that the 
company eventually may do some 
exporting to nearby Latin Ameri- 
can countries. 
> > 


350,000 Attend Show 


CO’S second International 
Automobile, Motor and Bicycle 
Salon, sponsored by the Mexican 
Automobile Assn., drew 350,000 per- 
gons to the National Auditorium 
during its 10-day run. 

Attendance at the first show was 
$11,132. 

Nine nations were represented 
at the second salon—Mexico, the 
U. S&S, Great Britain, France, 
Spain, Italy, West Germany, Can- 
ada and Czechoslovakia. There 
were 61 exhibiting institutions and 
M41 makes displayed. 

The association reported a 
stronger trend by buyers toward 
European automobiles. It cited the 
Alfa-Romeo as the “most elegant” 
and Mercedes-Benz as the most ex- 
pensive cars at the show. 

7 * om 


Mercedes Plant Readied 


BP CUEL E. ABED, Mexico City 
industrialist and banker, said 
he expects to have ready for service 
in April the Mercedes-Benz assem- 
bly plant he is arranging here, Cur- 
tent Mexican prosperity is said to 
be providing more prospects for the 
car. : 


7. > > 
Trailer-Bond Repeal Urged 
Government’s tourist depart- 
ment has asked the Ministry of 
Finance to annul its order that 
tourists with trailers must post a 
tash bond to guarantee payment of 
customs duties on the trailer and 
its furnishings if the owners leave 
them behind when they recross the 
er. 

Tourist department representa- 
tives in U. S. border towns said 
the edict, if continued, would kill 
the American motor tourist busi- 
ness in Mexico. 

The department was told that 
many motorists balk at entering 
Mexico because of this demand. It 
Was said to be reducing the volume 
of motor tourism greatly since most 
motorists with trailers are in fami- 
lies or groups. 

* 


7: 
Exports in 1958? 


AROUND the end of the year, 
Mexico will be able to export 


Chevrolet Honors 
Cleveland Champs 


CLEVELAND. — More than 250 
Salesmen and officials of the Cleve- 
Chevrolet zone attended the 
100 Car Club banquet to honor the 
record total of 38,794 new and 
USed cars and trucks sold, Officers 
Named at the banquet for the up- 
Coming year are: 

President—Robert E. Meyer, Nor- 
walk; vice-president —Vernice S. 
Long, Kent; secretary—John J. 

man, Hubbard; treasurer—Wil- 
bert J. Blatt, Sandusky; honorary 
Presidents — Robert P. Severns, 
ton, and Joseph Rozsa, Akron. 


Auto News from. Mexico 


Parts Firm to Produce Bendix, Monroe Items; 
$4 Million Volume Seen by ’62 















heavy duty buses and trucks as well 
as passenger cars, according to Die- 
sel Nacional, S. A. 

Its plant near Mexico City is 
financed by the Mexican Govern- 
ment and private capital. Several 
Central American countries and 
Venezuela will be the top customers 
at the start, it was said. 

Capacity at the plant is 2,500 
autos and: 1,000 heavy buses and 
trucks annually, under quotas as- 
signed by the Ministry of Na- 
tional Economy. 

However, the firm has set a goal 
of 10,000 buses and trucks and a 
large number of automobiles, All 
production is being supervised by 


Dust-free enamel in 10 to 15 minutes! No baking oven. It’s 
air dried. Gloss is absolutely beautiful! No wrinkling! No 
orange peel! Everybody’s happy! The shop turns out more 
work and the customers send more work to you. The R-M 
Modern Way,using Per-Max Enamel and Per-Max Reducer is 
a low-air-pressure system. It speeds up work while it cuts down 
waste from overspray! Ask your R-M Jobber for details or 


drop us a card! 


the engineering department of Fiat 
at Turin, Italy. 

Mexican technicians are being 
trained to take over. The company 
is producing its parts from Mexican 
raw materials. 

= + * 
It’s Not a Crime 


RIVING while drunk is not an 

offense of any kind in Mexico, 
according to a ruling of Superior 
Court Judge Miguel Lavalle Fuen- 
tas. 


He freed Juan Batirez Bautista, 
a chaffeur who had been jailed by 
a lower court for drunk driving. 
Judge Fuentas said the only re- 
course was to sue Bautista in civil 


court, 
* = 


= 
103,406 Private Autos 
F THE total of wheeled vehicles 
in Mexico City, 103,406 of them 
are privately owned passenger cars. 
Other categories are: Taxis, 8,247; 
official cars, 5,282; passenger buses, 
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6,671; private buses, 800; private|Mexico City. A fourth office will 


trucks, 25,383; official trucks, 3,500; 
for-hire trucks, 900; building mate- 
rial hauling trucks, 1,602; miscel- 
laneous service trucks, 521; bicycles, 
81,674; motorcycles, 7,675; trailers, 
1,126 and 735 push carts. 


Reo Output Boosted 


7——- operations of the assembly 
plant’ of Reo de Mexico, S. A., 
at Monterrey, Nuevo Leon State, 
have been improved and the plant 
is now producing 15 cars a month, 
according to Hector Cortes, presi- 
dent. 

Hertz Rent-A-Car Service in 
Mexico reports that the record 
number of foreign and domestic 
tourists in Mexico is producing 
in a near-record volume of busi- 
ness for the firm. 

Under its Mexican concessionaire, 
Carlos San Roman, Hertz is now 
operating 102 units from its three 
offices in Tiajuana, Acapulco and 


TODAY ? 


SURE! 


/ PAINT THE 
MODERN WAY... 


soon be opened in Guadalajara. 
. + 


Deane Honored 
A, DEANE, the vete- 


W van manager for General 


Motors Acceptance Corp. in Mexico 
City, has been honored at a banquet 
by the city’s top industrialists and 
bankers. He has been transferred 
to New: York where he will head 
GMAC’s Latin American section. 
His successor will be Gene Fellows, 

William S, Pickett, sales vice- 
president for Willys Overland 
Export Corp., has been 
a silver plaque for his outstand- 
ing sales record at the annual 
convention here of Willys Mexi- 
cana, S. A. 

Harlan E. Mills, executive vice- 
president of Chrysler Export 
Corp., and his aide, John S, Rich- 
ards, praised the operation of 
Chrysler’s plant here, Auto-Mex., 
S. A. after an inspection tour. 
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RINSHED-MASON COMPANY 
DETROIT 10, MICHIGAN 
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MIRROR HEAD 


RING ASSEMBLY 


— 


Mirror available on attractive S- 48 
DISPLAY STAND at no extra cost 


For descriptive literature and further 
details, see your jobber or write to 


CEUPERSIIE| SuPERSITE CORPORATION, DERBY, CONN. 


A “Bill Berk” Product 


TURRET tips 
up or down 











TURRET swings 
completely around 







MIRROR HEAD tilts right or 
left, forward or backward 
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The New 1957 


REDESIGNED 


FOR THE LONG, LOW 
‘57 AUTOMOBILES 


| 
- —_—_—_———— OE 


f FOR MAXIMUM 
i REFRIGERATED CAR 
AIR CONDITIONING 
The industry pace-setter — 
now with even more 
exclusive features. Push- 
button controls, two 
2-speed fans, three 360° 
l adjustable louvers — and 
) now the Mobil-D-lIcer! 
Top performance, low cost 
—and you can take it 
with you! 
MOBIL-AIRE MANUFACTURING COMPANY 
BOX 122 * DENISON, TEXAS 


Miss Model-D-Veer of, 1957 


WRITE OR WIRE FOR ILLUSTRATED 


BROCHURE AND PRICE INFORMATION 


The greatest mirror ever to hit the automotive field! 
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By Stuart Griffin 

Special Correspondent 
KYO.—(UTPS) — Japan’s auto 
production in the fiscal year 
ended March 31, totalled 131,398 on 
88,871 trucks, 6,741 buses and 35,786 
small cars. It was the highest total 
since World War II. 

A year earlier, the industry turned 
out 73,239 units. Automotive leaders 
have estimated that output will hit 
255,000 in the current fiscal year. 

They also have predicted that 
6,000 units will be exported this 
year, compared with 2,500 in fiscal 
1957. 


+ + + 


Car Prices Cut 


_, Japanese automotive en- 
terprises have announced price 
slashes. Toyota paced the field, as 
it announced a wide-range price 
reduction on all its cars. 

This cut, running from 7 to 8 per- 
cent, stemmed from its expansion 
of facilities and streamlining of 
production, which has brought its 
monthly production to over 5,000 


cars. 

Sample price slashes included 

the cutting of the factory delivery 
price of the Toyopet Crown deluxe 
passenger car to $3,000, a reduc- 
tion of a little more than $200, 

and the reduction of the price of 
the Toyopet truck chassis by $97 
to $1,435. 

Following closely upon the heels 
of the Toyota announcement, Nis- 
san Automobile Co. reported a de- 
cision to slash prices of its cars 
by $100 to $400 each. 


its prices. 
chiefly affects the Renault cars, 
whose new price becomes $1,785, a 
drop of about $80 from the previous 
figure. 

> > > 


Talks with Willys 
ygtrecnisat Heavy Industries, 
Reorganized, Ltd., has opened 
talks with Willys-Overland Export 
Corp. concerning mass production 


of Jeep parts in Japan. 
Observers ite that this is 


Japanese industrial efforts. 

The U.S. Army has signed a 
contract with Willys-Overland to 
manufacture Jeep parts. The U.S. 
firm, it is reported will sub-contract 
to Mitsubishi which will deliver 
the parts directly to Asian nations. 

Lt. Gen. Carter B. Magruder, 
deputy chief of staff for logistics, 
clarified his new offshore purchase 
plan before Congress last spring. 
It will enable Japan to receive 
U.S. orders for replacement parts 
for vehicles the U.S. Government 
has provided to southeastern Asia 


nations. 
*- *¢+ s 


‘People’s Car’ in Works 
OMATSU Mfg. Co. is building a 
“people’s car” which is said to 

be less expensive than any such 

vehicle ever produced in Japan. 

The disclosure followed an an- 

nouncement by Ohta Motor Co. that 

it was designing a midget car to 
sell for about $1,450. 
The Komatsu _four-seater will 


One” which Toyota Motor Car 
Co. built on a trial basis. 

The price approaches the goal of 
$725 set by the Ministry of Inter- 
national Trade and Industry. 
:- The Komatsu vehicle reportedly 
will have a top speed of 60 miles 
an hour. The body will be made of 
polyester resin and will weigh less 
than 900 pounds. 

* 


Prince Skyline Bows 


weer designed and streamlined 
models will flow from Japanese 
auto plants this year. One of the 
newcomers, the Prince Skyline, al- 
ready has been introduced at an 
auto show in Tokyo. 

were a two-tone Sky- 


ery Co. 
Toyota Motor Co. soon will intro- 


Auto News from Japan 


Year’s Vehicle Production Climbs to 131,398 
To Set Postwar Record 





















duce its new small auto, and j 
cations are that it will be priced 
about $1,800. 

If this price holds up, the modg 
will be less expensive than the Dat. 


sun which recently was reduced to “v 
about $1,890, and will be almog§ “Pr. 
equal to the domestically p pe 
Renault which costs about $1,799, = 
. 8: 6 * 

Tire Market Is Brisk gare 
deal 


R= inquiries for automobile 
tires have been reported of late. 
South Korea is seeking $6000) 
worth of tires, while Nationalig 
China has entered into negotiations 
for purchase of large quantities 
with Yokohoma Rubber and Bridge. 
stone Tire. 
sources said recently that 
Indonesia and Vietnam would ae. 
cept, between them, a total of 
$300,000 worth of tires. 
Afghanistan also is reported to be 
planning to ask international bids 
for 500 sets of tires and tubes, while 
Iran Petroleum Co. has _ invited 
Yokohama Rubber, Bridgestone Tire 
and Toyo Rubber to participate in 
bids for large-size tires. 
+ + * 





















Overseas Plants Proposed 


APANESE auto makers have 

been receiving proposals from 
countries in Southeast Asia and 
South America for joint construc- 
tion of assembly plants, 

Some of the Japanese maker 
have, in fact, already dispatched 
representatives to the countries 
concerned and submitted construe 
tion plans to the interested govern- 
ments and private industries in- 


volved. 
* = 7 


Parts Difficulty Arises 
ReOceraaL, circles are afraid 

that projected American offshore 
purchases of repair parts for mili- 
tary vehicles in Southeast Asia may 
be held up by bottlenecks in domes- 
tic production. 

Komatsu Mfg. Co. and two other 
firms received from the Japan Pro- 
curement Agency of the United 
States forces last August orders for 
repair of 14,000 U. S.-offered mili- 
tary vehicles in South Korea and 
Cambodia and 35,000 engine parts. 

The three com began to 


prepare for the job last October, 
but little headway could be made 
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acturers, 

Trading circles, therefore, recom- 
mend the import of necessary parts 
fram.the U. S. This view is reported 
to have the full support of the 
Japan Procurement Agency, while 
the Ministry of International Trade 
and Industry is opposed to it. 

Industrial circles are said to be 
fearful that such a situation might 
hold up the reported American plan 
to repair more than 100,000 jeeps 
and trucks it offered to the various 
countries of Southeast Asia during 
World War II. 

It is expected that approximately 
$150 million worth of orders 
be issued to Japanese industrial cir- 
cles in the forthcoming summer 
and autumn months. 
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Black and Wright— 


No, the lady isn't buying a truck from 
R. F. Black, board chairman, White Motor 
Co., she sells them for him. Mrs. Elizabeth 
Wright is'a partner in M & W White 
Truck Sales & Service, Montgomery, Ale 
She was the only woman delegate at @ 
White Company Atlanta district conve 
tion among more than 100 men. Bn 
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(Continued from Page 3) 


a indi. dose to eliminating bootlegging. We 
can cut down drastically on waste- 
ful gimmick and misleading adver- 
tising. 
“We can find ways to iron out the 
ups and downs of the business and 
t it on a more stable and prosper- 
t ous basis both at the factory and in 
=e alership.” 
i eetams emphasized the high re- 
din which his company holds its 
dealer body, but he stressed the fact 





locks ... 


lished dealer council system and 
to insure that the individual 
dealer doesn’t “get lost in the 
shuffle.” 

Williams went on to say that the 
competitive field continues to be 
“tough and relentless,” but that “we 
will all fare better if we observe a 
few ground rules.” 

He alluded then to bootlegging, 
which he said has diminished con- 
siderably although there are still 
“some dealers who can’t resist the 





of late that “there is no such thing as an} quick buck.” 
600,009 average dealer.” But, he added, more and more 
onalig | Recognition of this, he added, | dealers are coming to the conclu-| 
iations to the formation of the com- | sion that bootlegging dilutes the| 
ntities ’s Dealer Policy Board to | value of the authorized dealership 
Sridge. § supplement the previously estab- | and in the long run can only injure | 
a | 
2 7 False, deceptive advertising is| 

aan Obituaries another industry evil that is being) 
al 7 cleared up, Williams declared, citing | 

7 Charles 5. 3. Place, 63; his company’s strong stand against) 
i to ner it and stating that the Ford fran- 
ul tie Inventor of Fastene Calif chise agreement does not permit 
while] NORTH HOLLYWOOD, Cali “of | Such advertising. 
invited Charles E. S. Place, 63, inventor o “We are making it perfectly 
ne Tire the self-locking Marsden nut widely) clear that if it is necessary to 
vate in jg used in automobile assembly, died) ..orcise our rights under the 


here May 10 during a business trip. 
Mr. Place, who lived in Detroit, 
J had been in semi-retirement for two 
. but was acting as a consult- 


agreement in order to eliminate | 


advertising offenses, we are quite 
prepared to do just that,” Wil- 
liams emphasized. 

He urged his listeners to “adver- 
tise clean and sell clean,” adding 
that advertising and selling can be 
both clean and aggressive. 

Service, too, must be stepped up, 
| Williams said. He declared that 
|many dealers are not making the 
|most out of their service potential 
| and termed the service department 
| the best source for developing car | 
| sales. 

Sims, a “regular” on this year’s 
convention circuit, appealed to deal- 
|ers to stop selling cars below cost. 

He emphasized that the true cost 
of selling a car includes a propor- 
tion of all overhead and selling ex- 
penses and urged that dealers take 
these factors into consideration on 
all deals. 

Sims repeated his plea for a “sim- 
plified and standardized accounting 
system and finance statement that 
will apply all profits and expenses 
to the right departments and in the 


; have ant for National Machine Products 
from Co, Utica, Mich. 
} and * * * 
istruc- Merle J. Duryea 
LONGMEADOW, Mass.—Merle J. Duryea, | 
former president of the Antique Auto- | 
nakers pa Club of America, died here May 12. 
atched & fe was the son of Charles E. Duryea, who 
untries & is credited with inventing America’s first 
utomobile in 1892. 
struc Be * * * * 
~_— Erwin W. Baldwin 
es in-— yonTPELIER, Vt.—Erwin W. Baldwin, | 
50, who operated an auto dealership here | 
until 1953, died unexpectedly May 4 at his 
home. 
* * * 
afraid Ernest A. Pankow 
shore KIESTER, Minn.—Ernest A, Pankow, a 
Ford dealer since 1921, died Apr. 19. He 
r mili- would have been 57 years old Apr. 21. Mr. 
i@ may Pankow was a partner in Pankow Motor 
lomes- & ©. bere and was a brother of Alfred C. | 
Pankow, Wells Motor Sales (Mercury), 
Wells, Minn. 
. other * * 
n Pro- R. J. (Rollie) Barrett 
United DETROIT—Rolland John (Rollie) Barrett, 
ors for @ ¢Chrysier-Piymouth dealer since 1946, died 
May 12, in University of Michigan Hospital, 
| mili- 4mm Arbor. He headed Rollie Barrett, Inc., 
a and § 1055 Grand River, and was president of 


the Greater Detroit Chrysler Dealers Assn. 
Mr. Barrett, 55, was born in Negaunee, 
Mich., and came to Detroit 35 years ago. 

* * * 


John B, Mezey 
NEW YORK.—John B. Mezey, 73, head 
ot Mezey Motors, Inc. (Lincoln-Mercury), 
Ged May 11. An expert on engines, he was 
4 specialist in reconditioning cars to in- 
@ease speed and pickup. Years ago, Mr. 
Mey rode as a mechanic at the Old 
Brighton Beach track in Brooklyn when 
Barmey Oldfield raced there. He later in- 
mailed special devices for drivers in the 
Indianapolis 500-mile race. 
* 


* 
Samuel A. Landers 
CHICAGO.—Samuel A. Landers, president 
of Landers-Fried Motors (Chrysler), died 
May 8. He was 68. 
* * * 


Louis J. Sherland 
CHICAGO.—Louis J. Sherland, who oper- 
ated a dealership in Evanston, Ill., from 
196 until the start of World War I, died 
May 8 at the age of 76. 
* * 


» 
William Sanders Elliott 
CHICAGO.—William Sanders Elliott, 77, 
former vice-president and general counsel 
International Harvester Co., died May 8, 
* * * 


Arthur E. Barzan 
DILLONVALE, O. — Arthur E. Barzan, 
Owner of Barzan Garage, is dead. Mr. Bar- 
tan established an Oldsmobile-Chevrolet 
P in Dillonvale in 1925. 
* * * 
George W. Lovering 
SCRANTON, Pa.—George W. Lovering, 
60, identified with the automobile industry 
area more than 25 years, died May 8. 
* . * 
Edwin T, Dark 
SILER CITY, N. C. — Edwin T. Dark, 
leader anda former automobile dealer 
@ied May 8 in the Chatham Hospital 
after a brief iliness. He was 54. 
* * 


* 

Harold E. Hartshorn 

E, Kans.—Harold Eugene Hart- 

53, DeSote-Plymouth dealer here 

since 1938, died unexpectedly May 6 of a 

attack at his home. 
* +. 
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Howard E, Zink 
FREMONT, 0.-—Howard E. Zink, 60, 
one Of the best known figures in the seat 
Cover industry, died May 12 in University 
1, Ann Arbor, Mich. Mr. Zink was 
president of Howard Zink Corp., which he 
in 1917 with the late A. K. Hodes. 
was also president of the corporation’s 
ly-owned subsidiary, Consolite Corp. 
built the hometown auto accessory 
into the world’s largest manu- 
r of auto seat covers with four 
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and nationwide distribution. 
White . * 7 
, Ala. John W. Merrin 
: ot ofp ASHLAND, 0.—John W. Merrin, who 





with Studebaker for 24 years and at 
time was zone r in Cleveland, 
2 recently, Mr. Merrin also served with 










right proportion, and display prom- 
inently the true and full cost of sell- 
ing an automobile on a single-unit 
basis.” 

Other speakers were Miner H. 
Baker, vice-president, Seattle 


Indicted Caruso | 
Appeals to Public | 
In Newspaper Ad 


| LOS ANGELES, — A hearing is| 
| scheduled for today in the case of | 
auto dealer Henry J. Caruso, who 
was indicted on 19 counts of con- 
spiracy, forgery and grand theft | 
after witnesses told a grand jury | 
|they had been swindled in car 
| deals. 

| Meanwhile, Caruso has used full- | 
page newspaper advertisements to | 

tell his story. The ads feature a 
|large picture of the dealer over a 
| Statement which begins, “Words 
| cannot express my gratitude for the 
|warm expressions of support and 
confidence we have received in the 
last few days... 

“I want you to know that I hold 
no bitterness toward those who 
have been sought out to breed 
grievances against us.” He noted 
that his dealerships have served 
40,000 families in 10 years, and “it is 
entirely possible for misunder- 
standings to arise. But now this 
attack has grown out of all pro- 
portion.” 

Caruso continued, “I have im- 
plicit faith in the intelligence of 
the American people .. . With your 
help, we shall continue to serve 
the people of southern California 
honestly and fairly.” 

Caruso has been free on $25,000 
bond and 10 officials and salesmen 
of his dealerships, who were in- 
dicted with him, have been free on 
$5,000 bond. 

Their plea for a bond reduc- 
tion was turned down, At that time, 
Herman L, Arterberry, deputy dis- 
trict attorney, said he has been 
“flooded” with additional com- 
plaints about Caruso’g sales prac- 
tices since the indictment was 
made public. 
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| NADA Young Automotive Managers | LeCuyer (Chevrolet) and Jack 


Sutter Raps Security-Clause Bars 


First National Bank, who spoke 
on “People, Profits and Produc- 
tion,” and Gene Flack, sales coun- | 
sel and advertising director, Sun- 

shine Biscuits, Inc. 


Rex Garrison (Buick), Vancouver, 
was elected president of Washing- 
ton State Assn., succeeding Don 
Seaberg (Buick), Pasco. 

Other new officers are: Robert B.| 
Dunn (Pontiac), Seattle, first vice- 
president; Don Miller (Chevrolet), 
Wenatchee, second vice-president; 
Jalmer Halls (Ford), Kirkland, third 
vice-president; Warren Simmons 
(Chevrolet), Olympia, secretary- 
treasurer, and James Elam (Ford), 
Yakima, executive committee mem-| 
ber. 


The Washington chapter of the 


staged a breakfast chairmanned by 
Bob Scarff (Ford), Auburn. | 


trucks and financial statement 
analysis were led by Pat Goodfel- 
| low (Chrysler - Plymouth), Chick | B. C. 


Blume (Chevrolet), all of Seattle. 
It was announced that in 1958, the 
WSADA will hold its convention 
jointly with the Motor Dealers Assn. 
of British Columbia in Victoria, 


Panel discussions on used cars, 














SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with cus- 
tomer paid + + and increase 
your profits 


For as little as $70.00 up per month, we can install a complete service 
program that will do this—or it costs you nothing. We will cuaipus pone gualiene ain 


labor . . . eliminate non-productive and unapplied time . 


tell you how to correct them .. . train the entire service personnel . .. free 
service manager of details, so that he can think . . . free service salesmen of 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars... and get away from single-item repair orders. 


If your monthly service volume is $7,000 or more, and you do not have a service 
desk or tower control, write us and hear our story . . . we promise some new slants 


—without obligation, of course. 
2170 South C Avenue 
Dept. AN-152, Chicage 8, Ml 


Flash - A - Call Service Contro 











A Binks infra-red oven 


Binks infra-red drying ovens or 
portable units make quick work of 
drying panels, fenders...entire cars. 


lets you refinish more Cars 
... faster and in less area 


You can dry enamels and lacquers 
to a rock-hard, dust-free glistening 
finish in 30 minutes or less...with 
a new Binks infra-red drying oven. 
Cars are immediately ready for de- 
livery or parking or the application 
of additional colors. 


4 models for drying entire cars. 
Automatic and semi-automatic mo- 
bile infra-red ovens are track- 
mounted. The car stands still and 
the contoured oven moves over it. 
Variable speed drives govern speed 
of travel and thus control heat ex- 
posure time. They are available with 
72, 108, 132 or 180 infra-red lamps 
grouped in separately controlled 
banks for spot drying. 


3 portable models. If panel and 
fender work is your specialty, one 
of three caster-mounted models will 
fit your needs. Available with 16, 
24 and 48 infra-red lamps. 


Simple and safe to operate. Binks 
infra-red drying ovens feature both 
ease of operation and safety. Each 
is standard-wired for 220V. All are 
Underwriter-approved. 


Binks Bulletin O.B. 

gives you all the facts. Ask 
your jobber for a copy 
of this bulletin. Learn the 
complete story on 

Binks infra-red drying 
ovens. If you prefer, j 
write direct to the address 
below. 





Ask about our spray painting school 
Open to all...NO TUITION...covers all phases 


7047 


EVERYTHING 





Binks Manvfacturing Company 
3124-34 W. Carroll Ave., Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES » SEE YOUR CLASSIFIED SS DIRECTORY 
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Some Newspapers Already Won Over... 


Dealers Gain in Ad-Rate Drive 


(Continued from Page 1) 


the dealer local rates on his ad- 
vertising. 

They argue that the co-op fund 
confused the picture and hardened 
the newspapers in their application 
of national rates to any dealer ad- 
vertisement on new cars, 

With that out of the way due 
to recent factory changes, the 
dealers contend that any ads they 
place individually can be con- 
strued only as local ads and they 
should get the local rate without 
question. 

Talks with newspaper advertising 
men indicate that they see merit 
to this argument. However, as in 
any break with tradition, there is 
the natural hesitancy to set a prec- 
edent. 

Many are waiting to see what 
their competitors do. Others are 
waiting for the national] trend to 
develop, As the trend goes, what 
now appears to be a trickle is likely 
to develop into a flood, 


Increased Costs Cited 


a papers feel that even if a 
sizable increase in linage should 
result from granting dealers the 
local rate, it would not result in 
greater profits because of increased 
printing costs. 

Some papers, however, report 
gains both in linage and profits 
since adopting the local rate for 
dealer new-car advertising. 
With reference to the contention 
that increased linage would not 
offset increased production costs, | 
one advertising man commented: 

“Any paper that can’t make a 
profit at its lowest rate has no 
business in the newspaper field.” 

. *« ~ 


Few Complaints 


VERALL, there were few com- 
plaints on the factory handling | 

of advertising following the change. 
Some dealers expressed the fear | 
that volume of supporting adver- 
tising may vary with the strength 
of the market in a particular | 





area. 

For example, they foresaw the) 
possibility that if they were doing | 
a good selling job, advertising funds | 
that normally would go to their| 
area might be used to bolster a} 
weaker market. 

Another point brought up was use | 
by some makes of a “see your| 
(make) dealer” as a tag line, There 
is the possibility that a dealer name 
imprint setup may be adopted to 
meet the objection. 

* . * 


Small Papers Worried 


ROM the media standpoint, there 
Was soMe concern among small | 
papers that they might be elimi-| 
nated from factory schedules. 
Talks with advertising managers 
and agency men indicate that there 





is no hard-and-fast thinking on this | 
point. Where a smal! paper is not 
giving good coverage or a dealer in 
a small town is not pulling the 
load, coverage may be left to the 
big-city papers in the area. 

On the other hand, even when a 
metropolitan paper covers a small 
town 40 or 50 percent, advertising 
in a small town paper might be 
continued. This would be especially 
the case, a factory man said, where 
the small-town dealer is moving 
cars and wants the support in his 
local paper. 

+ * 7. 
Feeling on Co-Ops 
as is mixed opinion on the 
growth of local line co-op 
groups, In some areas, this setup 
works well, In others, the experi- 
ence has been poor or indifferent. 

A point to consider is that many 
of the papers which have granted 
local rates still charge the national 
rate when an ad is signed by more 
than one dealer. 

In view of this, there is no built- 
in stimulant to the line-group 
technique. 


* * 


More Agency Work 


DVERTISING agency men see 

an increased work load for 
themselves. 

Whereas formerly the agency 
job was limited to preparation 
and placement of ads in local 
areas, now agencies are being 
called on to analyze the local 


markets to determine potential 
and dealer performance. 

Most agency men, however, be- 
lieve the new system will lead to 
more efficient merchandising. 

* * * 


Opinion on Dealer Ads 


ee dealer advertising, 
which is expected to rise in rela- 
tion to the granting of local rates, 
is viewed with considerable differ- 
ence of opinion, even by dealer 
sources. 

As a general thing, most look 
with favor toward the prospect of 
the dealers becoming a more potent 
advertising force on their own. 

However, here and there a rebel 
rises to protest. One offered this 
comment: 

“The present tone of dealer ad- 
vertising is lousy. If the rate were 
cheaper, we’d just get more lousy 
ads. 

“If it were up to me, I’d double 
the present rates, Dealers might 
be more careful of what they said 
if it cost them more to say it.” 

Under attack was “the biggest 
deal in town” type of advertising 
that encourages the prospects to 
concentrate on price shopping. 

* * 


On Public Standing 

HERE are other observers who 

doubt that dealer advertising 
will raise the level of dealer stand- 
ing with the public. They point out 
that the dealers who do the most 
individual advertising, and thus set 
the pace, are the wheel-and-deal 
volume dealers. 

A few years ago NADA dealers 
embarked on a broad program de- 
signed to elevate the standing of 
dealers with the public. Through 
the Automotive Retailing Institute, 
dealers would contribute so much to 
a fund which would be used in 
national advertising of a public re- 
lations nature. 


There was not enough dealer| 
support to get the program off the| 


ground. 

One NADA dealer commented: 

“With half the dealers spending 
money to build up a reputation 
for dealers while the other half 
are busy tearing down the reputa- 
tion with deceptive advertising, 
we'd be spending our money for 
nothing.” 

The Automotive Retailing Insti- 
tute still comes up for discussion 


|among NADA leaders, but there is 


said to be no immediate prospects 
of reviving the program. 
= = 
Legitimate Function 
yas legitimate function of local 


dealer advertising as seen by a/| 


factory man was given the other 
day by Walker A, Williams, veteran 


| Ford sales executive and now vice- 


chairman of the Ford Dealer Policy 
Board, as follows: 

“The all-around dealer will be a 
man who recognizes the great po- 
tential in advertising as a market- 
ing tool, and uses it effectively. 

“He will be a master at tying 

his local appeal in with copy 
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originating with the manufactur- 
ing so that the two will work for 
him on an effective and ethical 
level. 

“Through advertising he will 
show the public how his dealership 
operation is related to public needs. 

“He will stress such dealership 
strong points as his location's 
accessability, adequacy of parking 
facilities, service, experience in 
solving customer problems. 

“He will remind the community 
of the stability and continuity of 
his organization, give tasteful pub- 
licity to testimonials of satisfaction, 
indicate the wide selection available 
at his dealership because of his 
large and well-planned inventory. 

“He will let people know about 
the courtesy and politeness they 
can expect from his personnel. 


“By emphasizing his strong 
points, this all-around dealer will 
let the community know his busi- 
ness better; he will make it 
second nature for the customer to 
think of his dealership when he 
thinks of buying a car, 

“The all-around dealer will give 
attention to the relation between 
his business and the general public 
—or dealer public relations, 

“Practically every member of the 
American public who has reached 
driving age is either a customer or 
a potential customer for one of our 
products, And what those customers 
think about a dealership and its 
products is vitally important. | 

“This dealer will recognize that 
his public relations is anything 
and everything he and his em- 
ployes do and say which gives 
people an impression about them, 
their place of business and the 
products and services they sell.” 

In this respect, Williams warned: 

“But no business can have a good | 
reputation for long unless it de- 
serves a good reputation. You can’t 
talk people into believing your 
dealership is a good place to do 
business unless it really is, and the | 
all-around dealer will know this.” 

= - ” 


Local Variations 


ir THE roundup on rates, reports 
from various cities indicated | 
some variations in application of 
local rates. 

For example, in Minneapolis the 
Star and Tribune has granted what 
is termed a “dealer” rate, which is 
between the local and national rate. 

In Atlanta, dealers still pay the 
national rate on display in the 
news section but they may now 
advertise new cars in the classi- | 
fied section under “Automobiles 
for Sale” rather than “Used Cars.” 
They still may not use the word 
“new” although they can sell a 
model “1957.” 

Our correspondent in Northeast, 
Kans., brought up an interesting 
point. Dealers were getting local 
rates and used to get credit on 
space placed for co-op ads, which 
no longer prevails. Thus their rate 











| cost of automotive progress, from 
| the viewpoint of the men who have 
|to devise the fuels to keep high- 


| crease in refinery investment of 40 
| percent, and an increase in manu- 





is now higher rather than lower. 
In New Orleans, dealers still 
pay the national rate when the 
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Dual Headlights for Reo Trucks— 

Reo Motors is the first truck company to put twin headlights in its new heavy-duty 
B-series diesels as standard equipment and offers the conventional single lamp 
system as an option, The twin lamp unit, manufactured by Auto Lite, is encased in 
a single housing for simplicity of installation or removal. In the event of a burned 
out filament, individual sealed beams can be replaced. 


Sutter Renews— 


Frederick M. Sutter, left, NADA presi- 
dent, and for many years a Dodge-Plym- 
outh dealer at Columbus, Ind., signs the 
new Dodge dealer agreement presented 
by E. J. Newton, Dodge Cincinnati 
regional manager. Sutter, who is presi- 
dent of Frederick M. Sutter, Inc., also is 
serving as Cincinnati regional chairman 
of the Dodge Dealers Advisory Conference. | 





word “new” is used, but the Item 
accepts dealer ads on news or 
sports pages. The ads carry a 
slug, “Classified Display.” 

In Florida, the Miami Daily News 
and Tampa Tribune now charge 
local rates. At the News to earn the 
rate the ad must be designed to 
promote facilities, policies, person- 
nel, etc., of the dealer and not 
solely to promote sale of a particu- 





lar make of car. 
When the Tampa Tribdune adopted 


aay 
the local rate in March, it 
dropped a provision that there 
must be a 90-day waiting 
after new models during whis 
only franchised dealers could adver, 
tise current models. 

* * * 


Still Using ‘Lo M?’ 


” NEW YORK CITY, the papers 
are still sticking to the “lo mj 
ads in classified at local rates, Any- 
thing else takes the national rate. 
Buffalo dealers are pressing harg 
for local rates, asserting that ng. 
tional rates are a barrier to adj. 


‘| tional dealer advertising. 


St. Louis papers have switched 
to the local rates except for group 
ads. 

Cincinnati dealers get local rates 
Dealers in Dayton are reported tp 
be using more advertising follow. 
ing a switch to local rates lag 
September. 

In Kansas City, newspapers 
radio and TV stations are stil] 
charging national rates for dealer 
ads. 

Albany (N. Y.) dealers also are 
pressing a strong campaign for 
local rates. 

Hartford (Conn.) dealers report 
they have had local rates for 
sometime, with the result that 
dealer advertising is heavy. 

National rates also prevail in 

Washington, D. C.; Butte, Mont, 
Indianapolis, Little Rock, Ark; 
Chicago; Akron; Los Angeles; Seat. 
tle; Milwaukee; Toledo; Philadel- 
phia, and Cleveland. 

Boise dealers comment that the 
local rate is higher than the na- 
tional. 

Local rates are reported in 
Cheyennee, Wyo.; Albuquerque; 
Nashville, Tenn., and Pawtucket, 
R, I. 





110-Octane Fuel Needed — 


By Allen Sommers | 
Staff Correspondent 


PHILADELPHIA, — The high 


compression cars running, was! 
spelled out before the 22nd midyear | 
meeting of the Division of Refining 
of the American Petroleum Insti- 
tute. 

S. P. Blumberg, Humble Oil & 
Refining Co., predicted such cars 
in 1960 will require a premium 
motor fuel of about 110 octane. 
That is about 10 to 12 octane 
numbers higher than present | 
levels. 


On the basis of detailed studies 
and experiments, he said, it was 
“found that this will require an in- 


facturing cost of six cents a gal-| 
lon.” 

He explained that the higher cost 
is because yields of gasoline are} 
lower than for processes used to} 
improve gasoline to date, 

T. W. Warren, of Ethyl Corp.’s 
research laboratories in Detroit, re- 
ported on how higher octane gaso- 





lines can be produced at a mini- 
mum cost. He said this can be 
achieved if refiners control the 
chemical makeup as well as the 
octane quality. 

H. G. Krane, Standard Oil Co. of 
Indiana, described his firm’s iso- 
mate process which could produce 
gasoline of 96 and 98 octane num- 
ber without recycling, and up to 106 
octane number with the recycling 
operation. 

The petroleum industry heard 
scientists from the Franklin In- 
stitute of Philadelphia, which 
studied the smog problem in Los 
Angeles. They reported that ex- 
haust gases from automobiles are 

the principal offenders in the 
formation of smog in high-traffic 
areas. 

William E. Scott, chief of the 
institute’s chemical kinetics and 
spectroscopy section, reporting in 
behalf of co-authors E. R. Stephens, 

P, L. Hanst and R, C. Doerr, said 
the analysis of the atmosphere in 
Los Angeles showed a direct and 
specific relationship between ex- 
haust gases from autos, volume of 
traffic and air pollution, 

He cited one example where air 
samples were taken every 25 | 
minutes at a relatively busy traffic | 
center. Charts showed extensive’ 


By 1960, Refiner Says 


pollution buildups in the morning 
and ‘afternoon rush periods. 

C. M. Heinen, Chrysler Corp., re- 
ported that the auto industry 
studies came up with the following 
results: 

1. That good progress has been 
made in the analytical field. No 
continuous method of analysis of 
oxides of nitrogen has been de- 
veloped as yet. 

The analysis for individual hy- 
drocarbons still requires consider- 
able investigation, and the problem 
of daily reductions from the vari- 
ous analytical methods in studies is 
such a monumental one that some 
type of integrator probably will be 
required, 

2. That some good work in the 
fields of variables has been per- 
formed, but that the fuels-and- 
lubricants variable. has been rela- 
tively untouched. 

3. That the information on cars 


jin the field is good and perhaps 


will be totally adequate, depending 
on the outcome of calculations now 
being carried out, ; 

4. The survey of cars operating in 
traffic is essentially completed. 

The study also concluded that ex- 
haust devices still offer many prob- 
lems, even though substantial 
progress has been made. 

However, Heinen said, in spite of 
the increase of autos, our cities 
have lower carbon monoxide com 
centrations in their atmosphere 
than they did 20 years ago. This i 
because automobiles emit les 
fumes, he said. 


Powers Gets Job 
With Continental 





DETROIT.—Ray P. Powers, % 
has been named vice-president and 
manager of Con 
tinental Aviation 
and Engineering 
Corp., President 
Cc. J. Reese am 
nounced last 

week. 
Powers resigned 
* vice-president 0 
operations at Stu- 
~—n debaker - Pack 
Ray P. Powers He was manager 
of manufacturing at Lincoln 
Mercury before going to Pac 
in 1952, and previously had been im 
manufacturing management 


assistant general 
5 a 
last August 4 
Pontiac. 
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Organizing Showdown... 


prought against the unions by 
Harry Smith the Buick dealer. 
* 


= * 


Civil Suit, Too 

CIVIL suit has also been filed 
A in Jerseyville by Marshall Mc- 
Duffy, who alleges that Harry 
Smith, the Buick dealer, shot him 
in the leg last January, Both of 
these cases are pending. 

Testifying in the Hutton suit 
were Hutton, William Lockett, 
parts manager for Hutton; Philip 
Woolfey, a Hutton salesman; R. 
W. Smith, a truck driver, and 
Glen King, a customer. 

In another Illinois case last week, 
Nathan M. Cohen, a Circuit Court 
master-in-chancery, ruled against 
Carl Eckhardt, a gas-station owner 
in Morton Grove, who has been 
picketed by the Teamsters for two 
years. 

Cohen dismissed Eckhart’s re- 

est for an anti-picketing injunc- 
tion for lack of jurisdiction and he 
dismissed Eckhardt’s request for 
$12,000 damages for lack of evi- 
dence. 


* > = 


Seattle Strike Threat 


N SEATTLE, officials of Local 
289 of the Automotive Machinists 
Union have asked the Seattle 
Central Labor Council to approve 
a strike of 1,000 mechanics in 70 
shops in Seattle and surrounding 
Kings County. 

Meanwhile, a three-year con- 
tract has been signed by the 





Minneapolis Automobile Dealers 
Assn. and Teamsters Local 974, | 
representing 1,500 garage workers. 

The contract, which became effec- 
tive Apr. 16, provides for a four- 
cent hourly increase immediately | 
and five-cent increases in 1958 and 
1959. It also calls for three-week | 
vacations after 15 years of service} 
and two-week vacations after three | 


years. 
In Hempstead, N. Y., the NLRB 
has agreed to hold an election) 
among the service employes at/| 
Monarch Buick Co. Teamsters Local 
#8 and UAW Local 259 asked for 
the election. 


« . > | 


NADA Warns Dealers 


ADA called attention last week 
to the fact that unions are 
training their sights on small busi- 
ness in smaller U. S. communities. 
The organization repo rted, 


ak ” 


Nance to Spe 
At North Carolina 


Dealer Convention | 
ASHEVILLE, N. C—In one of his| 


fare public appearances since re- 
ng last summer as president 
of Studebaker-Packard, James J. 
Nance will address the North Caro- 
lina Automobile Dealers Assn. con- 
vention here today (May 20). 
Nance is now marketing vice- 
President of Ford Motor Co. Nance 
came to Packard as president in 
1952 after building an enviable rep- 
utation in the appliance field, He 
stepped down to an advisor’s post 
at Studebaker-Packard after that 
signed a management contract 
with Curtiss-Wright last summer 
and moved to Ford shortly there- 
after. 
The North Carolina convention 
opened yesterday (May 19) and will 
tomorrow (May 21). 


St. Paul Advances 
Dates of Show 


ST. PAUL.—The St, Paul auto 
show has been moved up to Nov. 27- 
Dec. 1, according to William H. 

tney, president of the sponsor- 
Associated Automobile Dealers 
of St. Paul. 

The show originally was sched- 

Jan. 8-12, 1959. 
- N. Whitaker, chairman of the 
88sociation show committee, said 
shows featuring “name” en- 
ners would be presented twice 
during the show’s five-day run. 








Illinois Dealerships 
Main Union Target 


(Continued from Page 6) 


“NADA has received information 
that unions have been very active 
in Minnesota and West Virginia. 
As a preview of what’s in store 
for many small businessmen in 
other parts of the country, it’s 
worth noting that the union has 
installed a full-time representa- 
tive in one small Minnesota town.” 

On the factory front, production 
at Chrysler Corp, returned to near- 
normal last week following a con- 
ference between L, L. Colbert, 
Chrysler president, and Walter P. 
Reuther, UAW president, 

After a six-hour meeting, Colbert 
and Reuther came to an agreement 
which is expected to end the series 
of work stoppages resulting partly 
from Local 212’s objection con- 
nected with the firm’s movement of 
some stamping operations to a new 
plant in Twinsburg, O. 


Transfer Rights Set 


11. on jobtransfer 
rights and some other major 
issues had been reached before the 
trouble reached a critical point. But 
the top-level meeting served to 
clarify “areas of misunderstanding.” 

The company agreed to give laid- 
off workers preference in its job 
openings as they become available 
at the Newark (Del.) plant which 
is being converted from tank to 
auto assembly. 

Chrysler also agreed to drop its 
$5 million suit against the union. 

On the other hand, the UAW 
promised not to interfere with 
the transfer of stamping dies to 
the Twinsburg (O.) plant. 

Last week both Chrysler and 
Ford Motor turned down Reuther’s 
request for preliminary talks on the 
union’s proposal for a shorter work- 
week. 


Rambler Sales 
Up 35 Percent 


DETROIT. — Sales of American 
Motors’ Rambler were up 35.3 per- 


cent during the first 10 days of| 


May, compared with the same 
period last year, Roy Abernethy, 
vice-president of automotive distri- 


bution and marketing, announced | 
last week. Retail deliveries of| 


Ramblers by Nash and Hudson 
dealers during this period totalled 
3,173,. compared with 2,346 a year 
ago, he said. 

“Rambler sales have continued to 
increase since the introduction of 


the 1957 models in October,” Aber-| 


nethy said. 
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Plymouth Grille Guard— 


A new lower grille guard for the 1957 
Plymouth that is said to add sturdy pro- 
tection as well as an extra touch of 
chrome beauty to the front bumper sec- 
tion is now available through Chrysler 
Corp.'s MoPar parts division. The guard 
is a chrome-plated steel bar that is both 
bolted and clamped to the lower edge 
of the front bumper at both sides, ex- 
tending across the lower center grille 
beneath the front license plate. 
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Chevrolet's 37 Millionth Vehicle— 

Workmen lower body on Chevrolet's 37 millionth vehicle, a special civil defense 
half-ton rescue truck built at the firm's Willow Run (Mich.) truck plant. The four-wheel 
drive truck was turned over to the Federal Civil Defense Administration for training 


key personnel in rescue methods. 
* 


18 Million Trucks by 1 
Seen by Chevrolet’s Cole 


DETROIT. — Registration of 18 
million trucks by 1975 was predicted 
by E. N. Cole, Chevrolet general 
manager, at ceremonies marking 
the 37 millionth vehicle produced 
by Chevrolet. 

The vehicle, a four-wheel-drive 
truck specially engineered for 
civil defense rescue operations, 


| was built last Thursday (May 16) 


at Chevrolet’s Willow Run (Mich.) 
truck plant, 

It was immediately turned over 
to Gov. Val Peterson, administrator, 
Federal Civil] Defense Administra- 


| tion, for training and demonstration 


at the agency’s Olney (Md.) instruc- 
tion center. 

Looking ahead two decades, Cole 
predicted the 18 million registra- 


| tions, and said the total might run 


as high as 20 or 21 million. He 
added that percentage of total 
freight movement handled by 
trucks has been increasing steadily, 
and that by 1975 it may total 80 
percent of all freight movement, 
compared with 77 percent today. 

“The latest millionth Chevrolets 
were built in five months and 
seven days,” Cole said. Recogni- 
tion of a truck on this milestone 
occasion underscores the im- 
portance we place on our truck 
activities, Almost one-quarter of 
the 37 million Chevrolets built 
to date have been trucks.” 

The new national highway pro- 


|gram not only will greatly expand 


truck use, but may materially affect 
design, Cole said. Limited-access 
turnpikes may bring about specially 
designed large units for moving 
heavy cargoes at high speed over 
long distances. 

That type of unit, he said, may be 
instrumental in transforming ex- 
perimental engines of today, such 
as the gas turbine and free piston 
engine, into the realities of tomor- 
row. But, he added, the piston en- 
gine is here to stay for a long 
time. 

Heavier trucks will continue to 
take a growing share of the market 
as they have since 1946, Cole 
pointed out. As truck size and 
cargo weights increase, greater 
horsepower will be required and if 
the gasoline piston engine cannot 
deliver it, some other type power 
unit will be required. The time may 
be years away, or it could be just 
around the corner, he said. 

Assaying the truck market for 
this year, Cole estimated it will 
be “as good as in 1956, perhaps 


First-Year Dealer 
Wins Ford Award 


CHICAGO.—F ord Motor Co. has 
presented its Four Letter Award 
to Courtesy Motor Sales, Inc., in 
what reportedly is the first time 
that the award has been won by 
a dealership in its first year with 
Ford. 

Courtesy sales in the first year 
grossed more than $30 million, ac- 
cording to Jim Moran, president. 
He received his franchise March 
1, 1956. 
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slightly better. Rains in the 

drought areas have improved 

prospects for farm truck sales. 

Farmers operate 28 percent of all 

trucks in use and represent a 

particularly good market for 

pickups, Cole said. 

“The road building program 
should begin to gain momentum 
this summer and stimulate demands 
for trucks in all of our weight) 
classes. There is real potential in 
the road construction field, too, for 
our new four-wheel-drive units and 
tandem models.” 





Imperial Salesmen 
‘Compare All 3’ 
At Training Center 


DETROIT. — Chrysler division 
staged its own version of the “com- 
pare all 3” test at the first Imperial 
sales training conference at the 
Chrysler Corp. Training Center. The 
subjects were Imperial, Cadillac and 
Lincoln. 

Theme of the parley was “Shoot 
High for the Exclusive IL.” Jack 
Huntress, division merchandising 
manager, said it is a new kind of 
training program devoted entirely 
to teaching Chrysler-Plymouth 
salesmen new ways to sell the 
Imperial. | 

Attending the four-day session 
were 24 salesmen from: six states 
and Guam. They totalled 162 years 
of selling experience and were aver- 
aging nearly 190 new-car sales each 
per year, Chrysler said. 

In addition to the ride-and-drive 
comparison of Imperial and its com- | 
petitors, the conference stressed | 
ways of locating and qualifying po- 
tential Imperial buyers, closing 
techniques, the “dramatic touch in 
deliveries” and building owner loy- 
alty and enthusiasm through con- 
sistent followup. 


* = * 


to $28,156 in 1950 and 1951. 
o-—- 


83 





Chrysler Plans 
4 Dealer Centers; 
Atlanta First 


DETROIT. — Plans to construct 
four additional Chrysler Corp. train- 
ing centers for training of dealer 
sales and service personnel are an- 
nounced by W. C. Newberg, auto- 
motive group vice-president. 


First of the four training centers 
will be built in Atlanta. Other loca- 
cations under consideration are in 
the New York, Chicago and Los 
Angeles areas. 


Sales and service training activi- 
ties at the four new centers will be 
directed by the company’s training 
center headquarters in Detroit. 
Each of the new training centers 
will be able to train an estimated 
4,000 dealer sales personnel and 
1,600 dealer service personnel an- 
nually when in full operation, New- 


berg said. 


The two-story training center 
buildings will be approximately 312 
feet long and 102 feet wide. Ground 
floor plans call for a 375-seat audi- 
torium, a cafeteria, sales classrooms, 
technical training rooms and a 
building manager’s office. 

Area, zone and regional offices 
of the company’s group marketing 
organization will be housed on the 


| second floor of the new buildings. 


The Atlanta site is a 4%-acre 
tract fronting on the South Ex- 
pressway east of Forrest Hill Drive 
and south of old Hapeville Road. 
Completion of the center is sched- 
uled for February, 1958. 


Mercury Treats 
65 Field Men 


DEARBORN, — Sixty-five key 
members of Mercury’s field sales 
organization ended an expense-paid 
holiday trip in Reno, Nev. today 
(May 20). George S. Coats, general 
marketing manager of Mercury, 
said the men were selected for the 
trip on the basis of their sales 
performances against their objec- 
tives for March and April in a con- 
test conducted by the sales promo- 
tion department. 

Heading the winners was Paul R. 
Davis, Eastern regional sales man- 
ager, whose region ranked first. 
Eastern regional districts placed in 
three of the top eight districts, with 
Boston leading the field, New York 
fifth and Philadelphia eighth, Den- 
ver district placed second, Buffalo 
third and Seattle fourth. 

By virtue of capturing the first 
place, all Boston district office man- 
agers and all its zone managers 
earned the trip. 


Dealer Haddad Appeals 


Tax-Evasion Term 


BOSTON. — Karam Haddad, 56, 
former Wareham (Mass.) auto 
dealer, filed formal notice of ap- 
peals in Federal Court from a nine- 
month jail term and a $30,000 fine 
imposed for tax evasion. He posted 
bail of $20,000. 

Judge Charles E. Wyzanski jr. 
had sentenced Haddad earlier after 
a jury found him guilty of wilful 
evasion of income taxes amounting 
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Comparison Test in Luxury Field— 


Imperial salesmen adapted the “compare all 3" idea to luxury cars at the first 
Imperial ‘sales training conference at Chrysler Corp.'s Training Center. Theme of the 
meeting, which drew 24 salesmen from six states and Guam, was “Shoot High for 
—— | the ‘Exclusive 1." 
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‘I Like to Sell Automobiles’ .. . 


Mind Reader? No, Call His Wife 


“Would you buy this if it was | “When I find I can’t get in for din- 


By J. H, Reed 
Staff Correspondent 

SAN ANTONIO. — How can a 
salesman tell whether or not a man 
who says he hasn’t made up his 
mind is an immediate prospect? 

“There is one sure way to find 
out,” said Fred Martin, a car and 
truck salesman for Gillespie Mo- 
ter Co, (Ford), “that is to tele- 
Phone his wife, She'll know for 
sure. And if he needs—or she 
wants—the new car, your sale 
is half made.” 

Martin, who has been selling 
autos and trucks for 30 years, said 
he believes the first requirement for 
a salesman is a genuine liking for 
People, 

“If you are going to sell auto- 
mobiles, it is the first and great re- 
quirement,” he said. 

The second, according to Martin, 
is confidence in dealership and 
product. The third is a knowledge 
of the car or truck. 

“Too many salesmen—on and 
off the floor are not really inter- 
ested in people,” Martin said. 
“They are interested only in their 
commissions.” 

He said this is revealed in their 
attitudes toward persons entering 
the sales room. “If they are there 
te buy a car,” said “these 
salesmen are all attention. If not, 
their interest evaporates like the 
dew.” 

Martin, if he finds a prospect 
isn’t ready, puts the name, address 
and phone number on a file card 
and calls periodically “until he buys 
a car from me or I learn he has 
purchased one from someone else.” 

What if the prospect says that 
so-and-so down the row has offered 
a better deal—one of those tradeins 
with nothing down or maybe money 
for a vacation trip? 

“I have a simple cure for that,” 
said Martin, “I always carry a 
few bills in my pocket-book, I 
fish out a $10 bill and ask: 


Oroville Dealers 


Install New Officers 


OROVILLE, Calif—New officers 
of the Oroville Automobile Dealers 
Assn, have been installed, 

They are Paul G. Bullard, presi- 
dent; Gerald B. Blanchard, vice- 
president, and Todd L. McGinnis, 
secretary-treasurer. 


offered you for $8?” 

This, said Martin, starts the 
prospect to thinking. The chances 
are, he said, that the prospect will 
come to the conclusion that there 
is a catch in the too-easy offer and 
eventually will come back to close 
a deal, 

What about new prospects? 
“Every time I sell a new car or a 
truck,” said Martin, “I go back in 
a couple of days to see how the 
owner is getting along.” 

If the buyer is pleased, Martin 
said the chances are that he will 
give the name of a friend or neigh- 
bor who might be interested in a 
new car. 

“Don’t forget about a sale when 
it is made,” he said. “If the cus- 
tomer isn’t satisfied, you ought to 
know about it immediately.” 

If the owner is satisfied — and 
proud of his new car—Martin has 
found that he is able to translate 
that pride into another prospect 
and another customer. 

“I have had that happen time and 
time again,” he said. 

A salesman should be reliable, 
said Martin. “If I check out in the 
morning and say that I will be 
back at 2:30 in the afternoon, I am 
either back or I telephone. Your 
company has a right to know 
where you are and what you are 
doing,” he said. 

And so has a salesman’s wife. 





Cars in Accidents Face 


Crackdown in Denver 
DENVER.—Every car involved 
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ner, I call her up and give her 
some idea when I will get in,” he 
said, 

Martin discussed an auto sales- 
man’s working hours. He said 
no one who keeps an eye on the 
clock can make a success of auto 
or truck selling. 

“I get down to work at 7:30 in 
the morning and, of course, I'd 
like to quit at 4:30 in the after- 
noon, but I don’t,” he said. 

“Five days out of the week, I 
work overtime—often I do not get 
home until nine or ten in the eve- 
ning. But when you sell cars you 
are not your own boss. You are 
the servant of your customers,” he 
said. 

“If a customer wants you to take 
him out after work, you take him 
out after work—if you want to sell 
him a car. If his wife wants to go 
for a ride Sunday afternoon, you 
do that, too,” said Martin, “How 
else can you demonstrate your 


car?” 

He warned other salesmen 
against up.” “The minute 
you do,” he said, “your sales will 
slip. The only way to sell is to 
get out and sell.” 

Martin said he has found that 
“joining” pays, He finds that a 
membership card in various organi- 
zations gives a common ground — 
something to talk about besides the 
weather. 

It also widens a salesman’s circle 
of friends. “Friends, if you accept 
them as such and don’t try to push 
too hard to make them into cus- 
tomers, will eventually bring in 
sales. does it,” said Martin. 

He said that over the 30 years 
he has been selling cars and trucks 
he has found a certain amount of 
“sales psychology” enters into each 


auto sale. 

ability to size up a sale, 
I believe,” he said, “comes only 
with experience.” 

Therefore, Martin recommended 
that a new salesman spend as much 
time as possible outside meeting 
different people, talking to them 
and learning to classify them with 
relation to which would be the 
best sales approach. 

“Some are interested in horse- 
power, some in looks and styling, 
some in durability and some in new 
features,” he said. 

It is Martin’s belief that a sales- 
man also must be something of a 
philosopher. “He must realize that, 
while he may close four sales in 
one day—I had just such a day 
recently—there may be days when 
he won’t make a single sales,” said 
Martin. “He must not allow such 
days to throw him off stride.” 

According to Martin, it is the 
monthly average that counts in the 
long run. 

“I like to sell,” he said. “What 
is more I like to sell automobiles 
and trucks. If you feel like that 
and like to meet and talk to 
people, then you will, in time, 
become a successful salesman, 


“If you have a prospect you like, 
a car that you know he will like 
and a dealership that will see he 
gets full value, your work may not 
be easy—but it will be enjoyable 
and profitable,” he said. 


Synthetic-Rubber Secret 


Sought by Government 


WASHINGTON.—The U. S. 
Government has filed suit in 
District Court here to compel B. 
F. Goodrich Co. to turn over to 
the Government all information 
it has about a process for pro- 
ducing a synthetic rubber which 
is chemically the equivalent of 
natural rubber. 

A spokesman for the Depart- 
of Justice said if the suit 
is successful, the Government 
Proposes to make the process 
available to the entire rubber 
industry. The Government’s claim 
arises from the fact that it 
granted funds to Goodrich for re- 
search in synthetics. 

Answering the Goodrich 
said the discovery of Ameripoi 
SN rubber was a development of 
Goodrich-Gulf Inc, 
and “bore no relationship what- 
soever” to a research contract 
between B. F. Goodrich Co. and 
the Government. 
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Sales Force Visits Peak Laboratory— 


Wayne Chandler, research group leader for the automotive chemicals division 
Commercial Solvents Corp., explains a comparative corrosion test for Peak antifreeze 
to a group of CSC salesmen. The sales force of 50 men convened at Terre Haute, 
Ind., for a one-week sales training program. 





Driver Training Program 
Nears Passage in N. C. 


RALEIGH, N. C.—The State Sen- 
ate has a House-approved 
bill which would set up a driver 
training program in all of the state’s 
high schools. 

The bill, which is backed by the 
North Carolina Automobile Dealers 
Assn., was sent back to the House 


Monroe Offers 
New Leveler 
For Loaded Cars 


MONROE, Mich. — Monroe Auto 
Equipment Co. has announced a 
new “Load Leveler” which, the 
company says, is engineered to end 
sagging of rear springs of heavily 
loaded cars, to neutralize bucking 
on sudden stops and to prevent 
sway when cornering. 

According to Monroe, the device 
“will put the heavily loaded car 
back on an even keel and keep it 
there.” 

Company engineers say the Load 
Leveler increases road clearance of 
a heavily loaded car from 35 to 40 
percent. Clearance of a car with a 
normal load is increased 12 to 17 
percent. 

The Load Leveler combines an 
oversized, calibrated shock ab- 
sorber with an overload spring. It 
replaces the rear shock absorbers 
and uses the same drill holes as 
the old shocks for its mountings. 


Ford to Double 
Cars Loaned to 
Driver Classes 


DEARBORN.—Ford division and 
its dealers have launched a $20 
million program to loan more Ford 
cars to driver training classes. 

R. S. McNamara, Ford Division 
general manager, said the new pro- 
gram will double the number of 
Ford cars to be used during the 
coming school year and will assure 
educators continuous use of Ford 
products for training young drivers. 

Dealers who loan cars to schools 
will receive financial assistance 
from the division, McNamara said. 

Every Ford car placed in driver 
training service will be equipped 
with padded instrument panels and 
sun visors and seat belts. 

Ford said ’57 Fords will be loaned 
to schools in September at the 
start of the school year and will 
be replaced with '58 models later 
in the fall. 

McNamara sent wires to state 
governors explaining the Ford pro- 
gram and urging them to inform 
their school superintendents so 
school officials can reach agree- 
ments with local Ford dealers for 
the use of cars at the opening of 
the fall semester. 


Cooke’s Estate $625,000 


LEXINGTON, Ky.—L. R. Cooke, 
Lexington auto dealer who died 
Apr. 23, left’ an estate of $625,000, 
according to his will, which was 
probated here. 


for expected concurrence in a minor 
amendment. 

Motorists would pay $1 extra each 
year for their license plates to help 
finance the program. The fees 
would begin in January, 1958, and 
driver training is scheduled to start 
the following September. 

The State Board of Education will 
administer the plan, and teachers 
and automobiles will be provided 
through the increase in the license. 
plate fee. 

The Senate amendment, which the 
House is expected to approve, pro- 
vides that the Board of Education 
shall allocate funds to schools on 
the basis of the number of eligible 
students. 


Wanted by 


Police: 
Squad-Car Titles, 
Smooth Salesman 


NAPLES, Fla.—The most sought- 
after man in Naples is a glib auto 
salesman who sold the City two new 
police cars without titles and drove 
off with $1,900 cash in the police 
chief's car he took as a tradein. 

Roy Smith, Naples mayor, said 
John Archibald, a Naples used-car 
salesman, delivered the cars from 
Hammond Jones Chevrolet Co, 
Lakeland, at a price about $1,000 
below the next-best offer. 

“He said he’d turn over the titles 
to us the next day,” Smith said, 
“but he went to the bank, cashed 
our check and left.” 

He has been missing ever since. 

The second car Archibald took in 
trade was found in Fort Myers. He 
had already sold it. 

Smith has ordered Police Chief 
Cale Jones to take all special police 
equipment out of the new cars be 
cause he fears they will be repos 


sessed. 
“We're afraid to leave them 
parked,” said one policeman. 


2 Held in Plot to Kill 
Dickey, NIADA Counsel 
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Car, Truck Output Estimates 
By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 












































Week Week dan. 1 dan. 1 
Ended Same Ended Output, ae anon 18 
Miss?” «= 1900" “ieeT®” To Date Mises’ 1987 
mRICAN MOTORS... 2,375 1,624 2,353 6,135 54,337 41,048 
BID: scscssovdecenserveeres 40 24 48 113 3,930,092 
I soveeoceseeenseroeenenses 135 8 163 389 10,287 (2,650 
Rambler... 2,200 1,592 2,142 5,633 40,120 37,306 
; R CORP. ...... 30,400 15,546 29,331 73,210 384,751 557,562 
Charysder one. cece 3,050 1,547 2,930 7,391 47,261 57,250 
Imperial ............----... 1,150 93 1076 2,732 4,597 19,066 
POS OGO nea es eee ceceeeeetees 2,500 1,541 2,638 1,322 46,757 62,313 
Podge ee ececsececeereeees 7,200 3,829 7,282 17,023 83,494 130,633 
Plymouth .............00-- 16,500 8,536 15,405 38,742 202,642 288,300 
ORD MOTOR .............. $6,634 32,948 36,541 94,292 691,186 802,611 
Continental .................. 4 21 30 52 949 444 
FOP ones eseseseeeeeeeeeecneeneees 30,150 25,430 29,180 77,166 556,014 638,620 
PIRCONT ooo esse scscsereneseeens 840 1,042 734 1,785 22,893 19,653 
PROT OUTY on. c enc scecesssscees 5,640 6,455 6,547 15,289 111,330 143,894 
GENERAL MOTORS .. 56,356 54,292 56,287 145,159 1,410,793 1,231,938 
TIBET .n..0...ncerccversesesensesee 8,100 8 10,211 7,861 20,150 269,113 200,339 
CaM ......-oeneeeeeceesseees 3,360 3,360 3,395 9,022 66,293 66,253 
Chevrolet .............0.00- 31,000 26,708 30,933 80,438 706,738 616,754 
Oldsmobile .................... 7,596 7,823 7,321 18,715 208,747 186,177 
IRD oarncecsecessccoccccceses 6,300 6,190 6,777 16,834 159,902 162,415 
&P OORP.. ........-..---:0-00-000 1,514 1,459 1,412 3,643 52,154 30,530 
Packard ........-.--:ccece0 70 437 716 212 10,540 6,038 
Studebaker .................... 1,444 1,022 1,336 3,431 41,614 24,492 
Total Cars, U. S............ 127,279 105,869 125,924 322,439 2,593,221 2,663,689 
"Revised. 
COMMERCIAL CARS 
(U, S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
May 18, Week, May il, May, May 19, May 18, 
1957 1956* 1957* To Date 1956* 1957 
CHEVROLET ................ 7,100 5,940 7,272 18,483 158,096 144,685 
d,s 135 103 127 307 1,959 1,796 
a 80 81 80 108 1,721 1,486 
EEE ssscedsenscocesccvscescesies 1,500 1,860 1475 3,967 35,221 33,850 
ial iahlanlenieigtibe 8,050 6,067 7,768 20,573 126,368 143,053 
TT i tnristeiiiininmnncouaies 1,120 1,829 1,121 2,984 40,546 28,215 
INTERNATIONAL. ...... 3,208 2,647 2,996 7,353 58,692 41,556 
SE Ti iiiduspeducspecnbestomane 360 390 337 897 7,528 7,202 
Si itntinninscenacrosoeesnceesers 135 77 95 262 1,460 1,327 
STUDEBAKER. ............... 238 237 256 723 5,756 4,832 
IE sBiscatcaeednsnectincsestaien 320 378 322 852 7,587 6,576 
IE csnsithabtenistacccsancnses 1,300 1,093 1,227 3,113 24,721 24,589 
MISCELLANEOUS*** 60 48 60 156 1,388 1,115 
Total Trucks, U. S..... 23,656 20,750 23,136 60,278 471,043 440,282 
Total Cars, Trucks, 
Lee 150,935 126,619 149,060 382,717 3,064,264 3,103,971 
Total Cars, Trucks, 
EP icdictninksiiccnbsinis 11,735 14,297 10,978 29,688 202,829 202,486 
Grand Total, 
Cars and Tru 


cks, . 
U. S. and Canada....162,670 140,916 160,038 412,405 3,267,093 3,306,457 


"Revised. Miscelilancous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 
Drive, ete. 
5.B.: All U. S. totals include cars and trucks for military orders. 


**Autocar, Freightliner and Sterling are included in White totals; Brockway included 
in Mack totals. 


Summer Meeting Bet. ss 
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Car Production Rises 


To Highest 


in Month 


(Continued from Page 1) 


crease over the previous week’s 
output of 23,136 units. The week 
ended May 19 a year ago saw the 
manufacturers assemble 20,750 
trucks. 

Chief reason for the drop in 
monthly output is the possibility 
that most car and truck assembly 
lines will be closed down on both 
May 30 and 31. 

oa * * 

LTHOUGH no manufacturer has 

announced Officially that 
employes will be given a long week- 
end over the Memorial Day period, 
it is understood that parent com- 
panies have put the decision about 
working May 31 in the hands of 
division managers. 

Most observers feel that the only 
plants that will be working over the 
holiday are those in southern states 
which don’t observe Memorial Day. 

Biggest hike in output sched- 
ules last week was at Studebaker- 
Packard—up from 1,412 to 1,514 
units. The other three manufac- 
turers that recorded gains were 
General Motors—up from 56,387 
to 56,356; Ford Motor—up from 
36,541 to 36,634; American Motors 
—up from 2,353 to 2,375, and 
Chrysler Corp. up from 29,331 to 
30,400. 

Recording gains last week for 
Chrysler Corp. were Plymouth, up 
from 15,405 to 16,500; Chrysler (ex- 
cluding Imperial), up from 2,930 to 
3,050, and Imperial, up from 1,076 to 
1,150 cars. Showing declines were 
Dodge, down from 7,282 to 7,200, 
and DeSoto, down from 2,638 to 
2,500. 

* > * 

Gz gain was recorded through 

hikes in output schedules at 
Buick, up from 7,861 to 8,100; Chev- 
rolet, up from 30,933 to 31,000, and 
Oldsmobile, up from 7,321 to 7,596. 
Downward adjustments were in ef- 
fect at Pontiac, which dropped from 
6,777 units a week earlier to 6,300 
last week, and Cadillac, off from 
3,395 to 3,360. 

Increased output schedules at 

Ford division and Lincoln helped 

Ford Motor effect its gain over 


Cadillac Dealers 
Elect Council 


DETROIT.—Election of Cadillac’s 
second distributor-dealer council 
was announced today (May 20) by 
Fredric H. Murray, general sales 
manager. 

In revealing the results of the 
election, Murray said the council 
relationship with the factory “has 
been very beneficial to us here in 


Detroit, and we are confident our 


dealers and distributors feel the 
same way.” 

The 16 members of the new 
council, elected by the dealers and 
distributors in the respective areas, 






















the previous week, Ford division 
turned out 30,150 cars last week, 
compared with 29,180 the previous 
week, while Lincoln upped its 
schedules from 784 units a week 
earlier to 840 last week. 

A drop from 6,547 to 5,640 at Mer- 


cury resulted from four-day opera- 
tions at all except its Wayne (Mich.) 
plant. Continental, which was cred- 
ited with four assemblies last week, 
actually ended its assembly opera- 
tions on the Mark II the previous 
week. The four cars credited to the 
division last week were not counted 
in the previous week’s production 
because some final work had to be 
done on them. 


* * * 


ao INCREASE from 2,142 to 2,200 
4 


assemblies at Rambler offset 


declines at Hudson and Nash to 
give AMC a 22-unit boost over the 
previous week’s activities. It turned 
out 2,375 cars last week, compared 
with 2,353 a week earlier. Mean- 
while, Rambler last week announced 
a 12 percent boost in output during 
May and June. 


Recording declines for AMC 
were Nash, off from 163 to 135, 
and Hudson, down from 48 to 40 
units. 

Studebaker jumped its output 


HERSHEY, Pa.—Members of the 
National Chrysler Dealer Council 


will convene here today (May 20) 
to discuss dealer-manufacturer re- 
lationships with top Chrysler divi- 
sionsion executives, 


The three-day meeting will be 
held at the Hotel Hershey. It is 
being presided over by A. L. 
Duckett, of Duckett Sales and 
Service, Provo, Utah. Organized 
in 1951, the council is made up of 
chairmen of the 18 regional Chrys- 
ler Dealer Councils from coast to 
coast, plus five dealer-members 
appointed at large. 

Following council meetings on 
Tuesday, dealers and their wives 
will be guests of Chrysler division 
executives for dinner and entertain- 
ment in the Spanish Room of the 
Hotel Hershey. Dealers will meet 
with Chrysler division executives 
Wednesday, adjourning at 5 p.m. 
John T. Condon, director of council 
activities, is representing Chrysler 


division throughout the three-day | 


meeting. 


Members of the national council 
are: E. T. Brooks, Brooks Motors, 
Inc., Jacksonville, Fla.; L. F. Har- 
ris, L. F. Harris, Inc., Worcester, 
Mass.; Charlee G. McKimmie, Mc- 


85 


from 1,336 units a week earlier to 
1,444 last week, while Packard was 
off from 76 units the previous week 
to 70 last week. The Studebaker in- 
crease, however, helped S-P to re- 
cord a corporate gain of 102 cars 
over the previous week. 

The gain in truck output was 
effected by upward scheduling at 
Diamond T, Dodge, Ford, Interna- 
tional, Mack, Willys, Studebaker 
and Reo. The latter was aided by a 
military contract which the com- 
pany began working on last week. 

Canadian manufacturers turned 
out 11,735 cars and trucks last week, 
compared with the 10,978 vehicles 
assembled the previous week, when 
Chrysler Corp. was down for two 
days. 


* * * 


Start of Edsel Output 


Delayed at Kansas City 

KANSAS CITY.—Plans for a sec- 
ond shift for Ford vehicles and for 
production of Edsel cars at the 
Ford division plant at nearby Clay- 
como have been postponed indefi- 
nitely. 

A Ford spokesman said that Edsel 
production “can be best geared to 
operations at. Ford division as- 
sembly plants which have been 
operating a longer time than the 
Kansas City plant, which was 
opened only last January.” 

Plans now call for the assembly 
of Edsel cars at Ford division’s 
Mahwah (N. J.), Louisville and San 
Jose (Calif.) plants; Mercury’s 
Wayne (Mich.) and Los Angeles 
plants, and a former Ford division 





Kimmie Motor Co., Inc., Richmond, 


plant in Somerville, Mass, 


Factory Relationship Aired 
By Chrysler Dealer Council 


ville; Fenner Tubbs, Fenner Tubbs 
Co., Lubbock, Tex.; Dave Blau- 
shield, Blaushield Motors, Inc., 
Shaker Heights, O.; and Paul D. 
Bruce, Bruce Motor Co., Kansas 
City, Kans. 

Also, Wes J. Gordon, John 
Schleifer, Inc., Huntington Park, 
Calif.; E. J. Craigo, Craigo Motors, 
Jackson, Miss.; Oscar E. Mc- 
Gahey, McDonald Motor Sales, 
St. Paul; Jack Schecter, Navone 
Auto Sales, Inc., New York, and 
M. L, Nute sr., Nute Motor Co., 
Kennett Square, Pa. 

Also, Jack W. Skeels, Jack Skeels 
Motors, Ingram, Pa.; M. F. Brother- 
ton, Tex Brotherton, Walla Walla, 
Wash.; Waldo Mottaz, of Mottaz 
Sales & Service, Columbia, Mo.; J. 
D. Moulder, Moulder Motors, Inc., 
Tonawanda, N. Y.; James Murphy, 
Murphy Bros. Motor Sales, Eliza- 
beth, N. Y.; O. D. Wearley, Wearley 
Motor Co., Toledo; R. D. McKay, 
R. D. McKay Motor Co., Inc., 
Wichita; Martin Leach, Leach Mo- 
tors, Fresno, Calif.. and R. J. Mc- 
Gahey, T. B. McGahey Motor Co., 
Inc., Miami. 


C of C Reelects England 


HOLLYWOOD, Calif. — Ab E. 
England, a Pontiac dealer, has been 





SAE Peers Into Future 





NEW YORK. — Engineers will 
take a broad look at future plans 
for motor vehicles and engines at 
the SAE summer meeting June 2- 
7 in Chalfonte-Haddon Hall, At- 
lantic City, N, J. 

The program puts emphasis upon 


Tenn. Convention 


Slates Speakers 


NASHVILLE, — A topflight 
Speakers’ list has been announced 
the Tennessee Automotive Assn. 
for its annual convention May 26- 
a the Peabody Hotel in Mem- 


Scheduled to appear are Ivan 
Wiles, General Motors executive 
Vice-president in charge of dealer 
relations; Walter B. Cooper, NADA 
secretary; M. R. Darlington jr., 
managing director, Inter Industry 

way Safety Committee; Bir- 
kett Williams, past NADA secre- 
tary, and Edward Payton, auto 
ess analyst. 
Warren King, of Life magazine, 
conduct an automotive mer- 
chandising presentation, 


progressive improvements in design 
and performance, research, chang- 
ing trends and European practice. 
Members of the Society of Automo- 
tive Engineers will consider new 
tools and processes, radioactive 
tracer techniques, ride and comfort 
measurements and types of power- 
plants for tomorrow’s vehicles and 
planes. 

European engineering practices 
and car design will be outlined by 
President Fernand Picard, of the 
SAE’s French opposite number, the 
Societe des Ingenieurs de l’'Automo- 
bile, and by Technical Counsel H. 
L. Brownback, of Regie Nationale 
des Usines Renault. 

Free-piston turbine tractor pos- 
sibilities will be discussed by O. B. 
Noren and E, R. Erwin, of Ford. 
Military and commercial vehicle 
aspects of the automotive gas tur- 
bine will be covered by W, A. 
Turunen; R., Schilling, of Chevrolet, 
and E. L. Baugh, of Cadillac’s 
Cleveland ordnance plant. 

The viewpoints of women motor- 
ists will Be presented at a special 
session on “A Carriage for Milady.” 


are: William T. Hosner, Amster- 
dam, N. Y.; Clarence R. Schuyler, 
Newark, N. J.; Robert E. Foil, 
Spartanburg, S. C.; C. Nabb Dren- 
nen, Birmingham, Ala.; Wayne H. 
Barrett, Youngstown, O.; Donald B. 
Cole, Columbus, O.; H. Richard 
Coffey, Ann Arbor, Mich.; A. 
Clinton Lindburg, St. Louis. 

Victor E. Anderson, Minneapolis; 
Robert L. Ledterman, Tulsa, Okla.; 
Frank D. Kent, Fort Worth; Lee P. 
Speights, Glendale, Calif.; Charles 
H. Betts, Des Moines; Harvey Bar- 
nard, Portland, Ore.; Fred A. Carle- 
son, Salt Lake City, and Jim Austin, 
Baton Rouge, La. 


San Francisco Dealer 


Indicted on Tax Charge 


SAN FRANCISCO, — Edward E. 
Lowery and Van Etta Motors 
(Lincoln-Mercury) have been in- 
dicted by the San Francisco Grand 
Jury on a charge of failing to pay 
$43,666 in state income tax for 
1952, 1953 and 1954. 

Lowery, president of the firm, 
said he testified before the grand 
jury that there was no fraud in- 
volved in his tax returns and that 
all deductions listed were . valid 
business deductions. The case will 
be heard in San Francisco Superior 
Court, 





elected to his fourth term as presi- 
dent of the Hollywood Chamber of 
Commerce. 


Va.; Marvin E. Pollard, Pollard 
Motor Co., Elmhurst, Ill.; Maurice 
Perkins, Perkins Motor, Inc., Louis- 





Attend. Unique '500-Mile’ Luncheon— 

Grouped around the Mercury pace car are wives and women officials of the 
Indianapolis Motor Speedway, together with wives of Mercury executives who attended 
a unique “500-mile" luncheon in Dearborn. At the wheel is Mrs. F. C. Reith, whose 
husband is Mercury general manager, and beside her is Mrs. Anton Hulman jr., wife 
of the Speedway president. Reith will drive the Mercury Pace Car and Hulman will 
be beside him to start the 41st running of the 500-Mile race at Indianapolis on 
Memorial Day. 
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Airlift Sells for Souder 


Missouri Retailer Saves Deals by Finding Car 
And Flying Customer to It 


By L, H. Houck 
Staff Correspondent 


ELDORADO SPRINGS, Mo. — 


Anyone who fears his methods are 
too slow for this fast age and 
wonders how to speed them up will 
be interested in the story of Bob 
Souder, owner of Bob Souder Ford, 
Inc., here. 

Souder has made as many as 
three deals in a day with 1,000 
miles of travel thrown in, He 
uses an airplane. 


Realizing that he can’t keep every 
model in stock, Souder often flies 
a customer to Kansas City and 


Johns Again Heads 
Detroit Auto Show 





DETROIT.—For the third consec- | 


utive year, Harold Johns, of Park 
Motor Sales (Lincoln-Mercury), will 


be chairman of the show committee} __* 


for the Detroit Auto Show which 





will be held Jan. 18-26 at the Detroit | 


Artillery Armory. 


delivers the car to him there, The 
customer then drives it back home. 

One day, Souder located three 
cars to complete three deals and 
flew the buyers to pick them up 
after making arrangements by 
telephone. He covered 1,000 miles 
that day. 

The plane gets him a lot of deals 
he would otherwise have to pass up. 
Souder tells the story of a man in 
another town who had waited six 
weeks for a car and had made plans 
for a vacation trip. 

As time grew short, he began 
visiting other dealers and arrived 
at Souder’s the day before his trip 
was to begin. 

Souder located the model the 
man wanted in a Kansas City 
dealer’s stock and asked the 
Kansas City dealer to get it 
ready, He then flew one of his 
employes to Kansas City to drive 
the car back, and completed the 
deal in plenty of time. 

But doesn’t it cost a lot of money 


Dealers Aid Boy Scouts 
TWIN FALLS, Id.—Magic Valley 


Other members of the show com-| Chevrolet dealers have banded to- 
mittee are Don McIntyre sr.; Ed| gether and donated a half-ton 


Rinke; Bill Hermann; Ken Sarason; 


Chevrolet truck to the Snake River 


Al Long, NADA director for Detroit,| Council of Boy Scouts, for use at 


and Boyce Tope, 


executive vice-|the Scout summer camp. Eight 


president of the Detroit Automobile dealers contributed donations for | 


Dealers Assn. Tope will manage the | the gift. Presentation was made by|time saving enables him to make 
|Alvin Jenkins, Twin Falls dealer. | fast deliveries. 


show. 


to own a plane and keep it ready 
for such assignments? 

Sure it does, but Souder doesn’t 
own a plane, He rents one, The 
model he usually flies is a two-place 
Cessna, and it costs him $8.50 an 
hour, including gas, oil and service. 

Flying saves him time and money 
in other ways, When he has busi- 
ness in Kansas City, he flies there 
and usually saves half a day. 

Recently Souder flew to a dealer 
meeting in Detroit, It cost him $22 
one way and was much faster than 
driving or going by train. It was 
even faster than commercial air- 
line, since he would have had to 
have driven to Kansas City to make 
plane connections. 

Souder has been flying two 
years. He cruises at about 115 miles 
an hour and flies contact with the 
ground, although he has radio 
equipment for sending and receiv- 
ing. 

He usually flies only in daylight, 
except locally where he is familiar 
with the terrain. He generally sits 
it out in bad weather. 

Souder is sold on flying as an 
adjunct to his auto-selling activities. 

He explained: “When a customer 
wants to buy what I haven't got, 
I can get on the phone and locate 
what he wants, fly him or another 
driver to where the car is and 
make deals faster than almost any- 
body with conventional methods, In 
this day and age, you've got to use 
speed.” 

It’s also enabled him to do more 
business on a smaller inventory 
because he can get cars from larger 
stocks in the bigger cities, And the 
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HELP WANTED 


SALES MANAGER. Capable of selling 150) 


new cars monthly. Must have ability to 
organize and direct sales organization of 
20 to 30 salesmen on a profitable basis. 
Salary, percentage of profits, opportunity 
to buy in. If you can handle this and 
want to go places give references, com- 
plete background, past success, Box 7117, 
c/o Automotive News, Detroit 26. 


2 EXPERIENCED EQUIPMENT MEN to 
cover the state of Florida for distributor 
selling Scheneker back hoes and Auburn 
tractor-trenching machines. Write Equip- 
ment Distributors, Box 3940, Miami, Fila. 


SALES career 


Nation-wide automotive parts and key- 
machine mfgr.-distributor offers depres- 
sion-proof sales opportunity. huntested 
territories with established accounts now 
available. Average earnings $8,000 to 
$10,000 per year. Company expansion 
also opens great opportunities ad- 
vancement to executive positions. Write 
today giving background and sales 
experience. 


CURTIS INDUSTRIES, INC. 
“OVER A QUARTER OF A CENTURY 


OF SERVICE” 
1130 E. 222nd. St. © Cleveland 17, Ohio 


AGGRESSIVE SALES MANAGER, 32, 
married, family, for 250 car deal in Cali- 
fornia. Fully experienced in all phases of 
business. Can invest and would consider 
buy out. Box 7138, c/o Automotive News, 
Detroit 26, Mich. 


SALES MANAGER—A man who is able 
to take charge, produce sales, train sales- 
men. My background includes seven years 
in sales promotion plus a profound 

' knowledge of new and used cars, Inter- 
ested in a position with a future, Excel- 
lent references. Box 7128, c/o Automotive 
News, Detroit 26. 

ACCOUNTANT-BUSINESS MANAGER. 
General Motors and Ford experience. Top 
references from either or both manufac- 
turers. Presently employed at a 2,400 
new car dealership, but desire to relocate 
either in Atlanta, Georgia or Miami, 
Florida, Four years’ Hull Dobbs experi- 
ence, and eight years with a Chevrolet 
dealer, Replies confidential, Box 7106, c/o 
Automotive News, Detroit 26. 
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POSITION WANTED 


ACCOUNTANT - BUSINESS MANAGER 
with large volume Chrysler and Ford 
dealer experience desires to be employed 
as such in new area. Know daily operat- 
ing control, forecasting and expense con- 
trol. Qualified to take over complete 
management, or advise general manager 
on operations. Prefer southwest or west 
coast area. Box 7129, c/o Automotive 
News, Detroit 26, Mich. 


POSITION WANTED . as Chevrolet 
dealer's righthand man. Ten years’ ex- 
perience in automobile retailing, directing 
salesmen, accountants, parts managers, 
service managers, and teaching used car 
reconditioning. Let me help you put your 
ideas into reality. Age 38, married. Box 
7119, c/o Automotive News, Detroit 26. 


GENERAL, SALES OR USED CAR MAN- 
AGER—Seven years’ retail sales manage- 
ment experience with proven record of 
outstanding results. Train, develop hard- 
hitting salesmen for balanced, profitable 
operation. Top references. Southerner, age 
33. No family deals. Box 7131, c/o Auto- 
motive News, Detroit 26, Mich. 


BUSINESS MANAGER qualified to operate 
efficient office, prepare daily operating 
control and advise management on opera- 
tions. Chevrolet, Ford dealer and GM ex- 
perience, Can assist in expense reduction 
and improve gross profit. Have large vol- 
ume experience. Box 7132, c/o Automo- 
tive News, Detroit 26, Mich. 

SERVICE MANAGER, SHOP foreman, well 
experienced any make. Sober, middle- 
aged. Box 7133, c/o Automotive News, 
Detroit 26. Mich. 


GENERAL MANAGER: Interested in an 
opportunity with a dealer who has one 
of the top 10 potentials. Presently suc- 
cessfully managing one of the country’s 
largest agencies. Experienced in all phases 
with outstanding ability to organize and 
train. Box 7134, c/o Automotive News, 
Detroit 26, Mich. 


POSITION WANTED—PARTS MANAGER 
—Ford—would like to locate on east coast 
with principal city dealer. Eleven years 
in all phases of parts operation, including 
claims. Write Box 7135, c/o Automotive 
News, Detroit 26, Mich. 


MIDWESTERN GM DEALER, moving to 
Florida, wants general manager or sales 
manager position in 250 to 350 car deal. 
Motors Holding experience, 39 years old, 
married, 2 children. Box 7136, c/o Auto- 
motive News, Detroit 26, Mich. 


GENERAL OR SALES MANAGER. Florida 
preferred. Former Pontiac dealer. Motors 
Holding experience. 11 years in GM car 
and truck lines. Capable af taking com- 
plete charge. Prefer future buy out. Jim 
Burrows, 135 W. Gilman Terrace, Sioux 
City, Ia, Phone 8-6728. 


SERVICE MANAGER: Fourteen years’ ex- 
perience, Ten years’ Cadillac-Oldsmobile 
dual, seeks position with volume opera- 
tion. Capable of assuming full responsi- 
bility for successful and profitable depart- 
ment from owner’s viewpoint. My record, 
ability and integrity will stand close scru- 
tiny. Family man. Will re-locate. Avail- 
ability—two weeks. Box 7137, c/o Auto- 
motive News, Detroit 26, Mich. 
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POSITION WANTED 
BOOKKEEPER—9 YEARS’ GM experience 
desires position in midwest, age 29. Box 
7130, c/o Automotive News, Detroit 26, 
Mich. 








| GENERAL MANAGER. Good organizer with 


drive. Presently managing one of the 
country’s largest volume deals. Thor- 
oughly experienced in all phases. Aggres- 
sive, dependable and married. Expect no 
blue sky but buy-in possibilities, Box 
7150, c/o Automotive News, Detroit 26, 
Mich. 


DEALERSHIPS AVAILABLE 


OLD ESTABLISHED DEALERSHIP, “Big 
Three’’ dual, southwest’s largest city. 
Sales 1,200 yearly. No used cars, ac- 
counts receivable or real estate. Good 
lease. Modern buildings. Used car lot ad- 
joining. Low overhead. Factory approval 
necessary. Must sell account health. Box 
7118, c/o Automotive News, Detroit 26. 


AGENCY NOW HANDLING OLDSMOBILE: 
Midwest location county seat selling 200/ 
300 new. Excellent facilities, everything 
automatic with signs, frame machine. 
Favorable lease and ready to go. Trad- 
ing area over 78,000. Write Box 7112, c/o 
Automotive News, Detroit 26. 


FOR SALE—400-600 CAR principal city 
dealership in Southern California. Now 
have Ford Motor Company franchise. One 
of 25 most profitable dealerships in United 
States in 1956. Good profits in 1957. Has 
never made under $100,000 per year since 
1946. 300,000 in trade area, modern fa- 
cilities, good rental. $75,000 handles. 
Partnership split-up reason for selling. 
One partner might consider - partnership 
under right circumstances. P. O. Box 
7149, c/o Automotive News, Detroit 26, 
Mich. 


DEALER WOULD LIKE to retire from 
management of successful profitable 1,000 
car big-two dealership in excellent com- 
munity where it never snows. Large fixed 
income with low expenses. Ultra modern 
facilities. Rent under $25 per car. If you 
have $35,000 to $50,000, will sell you an 
interest with agreement to purchase bal- 
ance out of profits over reasonable length 
of time. Necessary to qualify for factory 
approval. To assure ourselves of strict 
confidence, address your communication 
to the firm of: John W. Stokes & Co., 
1775 Broadway, Room 505, New York 19, 
N. Y. 





FOR SALE—DEALERSHIP handling Buick. 
This very profitable deal is being sold for 
health reasons, Will sell at inventory and 
lease property. Box 7139, c/o Automotive 
News, Detroit 26, Mich. 


AGENCY HANDLING LINCOLN-Mercury- 
Continental; high income metropolitan 
New York area. No receivables, no used 
cars, low rent; 650 car potential, Factory 
approval required. Box 7140, c/o Automo- 
tive News, Detroit 26, Mich. 


DEALERSHIP NOW HANDLING CHEV- 
ROLET. 125 new cars yearly. Small town 
in midwest. Excellent facilities and or- 
ganization. Net profit last year, $23,000. 
Taking larger deai; fast action desired. 
Will inventory about $32,000, Factory ap- 
proval necessary. Box 7141, c/o Automo- 
tive News, Detroit 26, Mi ich’ 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Lincoln - Mer- 
cury in county seat town of 17,500, north 
central Indiana, a few miles from metro- 
politan area. New bay type building, 
adjoining big used car lot and parking 
area, Dealership located in center of 
growing shopping center. Low parts in- 
ventory and good equipment. Attractive 
lease, Box 7113, c/o Automotive News, 
Detroit 26. 





HELP WANTED 




































































5327 W. Third St. 
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@ Liberal commission. 
@ Protected territories. 


East of the Mississippi reply to: 
AUTO-CRAT Mansfacturing Co. 
2850 Tyler Rd. 
Ypsilanti, Mich. 


MEMO TO: 


State location . 


DEALERSHIP HANDLING Lincom-y 


DISTRICT MANAGER FRANCHISES 


Auto inspection and | year warranty service . . . now 
sweeping the country . . . $25,000 to $50,000 earnings, 
Many territories still open . . . successful automotive 
sales background necessary. 


UNITED STATES CAR TESTING CO. 


MU 1669 


SALES REPRESENTATIVE 


Now Handling Other Lines Calling on Jobbers. You Can 
Now Handle AUTO-CRAT Automotive Safety Belts and 
Enjoy the Advantage of Selling 


The “standard” of the industry. 
The same belt now offered as original equipment. 


AUTO-CRAT Manufacturing Co. 


GENERAL AUTO MANAGER 


for Ford franchise in 
Metropolitan New York City 


Must have proven successful experience in all 
phases of retail auto franchise. Must be able to 
direct and govern new car, used car, service, 
and parts departments, and have intimate work- 
ing knowledge of customer solicitation. Should 
be between the ages of 30-45. For the right man 
we offer a pleasant association at a good salary 
plus an accelerated profit sharing interest. All 
replies held in strictest confidence. 


Box 7151, c/o Automotive News, 
Detroit 26, Mich. 


A New Car Sales Manager 


A long established GM dealership selling more than 
300 new, 600 used units per year in community of 50,000 
plus the surrounding trading area in beautiful New York 
. . needs a Sales Manager who can take 
over, train and supervise. Perhaps more important than 
a five figure income are these facts: good schools and 
colleges, near lake regions and recreational facilities, as- 
sociation with pleasant people . . . in other words ideal 
family living. If you are an organizer and doer, perhaps 
an assistant in a large dealership, Tel. 


Elmira 7196 or write to me c/o P. O. Box 73, Elmira, N. Y. 





DEALERSHIPS AVAILABLE 






cury, fully equipped in every 
used car lot and 10-car wa 
joining. No accounts receivable, 
cars. Good lease, located on mie 
way in most progressive part of 
Must sacrifice at once, taking larger q.) 
Factory approval necessary, Com 
owner: J-B Motor Co., Liberty, 
Phone FE 6-4486. 


Dayton 7, Ohie 


25s 


s 





Clesrazees 


Beez 


West of the Mississippi reply to: 


1849 Biake Ave. 
Los Angeles 39, Calif. 
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DEALERSHIPS AVAILABLE 
See trucks, Central Arizona, Owner 
nas other interests. Box 7110, c/o Auto- 
motive News, Detroit 26. RS 
DEALERSHIP HANDLING DeSOTO- 
PLYMOUTH in north central Arkansas 
y of 7,000, Scenic mountain area. Col- 
jege town between two large lakes. 100 
r potential Will sell, lease, or rent 
ae modern building and lot. Property 
in downtown area. No accounts receiv- 
able or used cars to buy. Small cash in- 
yestment necessary. Owner has other 
gnterest and must sell. Box 7148, c/o 
Automotive News, Detroit 26, Mich. 
ERSHIP HANDLING FORDS. East- 
ern shore of Delaware. 200 car franchise. 
$35,000 assets for only $15,000. No real 
estate or cars, just parts and equipment. 
Low rent and very low overhead. A won- 
gerful opportunity. Contact Robinson 
Ford, Inc., Broad and Christian Sts., 
Philadelphia Pa. a aan aa 
uTo AGENCY — Now handling Dodge- 
Plymouth ; modern building, suburban 
town near Chicago; net profit for Decem- 
ber, January February and March, after | 
all expenses in excess of $20,000. Low) 
overhead; no real estate. used cars or | 
accounts receivable to buy. Factory ap-| 
al necessary. $45,000 cash. Box 7142, | 
¢/o Automotive News, Detroit 26, Mich. 


SEALERSHIP FOR SALE, handling DeSoto- 
Plymouth in medium-sized California sea- 
side town, You won't make a million, but} 
will enjoy the finest living conditions. 
Small investment with favorable lease. 
Box 7143, c/o Automotive News, Detroit 
2%, Mich. 
EALERSHIP FOR SALE handling Ford 
jocated single-point Ohio city. Average 
gales of over 500 yearly. Will sell on 
realistic basis. Will disclose complete in-| 
formation to serious inquiries. Write Box) 
7144, c/o Automotive News, Detroit 26, 
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Mich. 
DEALER HANDLING FORD in prosperous | 


gouthwestern Virginia community wishes | 
to retire after 32 years of successful 








operation, Will sell equipment and small 
parts inventory for cash; building part 
cash and low interest rate on balance. 
No used cars or trucks. No further in-| 
vestment needed. This is a good, solid) 
deal with no wheel-and-deal competition. | 
Write Box 7145, c/o Automotive News, | 
Detroit 26, Mich. 

OLD ESTABLISHED REPUTABLE dealer- 
ship handling Dodge-Plymouth located in 
fast growing community one hour from 
Los Angeles. Citrus and industrial area. 
150 to 200 cars per year. Could be 200 to 
300. Will give long or short term lease on 
% block or % block facilities. Excellent | 
Jjocation. 26,000 in trade area, Only short 
way from 120,000 population. Will sell 
inventory and equipment at market value. 
Approximately $35.000. Dealer has one} 
of the finest dealer policy and service 

" feputations in the county. Apply only if 

you are financially capable of handling. 

im Write Box 7146, 

Detroit 26, Mich. 





c/o Automotive News, 





FOR SALE BY OWNERS 
Well equipped dealership nandiling Buick. 
Meal location in beautiful Shenandoah Valley | 
@ Virginia. 150 car potential, population 





10,000 and trading area 85,000, modern build- | 
ing, and used car lot and office. Annual in-| 
Gustrial payroll, $40,000. 

fox 7116, c/o Automotive News, Detroit 26. 


| 
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| 
| 
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COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
& box number. For our readers who 
wish to protect their identity when an- 
Swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
Rote listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
Vertiser is one you have mentioned; 












































Otherwise it will be forwarded im- 
Mediately to the advertiser. 



















desired. 


2900 N. E. 2nd Ave. 








Will sell 1,000 of our like-new 1957 cars—actual 


mileage 1,500 to 5,000 miles—Complete General 
Motors line—Ford-Mercury-Plymouth-Dodge. Full 
Power — Radios — Heaters. Stripped models if 


Priced Right 


OLIN’S, INC. 


Franklin 1-6591 
George York, Wholesale Mgr. 


DEALERSHIPS AVAILABLE 





P FOR SALE handling Buick| DEALERSHIP NOW HANDLING FORD, | EXPERIENCED AUTOMOTIVE auctioneers 


medium size Maryland town, 200 new— 
300 used yearly. Owner ill. Inventory 
price. Factory approval required, Box 
7111, c/o Automotive News, Detroit 26. 





DEALERSHIPS WANTED 


WANTED: CALIFORNIA Chevrolet or 
Cadillac dealership of any size (priced at 
from $10,000 to $2,000,000). I have fac- 





tory approval but guarantee that your| TRUCK DECALS; no charge for sketch; 


reply will be held in strictest confidence, 
and that factory will not be consulted 
without your OK, Box 7099, c/o Auto- 
motive News, Detroit 26. 





FORD OR CHEVROLET DEALERSHIP 
wanted, preferably in town of 70,000 to 
100,000 population handling 500 to 1,000 
new cars annually, Have experience, cash 
and factory approval, Replies confiden- 
tial. Box 7124, c/o Automotive News, 
Detroit 26. ©. 





100 TO 150 CAR DEAL wanted, California, 
Arizona, Nevada. Limited capital with 
lots of background. Factory approval as- 
sured. Write complete details. Box 7147, 
c/o Automotive News, Detroit 26, Mich. 


DEALER SERVICES 











Inventory Service 
Buying or Selling a Dealership 


© Buy Right © Sell Right 


Parts—Accessories—Equipment 
© © A disinterested certified physical 
Inventory will save you money ® © 
DON'T GUESS—SE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 
10040 Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
429 S. Western ~, Los Angeles 5, Calif. 








AAA DRIVEAWAY, INC. 
CHICAGO 


DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 
Free inside bugscreens provided if desired. 
343 S$. Dearborn Webster 9-2364 


‘*RESEARCH 
MANAGEMENT”’ 
For Dealers 


Free Booklet 


Upon request on your letterhead. 


Automotive Enterprises 


10600 Puritan Ave., Detroit 38, Mich. 





“Effort Organizer" 


Simplified 
Daily Operating Control 


Does away with red tape and time 
consuming preparatory work. Tells you 
visually where you stand every working 


day. Gives your break-even point and 
when you have exceeded it in a single 
glance. Dealers send $3.45 today with 


on your letterhead. You will 
it postpaid by return mail. 


order 

receive 
Automotive Enterprises 

10600 Puritan Ave. Detroit 38, Mich. 








CARS FOR SALE 


OLIN’S, INC. 


World’s Greatest Fleet!! 















DEALER SERVICES 


to liquidate your entire garage, shop, 
tools, automobiles, etc. If you live any- 
where in the northeastern U, 8S. and want 
confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., 
Scotia, N. Y., or Tel, Sch’dy, DI 6-6666 
or EX 9-3102. 





DECAL TRANSFERS 


durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio, 


DECALS 


for 
Station 


Same day ship- 
ment of 1952-57 
Ford, Mercury 
Decal and solu- 
tions. 


Save 
10%-30% 


Send 
chart 


on Decals. 
for price 
now. 


Wagons 





CANELL Co. 


40 Liberty St., Little Ferry, N. J. 
Luggage Carriers—Decals 
Wood Parts (49-5! Ford-Merc.) 


CARS FOR SALE 








ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 


ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 
colin, Neb., klahoma City, Fort ‘orth, 


Dalias, New Orleans, Atlanta, Boston. 
ROBINSON CAR LEASING 
DIVISION 


THE HERTZ CORP. 
For specific information in any city, address: 
|. E. Spatig, Used Car Mgr. WeEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 


OPPORTUNITY 
USED CARS 


EX-TAXIS 
FORD * PLYM ® CHEVY 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. 
CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 
ANY QUANTITY . .5 to 500 
WRITE - WIRE - CALL 


JAMES F. WATERS. INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Bivd., Long Island City, N. Y. | 
H, CHARTERS A, H, AUSTIN 
cr eeprctneameecnnennsiatnanepeemcmementeaieseremnimemimaele 


CARS WANTED 





















WANTED 


Continentals (preferably air condi- 
tioned) For Rental Service 
AIRLINES RENT-A-CAR, INC. 
4545 N. W. 3th St. Miami Springs, Fie. 
Phone: TU 8-5224 


Mark I 








PARTS FOR SALE 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





NOW! PLASTIC GLASS for truck doors 
guaranteed not to break. Prices on re- 
quest, Fast C.O.D. shipments. Aberdeen 
Auto Parts, Box 283, Aberdeen, Md. 


Chevrolet Parts 


Largest Stock on East Coast 
Orders Shipped Complete 
Same Day as Received. 


LUSTINE-NICHOLSON 


CHEVROLET 


5710 Baltimore Ave. Hyattsville, Md. 


Phone Warfield 7-7200 
Suburb of Washington, D. C. 
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PARTS FOR SALE 








FORD PARTS 


Overstocked and surplus items discounted 
10% to 50% off dealer net. Write for list 
of over 3,200 items. 


SPANIOL FORD CO. 
500 W. Taylor Hobbs, N. M. 








TRUCKS FOR SALE 








"52 Dodge Tractor with a Delavan 4 car 
trailer modified for ‘57 model cars—alu- 


minum skids—rebuilt motor in tractor— 


tires excellent—ready for the road—for 


further details contact: 


J. Ww. SNIDER motors corp. 


TONAWANDA, WN. Y. 
JA. 4444 


WRECKERS 


1956 International S130, dual wheels, new 
crane , power winch and Beacon Ray 
light, brake lock, 12,000 miles.— $3,000 
I Chevrolet 2 ton second series, double 
boom crane, deluxe cab, large roundin 
rear glass, two speed axle, 8:25x20 mu 
and snow tires, Beacon Ray light. A very 
good wrecker.—$3,800 
1955 Ford F800, Holmes W45 crane, air 
brakes and horn, two speed axle, 10.0020 
mud and snow tires. Truck looks and 
like new. Also new heavy duty 
body.—$4,950 
L. F. Mack, with W45 Holmes crane, heavy 
duty body, |1.00x20 tires, 10 speed duplex 
trans., Beacon Ray light, air brakes and 
horns. Looks and runs like new—hard to 


beat for heavy towing and wrecking— 


very economical to operate.—$3,800 
1950 F.W.D., model HG, 9.00x20 tires, 
looks and runs very good. Has dump bed. 
Would also make excellent chassis for 
small back-hoe well rig or off-highway 
small crane job.—$1,895 
Wreckers Bought and Sold and Used 
Cranes and Sold 
| Manley double boom crane and body 
with Beacon Ray light. A very well built 
body. Crane and body used about 20 
months. Will fit 1'/. or two ton truck with 
134" W. B. Will mount on your chassis.— 
$1,800 
We are distributors for Holmes cranes and 
bodies. Will take your entire truck and 
crane or your us crane in on a new 
Holmes crane. 


SHELLY MOTOR SALES 


350 Ashland Road Mansfield, Ohio 
Phone 2560-6 








OFFICE EQUIPMENT FOR SALE 


FOR SALE—NATIONAL CASH register ac- 
counting machine. Class 31. Ser 5031743- 
31-10-14. Machine only four years old. 
Replacement cost today $6,710 plus 6% 
federal tax, Will sell for $3,995. Write or 
call, Wm, F. Colwes, Pontiac-GMC-Buick, 





Box 1672, Santa Fe, New Mexico. Phone | 


3-3359. 
ANTIQUE CARS FOR SALE 


1919 CHEVROLET—¥in excellent condition— 
new tires—can be driven away. Horseless 
carriage license 1957—will trade for \%- 
ton pickup. Write or phone: John Wilks, 
1520 West ‘‘D’’ St., Ontario, Calif. Phone: 
YU 6-6472. 


MISCELLANEOUS 
TRUCK AND CAR SIGNS made easy 
with plastic letters. Metal, wood and 
masonite letters also. Brass 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 

















stencils. | 


MISCELLANEOUS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS' SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


_tew Guide Cables 
GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
$9.90 Fed. Tax Included 
e +. 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four =. Hook-Up 
DEALERS’ SPECIAL (F.0.8, Factory Net) 


. Fed. Tax Included 
Meets 1.C.C. Strength Requirements 
& e 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 





USED CARS— 
A GOLD MINE 


Humorous and Informative 
Mail $2.20 for your copy 


P. O. Box 2055 Oxnard, Calif. 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5445 sie 
COMPLETE with $ 61° 


Guide Cables and 
BRAKE HOOK-UP.......... 
$35.00 
; 00 
| TowKinG 7.tc'c, °45 


| Tow Bar Sales Co. 


Exclusive Distributors 


Factory 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA |-87!7 


Call Collect,” 


TRI-KING 3-Point Hook- 
Up intre-State Tow Ber 





'e@ pay charges 
$100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 


| 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE. CONNECTION: 


Cor Dealer [) Truck Dealer [] Manufacturer [) 
Jobber [) Insurance [) Financial [) Supplier 1 
Mates CE BR ine dicing deass cteeseecadsicesesiie Gi sitseacaacaeenmans 

5-20-57 


come mene nme ee ee em me me ee 


Universal ‘Jeep’ 


*7OO 


ON ANYTHING 
THAT ROLLS 


Tired of “Give-away” competition ? 


Franchised ‘Jeep’ dealers don’t have this problem ! 


Is severe price competition eating away your profits? Is compe- 


tition forcing you into deep discounting and overallowances that reduces: 


your gross profits to the danger point? -s 


You can get a greater profit return on your investment? Tiiat’s 
exactly what ‘Jeep’ dealers are doing! They have no wheeling and deal- 
ing headaches! They’re not competing with every dealer in town on 
“trade-in” or “discount.” Actual washout sheets from ‘Jeep’ dealers 
reflect an average gross profit of $475.16, per vehicle, after the wash- 
out. That’s the kind of potential that’s open to you as a franchised 
dealer for the famous ‘Jeep’ family of 4-wheel drive vehicles! 


Two ways you can take advantage of this opportunity! You can 
handle ‘Jeep’ vehicles exclusively, or as an addition to your present 
line. Either way, they’re a great profit opportunity! Many former pas- 
senger dealers and large service operators axerearning substantially 
more profits selling.“Jeep’ vehicles exclusively. If added to your pres- 


The jeep family of 4-Wheel-Drive vehicles: 


New Forward.Control ‘Jeep’ Truck 


‘Jeep’ FC-150 


‘Jeep’ Utility Wagon 


ent lie; you don’t give up a thing. You retain your present operation 
and’add the profit potential of the ‘Jeep’ vehicle franchise. You use 
the-same physical facilities for two lines, with little increase in operat- 
ing expense, and you add substantial profits. 


Here’s all you need do to get started! Look into the franchise that 
eliminates “give-away” selling and comparative shopping —the fran- 
chise that gives you a greater profit return on your investment! Why 
is this so? Willys deals are more profitable because they’re “business 
deals.” That’s because most ‘Jeep’ vehicles are sold as the one and only 
answer to specific job needs. And nearly half are clean deals. What’s 
more, ‘Jeep’ vehicle resale value is far greater. And there are addi- 
tional profits from the sale of a wide variety of special equipment! 


Get the detailed facts and see what they can mean to you! Just 
fill out and mail the coupon. There’s no obligation. Do it right now 
while you’re thinking about it! 


Dealer Franchise Department 
Willys Motors, Inc., Toledo 1, Ohio 


facts about the ‘Jeep’ family franchise. 


Name 


Address 


SP GE an Ae Ee an am qe ena aD 





Yes, without obligation, I’m interested in learning the detaile 


City State ‘ssa 


Business Position wlll 


